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AND GREEN MARKERS MEAN... 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
ROPE + .TWINE © OAKUM © PACKING 


BRANCH FACTORY: S¥. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 





The BIGGER Pressure Pan and Conner a 
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@ The “irresistible force” in our business .. . and your business . . . is popular demand. 
When we heed it, sales come easier. That’s why you'll want to see and sell the new “8.” 
it’s the bigger MIRRO-MATIC that women by the thousands 


have asked us to make... and that full-color national advertising is telling them 
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t lock, ma 
» And, fo 
i : 
| Super Pi 
i 


we are making... in answer to demand. 
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ALUMINUM GOODS MANUFACTURING COMPANY @¢® MANITOWOC, WIS. 
FIFTH AVENUE BLDOG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 3 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS HARD 
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A PADLOCK FOR 


Purse, Purpose 


MARGIN 


each with the name 


to help make the sale 


There’s a lot of value in having the 
name YALE on a complete price range 
of padlocks. 

You can offer your customers several 
degrees of security ... with prices (and 
your profits) in proportion... backed 
by YALE dependability. 

The famous YALE “Silver Six’ in- 
cludes warded, disc-tumbler and pin- 
tumbler padlocks. Then there’s the 
774 High-Grade Pin-Tumbler Pad- 
' lock, made from a solid block of brass. 
And, for the utmost security, the 840 
Super Pin-Tumbler Padlock with case- 
| hardened steel shackle and locking at 


NA Tich both ends. 
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4 THE YALE & TOWNE MANUFACTURING COMPANY 
Stamford, Conn., U.S. A. 


Cc, wis. 
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RESINIZED SPEED-GRITS® 


Assures Success . . . Your rental floor sanding 
profits depend on the successful jobs done by your customers. Their 
neat, fresh, clean-looking floors become the talk of the neighbor- 
hood — and that kind of talk means business. 

RESINIZED SPEED-GRITS Floor Sanding Papers build more rental 
business by cutting sharper longer and making the job go easier 
and faster. Every grain is firmly anchored in a bond that won't 
melt and gum up when the job gets hot due to hard, continuous 
cutting. Professional Floor Sanders insist upon SPEED-GRITS for 
that reason. They know that loading, glazing and burning are 
strangers to the job with RESINIZED SPEED-GRITS. 

Have you seen our colorful business-getting Post 
Cards? They're for you to mail to your Rental Floor 
Sanding prospects. Send for your 250 copies free, im- 
printed with your store name and address. Write today. 


| Master 
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Look at the bank vault door. 


Let it remind you of Master Padlocks! 
LAMINATED — steel plate upon steel 
plate, united under pressures up to 
300,000 pounds. Like a bank vault 
door here’s padlock strength your cus- 
tomers can see and feel — strongest 
construction known! @ For as little 
as 35¢ your customer can protect his 
property with a Master LAMINATED 
padiock. Many sizes — every price 
range. Check your Master padlock 
stock. Order from your jobber NOW! 


= 


Make sales faster with 


Py) EXTRA STRENGTH 
Master Padlocks {\ EXTRA SALES 


| {4 


EVERY ONE AN OUTSTANDING VALUE ‘ 


Master Jock Company, Milwaukee, Wis. « World's Leading Padlock Manufactured 
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CHOREMasTER 


ONE WHEEL GARDEN TRACTOR and ATTACHMENTS 
GIG MOWER LINE 
B/G CULTIVATING LINE - -Aggaaseiomeseoe 
\ ep is simple hitch ($4.00) 


makes a power mower out 
1 of an old hand mower. 
GIG INE OF OTHER 
-—— USEFUL ATTACHMENTS 





insecticide 
spraying 





Priced for 
FASTER TURNOVER 
MORE PROFIT 
LOW LIST PRICES 


$135.00 1 H.P. ATTACHMENTS 
$149.00 2 H.P.* EXTRA 
with standard clutch PLUS FREIGHT \ 
*(Centrifugal Clutch $10.00 Extra) 
Between- 


the-row 
cultivating 


RECISION-BUILT Choremaster is fast assuming leadership both as 

garden tractor and power mower. The items listed here are just 
a few of the complete line of Choremaster attachments. You'll find 
customers buy more Choremasters because they can get attachments 
for every type of job around the house, farm, yard or garden. 


During 1949, your customers are reading about Choremaster daily, 
in leading farm and home magazines — THOUSANDS OF IN- 
QUIRIES ARE BEING SENT TO OUR DEALERS. 


WRITE FOR DEALER FRANCHISE INFORMATION NOW. Get 
your share of this rich Choremaster business... get the facts today. MORE IMPLEMENT 


: . SALES with 
New 1 H.P. CHOREMASTER List Price ONLY $135.00. CULTIVATING ASSORTMENT 
Sell More Tractors at This New Low Price. PACKAGES... 


Primarily designed for mowing and cultivating. LOW PRICED cultivating 
Same fine quality construction of larger 2 H.P. tools for every purpose 
Choremaster. Display 'em — you'll sell ‘em! are conveniently packaged 
for you and your cus- 


, oe tomers. You save handling 
Special Products Division costs and storage space. 


The LODGE AND SHIPLEY Co. Increase sales by selling 
828-3 Evans St. Cincinnati 4, Ohio these ready packaged cul- 


— Machinery M. | for Ouenr 55 Years tivating assortments. 
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MULTIPLE CORRUGATIONS 


Securely grip hose from inside, 
making extra strong, leak-proof, 
permanent connection. 


oe “\,_- RIGHT ANGLE 
) FINGER ENDS 


Take a permanent grip on 
the hose, far stronger than 
fingers that merely pinch 
against outside skin of hose 


NO HUB OR COLLAR 


Hose goes clear on for true 
long grip. Extra length of 
connection makes it stronger, 
more leak-free, more perma- 
nent. 


i, 


h ($4.00) s f m 
nower out . 
mower. 

CLINCHER 


\ 


Ld 


FINGERS 


A GREAT NEW FEATURE OF 
SHERMAN “LONG-GRIP” 


COUPLING 


PAT PENDING 





COUPLINGS and MENDERS 


Here are the finest clincher couplings and mend- 
ers we have ever made — with all the valuable 
CLINCHER features previously originated by Sherman — 
MENDER ; plus the great new improvement, STAGGERED 
FINGERS. 
These Sherman couplings and menders actually 
make a connection stronger than the hose itself. 
Pull-off tests have proven that the hose itself will 
pull in two before the connection lets go. 
Already demands for these improved Sherman 


TMENT items are very heavy. Make sure of your stock, 
by ordering right now from your hardware 

ivating wholesaler. 

urpose H. B. SHERMAN MFG. CO., Battle Creek, Mich. 

ckaged 

r cus- 

ndling 

space. 
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Its OK- theres the 
Blue tleart Marker 





“Blue Heart’’ manila rope 


Men who use rope soon learn the difference between brands. They know 

that they can proceed with speed and confidence when they have rope of the 

assured tensile strength, smooth flexibility and easy handling 

qualities which always characterize dependable, long lasting H & A “Blue Heart” 
Manila. That’s why, on many a job, you’ll see someone untwist the strands 
of every new coil, to look for the famous blue thread center, recognized 
around the world as the identifying marker of “Blue Heart’ Manila Rope. 


there is no better rope than H & A “Blue Heart” 


In addition to ‘‘Blue Heart'’, H & A produces cordage of all standard com- 
mercial grades, including Transmission Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 
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THE HOOVEN & ALLISON COMPANY 


"Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN. 
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YOUR CUSTOMERS CAN 





LAWN MOWERS 


High quality workmanship is apparent from every angle in 
smooth-running, easy-handling Johnston all-steel mowers — 
giving you a solid basis for a straight-from-the-shoulder 
selling story. Just let a prospect handle and examine a 
Johnston mower. He can’t help notice the excellent 
construction of this product. 






















And the facts will back you up! There are Johnston 
mowers in use today that are over 25 years old 
— and are still giving owners the fine service 

for which Johnston mowers are noted. 


Ask your jobber for the full story on 
these fast moving mowers. 


JOHNSTON LAWN PATROL POWER MOWER 


Powered by the famous Jacobsen 1 hp. 2-cycle engine the 
Johnston Lawn Patrol is an ideal unit for residential use. It is 
so simple to operate a youngster can run it with ease. The 
Lawn Patrol combines lightness of weight with the lasting 
sturdiness and stamina a mower needs for power operation. 
Two sizes: 18 and 20-inch cutting widths. 








JOHNSTON ALL-STEEL HAND MOWER 


Here is a hand mower that is precision-built to last a 
lifetime. Its five free-running reel blades are made from 
the finest heat-treated chrome-molybdenum steel for 
lasting sharpness. Pinion gears are all-steel laminated 
construction, case-hardened for strength and long wear. 
An extremely fine cutting edge adjustment is maintained 
by means of micrometer thread screws on each side of 
cutter bar. Two sizes: 16- and 18-inch cutting widths. 















me 
—_ 







ae eo 
~ Se mae 


—— 


é 
A/ 

4? 
iy 






~“~ 
Se 


+e 





ns 
Pay 


JONNSTON LAWN MOWER CORPORATION -« Ottumwa, lowa 
Subsidiary of JACOBSEN MANUFACTURING COMPANY, Racine, Wisconsin 
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A natural sales leader! A profit 
maker! A traffic builder that sets off a “chain 
reaction” of sales on related products! That’s 
what dealers say about Masonite’s new Craft-Pak 
—the new idea in merchandising handy-size 
panels of Masonite Tempered Presdwood. 

What a package it is! An attractive carton, with 
unusual display value, containing five or six 
panels of this “wonder wood of 1000 uses,” cut to 
the sizes most wanted by home workshop enthusi- 
asts, farmers, plant maintenance men, manual 
training students. Millions know about Presd- 
wood’s marvelous, time-proved characteristics 
through years of actual use and intensive national 
advertising. 


ACT NOW! 
MASONITE CORPORATION 
Dept. HA-3, 111 W. Washington St., Chicago 2, Ill. 


Gentlemen: I'm interested in the profit-making potential of 
new Craft-Pak. Please send me further information about it. 


Name 


Address 
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Each Craft-Pak contains a folder crammed with # 

ideas for building things from Tempered Presd- fo 

wood, including a blank for ordering construction ye 

plans prepared especially by famous Popular - 

Mechanics Magazine. M 
Craft-Pak not only sells itself again and again— 
it induces sale of related items: hardware, nails 
and screws, paint, tools, lumber, ete. Stock Craft- 
Pak liberally. It turns over fast, returns a steady, 

all-year-’round profit. 

Four Craft-Pak sizes available: W-I- 

Small .......6 panels, 4” x 113%” x 23%” . approx. 12 sq. ft. | 
Medium.....6 panels, 4g” x 1534” x 234%4”.. approx. 16 sq. ft. 
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MASONITE & 
PRESDWOOD 2. boc: ue 


“Masonite” and "'Presdwood" are registered trade-marks. ‘'Masonite”’ 


signifies that Masonite Corporation is the source of the product. 
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BURGESS 


vibro -rprayer 


Pat. Applied For 





A self-contained, one unit electric 
ith sprayer. Weighs only 21 Ibs. . 
oi. for one-hand operation. To be 
8 a . see 
nationally advertised to millions of 
oa prospects. FREE DISPLAY AND 
oud LITERATURE WITH EVERY SHIP- 
MENT. 
—_ 
ails 
aft- : 
dy, THERE’S A 
y. ft. 
a 
: 9 It’s your dream of a really hot money-maker 


come true! The handy Burgess Vibro-Sprayer 
is so easy to use and priced so low millions 
of people can afford one. Anyone who has 
ever painted furniture, waxed a floor, touched 





up a car fender or mothproofed clothing is a 

prospect! 
Order Now For 
PAT. OFF. 
7 Wood 

o 4 J 
Handicraft Division e 

Masonite" 
» product. Copr. Burgess Battery Company 
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Exclusive nozzle 
gives smooth, 
even results! 


Built-in-head 
motor and 
compression unit! 


i 
. | 
.: | } } 
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Efficient ' i 
strainer filters }) i 
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Large 25 02. \j 
mason-type jar! 





Never has there been anything like it! No 
motors, compressors, hose, or extras of any 
kind. Just plug into any 110 volt A.C. socket 
and spray household enamel, lacquer, var- 
nish, shellac, light oils, insecticides! And, 
remember . . . you get a long, satisfying 
profit on every quick sale. 


Spring Delivery! 


BURGESS BATTERY COMPANY 


Lake Zurich, Illinois 


yer 


Handy, finger- 
tip control! 


Simple spray 
adjustment 
screw! 


# 


Just plug 8 cord 
into any 110 volt 
A.C. socket 
and spray! 
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Call your jobber or 
write for catalog and 
price sheet. 
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W-I-D-E O-P-E-N MARKET FOR BURGESS VIBRO-SPRAYER 
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Farmers have been maki \ 
rograms ul 


many of them have put 0 
in a dangerous condition. 


their farms are 
at control measures are being put into 


At the same time th 
ust be enclosed by 4 good fence iB J 


effect to check this gully, itm 
to keep out livestock. 

A complete conservation program calls for new fence—and 
lots of it. The supply of strong, long-lasting American Fence 
is getting more plentiful every day- Soon there will be ample 
stocks in most parts of the country- Keep in touch with your 
supplier for American Fence, Barbed Wire, Poultry Netting 

and other relate 





d products. 


For information on soil conse 
our booklet, “Tr’s Your Topsoil. 


410 Rockefeller Building, Clevela 


rvation, write for a COpy of 
” : py 
Address American ence, 


nd 13, Ohio. 


OMPANY, GENERAL OFFICES CLEVELAND, OHIO ’ 
COMPANY, SAN FRANCISCO 

RAILROAD COMPANY, BIRMINGHAM 
PANY, NEW york : 


AMERICAN STEEL & wike C 
COLUMBIA STEEL 
IRON & 
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| Detter | omes & Uardens 
is selling thesé 

‘ HARDWARE PRODUCTS 
in January, February and March 


BUG serve 
b &\ Serves...so it Screens...so it Sells And here’s how it’s done: 
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* Desk-table-cabinet the unhandy man * Floor-length windows ‘ . 

can build ! 

* What wallpaper can do for you {| c 

* You can nail down building costs : ; 

: : . P . 4 ; 

with your own hammer * Turn c arpenter Bb ourself a 

> 

* Radiators can be attractive * Paint hides bad lines : 

G 

' , aul , G 

* What color can do for your dining * Color-style your home : C 

room ’ G 

* Checked your gutters and ; G 

» " > . G 

* How-to for the handy man downspouts? : r 

4 H 

. , Tr i 

Longer life for your home motors * All kinds of windows H 

Je ser: i 

H 

* Your basic home tool shelf * How to wax your floors : 

Note the titles of those articles. They’re another example of Better Homes & Gardens’ 100% 

service on better living in better homes. No side lines, no fiction. Better Homes & Gardens 


is addressed entirely to husbands and wives whose big interest is the hone—and who have 
the money w meet the high living standards that BH&G takes for granted. 


No wonder the readers of Better Homes & Gardens relish every page 
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of every issue! 


It’s the one magazine that gives them 100% real service in editorial 
and advertising pages alike. Take a look for yourself. Better Homes & 





Gardens editorials and ads cover the same subjects, so readers find 
them equally interesting. In fact, when BH&G editorial titles and adver- 








tising headlines are isolated on a list, most people can’t tell the differ- 





ence between the two! 





Single-minded, 100% service like this screens out the casual reader — 
screens in the 3,000,000 husbands and wives who read BH&G solely S. 
for suggestions, ideas, information. It doesn’t matter to them whether Py, 


the facts they want come from an editorial or an ad, because both 
are on the same side of the street in BH&G. SO 


Li 


HARDWA 


The result? BH&G sells and sells and sells — to a pre-screened, multi- 





million audience that no manufacturer can afford to overlook. 
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SRUARY AND MARCH 


APPLIANCES 
Admiral Refrigerator 
Bissell Sweeper 
’ CP Gas Ranges 
Cadillac Vacuum 
Caloric Gas Range 
Coolerator Homefreezer 
Coolerator Range 
Coolerator Refrigerator 
Dexter Washer 
Easy Washer 
Everhot Appliances 
Florence Gas. Range 
Frigidaire Range 
Frigidaire Refrigerator 
General Electric Dishwasher 
General Electric Disposall 
General Electric Lightbulbs 
General Electric Range 
General Electric Refrigerator 
l General Floor Polisher 
Gibson Electric Range 
Gibson Refrigerator 
Hamilton Clothes Dryer 
Harderfreez Homefreezer 
Harvester Homefreezer 
Harvester Refrigerator 
Hoover Vacuum 
Hotpoint Disposall 
Hotpoint Electric Range 
Kelvinator Electric Range Yale Tri 
Kelvinator Homefreezer ale Trim 
Kelvinator Refrigerator HEATING, 
KitchenAid Mixer MISCELLANEOUS 
L & H Electric Range _ Aeropel Kitchen Fan 
Majestic Incinerator Anderson Fireplace Forms 
Maytag Washer Burnham Portables 
Norge Gas Range Dust-Stop Air Filters 
Roper Gas Range Everhot Portables 
Schaefer Homefreezer Flexaire Fireplace Screen 
Servel Gas Refrigerator Fresh-Aire Fireplace Form 
Speed Queen Washer Fresh-Aire Fireplace Screen 
Tappan Gas Range Gardner Radiator Enclosure 
‘Toastmaster Toaster Hancock Fireplace Form 
Universal Gas Range Heatform Fireplace Form 
Universal Washer Heatilator Fireplace Form 
Victor Homefreezer Honeywell Controls 
Voss Washer Price Fireplace Forms 
Westclox Time Stewart Exhaust Fans 
Westinghouse Roaster Van-Packer Chimney 


Westinghouse Vacuum 

Westinghouse Washer 

Westinghouse Waste-away 

HARDWARE 

Anchor Fence 

Badger Traverse Rods 

Burgess Vibro-Sprayer 
Painter 

Cyclone Fence 

Duco Cement 

Durall Aluminum 
Tension Screen 

Durham’s Rock Hard 
Water Putty 

Hall-Mack Bathroom 
Accessories 

Home-U tility Tools 

Judd Drapery Fixtures 

Keystone Wire 

Knape & Vogt Closet 
K-Veniences 

Lumite Screens 

Nichols Never-Stain Nails 

Page Fence 

Plastic Wood 

Pyrene Fire Extinguisher 

Quick-Aid Fire Extinguisher 

Smooth-On Cement 

Speedy Sprayer Paint Gun 

Three-in-One Oil 


for you 


ry page 


ditorial 
omes & 





ars find 
1 adver- 


» differ- 


er flomes 


and Gardens 


CIRCULATIO,, over 3,000,000 





Serves... 
so it Screens... 
so it Sells 
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INSULATION 
Armstrong Temlok 
Balsam-Wool 
Chamberlin 

Eagle-Picher 

Fiberglas 

Gold Bond 

Homasote 

Insl-Cotton 
Johns-Manville 

Kimsul 

National Cotton Council 
Nu-Way Weather Stripping 


KITCHEN UTENSILS 
Club Aluminum 

Dazey Kitchen Aids 
DeLuxe Mop Pail 
Edlund Can Opener 
Edlund Egg Beater 
Guardian Service 

Kwicky Juicer 
Met-L-Top Ironing Table 
Mirro Aluminum 
Phoenix Tablemats 
Presto Cooker 
Revereware 

Taylor Cooking Thermometer 
West Bend Aluminum 
Wear-Ever Aluminum 


MILLWORK & LUMBER 
Andersen Windowalls 
Arkansas Soft Pine 
Chamberlin Windows 
Crawford Doors 

Curtis Woodwork 
Eagle-Picher Windows 
Masonite Presdwood 
Mengle Flush Doors 

Pella Rolscreens 
Ponderosa Pine 

R. O. W. Windows 

Rusco Windows 

Timm Aluminum Casements 
Weisway Cabinet Showers 
West Coast Woods 
Western Pines 
Weyerhaeuser Services 


OUTDOOR 

Bolen’s Lawn Mower 
Choremaster Lawn Mower 
Clemson Lawn Mower 
Disston Pruner 

Dobbins Sprayer 

Eclipse Lawn Mower 
Electrimmer Hedgeshear 
Gro-Quick Seed Bed Heater 
Jacobson Lawn Mower 
Johnston Lawn Mower 
MontaMower Lawn Mower 
Moto-Mower Lawn Mower 
Ottawa Lawn Mower 
Paragon Sprayer 
Pennsylvania Lawn Mower 
Pincor Lawn Mower 
Porter-Cable Hedgeshear 
Sandee Garden Hose 
Savage Lawn Mower 
Sensation Lawn Mower 
Seymour Smith Tools 
Speedline Garden Tools 
Swan Garden Hose 

Wiss Pruners 


Mths Fit Sore Magacie 


are sling these Harduare Products 


PAINTS & 
RELATED PRODUCTS 

Acme 

Alcoa Pigments 

Cabot 

Cuprinol 

Imperial Wallpaper 
yanize 


Martin-Senour 
Masonite 

O’Brien 

Penta 

Pittsburgh 
Sherwin-Williams 
Truscon 

Wall-Tex Wall Covering 
Nancy Warren Wallpaper 
Wood Life 

PLASTICS 

Consoweld 

Duran 

Formica 

Flor-Ever 

Lumite 

Styron 

Velon 

Vinylite 

WIRING & TELEPHONE 
Bell System 

Burgess Batteries 
Cutler-Hammer Fuses 
Davis Ironing Cord 
Delta Power Lite 
General Electric Lamps 
Liberty Door Chimes 
Lightolier Fixtures 
Onan Power Plants 
Spencer Post Lamps 


MISCELLANEOUS 


Acme Galva-bond Steel Slats 
Aladdin Homes 
Braun Cedar Cabins 
Canvas Awnings 
Cleveland House Plans 
Dow Magnesium Rod 
Dunstone 
Frigidaire Water Heaters 
General Electric 

Water Heaters 
Hastings Alumitile - 
Int'l. Mill Ready Cut Homes 
Johns-Manville Roofing 
Koolvent Awnings 
Kreger Molds 
L.O.F. Plate Glass 
L.O.F. Thermopane 
Lewis Homes 
National Homes 
Orlyt Portable Greenhouse 
Pittsburgh Corning 

Glass Blocks 
Pittsburgh Plate Glass 
Portland Cement 
Rheem Water Heaters 
Ruberoid Roofing 
Shopsmith Tools 
Smithway Water Heater 
Tel-O-Posts 
U. S. Steel 
Upson Panels 
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Plunger Type for Shallow Wells. High Self-Oiling Working Heads. Top per- 
efficiency and uniform capacity at all pres- formance at extreme depths and maximum 


: discharge pressures. Sturdy and dependable. 
b ty, 340 gph. ” 
ee SS Oe ee * 3 sizes: 6, 9 and 12 stroke, 





@ He knows all about water supply 
er rae conditions in the community he 
; , serves. — 








@ He can, and does, expertly 
recommend exactly the proper type 
of Myers Water System that will give 
each customer the best results. 


u- Geclo “Be 
waren Seren) @ He keeps in stock, and on dis- 


play, ready to sell and install, the 
complete Myers line of five great 
Water Systems. 


@ He takes advantage of Myers 
national advertising and merchan- 
dising support, goes after business, 
follows every lead, turns water sys- 
tem prospects into Myers users. 


@ He makes money and builds 
stronger his reputation as a fine 
business man. 








“H" Series Ejecto. Horizontal Type. For 
either shallow or deep wells. Normal 
operating pressures. 4 sizes, 4 to 1 hp. 
Capacities to 2200 gph. 


Vertical Type Ejecto. For Deep Wells 
and Normal Discharge Pressures. 5 sizes, 
1 to 5 hp. Capacities up to 4200 gal. 


The F. E. Myers & Bro. Company 


Dept. P-47, Ashland, Ohio STI 





























Start to 
plan now 
for May 
NATIONAL WATER SYSTEM MONTH | cox: 
: hose | 
Every alert dealer will take advantage of pub- ing st 
licity and promotion which is starting right now. be 
Material is being readied oe said 
for those with an eye for RUNNING WATER up ag 
extra profits in May! Check nen eh strain 
your stocks. Be sure they're rounceour Py 
ample. Plan Your Tie-Inand —\' 2% 
Store Display. Remember— \aN 9) 1S) 
"s, a/ 
: — re A / 
Self-Oiling Bulldozer. Shallow Well Back Geared Plunger Type. High efficiency < » : 
and uniform capacity up to pressures of 100 and 250 pounds. Sizes up to 2160 gph. PROFIT GROWS WHEN WATER : FLOWS for RAY 
HARDWARE AGE, MARCH 10, 1949 § HARDWAI 
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Here’s the CORE of 
w._ Y Sales talk /* 








HIGH TENACITY RAYON 








‘“‘Cordura’’-reinforced 
hose has higher burst- 
ing strength than pre- 
war hose .. . stands 


up against flexing and 
strain. 





“Cordura” permits 


reduction of hose 
weight. Fewer plies— 
or lighter plies—are 
sufficient with this 
super-strong, light- 
weight yarn. 





slER 10 
“ HANDLE 


Besides weighing less, 
“‘Cordura’’- reinforced 
hose has much great- 
er flexibility, coils 
smoothly. 








10, 1949 
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When you’re trying to clinch a hose 
sale, tell your customer about the 
extra value of Cordura* reinforce- 
ment. He’s sure to be impressed by 
the advantages of hose made with 
this super-strong yarn—the same 
material that gives stamina to 
heavy-duty truck tires. 

But, of course, you can’t profit 
by this powerful sales point if the 
hose you sell doesn’t have ‘“Cor- 
dura’”’ reinforcement. That means 
not only garden and washing ma- 
chine hose, but also types of indus- 
trial hose you sell. So when you 
order hose, specify the kind that’s 
made with Du Pont ‘“Cordura”’ 
High Tenacity Rayon. Write us for 
the names of suppliers. Rayon Divi- 
sion, E. I. du Pont de Nemours & 
Co. (Inc.), Wilmington 98, Del. 


*REG. U. S. PAT. OFF. 


aU POND 


for RA YON.. . for NYLON... . for FIBERS to come... look to DU PONT BETTER THINGS FOR BETTER LIVING 


. +» THROUGH CHEMISTRY 
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CLUB & chice® 








Spring tonic for cookware sales 
in March 7 


This big full-color advertisement will 
help you to sell sets of Club Aluminum 
instead of individual pieces— 

to make each sale a bigger sale. 

Your Club Aluminum jobber can furnish 
you with tie-in advertising and 
promotion materials. Have plenty of 
sets in stock and on display. 


If you are not already handling ee 


this famous brand of cookware, © Shabitng 
ask your jobber about it. Or write : er 


HAMMERCRAFT COGKWARE 
e 
TRADE-MARK REGISTERED Econom) 


er tle aan caeed CLUB ALUMINUM PRODUCTS CO., 1250 Fullerton Avenue, Chicago 14, IIinois ————- 
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STEEL 
KITCHEN CABINET 
INSTITUTE 

me 1888 
— For Yur 
Protection 


YON KITCHENS 





Shelving © Kitchen Cabinets 

Lockers © Display Equipment 
Wood Working Benches ¢ Hanging Cabinets 
Economy Locker Racks © Welding Benches 
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© Filing Cabinets 


VIRTUALLY CUSTOM-BUILT 
—FROM A “PACKAGE LINE” 


® In addition to these porcelain, lin- 
oleum and stainless steel top sink units, 
LYON offers a wide range of steel base 
cabinets, wall cabinets and special pur- 
pose cabinets. The line makes it possible 
for you to offer what are practically cus- 
tom-built kitchens—at substantially lower 
prices. 


SINK UNITS SHOWN ARE 
IMMEDIATELY AVAILABLE 


Also included in the LYON line are stand- 
ard porcelain sink top units in 42” and 
54” widths— Linoleum and Stainless Steel 
Units in 66”, 72”, 84” and 96” lengths. 


LYOWN metat prooucts, Inc. 


General Offices: 323 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 


A PARTIAL LIST OF LYON PRODUCTS ——— 


© Storage Cabinets ¢ Conveyors © Tool Stands ¢ Flat Drawer Files 


e Cabinet Benches ¢ 


@ Folding Chairs 


@ Drawing Tables ¢ 


Bench Drawers 
Work Benches 
Drawer Units 


© Shop Boxes ¢ Service Carts © Tool Trays ¢ Tool Boxes 


e Bor Racks © Hopper Bins ¢ Desks ¢ Sorting Files 
© Bin Units © Parts Cases @ Stools @ Ironing Tables 
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Sell ‘GLASS WAX’ in Quarts 


NEWSPAPERS 
Feature QUART] 4 


‘GLASS 


WAX’ 
ADVERTISING 


This spring —at the height of the house- 
cleaning season—every city of over 50,000 
population in America will be exposed to full- 
page “GLASS WAX” newspaper advertising 
... the same hard-hitting advertising that made 
“GLASS WAX” a merchandising miracle in 
one short year. 


This powerful local advertising featuring 
the quart size will support the continuing na- 
tional promotion — Life, Woman’s Day, and 
Family Circle magazines, plus Arthur Godfrey 
Radio, five days a week, over 166 CBS stations. 


So... for extra dollar volume, for higher 
unit profit... 


Stock enough “GLASS WAX” in quarts 
Display ‘“GLASS WAX” in quarts 
Sell ““GLASS WAX” in quarts 


‘GLASS WAX‘ 


A PRODUCT OF THE 


“Glass Wax” isa meine G 0 L D 4 ep A L Cc 0 * 

ed trademark and is the a 

exclusive property of the 55 E. Washington St. 

Gold Seal Company. : 
. CHICAGO 2, ILLINOIS dead st 
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xX! 


Make this your 
biggest Spring ever! 


Tie in now with General Electric’s 


First promotion of its kind 


») anywhere! 


It’s the greatest promotion in lamp history! 
“Brighten-Up Time’”—March 21 to April 30— 
ties in with spring cleaning, a peak season in 
lamp sales. Features the fast selling G-E 4-lamp 
package and related “Brighten-Up Time” 
items. It’s packed with sales-power! 


Here’s how you can tie in! 


Make your store shout“ Brighten-Up Time!” with 
General Electric’s big, bright display package. Be 
sure you use the big display package shown be- 
low. Run your own local ads. Group related items. 
USE MASS DISPLAYS OF GENERAL ELECTRIC 
LAMPS. And make sure you have plenty of G-E 
lamps—in all the types and sizes you'll need. 
Call your General Electric lamp distributor now! 


ee 


‘BRIGHTEN-UP TIME | 


Big, special, coast-to-coast 


=) advertising campaign! 


General Electric is going a// out on “Brighten- 
Up Time” advertising to bring big crowds of 
customers into your store! Full-color ads in 4 
leading magazines and 3 Sunday supplements. 
Ads in 81 daily newspapers. A great, nation- 
wide radio program—The Fred Waring Show. 
It’s tremendous! It’s sure-fire! 














f45y t bay. 
POSY fo carry 
*CSY 10 store 


GEMERAL @@ ELECTRIC 
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IN G Hostess 
Libbey Glass Presents M Sets 


Homemakers will beat a path to your door when they 
meet MING in the April issue of HOUSE & GARDEN. 


@ They'll Jove the mandarin motif—the most important single 
fashion trend in home decoration today! Wonderfully rich looking, 
handsome, this new Hostess Set has colors fired on for permanency. 
Bases are heavy, solid—the kind women like. Rims are guaran- 
teed: ‘You get a new glass if the ‘Safedge’ ever chips!’’ Each glass 
holds 10 ounces. . . the most-wanted beverage and table-glass size. 


Tie in with the April announcement ad in HOUSE 

& GARDEN! Promote MING for your customers’ homes 
. and as gay gifts for Mother’s Day, hostesses, 
bridal showers. Write, phone, or wire your 
nearest Libbey dealer—or contact Libbey Glass 
direct for your stock of MING. 


Set of 8 to retail for $350* 


. each set beautifully prepacked in its own 
mandarin-red gift box for added sales-appeal! 


*Slightly higher in the South and West. 


Libbey Glass, Division of Owens-Illinois Glass Company, Toledo I, Chie 
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*TRADE MARK REG.U.S. PAT. OFF. 


PAPER HOLDER 








Here is Hall-Mack Crystalcrome—a completely new and 
different conception of bathroom accessories. It brings dra- 
matic new beauty to bathroom decoration and is available 
in designs never before achieved in fixtures of this type. 


Crystalcrome combines the lasting brilliance of polished 
chrome on solid forged brass with the added beauty of crystal 
that is perfectly clear, jewel-like—easy to clean. It is moderately 
priced to meet a wide range of needs and takes its place as an 
important addition to the complete Hail-Mack line—bath- 
room accessories for every building budget from millionaire’s 
mansion to modest cottage. 


Find out now how profitable new Hall-Mack Crystalcrome 
can be for you... how its instant appeal will help increase your 
sales. Write today for the new Crystalcrome Catalog which 
describes the Crystalcrome line in full detail! 





No. 165 
RECESSED 
SOAP AND GRAB 


 $350* 


in its own 
es-appeal! : 
‘~% 


a S No. 130 
No. 120 am TUMBLER AND 
SOAP HOLDE Wf TOOTHBRUSH HOLDER 


, 


| | HALL-MACK COMPANY 


1344 WEST WASHINGTON BOULEVARD, LOS ANGELES 7, CALIFORNIA + 7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS 
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"aw Yo! WA 


Spring on the two be: 


\ 2 Ze er 
Swill sell KEM-GLO 


‘nest 
_ this spring! 
WILL PRE-SELL KEM-GLO To 
YOUR CUSTOMERS! 


You'll sell more KEM-GLO a 'M-T 
if you use these displa store 


KEM-GLOCOLORCARD. \ae sv 

Shows colors of mn vm = 

paint in new, bet- a. se 
ter way. Tells wwe MiRAclE LUSTRE Fe 


Kem-Glo story cry) A for Kitchens, Bathrooms a: 
dramatically, een a\ ah Weeder n tery om! NOW! The PERFECT 


convincingly. 
ne ‘ SS COMBINATION...for 
ere a : : SMARTEST 


nn ENE 
CO-OP ADS. Wide vari- oe = DECORATION ! 
ety of ads and radio F Ps : 
spots to announce 
your store as Kem- 
Glo headquarters. 


= acle Finish for ’ KEM-GLO COUNTER CARD. 
Nee Batoms and Fines ode Features chips of glo- 
ey rious Kem-Glo colors. 


Points up sales-making 
“baked enamel”’ story. 


Gorgeous Kew Color Schemes ia 
iMatehing or Coatrasting Shades 
for Your Wells and Woodwork! 


WINDOWSET. 5 foot streamer, smaller COMBINATION WINDOW DISPLAY. A large and beautiful “make-ye 
units, giant can paster. ‘“Tele- piece of lithograph art. Features glorious rooms in Features 
graphs” significant Kem-Glosales full color. Punches over Kem-Glo, Kem-Tone story Vogue D 
points, to passers-by. quickly, forcefully. Promotes companion sales. tion-getti 


Wouren 


at 


{OODWORK 


For full information about Kem-Glo, Kem-Tone displa 





mAK ar, VAC PRC 
begivertised products in paint: 


More than 500,000,000 ads J 7 
UO will sell OM {KE 


this spring! 


OHM WILL PRE-SELL KAM ZZAL 10 OH 
YOUR CUSTOMERS! \OUCY 
0 a M-TONE this Spring Km fl . 
™ 


’ of /h - 
spla store and window! 
“ = 


NEW COLOR CARD. Shows 
= He regular Kem-Tone 
Gigs shades, new Vogue 


THE MIRACLE WALL FINISH Deep Colors and 
Intermixes. Suggests 


Looky new colou— Crcorairr slgled for your home! many decorative uses. 


Sane azens OX 0-07 a. A collec- 
S88 24Rce*> 8 y ee 
be Se he@\ featuring your store 
BERGERRSOGESL8 hp EO sa'Kem' tone heed 
‘ eos sae <4. @ f3 a 4 x ’ quarters, 
om V1 Wa | et a eS. 
ABUGGER 





DE-LUXE ILLUMINATED MERCHANDISER shows 64 Kem-Tone WINDOW SET. Four self-con- 
“make-you-want-to-paint”’ colors in all their glory. tained pieces. Big streamer, 
Features regular Kem-Tone shades, the exotic new giant can and smaller units. 
Vogue Deep Colors, a variety of Intermixes. Atten- Eye-catching. Sales- 
tion-getting! Sales-compelling! prompting. 


autiful 
oms in 
e story 











<= KEM 


og THERMO-TEMPERED 
.  —-eapn 


your Kem-Glo, Kem-Tone representative TODAY! 








Acme White Lead & Color Works, Detroit . W. W. Lawrence & Co., Pittsburgh ~ The Lowe Brothers Co., Dayton 
Lucas & Co., Philadelphia . The Martin-Senour Co., Chicago ~ Rogers Paint Products, inc., Detroit . The Sherwin-Williams Co., Cleveland 





YOU ARE 


a prrtnpsa 
an PREVUE... 


..- The Finest Line of Golf Clu 





in the Mistory of the Gam 


T o be sure that you have the pleasure of seeing 
the 1949 Louisville Grand Slam Golf line in all 
its true life beauty, we have bound our 1949 cata- 
log pages into this magazine . . . and here it is! 


We believe our 1949 models represent 
finest golf craftsmanship ever attained in 
Industry, the most outstanding ever to carry 
“Grand Slam” trademark. We are prepa 
to meet the demand our national adverti 
creates, for as usual the Louisville Grand 5 
Line will be backed by compelling cons 

advertising in leading national magazines 


WE THEREFORE MAKE THIS SUGGES 


Be prepared by having a stock of L. 
Clubs on hand— it’s your best assure 
against “walkouts.” If your jobber d 
carry Louisville Grand Slam Clubs, writ 
for complete information on how to get th 
giving us his name. Count on us for 
jobber-dealer cooperation. 


HARDWARE AGE, MARCH 10, 194! 





Model 47 Wood 


enuine Persimmon Head 


ery large, deep head. True 
eraper “Dynamic” chrome shatt. 
Spiral-grooved tan leather grip. 

$16.75 each 








SPECIAL NOTE . P 
Wood models 11, 50, and 29W, and OWM17d 
Iron models 150, 200, and 115 avail- 


able in right and left hand. All 
other models in right hand only. we A N D L A M 


* 
LENGTHS — Men's woods 42!/,” and 43” 
(No. 125 is 43” only). Ladies’ Woods are 
411". Men's Irons match 38!/,” No. 2 
Sa 


Iron; Ladies’ Irons match 37!/,” No. 2 Iron. 





Model 11 Wood—Head medium large and medium deep. 
True Temper “Dynamic” chrome shaft. Spiral-grooved 
black leather grip .........$15.00 each 


Model 12 Wood—Head of medium size and depth. True 
Temper “Dynamic” chrome shaft. New “Golf Pride” 
grip : $13.50 each 


Model 150 Iron (with leather spiral-grooved grip) 
Model 150R Iron (with new “Golf Pride” grip) 

Head slightly offset, chrome plated. True Temper 
“Dynamic” sheath-covered shaft $10.00 each 


Golf Pride 


Composition of 
rubber and cork 
vulcanized to 
shaft. On Mod- 

el 12 Wood 
and Model 
150R Iron 

only. 











Model 115 Iron 

Flange sole head with 
slightly offset blade - chrome 
G R A ee D $ L A M C L U B 4 plated. True Temper “Step 
Down” ladies’ sheath-cov- 
ered shaft. Black leather 

spiral-grooved grip. 
$9.00 each 





Model 29 W Wood—Genuine Persimmon 


Ladies’ medium size, medium-deep head. True Temper “Step 
Down” ladies’ chrome-plated shaft. Black leather spiral-grooved 
grip ; $11.75 each 


Vj : 
wile rand Slam. | meres eens em 


NOTE: 


Model 33 Wood and Model 133 

Iron were designed for both men 
and women golfers who require clubs 
of specifications between those of 
standard men’s and standard 

ladies’ clubs. 


Model 33 Wood 


Persimmon Head 


Large head with very 
deep face. True 
Temper “Step Down” 
chrome plated shatt. 
Brown spiral-grooved 
grip. Length, 42” only. 

$11.75 each 


Model 133 Iron 


Flange sole head. 
True Temper “Step 
Down chrome plated 
shaft. Brown spiral- 
groovedgrip. Lengths 
based on 38” No. 2 
iron $9.00 each 


















Model 50 Wood 
Genuine 
Persimmon Head 




















Double Flange Back; True Temper “Step Down” 
chromium plated shaft. Perforated grip. $8.00 each 


Round type, medium- 
deep head. Chrome 
plated True Temper ' 
shaft. Perforated grip. 


$11.50 each 







































yl” 


/f LOUISVILLE 
GRAND SLAM SET 
$3350 


Contains | Wood Club, 3 
Irons (No. 2, No. 5, and Put- 
ter) and Bag. Wood club 40”, 
No. 2 Iron 36!/2", No. 5 Iron 
35”, Putter 32!/.". R. H. only. 


These clubs are not toys. Model 125 
They are of fine quality f 
and constructed to ‘or men f 
meet the require- | 
ments of boy = Model 125L / 
girl golfers. Ser tedies , fp 
f 
True Temper “Mercury” / 
chrome-plated shaft. f 
Perforated grip. YY J 
$9.25 each f 


IRONS =—— 











leand lame = 7432L — = 














for ladies ; 


* 
Special Putters 
Flange sole head —True Temper “Mercury” chrome plated shaft. 
Model B—Shallow bronze head Perforated grip $6.75 each 
with wide top edge and very 
wide sole. Brown leather grip. 
Right hand only__...__.. $8.00 


Model D—Large, wide aluminum 
head with extreme goose-neck. | 
Brown leather grip. Right hand Model / 
only $8.00 / 

Model $—Shallow bronze head 

with wide top edge. For right- 

and left-handed golfers. Brown 

leather grip... 58.00 
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HILLERICH & BRADSBY CO., LOUISVILLE, KY. 


daa Ndi e eM Mns ev inddsiiddad 


LL 


PRING brings new importance to the trade-mark 
“Thermos,” as many of your customers get ready for 
outdoors fun. They consistently ask for “Thermos” 
brand because this is the name they know and trust. 

For more than forty years, ““Thermos” has been the 
favorite brand of vacuum-insulated products. This 


leadership continues—and grows. 


Show your customers this famous old trade-mark on 


the bottom of vacuum ware. 


THERMDs 


TRADE MARK REG. U.S. PAT. OFFICE 


BRAND VACUUM WARE 





THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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ee The No. 400 — The saw that 
si any carpenter would like! Hardened and 
“ superbly tempered for lifetime service. 
Beautifully t balanced blade mirror polished. Solid rosewood 
handle in “Perfection” pattern prevents wrist strain. True 
taper ground for easy clearance. Straight back, ship point. 


24 and 26-in. lengths. 


_. . y 
, , 
RAIN IIIB AINE 


The No. 2000— ight but stiff blade, taper ground."Perfect- 
Grip”select hardwood handle. No protruding parts to break off 
orrub hands. Straight-back, ship point. 22 and 26-in. lengths. 





The No. 65 — Perfectly balanced "Silver Steel” blade has 
mirror polish. Solid apple handle in“Perfection” pattern. Taper 
ground. Straight back, ship point. 20, 24 and 26-in. lengths. 


————... =) a oti a a 


The No. 37 Compass Saw—17.x 18 gauge blade 
hardened, tempered and polished. 8 points per inch. 
Filed and set. Plastic handle. 12 and 14-in. lengths. 
No. 39 Keyhole Saw (not shown) — Ground 18 x 19 
gauge for easy clearance with minimum set. 10 points per inch. 
Uniform taper. Filed and set. Plastic handle. 10-in. length. 





THE 









= fel 1. Higher Dollar Unit of Sales 
2. Satisfied “Repeat” Customers 


3. Enhanced Store Prestige 





@ Never does your customer value quality 
more than when he buys a saw! Give it to 
him in the fullest measure by selling him an 
Atkins. On any sawing job “he'll get through 
quicker with an Atkins,” because the teeth of 
each Atkins Saw are fitted for fast, easy 
cutting ... For thousands of dealers, telling 
and selling Atkins quality has meant higher 
unit sales, more sales and customers who 
come back again and again — not only for 
saws, but for every hardware need. There is 
no surer way to show your endorsement of 
quality merchandise than by suggesting an 
Atkins...There’s an Atkins — built right and 
priced right — for every cutting job. Have 
them when they're needed. Check your 
stock and call your Atkins jobber today. 





ATKINS HELPS YOU SELL QUALITY THROUGH ADVER- 


TISING MONTH AFTER MONTH IN LEADING NATIONAL 
MAGAZINES REACHING MILLIONS OF READERS. . 





Caer Stool” SAWS 


E. C. ATKINS AND COMPANY 
Home Office apd Factory: 
402 South Illinois Street, Indi is 9, Indi 
Branch Factory: Portland, Oregen 
Branch Offices: Atlanta @ Chicago ® New Orleans @ New York 
Los Angeles @ San Francisco 








“ATKINS ALWAYS ANEAD” 


DEALER’S PARTNER FOR 92 YEARS 
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PINCOR’S ON-THE-SPOT STUDY 
SPOTLIGHTS YOUR LOCAL 
POWER MOWER SALES VOLUME 








Why More 


Pincor’s current market study of your area 
takes the guesswork out of buying. 





































This study is based on your area’s number of 
homes, income, population, lawn 


your business. Only Pincor offers you 
this authoritative service. 


Die 


PINCOR SELLS 
DIRECT TO DEALER 


alg 


POWERFUL NATIONAL 
ADVERTISING 


Pincor’s four-color full-page and 
half-page ads in America’s leading 
national magazines reach three 

out of every four power mower 
prospects in your community. 


PINCOR PRICES ARE | 7 4 , 
FAIR TRADED TO PROTECT — 4 
fi, YOUR PROFIT ’ 3 





PINCOR GIVES YOU 


Three great power mowers to meet three different needs! 


@ 





PINCOR P-24 
24-inch cut 





PINCOR P-20 3, PINCOR P-18 © 
20-inch cut : 18-inch cut -” 






$ * 
NOW—PINCOR 165° - 
AUTHORIZED 
SERVICE AND 
LOCAL PARTS 
DEPOTS 


Nationwide service 
Stations—parts 
depots are stra- 
tegically located to * All prices retail F.O. B. Factory 
give you prompt, 
efficient service. 






Write Today —Join the Fast-Growing Pincor Dealer Organization! 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation, 5841-49 W. Dickens Ave., Chicage 39, Ill. 


ae 


Electric Trimmer for & 50 
Retail price POWER LAWN MOWERS + HAND LAWN MOWERS -+ ELECTRIC TRIMMERS 


‘Shrubbery, Hedges, Bushes! F.0.8. Factory 
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SINCOR DELIVERS 








‘eEvery Pincor national ad says 
“For name of nearby Pincor 


A COMPLETE LINE a Ragas’ 


oy 
growing season, lawn size, types of grass ; 
and special local factors that affect \ 
1 


TOMERS TO YOU 
WESTERN UNION 


dealer, call Western Union by 
number. Ask for Operator 25.” 
Pincor ads direct prospects to you! 





PINCOR’S NEW 
X-RAY BOOK GIVES 
YOU AUTOMATIC 
SELLING 


Makes every clerk a star! 
Builds a complete Pincor 
power mower before your 
customers’ eyes. Spotlights the 
features that make Pincor 

the best buy in power mowers! 
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rege 


EVERY PET OWNER 


(Over V2 of U.S. families) 


WILL WANT ONE OF THESE / yin’ 
oxco PEt sets/ \/) 





Get your share of this Huge Market 
with the 


OXCO PET SET DEAL 


No question about it—PETS ARE BIG BUSINESS! Millions 
are spent yearly on pet supplies of all kinds for the 
nation’s 20,000,000 dogs and as many cats. Now Oxco 
makes it easy for you to reach this profitable market 
with the amazingly simple Pet Set Deal. HERE’S THE 
DEAL... 


1 DOZ. BRUSH-COMBS 
1 DOZ. SMOOTHIE BRUSHES 
1 DOZ. MASTER PET COMBS 
1 FREE COUNTER DISPLAY 
All packed in one master carton 


TOTAL RETAIL VALUE #/5°-°% 


*Higher in some localities due to freight 


113 NATIONALLY ADUER TEED / 







_ “MINK” BRUSH-COMB 
Over 100 round-end 
wire bristles mounted 
in rubber-hardwood 
wo) = handle. 


P cuantid ay 







aan Aovcaristd ae 





“SMOOTHIE” 
Soft, resilient fibres 
= —-military-style hard- 
* wood handle — red 
leather strap. 




















“MASTER PET COMB” 
One-piece, wide- 
tined comb of light, 
rustproof metal — 
hardwood handle. 










10,499,413 consumers—over 1/3 of YOUR OWN CUS- 
TOMERS—will read about the Oxco Pet Set in these 
national magazines. 

For added profits in ‘49—-GET SET WITH THE PET SET 
now! Call your Oxco representative or... 


SEE YOUR JOBBER! 





nie tee, STURDY COUNTER DIS- 
PLAY — colorful sign — \ 

CRREN holds 4 of each item — 4 N 

nel cba OX FIBRE BRUSH COMPANY, INC. 


rreoericx Sofeblished /§§$ MARYLAND 
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[ How Spring works for yOu... 






ae 


iccme-vee 2 FLASHLIGHT 
BATTERIES NEED REPLACING NOW... 
FOR SPRING CHORES AHEAD 





in steel... 


SEALED IN STEEL... 














TELEPHONE YOUR JOBBER NOW, 
FOR DETAILS ABOUT THIS UNUSUAL OFFER! 
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that’s why. 


YOU CAN COUNT ON NEW SALES, 
NEW PROFITS... BY RESTOCKING 
WITH LONG-LASTING RAY-0-VACS 


The popularity of trouble-free RAY-O-VAC 
Leak Proofs makes them the most wanted 


. protected by nine layers of insulation 
.. yet cost no-more than ordinary batteries. 
No wonder the swing’s to RAY-O-VAC. And 
with this attractive merchandiser, you're 


\ sure of ever greater impulse sales. 


STAYS FRESH FOR Years! 


= x= 


aed 


4. sem 





; - ~_ SI 
¢ => J Se: 


@ AND SPRING CREATES A WHOLE 
NEW MARKET WHEN MILLIONS, GOING 
OUTDOORS, WANT A FLASHLIGHT HANDY 


NEW! 


For counter, wall, cash 
register, Island or window. 
Has battery tester on side. | 
Cost is quickly liquidated 

by free merchandise deal. 


batteries on the market today. They're sealed 








a eee 


RAY-O-VAC 
DISPLAY M-215 


RAY-0-VAC COMPANY 


MADISON, WISCONSIN 








HERE'S WHAT HAPPENS BEFORE 


$ KAY-TITE PROFITS $ 


DROP INTO YOUR CASH REGISTER 
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ravi xe Te un es Y Ske WE BETTER HURRY i _ - 4JlEveR GET WATER IN CAN I PUT THIS 
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Sasvonee Your Profits 


with KAY-TITE PRIMER 


Are you missing KAY-TITE sales because your customers want 
to control water seepage thru non- 
porous, paintedorsmoothmasonry? 
Don't let one single profitable prospect slip 


away ... tell him about KAY-TITE PRIMER... 
How it can be used before applying— 


KAY-TITE 


When you help your customers you make TWO 
PROFITS: One on the sale of KAY-TITE PRIMER 


and one more on the sale of KAY-TITE. 


KAY-TITE is available in . . . 
WHITE, BUFF, SPANISH BUFF, BRICK RED, GRAY, 
CREAM, GREEN, BLUE, ROSE. 


BE SURE YOUR STOCK INCLUDES... 
KAY-TITE PRIMER Call your Jobber today! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 
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Just put the 
itself. And | 
even better- 


All 3 brushe 
All are back 


Good for y« 
every home | 


Great for y: 
Order this n 
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Sells 3 brushes % 
instead of 1! 





the new Rubberset 
5 brush household kit 


Yes, make 3 profits in a single sale with this exclusive new Rubberset 
paint brush kit! 

Just put the kit on your counter. It’s a mighty good-looking display in 
itself. And Rubberset’s distinctive red and gold brush handles make it 
even better-looking! 

All 3 brushes—wall, sash, varnish—are 100% pure Chinese hog bristles. 
All are backed by the famous Rubberset name. 


Good for your customers! They get the right size, right type brush for 
every home need! And do a better paint job. 


Great for you! Gives you an exclusive new fast-selling item. 
Order this new money-maker from your wholesaler now! 
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RuBBERSET 
BRUSHES 


Made only by the Rubberset Co., 56 Ferry St., 
Newark 5, N. J. Established 1873. Factories: 
Newark, N. J., Salisbury, Md., Gravenhurst, Ont., 
Canada—Branches: Los Angeles, Cal., Chicago, Ill. 
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WHY BE A 








“GLASS BUTCHER’? 


...use easier-cutting L-O-F Quality Window Glass 


How many times have you cut a piece of glass only 
to find it destined for your salvage box because it 
had all the appearance of being run through a meat 
grinder? Blame yourself for it? Think maybe you're 
losing your touch? That’s the time to look for the 
familiar L-O-F label. For it’s a rare day when L-O-F 
Quality Window Glass doesn’t give you the smoothest, 

cleanest break you’ve ever seen 

--.and does it with less effort 


on your part. 


FREE for your asking ! 


Your L-O-F Glass Distributor 
has earmarked for you a copy 
of this NEW 16-page booklet 
that points the way to better 
merchandising and greater win- 





dow glass profits. Ask him for 


it or write us direct if you prefer, 


Small wonder, too, if you’d ever seen L-O-F’s long 























annealing process. This gradual, careful cooling method 

makes Libbey-Owens:Ford Window Glass freer from 
internal stress and strain. First 
Don’t sell the L-O-F label short as a business- paint 
builder, either. Your customers recognize quality... Hous 
and L:O-F on a piece of glass is a hallmark that jobsp 
automatically stamps your place of business as “Glass bring 
Headquarters”. Libbey-Owens-Ford Glass Company, in the 
4639 Nicholas Building, Toledo 3, Ohio. the n 
| ing jc 
Its w 
perfo: 
ers. / 
LIBBEY:> OWENS ° FORD ete 

a Gnedl Name iw GLASS 
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CUTS PAINTING 


MAINTENANCE COSTS 


AS MUCH AS O 
0 


NEW DEVOE HOUSE PAINT MAKES 








First on the market—there is no other 
paint just like Devoe One-Coat White 
House Paint! Its performance on 1,861 
jobs proves that this great new Devoe paint 
brings substantial savings at no sacrifice 
in the quality of the finished job! It gives 
the most dazzling, bright, white repaint- 
ing job your customers have ever seen. 
Its wonderful leveling, smooth-flowing 
performance makes a real hit with paint- 
ers. And its beauty is long-lasting be- 
cause the enamel-like gloss finish is fume 
resistant and self-cleansing. 
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What a spring-season 
profit booster for you! 


Yes, Sir! Devoe One-Coat House Paint is the 
answer to your Spring-Season profit problems! 
Because it’s the answer to your customers’ re- 
painting problems! 

Right now, when other costs are mounting higher 
and higher, it gives you a chance to offer a better 
product, that does a better job at a whacking big 
saving! That’s a proposition that has never yet 
failed to sell itself to consumer and painter. 

Want the full story on this great profit-maker? 
Want to make sure your stocks are ample when 
the robins sing “Start painting’’? Want an eye- 
opening demonstration of dazzling whiteness and 
one-coat covering power? Phone your nearest 
Devoe Branch or write today to Dept. D-5. 


DEVOE PAINT 


DEVOE & RAYNOLDS COMPANY, Inc. 
787 First Avenue New York 17, N. Y. 

















JET NOZZLE 
AND TUBE 
(Unit type) — Hard 
we» phosphore bronze, 
“ee accurately reamed. 


Speed Sales of DEMING 


Jet Pumps 


You need no “sales skill” to sell Deming Jet 
Pumps and Water Systems. Know their 
FEATURES ... Sell their FEATURES. 


as easy as that. TRY IT! 


The Deming Company + 517 Broadway, Salem, Ohio 


y HE COMPLETE )MPLETE Line 


PUMPS AND WATER SYSTEMS 











sleeve type coupling. True 
running pump and motor 
shaft assembly. 









Fig. 1352 


Two 
PIPE JET 
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— 


PUMP SHAFT AND 
COUPLING—Stainless Steel 
shaft. Slotted compression 


MOTOR is vertical, solid shaft, ball 
bearing, drip proof, capacitor type 
with built-in over- a 
load protection on 
the smaller sizes. 











IMPELLER, dynamically bal- 
anced, fits on tapered shaft 
for perfect alignment of 
shaft and impeller. (Abso- 
lutely essential for long 
wear and quiet operation!) 





















JET TUBE AND NOZZLE (Unit type) 
—Bronze, accurately reamed and 
polished for maximum efficiency. 


JET BODY—Bronze, with large pas- 
Sages to minimize friction losses. 


FOOT VALVE AND STRAINER—All 


brass with large waterways. 


AUTOMATIC REGULATOR 


Fully balanced. Eliminates back 
pressure on pump. Adjustable 
for varying depths. Built into 
casing as part of pump on sizes 
up to 1 H. P. inclusive. 


OTHER TOP FEATURES 
make Deming Jet Pumps and Water 
Systems the leading sales makers 
in the jet type of equipment. 
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Fig. 1352 


SINGLE 
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How to Water 
Your Lawn.. 


Right 


DON HEROLD BOOKLET 


Don Herold, the famous hu- 
morist and cartoonist, re- 
cently wrote this new booklet 
to help you sell the GREEN 
SPOT line of garden hose 
equipment. It’s informative . 
... educational . . . full of car- 
toons and funny situations. 
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STOP TRAFFIC! 





START SALES! 


with G 20en Spot a 



































PRODUCT CARDS 


o LY, Here’s a pair of display cards 
© featuring Goosenecks and Quick 

Connectors that you can use 
. for customer eye-stoppers in 


your garden hose section and 
in window displays. Don Herold 
has so cleverly illustrated the 
product uses that customers 
need only one look to get the 
buying urge. 





BONUS ITEMS 


Five traffic stoppers 
called Bonus Items be- 
cause they are the 
GREEN SPOT acces- 
sories most folks would 
buy if they knew the 
many conveniences of 
having them. So point 
them out, and let them 
reap extra sales for you. 

Send for your 
GREEN SPOT Mer- 
chandising Plan now. 
Fill out the coupon, 
mail it, and you will re- 
ceive your Free copy of 
the 1949 GREEN 
SPOT Merchandising 
Plan. 





GARDEN HOSE EQUIPMENT 
A PRODUCT OF SCOVILL 
KEEPS THAT SPOT GREEN 





SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
COUPLINGS - HOSE MENDERS + CLAMPS - NIPPLES » GOOSENECKS 


a ae ee ae ee a a a a ee ae a a a a 
I Scovill Manufacturing Company ! 
| 36 Mill Street, Waterbury 91, Conn. ! 
I Please send me my FREE copy of the 1949 | 
! “GREEN SPOT” MERCHANDISING PLAN I 
| and all details on how it means more sales and l 
| profits for me. | 
I | 
1 My Name..... | 
Address........ 
| ge ee | 
l pO ee eee ee ee bag Biome casita m | 
L J 













LEIGH ALUMINUM 
ATTIC VENTILATORS 
FOR EVERY APPLICATION 





NO. 400 FOR 
WALL INSTALLATION 
(FLUSH TYPE) 


TRIANGLE ATTIC VENTILATOR 


Low priced! Rigid construction! 


An outstanding addition to the LEIGH line of ‘All Star”? Alum- 





inum Attic and Roof Ventilators — the Triangle Ventilator is the sean teers 
ideal answer to the demand for Peak Ventilators. This fixed pitch, (RECESSED TYPE) 
solid ventilator doesn’t have to be adjusted — no loose parts — no 

screen to cut — it’s complete, ready to install. Designed for a 9-12 


pitch — it is ideal for any pitch from 8-12 to 10-12 — it fits 95% 
of all roofs. é 
Priced for low cost homes — the LEIGH Triangle Ventilator 








has a surprisingly low price — they’ll cut your attic ventilator 
: ' 

costs in half! : , , , , NO. 402 ROOF 
Compare this ventilator with other ventilators: — built of rust- VENTILATOR 

proof aluminum — full depth louvers with water deflecting baffles 

— exceptionally large free area — insect screen fastened in back 

— no straight thru opening in the peak — rigid, rivetted con- 

struction. ob’ 

See your LEIGH Building Products Dealer today! (5 





He'll be glad to show you the complete Leigh line 4h f h 
of Metal Shutters, Package Receivers, Foundation {0° fA 


Ventilators, etc. Or write for your copy of ne 


puri w"d 
Styled and Built by y oe 


na) AIR CONTROL PRODUCTS, INC. (? 


BSCUESRIE § Coopersville, Glass Street, Michigan 


47-L. 
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Nylons cost up to 70% less than 
comparable bristle brushes! 


For example, the 4" Rubberset Nylon Wall Brush (shown at 
right) costs 55% less than a comparable bristle brush. 
Today-Rubberset Nylon Brushes are a better buy than 
ever—because unsettled conditions in China have 


sent bristle prices sky high! 


They lst 5% times as long / 


Not only is initial cost lower—but the life is 


longer too! Because actual tests show 
Note the 55% saving on 
this 4" Rubberset Nylon 
Wall Brush #1265, list 
$8.54. The average list price 
of 3 leading brands of the 
comparable bristle brush is 


approximately $19.00. 


Kusserser i7/ BRUSHES 


are ways better on the job! 


Rubberset Nylon Brushes outwear the 
finest hog bristles by 5% to 1! 


m0 





Smoother film! Compare More paint pick-up!. . . No breaking in! Saves ff Ideal for calcimine and 
bristle ridges (left) with because Rubberset’s exclu- time and effort. The chisel whitewash—which ruin 
smooth texture left by fine- sive Permanent _Wave* (a) tip lays to asmooth, straight hog bristles!—as well as for 
tapered Nylon filaments. gives more open spaces than edge when wet. oil paints. 


ordinary nylon (b) or even 
finest hog bristles (c)! 


How to clean a Rubberset Nylon Brush: Normally clean same as bristle brush. If hardened, clean in 15% 
solution of trisodium phosphate and hot water. Wash out in warm water until clean, shake out, comb, wrap. 


*Patent Applied For 


Rubberset Company, 56 Ferry Street, Newark 5, N. J., Established 1873 
Branches: Los Angeles, Cal., Chicago, Ill. 
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Reduce Your Costs... 


Increase Your Sales! 
CHOICE OF 36 CO 
from One Can of MultiTint White 
GUARAN 6 0 ECOND 
Point-of- Sale Paint Tinting 
GUARANTEED UN 


Custom-Mixed at No Cost | to 
You or Your Customer 


GUARANTEED COLOR MATCHING 
and Greater Color Permanence 
in 9 Highest Quality Finishes for 
Every Interior and Exterior Surface* 


oN 
MULTITIN TS “TINTO” says 


Re BA 


* Hotse Paint & Primer, Flat Wall Finish, Interior Gloss 
Finish, Semi-Gloss Finish, Quick-Drying Enamel, Brick 
& Stucco Paint, Porch & Floor Enamel, Wall Primer- 
Sealer and Enamel Undercoat. 





eS ae for Full Details 
ri 





MultiTint Division 


Seidlitz Paint & Varnish Co. Sear sees Corporation 
; ; : imore 30, Maryland 
Kansas City 10, Missouri 
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one REX PRODUCT 
sells another! 


For extra profits this month—or any month—you just can’t beat this 
REX wallpaper trio! To take off the old paper ... prepare the wall 
».. Or put on the new paper—REX has the product and the reputation 
your customers depend on. 

It’s easter to sell the products customers know and trust—and there’s 
plenty of repeat business for you, too. So make sure you have plenty 
of Rex Wallpaper Remover, Rex Wall Size and old reliable Rex 
Paste—good products for good business! 


PATENT CEREALS CO. «¢ Geneva, N.Y. 
MAKERS OF DIC-A-DOO PAINT BRUSH BATH & DIC-A-DOO CLEANERS 


ORDER FROM 
YOUR JOBBER 


PUTS PAPER ON 





* MIKES wy 
» > WITH Ww 
QUicKiy PENETRATES ATER . 


 Soene o AND SOFTENS PASTE 
ULPAPED COMES OF; EAS 
' HY 
WiLL Noy STAIN 


PREPARES THE WALL 


* SARE. 


= 


a P44 é 3 GREAT REX PRODUCTS 


stock all 3--- 


for greater profits during NATIONAL WALLPAPER MONTH 
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‘(THE WINNAR. 


AND NEW HEAVYWEIGHT CHAMPION! 


yy 








This new Barrett champion 
weighs in 257 lbs. to the square. 
It makes a roof that will give the 
utmost in weather and wind protection, 
long-life and distinctive beauty. 

It’s a 12” x 36” strip shingle made 
from an extra thick felt base super- 
saturated with blended asphalt to which 
is added a specially heavy coating of 
mineral granules in attractive color tones. 
Can also be applied 4”’ to the weather 
(with special slits to facilitate application), 
to give a weight increase of 25 per cent, 
yet with only 20 additional shingles 
per square. 

And what a roof! The extra thickness 
throws heavier shadows at the butts— 
gives that extra distinction that 
discriminating home owners want today. 

Show your customers Barrett Super- 
weight Multi-Shinglest and you’ll understand 
why we say this shingle is a champion 


amon ions! 

_ THE BARRETT DIVISION 
SPECIFICATIONS Size 12” x 36’’— 2” Headlap. ALLIED CHEMICAL & DYE CORPORATION 
Weight approx. 257 Ibs. per square. 40 Rector Street, New York 6, N. Y. 

80 shingles per square—3 packages per square 2800 So. Sacramento Ave. 36th St. & Gray's Ferry Ave. 





Underwriters’ Class C Label. Chicago 23, lil. Philadelphia 46, Pa. 
Colors: Blue Black, Green Blend, Deep Green, OO ty _ .. 

Blue Blend, Brown Blend, Slate Blend, ; 

Red Blend. ¢ Trade-mark of Allied Chemical & Dye Corporation Reg. U. 8, Pat. OF, 
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Not only has customer confidence in KEIL PRODUCTS helped 
build the KEIL COMPANY into one of the greatest manufacturers 
in the business, but it has been KEIL’S confidence in a policy... 
A policy of fairness, and one of only building the best. 


KEIL duplicating machines and key blanks are used and recom- 
mended throughout the entire world by professional locksmiths. 





AUTOMATIC PRECISION 
KEY DUPLICATING 
MACHINE 
NO. 1 2 AC 


Ask your jobber for your copy 
of the latest KEIL catalog of 
duplicating machines, locks, 
latches, and the KEIL complete 
line of key blanks. 











A em 








K ies TING MACHINES 


KEIL LOCK COQO.-— CHARLESTOWN,NEW HAMPSHIRE 
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CONTINUOUS 
HINGE 


No other hinge properly does the job that calls for Stanley 
Piano-Type Continuous Hinge. This fact and this demand makes ‘‘money-music” 
on your cash register when you have a point-of-sale stock on hand. 

Stanley gives you a running start with a comprehensive initial assortment—avail- 
able, with a continuous replacement service, from your wholesaler. Assortment is 
packaged in a handy stocking carton which opens at one end for ready customer 
service. Each carton and package labeled with contents. Order yours today. 





(STANLEY) 
PIANO TYPE COMPREHENSIVE 


CONTINUOUS = SIX-LENGTH ASSORTMENT 


2pieces };" x 48” polished chrome 
T piece 1!(" x 48” polished chrome 
2 pieces 1)" x 48” polished brass_ 
T piece 11!” x 48” polished brass 











THE STANLEY WORKS * NEW BRITAIN * CONNECTICUT 


FREE DISPLAY!... 


Put This Display to Work for You — 


Free with purchase of the 31114 
Hinge Assortment. Display features STAN 
mounted hinges and customer can 

easily operate. Your package stock : Re ;. Pat. Off 


demonstrates the actual finishes. sie , 
HARDWARE - HAND TOOLS: ELECTRIC TOOLS 
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Tel-Aviv, Bombay, Liverpool, Beno- 
ni, Havana, Manila — the postmarks 
read...others, too numerous to 
mention, cities and towns of Europe, 
Asia, Africa, North America, and 
South America. 


From east, west, north, south — from 
halfway around the globe — inquir- 
ies come for Ferry Cap Products. 
That these products enjoy world- 


The FERRY CAP & SET SCREW Co. 


« CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
‘ 


2155 SCRANTON ROAD * 


From All Over the World 


Inquiries Come for Ferry Cap Products 


wide recognition—that they are 
purchased for use throughout the 
two hemispheres, in ever increasing 
volume, is convincing evidence of 
outstanding quality. 


We appreciate this tribute to Ferry 
Cap Products. It is a challenge, too 
—a challenge not only to maintain 
quality but constantly to improve 
products and service. 
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Colorful display stops customers — makes ‘em buy! 
Measures only 10” x 10’. Turns a little counter space 
into lots of cash. Display package holds 24 cards — 
four of the most popular wrench sizes on each card. 
ASK YOUR JOBBER FOR YOUR STOCK OF TOUCH 
‘N’' GRIP TOOLS TODAY. 


Suggested retail price 49¢ per card of four tools 




















— 


Place tool over end of Use it as you would a ASSEMBLY WORK ofall REPAIR JOBS can be HOUSEHOLD REPAIRS 
finger — pick up nut in wrench for all types of kinds goes faster with done fast without un- make a natural market 
hexagonal opening. assembly and repair Touch ‘N’ Grip tools. necessary disassembly for Touch ‘N’ Grip tools. 


ONLY IOUCH '’GRI tools can grip hard-to-reach n bolts this ec 

























Here’s a counter item that really sells on sight. with a wrench. Repairmen, householders, assem- 
Customers just can't resist buying the new Touch _ bly workers, hobbyists—in fact all your customers 
‘N’ Grip tool set, because anyone who does repair -— have had this trouble, too. They need the new 
or assembly work needs it. When you put your Touch ‘N’ Grip tool set, and they won't pass 
first carton on display, notice how your customers up a chance to buy it. It’s made right —it's 
say, “Why didn't somebody think of that before?” priced right— it's displayed right. for 
You know from your own experience how often really fast turnover. 
you strike a situation where you can’t reach a nut PAT. PENDING 


CONTACT YOUR JOBBER 


for a carton of Touch ‘N’ Grip tool sets right away. 
If he can't supply you, write for information on this 
amazing, new fast seller to: F. E. Redfield, 31 Colonial 
Parkway, Dumont, New Jersey. 
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You can meet the needs of practically all 
of your customers with this assortment 
of 37 V-Belts. 

Each belt is a carefully selected best 
seller—chosen to fill your sales needs as a 
hardware dealer. Each has the unique 
Equa-Tensil Cord Section which provides 
entirely new pulling power and endur- 
ance. This streamlined metal counter 
stand does a strong selling job...revolves 
for easy selection. Solves your storage 
problem. 

Ask your Jobber for prices, or write 
Mechanical Goods Division, United 
States Rubber Company, 1230 Avenue of 
the Americas, New York 20, N. Y. 


U. S. RAINBOW—THE V-BELT 
With the Equa-Tensil Cord Section 





Ceres ene = 


Top Rubber Cushion 
in closely-engineered 
balance with the 
lower section... to 
keep cool under con- 
stant stretch and turn. 


Equa-Tensil Cord Section 
—all cords scientifically 
placed, each pulling its 
share of the load. 


A sturdy level cushion 
for the Equa-Tensil Cord 
Section. Provides struc- 
tural firmness for V- 
grooves and over the flat 
pulley of V-to-flat drives. 

































See» 
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U.S.RAINBOW 
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UNITED STATES 
RUBBER COMPANY 





HARDWARE AGE, MARCH 10, 1949 






















- cut 
wh. 
sely 


tod 
Si 
Pr 





exti 
you 
spi 
ing 
car 


can 
too 


HARDWA 





PORTER—CABLE 








EASIER to Sell 


because they’re y 


SALANCED 


Balanced for easier handling! Balanced for true 
; - cutting! Balanced for a variety of cuts! That’s 
what puts Speedmatic Saws in a class by them- 






















selves! That’s what makes Speedmatics the big P 
| money-makers in the portable tool market orter ~Cable b ck 
today! tte 


Simple Balance Test 1. re 100 


Proves Speedmatic Superior! | tbutors, 
— 
d 2. National q 


Customer, 


a 
Ws Only through Sp. 







dvertj 
en ae sing ; 
: or builders, car I~In Ie ding neue 
reseed 4g azines ee and contr. 4 MA&gazines 
ya Popular Cience, p ike the turda sg se N Con. 
trated . — million — Mechanics nee Post, § 
3 S of Teaders of Speed €chanix Illus < 
Mercha Matic § 
. - ndisin aw ads 
Of-sale Shean help— Porter Cable om 
Stand the Speed- es. Newspa on Pieces , , . Strea €FS You point 
matic K-75 upside direct maj: P°T Mats . | . ners... con 
; Pieces, 4 7 * Tadio com _ titer 
down on its handle Selling Program th Mercials . 
Put a full glass of ie Famous Company—p at can’t miss) 
water on the urin ~*orte, 


extra-broad shoe. Start the motor and 
you’ll be amazed. Not a drop of water 


spills ...no jerk or twist from start- 4s, ; Sah 
ing torque. That’s the balance every A Zs Qo 


carpenter wants in a saw! 









, . . Sition, : ils on +p; 
Here’s a dramatic demonstration you call o Write us today this money makin 
can make for customers at your own mine —— at your cony... M4 Our represeny- Pr OPO 
els venie : entatj " 
tool counter. stanes of Portable say. nce. Our line inbilietion will 
all ef ’ Mortisers, floor , Sanders S man 
lectrict Machines, * » Shapers 


ome Craft tools 


PORTER-CABLE Machine Co. 


1763 N. Salina St., Syracuse, N. Y. 





Manufacturers of Speedmatic and Guild Electric Tools 


NY 
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e Good Store Promotion backed by a series of 
this simple, small space (1 col. x 3 in.) newspaper 
advertisement enabled Ivers Brothers, Inc. of 
Meriden, Connecticut to realize $1500.00 in Revere 
Ware sales during the three weeks preceding Christmas, 
1948. Two newspapers with a total circulation of 23,548 
were used in this city of approximately 40,000 people. 
This unusually heavy sale of Revere Ware made necessary an immediate re-order from 
the distributor in order to supply new customers and those desiring to buy more 
Revere utensils. 
Merchants everywhere have learned that Revere Ware moves fast—especially fast— 
setting new sales records—when Revere’s big national advertising program is supple- 
mented by local advertising, store promotion and display. 
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Revere 
M uilds Bi 
ake It Work as an Profits 













want only Revere most stores 

customers will not accept 
substitutes 

Because te 2's a complete line --- and new 

are constantly coming out. 

i eautiful. 


items 
re Ware is SO 
is practically inde- 






ur store displays: 

Keep your counters we stocked and 

Revere ware cleae and sparkling: 

at you Fe a Revere dealer. 
for yo" to use. 


Let people know ¢ 
to, We have mats 


spotlight yo 


Advertise 
See if you can tie UP with jocal 
We have scripts for you £0 HSE 


REVERE CO 
PPER A 

FACTURING COMPANY heya ATED 

, NY. 
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STOR-A-WAY 


The NEW MODERN WAY 
to store and protect 


STORM WINDOWS and SCREENS 


Only one year on the market, and what a demand there 
is for STOR-A-WAY! Home owners who care, need 
STOR-A-WAY. They'll buy it on sight! 


STOR-A-WAY does away with window stacking and 
red the t of storage area needed. It permits 
qood housekeeping, prevents rotting and warping, and 
reduces glass breakage. STOR-A-WAY is in use 12 
months a year for storms and screens and will pay for 
itself many times over. 





STOR-A-WAY engages sashes directly; no need for 
extra screw eyes or other holding gadgets. It holds 
firmly while glass is being washed, or frames and 
screens are being painted and dried. Sashes may be 
hung the long way or the wide way, whichever allows 
greater convenience. 

PATENT NO 
2,455,546 


patented steel or aluminum sashes. 


Write for literature and ¢ 
plan. 
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Hangs all standard windows. Not designed for 


merchandising 


STOR-A-WA 
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~ DISPLAY 
Wl etl 





Handsome 
twe color 
boxes for 
attractive 
dealer 
display 





Offices: 910 MOUNT CURVE AVENUE @ MINNEAPOLIS 5, MINN. 
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BRUCE 
Household 
Product 











In a space of slightly more than 
two square feet, this lightweight 
unit does double duty as both an 
eye-catching display and self-mer- 
chandiser. Use it for two or three 
items, or the entire Bruce line. 

At a counter end, as an island 
display, or against a wall, the 
“Salesmaker” literally flags down 
fast-moving store traffic with its 
big, attention-demanding array of 
colorfully packaged Bruce Floor 
Products. And because it shows 
Bruce Doozits and Bruce Floor 
Cleaner together, just as they are 
demonstrated in Bruce national 
advertising, you get an extra bonus 
of double-profit impulse sales. 


Get the “Salesmaker” right now, 
while nearly fifty million readers 
are seeing Bruce full-color page 
demonstration ads in Life, Ladies’ 
Home Journal and Better Homes and 
Gardens. Worth $6.50, it doesn’t 
cost you a cent! You get the com- 
plete “Salesmaker” display unit 
free with just a small order of fa- 
mous Bruce Floor Products. 

Get all the facts about this amaz- 
ing display, together withcomplete 
information about how the “‘Sales- 
maker” will increase sales and cut 
selling costs for you. Contact your 
jobber, or write or wire direct to 
E. L. Bruce Company, Memphis 1, 
Tennessee. And do it today! 


BRUCE pore prides 


Liquid, Paste, Self-Polishing Waxes, Floor Finish, Asphalt. Tile Cleaner 
E.L. BRUCE CO. + MEMPHIS 1, TENNESSEE 

















The Most Beautiful 
The Most Durable 


Vhe rbristocnat of 
STOVE MATS 


Not just ordinary stainless steel but bright, 
crystal clear, mirror-like finish stainless 
steel, gleaming with a sparkling lustre 
that will be lastingly beautiful. Made to 
our rigid specifications by UNITED 
STATES STEEL CORPORATION, 
producers of quality steel. Heavy asbestos 
cushioned back for heat protection, with 
patent safety ringed Kant-Kut Corners, 
and all other exclusive Aristo-Mat features. 
Sizes to fit every range. 






GUARANTEED 
PARENTS 
MAGALINE 


NATIONALLY ADVERTISED... 

In Ladies’ Home Journal, Woman's 
Home Companion, Better Homes & 
Gardens, Good Housekeeping, Mc- 





Call’s Magazine, Woman’s Day, House 
Beautiful, Guide for the Bride, Life, 
Saturday Evening Post, Liberty, Amer- 
ican Magazine, Sunset Magazine, and 








Exclusive permanent show-rooms: 
11-104 Merchandise Mart, Chicago, III. 


Canadian Representatives: The D. G. Clark 
Agencies — London, Ontario, Canada 


daily newspapers. 







For further information regarding other patterns, see your local jobber, 
distributor or write direct. 


PHOENIX TABLE MAT COMPANY 


rere) 


1315 West Congress S?r 
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GIVES YOU 


ANY SPEED IN A CAR... 


ON SUIT 


Gives You Any Temperature = not just 3 or 5 or 7 


AUTOMATIC 
ELECTRIC 









In an 






















You are in charge when you cook with an L&H! No need to guess whether 
“high, low or medium’ is the right heat. No need to depend on fixed temper- 
atures. The infinite control of the L&H Vari-Speed Switch gives you every 
not just 3, 5, or 7. Heat comes on 


temperature from simmer to sizzle! ... 
. smoothly, grad- 


like power in your car when you step on the accelerator . . 
ually as you turn the switch. That's why results are sO SU- <—— 
perior, foods so temptingly delicious when prepared on an 

L&H. Other features to delight you.. oven is big enough 

for an entire meal, cooker lifts up to form extra unit, smoke- aa 
less broiler, automatic time control for oven, cooker, appli- 

ance outlet and one top unit. See your L&H dealer or write t 


A. J. Lindemann & Hoverson Co., Milwaukee 7, Wisconsin. 
LEH Electric 
Water Heaters 


THE RANGE THAT MAKES GOOD COOKS BETTER! 10-year warranty! 














T’s a natural . . . th 
... the L& : 
of surface units! Wome INGLE SWIT 


with a Single c 
1 ontrol. T ‘ : 
with an L&H . “<n nl sag a new for them to learn 


they on sine sibel a ag ogy 9 They cook the way 
y you sell faster. eacic, etter, faster, easier! 4 
agent >» €asier! And that’s 

t 
!E. very woman peer 


CH volume control 


The L&H fr i 
anchise has brought dealers profit, prestige and 
te today for complete lieedinden. 


° e Miltwe 
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AUK E E 5 














Also manuta tu 
P . f ‘ é i rers of 
LEH Electr, Water Heaters 
Midland Water Heaters 
GH Kerogas Oil Ranges 


vv ICONS _ 





General Electric provides you wit 


AND ALL THE TOOLS 


nyBopy who has been in the appliance business long enough to know 
[ \ an inlet from an outlet knows the advantages of selling a complete 
line . . . And when it comes to laundry appliances, that’s exactly what 


General Electrie has plenty of! 

















Automatic washers... wringer washers ... tumbler driers . . . flatplate 
ironers . . . automatic rotary ironers . . . portable ironers! And remember, 
national surveys show that General Electric Appliances are the appliances 
most women want most. 

The illustrations at the right will give you an idea of how complete the 
G-E laundry line is. For further details see your General Electric distrib- 
utor. General Electric Company, Appliance and Merchandise Department, 


Bridgeport 2, Connecticut. 


1. G-E All-Automatic Washer—Does the 
whole washing and damp-drying job all by 
itself! 

Just toss the clothes in, set the controls and 
the wash is done. All automatically .,. . clothes 
soak, wash, rinse, and damp-dry! Then washer 


shuts itself off. Model AW6, 





ALL-ELECTRIC 


LAUNDRY 


For easier, happier 
washdays 


a! 


60 HARDWARE AGE, MARCH 10, 1949 








“» G-E Aute 
automatic wa 

Washes, rit 
clothes with j 
dial. Ready-te 
the famed Ger 
ability. Porta 
Model AW6B 





Oo. G-E“Econ 
—A real buy! 

With three 
“Activator ¢ 
thoroughly cl 
able Wringer 
and the “Per 


Model AW14: 





» G-E De Lu: 
lroner—lIron: 
sheets to shirts 
touch! 

Easy to oper 
control. Come 
Extra-large 30. 
in double-quick 
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a complete home-laundry line! 


TO SELL THEM, TOO 





“» G-E Automatic Washer — An 
automatic washer at a low price! 
Washes, rinses, and damp-dries 
clothes with just one setting of the 
dial. Ready-to-iron spin-drying plus 
the famed General Electric depend- 
ability. Portable, no bolting down. 


Model AW6B1. 


3.G-E All-Automatic D trator 
Top—A plexiglass cover that con- 
verts a G-E All-Automatic Washer 
to a demonstrator. Helps explain 
G-E washing action. 

Actually washes clothes! Can be 
converted to a ready-to-sell all- 
automatic washer. 








4.G-E “De Luxe” Wringer Washer 
—10-pound capacity makes a grand 
buy for a large family. 

Another selling plus for this large- 
size washer is the “Instinctive” 
wringer. This washer also has the 
famous “Permadrive” mechanism. 


Model AW 442. 


5. G-E “One-contro!” Wringer 
Washer— Washes each piece indi- 
vidually—here’s “Quick-clean” 
washing at its best! 

Has Adjustable Timer, famous 
“Activator* action,” 
Wringer, and “Permadrive” mech- 


anism. Model AW-342. 


One-control 





é 


9» G-E “Economy” Wringer Washer 
—A real buy! 

With three washing zones, G.E.’s 
“Activator action” gets clothes 
thoroughly clean. Has an Adjust- 
able Wringer with simple controls, 
and the “Permadrive” mechanism. 


Model AW 142. 


7. GE Wringer Washer Demon- 
strator—This transparent wringer 
washer doesn’t wash clothes . . . but 
it does a grand job of convincing 
customers! 

Shows the 3 zones of washing 
action made possible by G.E.’s 
“Activator action.””’ Model AW342. 


8.6-£ Automatic Tumbler Dryer— 
Dries clothes in any weather! 

Clothes are dried quickly and 
gently by constant tumbling move- 
ment through clean, warm air. No 
more clotheslines! Clothes can be 
taken out damp dry, ready to iron, 
or completely dry. Model AD6. 


9.G-E Flatplate lroner— Does the 
work of 11 hand irons! 


Lets a woman sit down to iron. 
Automatically controlled heat for 
each fabric, and fabrics of different 
thickness can be ironed at the same 
time. Model AF13. Model AFI13C, 


without cover. 





» G-E De Luxe Automatic Rotary 
lroner—Irons everything from 
sheets to shirts with a professional 
touch! 

Easy to operate by hand or knee 
control. Comes with two speeds. 
Extra-large 30-inch roll does work 
in double-quick time! Model AR20. 


GENERAL @@ ELECTRIC 


11. 6-£ Foid-away Automatic 
Rotary lroner—A smaller edition of 


the De Luxe Model. . . 


buy! 


and a real 


Large 26-inch roll, single speed. 
Choice of easy-to-operate hand or 
knee control, Folds into an attrac- 
tive cabinet. Model AR19. 
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12. G-E Automatic Portable Rotary 
lroner—Irons anywhere! 

So light and easy to lift, yet it 
does a man-size job. Operates by 
touch of hand or knee. Single speed, 
22-inch roll. Wonderful for sheets, 
shirts, tablecloths, dresses—all your 


ironing. Model AR18. 


9» G-E Portable Rotary lroner 
with table and chair. 

This handy little ironer with the 
table and chair is a perfect combina- 
tion for budget-minded customers. 
Does a whale of a job for its mere 
33 pounds. Operated by either the 
left or right hand. Model AR1I7. 

*Reg. U. S. Pat. Off. 








new, quality-made, 
volume-priced, and 


nationally 
advertised in: 


Woman's Home Companion 


Today’s Woman 
American Home 
Better Homes & Gardens 


House Beautiful 


Household Magazine 


| 
| 
| 
| 
| 
| 
| roe 
| 
| 
| 
| 
| 





For profitable promotion, 

feature the line created to meet 
your customer’s demands — 
advertised to stimulate store sales. 
Write for Autoyre Fairfield mat and 
electro service and dealer helps, now. 





62 





HERE‘’S HOW TO RE-DO YOUR 
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Towel Shelf and 
Drying Rack, about $1.50 


5 towel bars—8 feet of dry- 
ing space—8 utility hooks — 
all in one handy fixture! 
Holds loads of things in 
bathroom, kitchen, closet! 





about $1.25 


Your “show towels” will 
show up beautifully on this 
smart two-in-one towel bar. 
Serves a host of other needs 
all around the house. 





about $1.25 


Cleverly designed to make 
smart use of those idle cor- 
ners! Holds your towels in 
decorative array. Also ideal 
for overnight laundering. 





TOILET TISSUE HOLDER 
about $1.00 


WALL SOAP DISH 
about $1.00 


TUMBLER AND TOOTHBRUSH HOLDER 
about $1.00 


OU’LL love these newest of bath- 
room accessories for their sleek 


beauty—elegant fluted bars—brilliant 
chrome finish! So easyto keep sparkling 


just see how “Fairfield” accessories 
transform your bathroom, kitchen, 
closets. For that smart, new, up-to- 
the-minute look—for that luxurious, 





clean! And they’re spectacular values! enduring chrome, be sure to ask for * BONDE 
Choose your own assortment and “Fairfield” by Autoyre. Process spi 
Wherever bathroom accessories are sold. Pr oof Com 








O84 tiiun, 
cone OF 
EG x” 


by ¥ 
Good Housekeeping 
< tor wy 


45 apveanisto 





Surface to a 


Every ‘‘Fairfield’’ Accessory Carries the Autoyre Guarantee 


, airhield 


MATCHLESS VALUES IN MATCHED ACCESSORIES 
THE AUTOYRE COMPANY °« Oakville, Connecticut 


FREE 











+ 

1 

I Send us a post- 

t card today for 

i "51 Ways to 

i Make Small 

j Space Useful 
and Attractive.” Filled with 

I sparkling ideas to help brighten 

I your home—lighten your 

I housekeeping! 
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NOW! LAWSON BATHROOM CABINETS 
are Bonderized AFTER FORMING! AND 
itt they cost not a penny more! 
nis 
— AFTER FORMING provides 100% Bonderized 
protection to every point of surface; all edges 
and drilled holes are positively protected against 
rust and corrosion. The advantages of Bonderiz- 
ing AFTER FORMING give Lawson Cabinets 
important new selling appeals. 
Q 
ake 
Or- 
3 in 
leal 
1g 
mechanical 
giant Bonderizes 
all surfaces and edges of 
Lawson Cabinets after they 
are formed . . . after all shearing, 
? drilling and forming of the cabi- 
“on net body. Enamel finish is securely 
nag bonded with the metal. 
i %* BONDERIZING isa special chemical crystals integral with the metal itself, 4 wien 
Process sponsored by the Parker Rust making a perfect gripping surface for the 
Proof Company. It converts the metal enamel. Bonderizing shields the metal BATHROOM 
= Surface to a thin layer of tiny phosphate from moisture and its damaging effects. ( Ma 
THE F. H. LAWSON CO. 
805 EVANS ST. CINCINNATI 4, O. 
- Established 1816 
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THE WORLD’S LARGEST BUILDER OF B 
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ILLUSTRATED 
IS THE 


NEW 6-quart 


““MEAT-MASTER” 
No. 606 


In answer to public demand—here’s a larger in size, lighter 
in weight and lower in price PRESTO COOKER, pressed 
from finest quality, heavy gauge aluminum. This latest 
addition to the Presto Cooker line is truly a kitchen 
jewel. With 10 models for your customers to choose 
from, in sizes ranging from a 3-quart to a 21-quart, the 
PRESTO CooKER line is the only complete pressure cooker 
line on the market. 


PRESTO COOKERS retail from $10.95 








Combining an appeal to the gift buying done for 
both Mother’s Day and Weddings, another great 
PRESTO COOKER Power Promotion opens with a 4-color 
advertisement in the April 23rd Saturday Evening 
Post. With additional insertions in women’s service 
magazines and newspaper supplements, this latest 
promotion will help stimulate demand for PRESTO 
CooKERs during this great gift buying period. 





Tie in with this national advertising with local 
newspaper advertising and store displays. Send to 
Advertising Department, National Pressure Cooker 
Company, Eau Claire, Wisconsin, for free window 
streamers, top-of-cooker cards, newspaper mats and 
information on latest promotions. 


Remember, millions of homes still do not own a 
single pressure cooker, while every family with a 
PRESTO COOKER is a potential customer for more. 





Check with your distributor for details concerning the 
PRESTO COOKER 30-day Home Trial Promotion. 











NATIONAL PRESSURE COOKER COMPANY 
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Caloric’s FINANCING PLAN enables you to do 


MORE range business 


on LESS investment 
with GREATER profit! 
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Once again Caloric demonstrates its desire to 
do everything in its power to help dealers sell 
more ranges with a larger profit on each 
range. 

This time, it’s Caloric’s new ‘Financing 
and Warehousing’”’ Plan—a plan offered by 
no other gas range manufacturer. 

By means of this outstanding floor plan you: 


. Cut inventory costs. 
. Reduce capital outlay for floor stocks. 
. Save warehousing costs. 
. Speed up your turn-over. 
. Sell more ranges. 
Increase your profit per range. 


~~" oe aases s 


By using this plan you make one dollar of 


Untiamitic, 





A —— Gu 


AMERICA’S EASIEST RANGE TO KEEP CLEAN 


capital investment do practically the work 
of five. Up goes your volume of sales! Up 
goes your profit on each range! 

Write, wire or phone your Caloric repre- 
sentative for full details. Or mail the coupon. 
And do it today. It may mean thousands of 
dollars of extra gas range sales for you 


this year. 
(Op) 


- 
¢ » 
a> 


+ 
a 


All Ultramatic Caloric Gas Ranges are 
available with “CP” features. Specially 
engineered models for use with LP-Gas. 


a a a a a a eee ee eee ee ee ee ee ee 


~~. SEND FOR YOUR 
FREE COPY 


CALORIC STOVE CORPORATION 
1243 WIDENER BUILDING, 
PHILADELPHIA 7, PA. 


Send me your book, “The New Way to 





” Greater Sales—Larger Profits’, de- 
scribing Caloric’s New Financing Plan. 

NAME 

ADDRESS 











TELECHRON FOUR-ALARM advertising 
is making FOUR-ALARM famihes! 










Telechron’s “Sparkler” 
is Mother’s delight, 
1, '\ with a dial so bright 
A it’s a light by night 


G3: ($7.95) 


Telechron... the first and favorite electric clock 
;.. provides right time for every room. Smart styles 
in alarms, occasional, kitchen clocks and awaken- 
ing devices make profits for you. 








“Telalarm Jr.” is the 









one for Brother, “Little Tel’ is “oo 
it rings till he wakes, Sister's chowe, \*.)} 
tho’ steep he’d druther she thinks it tf? 





has the nicest voice 


($5.95) . 
($4.95) Yi 



























The one Dad picked 
from our family 
is the chime-tone 
alarm clock “Embassy” 
















($9.96) 





a. an idea that’s really catching fire! 
An alarm clock for everybody in the family. Telechron’s 
incendiary advertising is warming up your customers. 
So climb aboard a really hot idea. Feature Telechron electric 
alarm clocks on your counters and in your windows. 
Ask your customers if they are a one-alarm family. 
And make sure you have plenty of Telechron clocks on hand. 
All prices plus tax. Prices and specifications subject 
to change without notice. Telechron Inc., Ashland, Mass. 
A General Electric Affiliate. 
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A good men to kow 


ye Classified Telephone Directory representative 
is a good man to know better... because he can 
show how you can boost business. 
















He’ll show you how the ‘yellow pages’ (Classified sec- 
— tion) of the telephone directory can help build busi- 
America's ness by directing more shoppers to your door. He'll advise 
buying you on the best type of promotion for you to use in the 
Classified section ...and he'll give you all the informa- 


tion on this valuable buying guide for your town. 


guide for 
over 60 years ‘ ; ‘ 
Y Remember, he’s in contact with many types of busi- 
nesses ...as a result he has many business-building ideas 
.. and he wants to help you! 


Maybe instead of waiting for his call, you'll want to 
call him now. Just ring your local telephone business 


actric office. We think you'll be glad you did. 


hand. 
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TERERS AND 
MENT FINISHERS 


TROWEL 





BRICKLAYERS 


HAMMER 





PLAST 








- = ~~ — 
1 PF mn, 
LO iy, 
BRICKLAYERS’ AND 
STONE MASON JOINTERS 





\ 





TILE-SETTERS’ HAMMERS 

















PLASTERERS 


JBBER FLOAT 
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GOLDBLATT TOOL COMPANY 


1524 Walnut Street, Kansas City 8, Missouri 


Please send me your FREE 1949 Dealer Catalog and Special 
Dealer Discounts. 


ee ’ alse anastasia 


a . —_— 


ADDRESS Ati - 


CITY. — STATE 


Sete eee eS CS SK KS SS SKK SC SSK ee ee eee ee eee 





sa 


68 


Seeenee 


4222 e@eeeeeeeue 





FREE CATALOG 


Fill in and mail the coupon today for 
your copy of Goldblatt’s illustrated cat- 
alog describing the largest and most 
complete line of masonry tools and 
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LONG HANDLE 


CEMENTERS’ TROWEL 











Send for 


supplies. 
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PLASTERERS’ BRUSH 














PLASTERERS’ HAWK 























LATHERS 
£ HATCHET 
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Goldblatt Tool Company 


1524 Walnut Street 


FIRST CHOICE OF THE TRADE FOR 64 YEARS 






v Quicker Turnover 
v More Profits 
r Repeat Customers 















Give Your Customers 
FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


There are 64 years of experience be- 
hind every Goldblatt tool you sell. All 
Goldblatt tools are guaranteed for 
materials and workmanship. Users be- 
come boosters because Goldblatt tools 
deliver greater wear, comfort, tough- 
ness, value and versatility—whatever 
the job. 








ATTRACTIVE DEALER DISCOUNTS 


Goldblatt sells direct to dealers, is there- 
fore able to offer especially attractive 







dealer discounts. 






Kansas City 8, Missouri 
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A FAST SELLING ITEM FOR 
JOBBERS AND DEALERS 





av BRUSHES 8Y 


ESTABLISHED 
1906 

100% 
pune onistle 


wEW YORK 











MAROON PLASTIC HANDLE BRUSHES 
STANDARD DOUBLE THICKNESS 


Boost your sales with these popular numbers. Quality brushes of 100% pure bristle with 
streamlined attractive plastic handles in per t maroon color expertly designed 
with a smooth finish. Easy grip and well balanced not to tire the wrist. The plastic handle 
will not break or peel under normal stress or use. Easy to clean and unaffected by paint 
cleaning solvents. 


FREE DISPLAY WITH INITIAL PURCHASE 








This attractive sturdy metal counter display is finished in red, white and black and easily 
set up. It holds 50 brushes in an assortment of 1” to 3” width. We repeat. THIS PITEGOFF 
COUNTER DISPLAY IS FREE TO YOU WITH THE INITIAL PURCHASE OF THESE BRUSHES. 


PITEGOFF BROTHERS. INC 
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CATALOGUE 
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PLASTIC HANDLE 
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SHEFFIELD SUPER-KROME | 


Here it is—the nation’s favorite when it comes to fine 
aluminum paints! This popularity must be deserved! Dealers everywhere feature it because: 




















@ One Coat Covers Everything @ Perfect for Undercoating 

@ For Exterior or Interior Use @ Flows on Satin Smooth 

@ Heat Resisting @ Will Not Lose Its Brilliancy 

@ For Wood, Brick or Metal @ Ready Mixed — Ready To Use 


It is not necessary to stock 3, 4,or 5 grades of aluminum paint when SUPER-KROME ALONE 
does the job—and does it better! It costs no more to give your customers the best — give them 
SUPER-KROME — and they'll come back for more. 

g REMEMBER—Super-Krome Is PRE-SOLD To Your Customers By National Advertising in GOOD HOUSEKEEPING Magazine 

























' SHEFFIELD GOLD LEAF FINISH 


It has taken months and months of patient research and develop- 
ment—and NOW WE HAVE IT! Here is the smoothest flowing gold 
paint — that flows on satin smooth — just like gold leaf! A new 
improved formulation solves all the problems of gold paint 
application! It is ready mixed—WILL NOT TARNISH IN CONTAINER—and retains it’s 
pure color in the jar. Here is a fast seller — because it is the ideal decorative and 
touch-up paint. Feature it and watch your sales mount. 


a 


Write Today for further particulars and a catalog of the 40 other Sheffield Fast Sellers, as well as the dealer helps Sheffield 
offers! Window and counter displays, window streamers, newspaper mats, envelop losures—Write TODAY to Department 00 


Shettield Zeorege PAINT CORPORATION gexas 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 6, OHIO 
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100% PURE 


LINSEED OL 


a 





RECOMMEND 
POL-MER-IK BOILED 


Supertreated Pol-mer-ik Boiled 
Linseed Oil contains the correct 
proportions of quality driers to 
assure controlled uniform drying. 


te 


SEND FOR THIS 
FREE SALES BUILDER 





ARCHER-DANIELS-MIDLAND CO. 
684 Roanoke Building * Minneapolis, Minnesota 


Please send me your new profit-producing 
sales builder for use by my cash register. 


Name ; ~ 


end » 


Address canes 


a State 


We purchase our oil from = 





Wedo not 


SUBSTITUTES 


When you ask for a 
trade-marked product 


you get _ a 


POL MER'IK 


HANDY ITEM IN EVERY HOME 





@ Take your linseed oil sales out of the small profit class! 
For example, retailers everywhere are making over 30 % on sales 
by featuring the fast-selling quart size at 99¢ to $1.15...a 
better gross profit than on the usual paint or hardware item. 

Pol-mer-ik is supertreated to produce a better looking, longer 
lasting paint job. It deserves and gets a better price. Available 
in both raw and boiled, packed in handy, attractive, easy-to-sell, 
pint, quart, gallon and 5-gallon containers. 

Do as thousands of successful retailers are doing. Send for 
this attractive, profit-producing sales builder. Put it next to 
your cash register. Enjoy real profits on your linseed sales, 


Pol merik 


100% PURE LINSEED OIL 


EXTRA QUALITY 
DESERVES A BETTER PRICE 
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Calor Recines 


At last! tn fasy, inexpensive 
way to make 9our own 

rooms ag OXcitin ly lovely as 
MAGAZINE res TiUnepn ROOMS: 


NOW, att You ©O is choose a Paint 
from the Many rooms 
€ current month's na- 

onal Magazines 


ea pee 


*if your deoler is out of Kyanize Color Recipe Pockets, seng We in 
Stamps or coin with your nome and Oddress Please Print) to Depr. 
A-4, Boston Varnish Company Everen Station, Boston 49, Mass. 


' You Wanr ADDITIONAL 
COLor SCHEME SUGGESTIONS 
ask your local Kyanize dealer to 
show you his Kyanize Color Recipe 
Scrapbook. 

This scrapbook is q collection of 
Past magazine-featured TOOMS with 
the Kyanize Color Recipe for each 
4 affords a wide selection from 
which to choose. 
8OSTON VARNISH EVERETT, MASSACHUSETTS 


COMPany, 


© 1949, 


GO to Your KYANIZE PAINT OfAteER. 
free Kyanize Color Recipe packet.* Eac 
rections for matching 
Most mleresting rooms f 
favorite Magazines 


Ask for the 


ealured by yo 








WERE is a SAMPLE Of the Kyanize Color Recipes you 
Color Recipe Packet. Note the explicit 


rating help! 


! 
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' 
' 
' 
! 
' 
' 
‘ 
' 
‘ 
' 
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‘ 
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‘ 
' 
' 
' 
! 
' 
‘ 
‘ 
‘ 
' 
' 


4. ~~. 
ro 
‘ 


KYANize COtor RECIPES SHOW you How. Kyanize 
Paints do # better, - €asier, For Kyanize Paints are 
self-smoothing They flow on €asily, leaving a Surface 
without brush marks! Walls, Ceilings, trim and furnj- 
ture fairly Sparkle... look like new! 

use KYANIZE PAINTS, Plus 
rooms as lovely as those in t 
ber, there's 4 Kyanize Paint 


Kyanize Color Recipes, for 
he Magazines. Ang remem- 
for every surface, 


DECORATING S EASIER WITH 


‘ 
' 
' 
' 
‘ 
' 
‘ 
' 
' 
' 
' 
' 
‘ 
‘ 
‘ 
' 
‘ 
' 
'‘ 
' 
‘ 
‘ 
‘ 
‘ 
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.».from Color Schemes to 








ee ee . 
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"IT ALWAYS COSTS MORE 
NOT TO PAINT” 


——— 


—> —— 
= = ————___—J 
=a ————_— 
——— 


=—Z i = 





Tie-in wi:h the great advertising campaign to sell 
more paint now being sponsored by National Paint, 
Varnish and Lacquer Association, Inc. Make it 
your business to tell your customers that it always 
costs more not to paint. 






PURE 


; 2 - 
Turpentine 





~ 


ACCEPT NO SUBSTITUTES 





THE BEST PAINT THINNER 


ACU (AAAA ACA ACCCAACAA CAA 


pt 


— 


_.. AND IT COSTS MORE TO USE SUBSTITUTES 


FOR GUM TURPENTINE 
BIG NATIONAL — advertised Gum Turpentine is a vital part of a good paint job and a 


vital part of every oil paint sale. Gum Turpentine thins the paint uniformly, pene- 


ADVERTISING CAMPAIGN trates to lock the paint film into the surface, combines oxygen with the oil and adds 


durability and beauty to the paint job. These qualities plus the fact that Gum Turpentine 


Gum Turpentine is the only product stays with the paint mixture (you don’t have to keep adding more all the time) make 
of its kind which is widely adver- Gum Turpentine cost less. Gum Turpentine is a/vays dependable tor thinning oil paints, 
tised in consumer publications in- enamels and varnishes. 

cluding The Saturday Evening Post Remember every paint sale should be a Gum Turpentine sale. Gum Turpentine is 
---Life...Better Homes & Gardens preferred by 9 out of 10 of your biggest customers—the painting contractor and master 
++ Pathfinder... Farm Journal... painter. Display Gum Turpentine with paints. Stock up at today’s low prices. 5-gallon 
Country Gentleman . . . Successful and 1-gallon lithographed tins. . .quart, pint, 8-ounce bottles. Order from your distributor. 


Farming... The Progressive Farmer 
American Weekly... This Week... AMERICAN TURPENTINE FARMERS ASSOCIATION 


Parade. General Offices: VALDOSTA, GEORGIA 
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Me- CAL 


Wye" Gecng lam 


OUR FAMOUS CWu-(ALK 


With SPEED LOAD you offer your cus- 
aA , TH is tomers the world’s finest calking compound 
plus the most efficient and practical load on 
the market. Our new, improved load has a 
specially designed cap that makes it im- 


possible for the metal cap to pull loose from 
the fibre board tube. 


SPEED LOADS packed 10 loads to a carton. 
Full freight allowed on 8 cartons or more. 


by 
Duct € ¢ orsrmeuTeo™ 


ANBUR 
STANDARD GUN STILL oe SELL Nu-Glaze MA CiTy, OKLA 





G’ 
AN CO. 
INSTEAD OF PUTTY... 


Nu-GLAZE does the < 
job better for your 

customers... makes | 
a bigger profit for 
you. The perfect ; 
material for glazing os 











Our CG-3 Standard Calk- 
ing gun is still a big favorite with 








experienced calking appliers. weed of wel ok, 

Sturdy, light weight. Easy trigger Furnished in \ pint, pint, quart, Sold only through hardware stores, 
action, yet powerful piston action. 5 Ib. and 124% Ib. cans. Also in 25, building supply dealers and lumber 
Barrel 2” by 914”. 50, 100, and 880 Ib. drums. yards. 














MACKLATIBURG: DUNCAN CU. 


OKLAHOMA CITY 1, OKLAHOMA 
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| WANT ONE OF 
THOSE NEW 
VISE-GRIPS 





Your Customers Want the 








VISE-GRIP 


WRENCH 








Do you have it in stock 
right now, or are you 
losing sales to 
competitors ? 


/ INVOLUTE JAW CURVE 


Jaws put tremendous pres- 
sure on FOUR points of nuts. 
Hold nuts, rounds, irregular 
shapes with unbelievable 
ease. 


KNURLED JAW TIPS 


PORTABLE . avery Hold work at the very tip 
VISE oe with tremendous non- 


slip grip. 


SUPER WIRE CUTTER. 
Q.—Why are so many dealers simply “going to town” with VISE- Cuts wire and small bolts. // 


GRIP these days? y,” 
A.—That’s easy—they’re featuring the N-E-W VISE-GRIP! Actually cuts %" bolts by 
taking progressive bites. 


Q.—Why a NEW VISE-GRIP? I’ve been selling the old one for years 


—it’s great!—Locking Ton Grip! Beats any other hand tool! 
A.—Yes, but the NEW VISE-GRIP is even better! Has improved jaws 
that are something to really get excited about! They do a much Permits workinde se qU ent- 


better job of gripping—do more jobs, easier and better. The 
teeth bite into any shape like nothing else you ever saw, and ers. Ys’ thick on 7’ size. %° 
hold on even more securely! Man, O Man, What a tool! thick on 10’ size. 


Q.—Anything else? 
A.—Sure—there are many other important advantages—Knurled Jaw 
Tips, Thin Nose, Super Wire-Cutter, Easier Opening! 
Q.—O.K.—but do my customers know about these new features? 


A.—You bet! Big ads in leading magazines reaching over 2,000,000 
homes every month have acquainted folks with the NEW VISE- 
GRIP. This is the wrench they want. If you don’t stock it, they’ll 



















o elsewhere. Better lay in a good i g 
& y te 0 ued stom, sight new VISE-GRIP VISE-GRIP 
Welding Clam Sheet Metal Tool 
WITH Cutter WITHOUT Cutter Leste dere — Pin aatertain sesame atte 
- werful grip. ges to m Locked Grip. Gives 
No. 7W—7”, $2.25; No. 1OW—10”, $2.50 No. 7C-—7”, $1.85; No. 10C—10”, $2.25 be wastes axe brought in ing or shaping job. Eitmt: 
Ord : See te cad Doaiaa Ginn, Aafuts casily’ fer 
rder through your jobber. Tee: Adjustable @p to sireds action, if de» 
No. 9—9”" No. 8—8” 








PETERSEN MFG. CO., Dept. H-3 DeWitt, Nebr. ios ioles 
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DONT EXPERIMENT 





There is no substitute for 


GALVANIZED Screen Wire 


@ Will not melt or burn 
@ Will not crack from cold 





Sizes 
24”-26”"-28"-30"-32”-36"-42"-48” 





18 x 14 
MESH 











@ Firm Price 


© Immediate 
Delivery 


@ All rolls of screen 

wire packed and 
FREIGHT shipped in 100 lineal 
PREPAID ft. rolls and in stone- 
to Your Door! wall cartons 


Also Available for Immediate Delivery 











16 mesh * Hardware Cloth Wire 
* Bronze Screen Wire f ee ft 3 Width 
Width Y,” mesh: 24”-30”-36"-48” 
24” -26” -28” -30” -32” -36” -42”-48” New 1949 4" mesh: 24” -30” -36”"-48” 
* "Aluma-Kote" Screen Wire Square Footage - , 
Width CHART * Ace "Lite-O-Glass 
24” -26” -28” -30” -32” -36” -42” -48” Available in 36” width 





ACE WINDOW SCREEN CO. of America 


1634 South Pulaski Road Chicago 23, Illinois 


West Coast: 6605 Hollywood Blvd. Gulf Coast: 711 Main St. 
Los Angeles 28, California Houston 2, Texas 
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When ° 
»» back 
Housel 
quality 
“green 
homem 
rope us 





Manufacture 


HARDWAR 


















Monufactured by PURITAN CORDAGE MILLS, 
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MORE DF oWing tower TO YOU! 


» The GOOD HOUSEKEEPING SEAL 





will help You Sell More 







When you recommend Puritan Sash Cord in ‘49 
.. back up your recommendation with the Good 
Housekeeping Seal! Point out this dependable 
quality guaranty to your customers. It’s your 
“green light” to ready acceptance of Puritan by 
homemakers, builders, farmers, other cord and 
rope users. Millions of them will SEE the Puritan 






Manufacturers of sash cord, 
clothes line, welfing cord, 
mop yarns and braided and 
twisted coffon cords, 








URITAN 


A, 


viewers Guaranteed by 
Pm Good Housekeeping 
Tit 


Inc., Louisville, Ky. 


Sash Cord 


R 4 REFUND OF p 
* (y) 
%e 





RCHMENT 9° 


_ 


\ 
Wor as Abveptised THES 





name in the pages of Good Housekeeping. 
Get the most out of the Puritan line in ‘49. 
For Spring sales build a floor display with 
Puritan products . . Sash Cord, Clothes Line, 
other types of Puritan cord and rope. You'll 
make ready sales on a variety of customer's 
needs. You'll come out richer in profits, too! 


Athens, Ga. 


OD SCRAPERS 


ANO BLADES. Mane SY 
Wes és 





mee 


FEATURE FLETCHER ASSORTMENTS 
FOR MORE SALES AND GREATER PROFITS 


A small investment will provide a moderate stock 
of every style and size of FLETCHER Wood Scrapers 
...and they are all good sellers. Assortments 790 (illus- 
trated) and 1200 consist of an attractive counter or 
window display, a smakk.but adequate stock of each 
scraper and a quantity of extra blades. These assortments 
are priced to allow you a bonus profit. 


Ask your jobber to explain these assortments to 
you, or write us direct. 





SELL EXTRA BLADES wy .. 


Selling extra blades means extra dollars to “ 
you. Our blade-book type of packaging automat- 
ically increases sales. By stocking FLETCHER * 
Wood Scrapers and Blades you are assured of ill 

many trips to the cash register. | 





oly) eee «|... FOR RESALE OR FOR YOUR OWN USE DEPEND ON FLETCHER 


THE FLETCHER-TERRY COMPANY 


363 SOUTH STREET * FORESTVILLE, CONN. 
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BRUSH. 


ran 


A) 
Brush handles are finished in blue and 


gold. Brushes are made of pure Chinese 


bristles, set in vulcanized rubber. 








""IDEAL'’ DISPLAY 


Suggested Retail: 
$.20 ea. —3 doz. |"' Brushes 
2" Bristles, 5/16" thick. 


-30 ea, —2 doz. |'/2" Brushes 
2" Bristles, 5/16" thick. 


.40 ea. — | doz. 2" Brushes 
2" Bristles, 34" thick. 


“"HYGRADE'' DISPLAY 
Suggested Retail: 
$1.55 ea. — 1/3 doz. 3" Brushes 
2'/o" Bristles, %" thick. 


$2.09 ea. — 1/3 doz. 3!/2" Brushes 
2%," Bristles, 7" thick. 


$2.45 ea. — 1/3 doz. 4" Brushes 


2 13/16" Bristles, /" thick. 
"*OK'" DISPLAY ; 
Suggested Retail: 
$.30 ea.—2 doz. I" Brushes 
2" Bristles, 3" thick. 
45 ea. — 1!/2 doz. I'/2" Brushes 
2'/," Bristles, 7/16" thick. 
.69 ea. —1! doz. 2" Brushes 
2'%,"" Bristles, !/2" thick. 


Sell Jacobus long bristle and nylon painter tools—best since 1835. 


Petree ee eee e eee eee eee SS SSeS SSS SSS SS SS SSS 


Order TODAY from your jobber, or send this COUPON 


A. G. JACOBUS' SONS, INC. 
770 Bloomfield Avenue, Verona, New Jersey 


A. G. JACOBUS’ SONS, INC. 











' 
i 
1 
' 
' 
'e a Please ship at once: 
ine : 0 “Ideal” Display ... vceccsesee s enrtons @ $12.80 
i OJ “Hygrade” Display ; cartons @ $16.23 
° 1 O “OK” Display .. Sees .....cartons @ $15.63 
<FeeeCe aiky es CESS : (0 Free Catalog showing complete line of paint brushes 
! 
biy : ; WOE éccscecsswinn : sacle 
ny) \@@) 10h) : Sar CITY wees STATE 
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SPORTING GOODS SENSATIONS 


-..- for Protit-Minded Dealers 





CASTING AND TROLLING ROD 
THAT AMAZES EXPERTS! 


Nothing else like it! Thrilling 5-ft. action, yet only 21 in. 
long! Here are sales-making, exclusive features: e Fits 
tackle box, 21” length breaks to 14” e Sensational coil 
spring gives full length rod action! e Shortened arc 
gives greater accuracy, maximum distance e Re- 
duces backlash! e Cast 3 or 4 to a boat without 
tangling lines! e Brings fish right to boat 
fewer losses. Perfect for trolling. Every 
fisherman a prospect. 






$B95 


Retail Price without reel 
eeeeeeeeeeoeeeeeoeeeeeeeeeeeeeeeeeeeee 


NEW Longcacter NOW AVAILABLE 


Conventional 42” blade. High quality, $ 95 
light-tip action, fits Stubcaster handle 4 
COOCOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOEOE® 












Perfect Knife for 
Every Outdoorsman...NEW 


Caf onenh 


Folding Pocket WOODSMAN, or 
FISHERMAN Knife...Two Models 


Fisherman Woodsman 
An outdoor folding knife . . . really new! Handle folds around blade 
to form sheath. Safe, easy to carry —weighs only 4 ozs.—measures 
43,” closed, 8!4” open—no belt sheath required. Carries easily 
in pocket. 

Blade finest, hollow-ground tool steel. Fisherman’s model has 
both serrated and keen edge, plus handy all-purpose sharp-edged 
hook. Husky handle, tailored to fit the palm. Safety ee ee 


catch at both open and closed positions. 
Sample this new knife today —and we state flatly it $995 


will be your biggest seller! Our reorders prove it! 


7 ALL NATIONALLY ADVERTISED! 


Stubcaster, Longcaster and Saf-T-Sheath advertising appears consistently in 21 
national magazines, over 61 million readers monthly . . . Field & Stream, Sports 
Afield, Outdoor Life, Argosy, True, American Legion, Esquire . Many more. 
Plus advertising in 305 newspapers! 


If your jobber can't supply, write 


WALTCO PRODUCTS .- 2300 W. 49th St., Chicago 9, Ill. 
82 












This glorified magnet is the stator 
from a Hoover Motor. It is elec- 
faleoll bamolalal-te](-toMMohal-lam ole laaallare 
dalclaMme ilo) oX=1e ME lammalle Labo aeolian Zele 

folate oXe] &-1o MEUlalel-1 ame labagela-te) 


a continuous conveyor. 


ie = 
0 \i 
y 


df 


on 
———¥ 


Star Performer 


The fine workmanship that goes into compo- 
nent parts like this stator is responsible for the 
dependable, long-life performance of Hoover 
Motors. 


You know—and your customers know—the 
Hoover reputation for quality. It has been built 
into more than 8,000,000 Hoover Cleaners. 


Now that same quality is being built into 
Hoover Motors. And people are using them 
for home workshops, garages, farms—literally 
hundreds of power jobs. 


Customers will be asking you about these 
nationally advertised motors. Be ready to serve 
them. If you don’t carry Hoover Motors now, 
write us for full details. 


HOOVER MOTOR 


he Hoover 


Made in capacitie , Ye 


Company, Electric MN r Division, North Canton, Ohio 
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Electrimmer leads again 


.».in quality...demand... 
promotion! 


FOR 816 PROFITS (N 1949 


e Get ready now for bigger-than-ever sales on 
Electrimmer . . . America’s leading electric hedge trimmer. 


e Your customers know Electrimmer. They’ve seen their 
mS neighbors use this fast-cutting, high quality tool on hedges 
ee ba and bushes. They’ve seen big Electrimmer ads in leading 


Electrimmer stds ia 1949 ¢ magazines .. . and soon they’ll see the most convincing 


Electrimmer campaign in history. 


e Let your good customers know you've got Electrimmers for 
them. Use our FREE mats, folders and displays. 
And get your Electrimmer order in early for a long, big- 
volume, big-profit season. Ask your wholesaler about 
filling your Electrimmer order today. 


SKILSAW, INC. 
5033 Elston Avenue, Chicago 30, Ill. 
Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD., 66 Portland Street 
Toronto, Ont. 


FREE Deater Helps 
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“It’s odorless, pleasant to use. 
Won’t harm nylon leaders— 
Everybody uses it—You can’t 
beat it.” 


AN. os 
MISICL 
—And “6-12” Insect 
¢ Repellent really sells. It’s 
{ S nationally advertised and 
recommended by fishing authorities. 
Don’t miss this market. 


“And its Profitable! 


(40% Dealer Profit on every bottle.) 





‘INSECT 
pr wip ing 
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CARBIDE AND CARBON 
CHEMICALS CORPORATION, WEW YORK 


kee) 
emirom Woes. 


biting!’ = 498 
CARBIDE AND CARBON 


Order from your Jobber Today CHEMICALS CORPORATION 


Unit of Union Carbide and Carbon Corporation 
30 East 42nd Street [Ts New York 17, N. Y. 


In Canada: Carbide and Carbon Chemica's, Ltd., Toronto 









"6-12" and “Six-twelve” 
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You ce 
MCDONALD WATER SYSTEMS MEDONALD SHALLOW ‘oes 
EASY TO SELL because your customers are quick to recognize the was eran) March 
: e > & Reciprocating type. 
superior engineering features of M€Donald Water Systems—backed by a Capacities from 250 to right ¢ 
name that’s famous for quality, service and lasting satisfaction since 1856. 3000 gallons per hour. eal 
, ‘ ‘ F Series 420 illustrated. vying 
EASY TO INSTALL with either steel pipe or copper tubing. No need to oon 3 
wait for scarce materials. Give your customers the benefits of running Y 
water now. Garde 
NO LOST SALES because you can supply any need from the complete Full cc 
line of M€Donald Water Systems for shallow or deep wells. ead G 
GET THE FACTS structic 






A.Y. MSDONALD MFG. CO. 
DUBUQUE, IOWA 


PUMPS ¢ PLUMBER’S BRASS ¢ OIL EQUIPMENT = MSDONALD DEEP WELL 





SYSTEMS 
THE MEDONALD MISSISSIPP! DELUGE HYDRO-JET WATER SYSTEM Reciprocating type. 
Packed with features that appeal to both dealer and user. The Capacities from 160 to 


smoothest, most dependable jet pump ever sold. Interchange- 1875 gallons per hour. 
able from shallow to deep well or vice-versa. Install at well or Series 400 and 600 
offset. % to 1 H. P. inclusive. Capacities 180 to 1880 gallons illustrated 

per hour as shallow well. 160 to 1570 gallons per hour as deep 

well installation. 








@ AMERICA’S OLDEST FULL LINE MANUFACTURER OF DOMESTIC PUMPING EQUIPMENT ee 
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WILL YOU CASH IN on QYeend 


POWERFUL NATIONAL ADVERTISING? 


You certainly will if you do something about it 
. - and it’s strictly up to you. 


March ... April... May... June... and 
right on through the heart of the garden hose 
buying season, Swan is telling the people in 
your home town the complete story of Swan 
Garden Hose . . . at no cost to you! 


Full color ads in the ‘Post and Better Homes 
and Gardens feature Swan’s Rayon Cord Con- 
struction—beautiful, DuPont Neoprene Covers— 


the MAXIVOLUME Coupling —Swan’s written 
guarantee —then ask your customers to GO 
TO YOUR HARDWARE STORE TO BUY SWAN 
GARDEN HOSE! 


Cash in on this costly Swan selling drive by 
decorating your windows and store with color- 
ful Swan banners—run Swan ads in your local 
newspaper—use Swan post cards and direct 
mail folders. Order these selling helps from your 
Swan Jobber today—they’re free for the asking! 


SWAN RUBBER COMPANY 


BUCYRUS, OHIO 


WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 















Two Great, Ne 








@ Here they are—the newest, lowest-priced rods in the Orchard 
line. They're your combination for faster sales, more profits all 
through '49! 

Your customers are already familiar with Actionrod quality— 
from the expert's Tri-Angler at $25.00 to the Contender models at 
$10.95. Now, Orchard puts extra high quality into the low-priced 
field, too. 


ORCHARD SEVEN-ELEVEN—Equipped with marbled Tenite plastic 
handle, reinforced with steel . . . slipfit blade lock . . . rotary-action 
reel lock . . . cadmium-finish on solid steel tip. Available in overall 
lengths of 3’0”, 3/6”, 4/0” and 4’6”. Model No. AR-E $3.95 list. 





ORCHARD SPECIAL—Available in lengths of 2’9”, 3'7”, 4’7” and 
5’1” with round blade, solid corkgrip, rotary-action reel lock and 
friction-type blade lock. Model No. AR-D............ $6.95 list. 

Your jobber has both the Orchard “Seven-Eleven” and “Special,” 
as well as the complete line of Actionrod models. Contact him now, 










or write direct giving his name. 








SOLID GLASS WITH LIVE ACTION” 





Ask about the new solid-glass Actionglas 
bait-casting and fly rods. $25 to $35. 

















‘““SOLID STEEL WITH LIVE ACTION” 
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Dolly Madison | Bane asm 
70 Mae Wenriees - RET Re 4 OF cabacorY : ae ; rea atur 
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‘aca freezer ‘4 making a 

bas... Si aie ;. dee | : and most 
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HUSKY 


freeze! 
Y 


THE J. E. PORTER CORPORATION 
OTTAWA, ILLINOIS 


USKY FREEZER 
Gentlemen: Please send me FREE H 


(No.) ae 
i and DOLLY MADISON displays. (Lim! 

. ‘ = 

display = 
2 of both types Per store.) 


STORE NAME 


STORE ADDRESS 
ZONE _STATE 


America’s Largest 
CITY fe] Manufacturers 


The Name of my JOBBER is: of Home Ice Cream Freezers 


CORPORATION 


YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
88 
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GOOD DEAL! 


MAKE FULL 42% PROFIT ON 
TAYLOR’S 14AN1 HOME NO. 14AN1 ASSORTMENT 
INSTRUMENT PACKAGE r " $327 idieubiemnae Wimaaiteiiains ; eres 


5316 Taylor Window Thermometer . 1.75 
5140 Taylor Wall Thermometer. . .  .85 
OU’RE SURE to make extra profits all year ’round 3 17AA1 Taylor Wall Thermometer. ; 1.25 
with this self-selling litthe Taylor 14AN1 “Pack- 5304 Taylor Deluxe Window 
. = Thermometer. .... is $80 
aged thermometer department!” It not only gives you ‘ ia . 

: é 908 Taylor Candy Thermometer . . 3,00 
full 42% profit—but also does a sure-fire selling job one | Tisne Gen Mii. . . oan 
for you on the famous Taylor Instrument Line. A line 3 5936 Taylor Roast Meat Thermometer. 1.75 
that’s pre-sold by powerful advertising to people who 2510 ‘Taylor Berkeley Baroguide. . . 9.00 
read Saturday Evening Post, Better Homes & Gardens AA Home Instrument Display . . . WN/C 
and other leading magazines. Old Man Winter is still 
making a good market for weather thermometers— Retail Value $49.10, Cost to Dealer $28.20 
and most every woman wants a Taylor cooking ther- 
mometer anyway! Order through your wholesaler to- PROFIT $20.90 — 42.6% 
day or write Taylor Instrument Companies, Rochester 
1, New York, or Toronto, Canada. 





HAN: A PORES dU kts wy 











AND REMEMBER 
EVERYONE WANTS 


aylor 


INSTRUMENTS 











The famous Taylor Indoor- 

Outdoor Thermometer. Ac- 

curately tells both indoor 

and outdoor temperatures 

while they’re comfortabl: 

—_ parked indoors. Metal tub- 

MEAN ACCURACY FIRST ing to outside bulb conforms 

f to window sill. In ivory or 
walnut plastic—$7.50. 


a 


TAYLOR INSTRUMENTS 
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American Beauty Rod 
NOW with the exclusive 


thimble tip 


2 Judd’s famous patented built-in thimble-tip that 
won't snag curtains ... slides into curtains more 
quickly, easily than ordinary rods. 


*k The same exclusive, wanted feature that “sold” 
so many women on Judd’s higher-priced rod— 
now available in Judd’s American Beauty Rod at 
no increase in cost! 


Show it to all your curtain-rod customers. 
For every window in the house. 
Volume sales obtained readily and easily. 


Single Rod #19341 .... . Double Rod #19342 


IVORY FINISH. 28” TO 48” EXTENSION 
H. L. | | | | 


ORDER NOW FOR IMMEDIATE DELIVERY 


makes hardware for housewives 
COMPANY, WALLINGFORD, CONN. 
87 Chambers Street, New York 7, N.Y. | 











WHEN YOU SELL A BATHROOM HAMPER, suggest to your 
customer that she buy another for her own or the children’s 
bedroom. aa point out how a second hamper will save steps, 
make the bedroom more attractive, and keep it in better order. 
She’ll be interested, for women welcome suggestions for easier 
housekeeping. You can show her such a variety of styles and 
designs in the stunning new ' 

Whitney Hampers that she'll 
find it easy to choose a 
second hamper in just the 
color scheme she wants. 


You’ll ring up a DOUBLE SALE! 
Try this idea tomorrow! 
F. A. WHITNEY CARRIAGE CO. °* Since 1858 * LEOMINSTER, MASS. 
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at no increase in price! 


the brand new! 
| improved: f 


NN A ta 
Sf, ee. Oo”, OO en 


destined to be 
| 1949's biggest selling single item 
in the cutlery field 





@ A BRAND NEW BEST SELLER that pinks 
HEAVIER materials with a deeper, bigger, 
cleaner pink. 
@ The only really LIGHT-IN- WEIGHT pinker 
that pinks as it cuts for a ravel-proof zig-zag 
om “<A he FREE mats, counter cards and other finished edge. 
n this new Pi niki wong He to: @ GIFT-PACKAGED. 


: as 
fj amass re a 
G igffen (a tery in orks lac. aoe 
‘ ‘Quality Cutlery Ever Since 1888’ - 151 West 19th Street, New York 11 
, MAS 
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MEAS-U-RITE 


(TRADE MARK) =: 


COFFEE 
DISPENSER 


Always The Correct Strength! 


Makes Coffee Taste More 
Delicious! 








As Easy To Use 
As Snapping the 
Fingers! 


1 Click For 
1 Cup 


2 Clicks For 
2 Cups, etc. 














— 


> 
Can Be Attached To ) 
Wall Or Used Unat- - 
tached As a Canister. 


9 homes out of every 10* are your potential 
customers for the Meas-U-Rite Coffee Dispenser. 
Meas-U-Rite accurately measures ground or 
powdered coffee, prevents waste. Air-tight con- 
struction seals in aroma and keeps coffee fresh 
to the last tablespoon. Glass top holds one pound. 
Two models, mirror bright 
chrome and gleaming white 
enamel finish. 


| Pit Cote >) 


MEASURITE 


| COFFEE DISPENSER | 
| 





NEW, ATTRACTIVE 
DISPLAY BOX 


This Colorful Box Will Attract and 
Sell Customers. Can Be Assem- 


bled To Make A Display Unit. 


*9 Out Of Every 10 Homes Use Coffee According To The Latest 
Available Statistics Of The Coffee Advertising Council, New York City. 


MEL-GAU G Ey, pany 


FOXON ROAD @e EAST HAVEN, CONNECTICUT @ U.S.A. 





92 














é ~% 














x aly 
april 10-14 


Exhibits by manufacturers only. National 
prestige lines. Regional Show for all 
Western States buyers. Five complete 
floors. Sunday thru Thursday. Plan your 


buying trip now! 


alexandria hotel 


Managed by Los Angeles Trade Fair Inc. 
Los Angeles Chamber of Commerce 
Los Angeles 15, California 
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wh Crocker wi 
of women this q 


BM, yo 
i007: 


‘is makin 
& the 
S Tru-Heat Iron 


Y Cro ker j tr nome of General Mills 
bert cher isa ade ame 


e Question 1 
e 
° 
bd Can you back into fullnesses without 
bd . twisting OF turning your iron” 
e ‘ 
» 
, @ 
s ? Does your iron rest safely on 1ts side 
4 . without danger of tipping? 
® 
s 
e 3 Can you select the temperature yor 
: , want for every fabric, just by flicking 
e ¢ ° 
e a dial as you ron 
oe *¢ 
. : 
ee e 4 Is your iron light in weight and easy 
e , to handle? 
j e 
: J 
oe 
¢ 5 Does your iron have a really ig Iron 
. ing surface? 


Steam lroning Attach 


~ 6 Can you add a 
. iron for pressing OF steam 


ment to your 


jroning without dampening? 


TOTAL 

5 

soot nen 

time 1 af ao 
enodn owl 

General Mills ‘Tru-ffeat tron 

Steam Ironing Attachment 





_ 
eee ant women 
old-fashioned 


elling iron 


1l ask millions 


Ys 


4 FP Slips on and off in a se 
b up to 45 minutes on 4 angle filling 
r Wonderful aid in home sewing 


100 To 











Comments 


apered back of Generat 
ieat lron makes for 
r ironmé backward, 


The unique ¢ 
Mills Tru t 
smoother, easie 
well as forwe 


Rest does away with 
or tiresome chore of 
n a heel rest 


The Safety Side 
the separate stand ¢ 
pulling an iron up 0 


lector is ecasy te 


‘The Tru-Heat fabric sel > 
tely controlled 


see, easy to set Accura 
heat protects your most ¢ 
terials. 


delicate ma 


a ibs. & the just right-for-roning 
weight of the Tru-Heat Iron lessens 


rroning fatigue- 
of the larger, longet 
General Mills ‘Tru 
nore sromng 


With every stroke 
soleplate of the 
Heat fron you covert 


—- 78 i 


lroning 


Mills Stear At 
the Tru Heat Ire 


teat 


The Gener al 
tachment fits onty 
~cond 


ae ce ironing 
pce women want; en 
pee Aee modern, sili 


a 
°4 ty Betts Crocker. 


































WoW... it's ALACEAL 


the brilliant new NATIONAL CAN housewares design 


It’s new—it’s news—it’s here... Azalea...National 
Can’s colorful housewares design for 1949. Blos- 
soming with eye-catching sales features, Azalea adds 
a lustrous matched set to a line already famous for 
proved customer acceptance and dealers’ profits. 
New Floral Design! Popular Azalea—in single 
flowers and sprays— brilliantly lithographed against 
gleaming white backgrounds touched off with red 
and green. Permanent finish— color fast, easy to 
clean, free from unsightly peeling or chipping ! 


New Curved Construction! Domed lids on Azalea 
design canisters and step-on cans—stronger, more 
attractive and distinctive. Round-top treadle on step- 
on cans—even sturdier, simpler, easier to operate! 

Priced Right — Sells Right! For faster turnover, 
for big-volume profits, sell the entire Azalea line— 
make eleven sales instead of one! Ideal for mass 
display merchandising. For full information on 
Azalea prices and details, write today to Dept. HA, 
Housewares Division, 





ra! SS puhans Uy PERLE re ee MER Sat eT yee 


*, 
: 
oo 


POWERF 
ADV 


SALES 


10 qt. Step-on-Can: 26 qt. (round) Waste Basket: 12 qt. (oval) Waste Basket Two Compartment 
Bread and Cake Box: Oblong Bread Box: Four Piece Cannister Set: Covered Dust Pan: Match Safe SELF 


NATIONAL CAN jie 
Cc oO R P OR A T 


110 East 42nd Street, New York 17, N. J 


most wid 
most popul 


- 
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with New 
WALL HOLDER for the HOME 





Here’s big news from Dixie—the paper cup known for 
cleanliness and health protection to every man, woman and 
child in America! Self-displaying, packaged COMBINATION 
OFFER of DIXIE CUPS with beautiful, streamlined WALL HOLDER 
gives you a new, low-cost quality item to meet vast, pent-up 
demand for ‘“Dixies in the home.” It’s a natural for every 
kitchen and bathroom in every home you sell! Stock it! 
Watch it sell itself to housewives! Get set now for a double 
sale, a double profit, and big refill volume! 





GO AFTER THIS DOUBLE-BARRELED OPPORTUNITY 
..» WITH A DOUBLE SALE FOR EVERY HOME 
...A DOUBLE PROFIT FOR YOU! 


Handsome clear plastic holder, easily 
Backed by attached to any wall, with 2 cartons 


POWERFUL NATIONAL (120 3-0z.) Dixie Cups. ‘ 
RECOMMENDED RESALE PRICE 

ADVERTISING 1.89 

SALES MAKING LARGER SIZE (100 5-0z. cups) 

m Recommended Resale Price $2.19 

DEALER HELPS 
Recommended 
SELF-SELUNG §©—"™ULCANTONS, «at 


PACKAGING 50 5-0z. Dixie ona 


and the plus value of the name __ Sfor 
40 9-0z. Dixie Cups 


DIXIE CUPS (no holder for this size) , 


most widely advertised For details write 
most popular of paper cups DIXIE CUP CO., EASTON, PA. 


es IRDER FROM YOUR WHOLESALER NOW! 
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LTA, 


TONE Rigg Fi 


3415 INDOOR SETI 

Favorite for tree trimining. 

15 lights... each burns 
independently. 


509 BUBBLE-LITE? 
ST ee 
again! Bubbling, spar- 
kling magic on the tree! 





¢TRADE MARK 





Reine is 





|...and 


Exciting New Ideas by 


Famous for Christmas Lighting ‘FIRSTS’ 


SEE THEM 
AT THE 


ms 
p ' " a 
{s 
$j 
£ 


& we ' an a > x 
os z 5 i © 
= i 


—_ | ® 
tack a 


MARCH 7-18 
EAST ROOM » Ist MEZZANINE 


Backed by the greatest national advertising 
and promotion program in NOMA history 


*REG. U.S. PAT. OFF 





4 
ELECTRIC CORPORATION 


55 West 13th Street, New York 11, N. Y. 





Here it is! The talk of 





Rug family! 

















Made in a full range 
of room sizes! 


— % ~ 


SBD) 


ne 
¢ }* 
Cet 

(\- 25. 

Se <6 g 

C/ 


patterns in the 1949 line of Gold Seal Congoleum Rugs, it has the 
superior designing which makes Congoleum patterns your Cus- 
tomers’ favorites. The soft, airy gray background tone of ‘“Toy- 
land” was planned to fit everybody's nursery color scheme. And the 
fact that pink avd blue are combined in every rug means that you 
can capture interest whether “it’s a girl” or “it’s a boy.” 

In fact, “Toyland” could only have been designed by the makers 
of Gold Seal Congoleum—it’s that good! For more than 30 years, 
the famous Gold Seal has identified the right patterns . . . smartest 
colors . . . finest quality for the money. Don’t miss out on the other 
new designs and the tried-and-true favorites offered by the leader 
in the field—the one-and-only Gold Seal Congoleum! 
| 


L 
| . 
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| the winter markets... youngest member 








“Toyland” is an instant hit everywhere it’s seen. Like the other 


es CONGOLEUM-NAIR 


MAKERS OF NAIRN LINOLEUM, NAIRN ASPHALT TILE, CONGOLEUM, CONGOWALL, NAIRN SELF-POLISHING WAX 


FIRST WITH THE FINEST FLOOR AND WALL COVERINGS «cscs som 


of the great Gold Seal Congoleum 


TRADE-MARK (R) / 








“Toyland” opens up a profit- 
able new market for you! Who 
doesn't want new traffic, new 


customers? Women who aren't 2 )2, F] 
usually enamel-surface rug prospects Coy 
will buy “Toyland” for the nursery Views f 
because it’s practical... inexpensive > \ 
...sanitary...and gay! 4 
vat 
Pea Place your order for Toyland rugs today 
vi \ and be sure to ask for the free “Toyland” 
pw rug promotion kit. It will help you build 
. > ") greater profits with Gold Seal Congoleum! 
¥, 


INC. 
KEARNY, N. J. 
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No. 2 in a Series 





PITTSBURGH'S Big Value Line 
Gives Dealers Faster Turnover! 


Painting . . . Pittsburgh’s big value line of Gold 
Stripe, Bristle-Neoceta, Neoceta and Nylon gives 
deaJers a reliable source of supply. Pittsburgh knows 
what painters want. Nothing is overlooked to make 
Pittsburgh Brushes the best in the industry for every 
painting requirement. 


Maintenance . . . Display and sell the best, the 
toughest, the most serviceable line of sweeps, dusters 
and scrubs on the market today! Remember, Pitts- 
burgh quality pays off in more sales, more profits, more 
satisfied customers! 


Order your supply of Pittsburgh’s complete line of 
brushes today. Call the Pittsburgh Branch located near 
you. Or write Pittsburgh Plate Glass Company, Brush 
Division, Baltimore 29, Maryland. 


(eit your Zrush 90 


What 


determines 
the bristle’s 
resilience? 


The bristle’s resilience or elasticity is due 
to its taper, for bristle is thicker at the 
root end than at the flag. This natural 
taper gives the bristles springiness or 
whip, as demonstrated on a larger scale 
in a fisherman’s fly rod. 

This same springiness or whip is also 
necessary in a good painting tool. So 
Pittsburgh selects only the world’s finest 
tapered bristles for its brushes. Even the 
smallest detail in design and construction 
receives utmost attention. Years of ex- 
perience in producing fine paints give 
Pittsburgh first-hand knowledge of 
painters’ needs and their brush require- 
ments. No wonder Pittsburgh’s Brushes 
are “painters’ preference” for every job! 


Staple-Set Brushes, too! 













SWEEPS, DUSTERS 


and SCRUBS 





One Source—One Quality—One Name to Remember—PITTSBURGH! 


PITTSBURGH PLATE 


Cpold Nikipe BRUSHES 


lp BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 





GLASS COMPANY 











if pays to sell 


PLICOTE 


aN Tas 
under the 
Prorectéeo Prorit Plan 


Plicote’s 4-point “’Protected Profit Plan”’ is a 
sure-fire money maker for Plicote dealers. Match 
this against any dealer plan you've ever heard: 


1. Extra large profits 


2. Only one Plicote dealer 
per community. 


3. No company stores 
4. No company direct sales 


All this, plus a high-quality line of home 
finishes backed by national advertising and in- 
tensive sales promotion, making large and con- 
sistent profits for Plicote dealers. 


It Pays to Sell Plicote! 
Get full details of the Plicote ‘‘Pro- 
tected Profit Plan’’ at once. Fill out 
the coupon and mail it today. 


PLICOTE, Inc. 
225 Galveston Ave., Pittsburgh 30, Pa. 


ee a ee 


Firm— imei — aa ee ee ee Se ee ee 


ee iain 


- 
| 
| 
| 
| Please send me full details of Plicote’s Protected Profit Plan.” 
| 
| 
l 
| 
! 
! 
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—_———— a 








PLICOTE, Inc. 


225 Galveston Avenue, Pittsburgh 30, Pa. 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 





P 


Pi Sven DOOR NEEDS THREE! 


-( sRIFFIN- 


anufacturing Company 


ERIE » PENNSYLVANIA 


REPRESENTATIVES 
COMPANY—45 Warren Street, New York 7, New York 
DAVIS—i639 Fargo Avenue, Chicago 26, Illinois 
G coodward Avenue, Detroit, Michigan 
E ° : road Street, Boston, Massachusetts 
L. LEWIS—703 Market Street, San Franeiseo 3, Cal. 
NSON—9!7 St. Charlies Avenue, Atlanta, Georgia 
RAR—229 Shell Bidg., Houston, Texas 
ERS—4524 East 60th Street, Seattle, Washington 
FULLER, JR.—785 North President Street, Jackson 6, Mississipp! 
VEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missouri 


IN CANADA 


a 
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Wellwood Avenue, Toronto, Ontario 


Goodyear Viny! Hose 
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3 reasons why 
you sell more— 


with Goodyear — the most 
complete garden hose line 


]- You can go after all the garden 
hose business with the Goodyear 
line. 


Wing foot, Pathfinder and Glide 
fit almost every garden need and 
are priced to fit almost every 
homeowner’s budget. Amazingly 
light, durable and kinkless, these 
rayon-reinforced hose styles are 
the finest money can buy. 


Estates, golf clubs and other users 
of highest quality hose will come 
to you for Goodyear’s Emerald 
Cord—the extra-sturdy, long-lived 
leader of Goodyear’s garden hose 
line. 


To round out this salesmaking 
line of hose, there’s Goodyear’s 
new Vinyl hose —attractively 
packaged, lightweight plastic hose 
in sparkling red or green. Its 
extreme lightness and eye-catching 
color combine to make Goodyear 
Vinyl the women’s choice. 


—To help you sell more hose, 
there’s a complete line-up of 
merchandising aids. 


“How To Sell More Hose”—a 
ten-minute course that gives the 
complete story on Goodyear 
garden hose—and tells your 
employes how to put it across. It 





helps train your personnel, reduces 
overhead, and increases sales. 


A full assortment of window 
banners, advertising inserts for 
hose coils, garden hose folders 
for counter and direct mail use, 
hard-hitting newspaper mats. 


This complete program is free 
with your first order for 1,500 feet 
or more of Goodyear Garden 
Hose. 


op — Because millions of people 

recognize the Goodyear 
trade mark — because the name 
*“Goodyear” spells quality to 
your customers—- you stand to 
sell more and profit more with 
Goodyear. 


~GOoO0D, YEAR 


THE GREATEST NAME IN RUBBER 








Just fill out and mail the coupon below for full 
information about the most complete line of garden 
hose. Get set now for a great selling season in 1949. 























] 
Ls; 





PATHFINOER 


Apes: OR 








| THE GOODYEAR TIRE & RUBBER COMPANY, INC, 
Dept. 742 C, Akron 16, Ohio 





BESS. — Kindly send me full details of the merchandising plan for 
: ERK your complete line of Garden Hose. 


QA PISY DY 














City, Postal Zone and State 


il Met bd j 


Wingfoot, Pathfinder, Glide, Emerald Cord 
T.M.'s The Goodyear Tire & Rubber Company 





Goodyear Vinyl Hose 


We think you'll like “THE GREATEST STORY EVER TOLD’’—Every Sunday—ABC Network 
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Ask Your Jobber For This Quick-Selling 


CARPENTER SQUARE 
with SPIRIT LEVEL 





The perfect inexpensive 
tool for home and 
professional use. 


LIKE THIS »> 


CHIPPED BATH TUBS 


@ OR THIS 


REFRIGERATOR DENTS 
OR CRACKS AND ALL 
PORCELAIN SURFACES 


QUICK TURNOVER—QUICK PROFITS 


You'll pick up plenty of extra sales—and profits-—with 
this Magic Money Maker—MAGIC PORCELAIN GLAZE. 
Because MAGIC is “‘tops’”’ for repairing ugly chipped 
spots on bath tubs, sinks, refrigerators, washing machines, 
stoves and other porcelain surfaces, customers buy it 


@ All metal square 

with 7 inch rule 
(marked s, Y4 and 
2), Spirit Level for 
horizontal and ver- 


again and again. Pure white, waterproof, tical use. 


MAGIC PORCELAIN GLAZE dries rock- a 
hard --fast! Easy to use. Won't chip. | = 
"MAGIC" sells itself from an attractive 
display carton. Packaged in 1-oz. (25c) Pe Aloe 
bottles, 4-0z. and 8-oz. cans. Mail at- { RES 4] 
tached coupon today for added sales a Se ee 


and extra profits in ‘48. =e 
NN 


OTHER MAGIC AS ee me , 
MONEY MAKERS 7 v2 sae Model C102 


= 


\ 
} 
} 
{ 
| 


Iron Cement. White Tile 
Cement. Crystal Clear Ce- 
ment. Wood Putty. Wall f . fo a 

Paper Spot Remover. Plas- WSS Ya Oe We believe this is the only carpenter square 
tic Body Solder. Liquid — < > 5 

Casein Glue. Crack Filler = Y i iri j 

ee a with spirit level selling so far below those 
without this added feature. 


MAGIC IRON CEMENT COMPANY 
1366 E. 34th STREET * CLEVELAND 14, OHIO 


I am interested in MAGIC PORCELAIN GLAZE and other WATCH FOR ADDITIONAL TOOLS 
Magic Money Makers. Send more information as to discounts NEW NUMBERS APPEARING REGULARLY 


and sales helps. : : 
If your jobber can't supply you, write 


— ste | TWIX MANUFACTURING CO., Inc. 


ADDRESS 
4f)-09 21st STREET, LONG ISLAND CITY 1,N.Y 








CITY 
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AUXILIARY 
DOOR LOCKS... 


Designed for Your Profits 


Outstanding styling. Traditional Eagle 
security. Complete coverage of custom- 
ers’ requirements. Modern packaging 

and intensive merchandising. With 

a line-up like this, you can't miss 

with Eagle night latches, 
(oR -F-Re Mm holon @-aer-Bane| 
cylinders. 


Terryvitie, Connecticut 


at 
ae% 
5 


oj 




































Sockets and Fittings 
Open End Wrenches 


Screw Drivers with 
Shock and Break- 
Proof handles 


Chrome Alloy Steel 
Punches and Chisels 







Forged Ball Pein 





Hammers 
















) } | 
} 
eS Se: : nak: ay x 
mtr — > te . 
‘s Se ee iS > cen : 


Select Steel BOX WRENCHES 
Drop forged .. . highly polished and brightly plated heads 

A typical selected assortment of fast-moving Indestro Tools found on all 
popular Indestro boards. Tools here represent the three most popular series 


Q of box wrenches available: Long 45°, short 45° and medium 15° types. 


INDES TRO 064 fo sence 


INDESTRO MANUFACTURING CORP.,N. Kildare at Schubert, Chicago 39, Ill.,U-S.A 


ppiley the PROFIT LEADERS 


on Self-Selling Indestro Tool Boards! 


Every Indestro Tool Board features the high-volume, 
high turn-over tools which mean fast profits and 
repeat business for you! When you display these 
popular tools on the inviting red-and-yellow boards, 
they'll moye faster and, beyond that, every sale will 
lead to a chain of repeats,”’ right down the complete 
Indestro farm-tool line. 

Here’s why: once a farmer or tractor mechanic uses 
one of these popular-type Indestro Tools, he'll buy 
Indestro from then on every time he needs tools. 
He'll prove to himself that Indestro’s rugged durability 
and unfailing dependability are right for the price 

. Tight for the job! 

Here’s how you get in on PROFIT-LEADER Business! 
Today, send for Indestro’'s up-to-date Catalog No. 16 
and ask us for information concerning opportunities 
to obtain complete merchandising displays FREE! 











we! = «6 SELL... . 


PROTECTALL SAFES 


Made to withstand fire up to 1700° for a 
full hour. Approved by the Underwriters 
Laboratories “‘C’’ label. Modern, streamlined, 
flush to the floor design. Combination locks. 
Seven practical sizes. Available with burglar 
resistive built in heavy steel chests. 


GET THE PROTECTALL STORY — Profit — 
on every sale — Easy to service — Easy to 
sell — a non-competitive — important item 
that will bring “eyes to any store or office 


— oe 


PROTECTALL MFG. CORP. 
938 South Salina Street, Syracuse, New York 
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A-P Thermostat Comfort Kit 


A-P Thermostat Comfort Kit Adds AUTO- 
MATIC Temperature Control convenience 
to any heater made since 1939 — now 
using A-P Model 240-D, U or Y series 
Manual Controls. Saves Oil. Ends waste- 
ful heating pl sales package 





includes: sensitive modern wall Thermo- 
stat, Conversion Top for mounting on pres- 
ent control, Transformer, wiring and ac- 
cessories. Easy to install. 





Automatically supplies fuel oil to room 
heaters, water heaters, furnaces and kitch- 
en ranges — All vaporizing oil burning 
appliances. ‘‘Lifts’’ oil as high as third 
story from bulk storage tank outside or 
in basement. Ends oil handling, spilling, 
wastage. 


7] A-P OILIFTER 





[ere 


3 A-P Fuel Oil TRAP-IT 


Improves heating, efficiency by trapping 
all dirt, sludge, gum, moisture in oil 
lines. Saves service expense. 
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Make easy “check-back sales” 
of these popular 


AUTOMATIC 
OIL CONTROL ACCESSORIES 


EVERY Oil Heater sold since 1939 can be the source of 
EXTRA SALES and profits for you right now! Dig out your 
old files, check them over carefully, give them to a telephone 
girl to make sure the addresses are right and that they’re still 
using your heater. Then parcel out the names to your salesmen 
and arm your men with “sales ammunition” on A-P AUTO- 
MATIC OIL CONTROL ACCESSORIES. You'll be surprised 
how easily you can turn over extra sales and profits on these 
. and sell new heaters to them, too! 


, 


old friends of yours. . 






Sell ONE or ALL THREE 















y 








Folders for mailing Con- 
sumer Catalogs, Direct Mail 
Broadsides, Newspaper Ad 
Mats, Oil Control Tags. 


















‘Album of Famous Vaporizing 
Oil Burning Appliances’’, 15- 
Minute Slide-Sound Film Avail- 
able for dealer and salesman 
showing. 





DEPENDABLE oil conrtrois 


DESIGNED TO ELIMINATE SERVICING 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH THIRTY-SECOND STREET 







MILWAUKEE 10, WISCONSIN 











the Hone 


BASODAY! foe 


Signed by 





Enter our order for immediate shipment of: 


Lad 
hi - Gold ee A-P Model 240-ED Thermostat Comfort Kits . . $22.97 


ovees A-P Model 246 Oilifter .. -$34.48 


2 
now nn “Sere A-P Model 243 Fuel Oil ‘‘TRAP-IT"’ $ 3.50 


Our Jobber...... 


( Less discount) 
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Me Euutia Way 


To Increase Your Pump 
and Water System Sales 


with a 
RED JACKET 


Working Pump Demonstrator 





PLUS 


Greatly increasing your sales of bathtubs, sinks, all 
plumbing fixtures, paint, linoleum, many hardware 
items, and the hundreds of related products that go 
hand in hand with the sale of a water system. 


This quiet running Red Jacket Dealer Demonstrator 

consists of the popular "RC" shallow well factory 

assembled water system, mounted with all fittings, 

ready to plug in. The cost of the demonstrator equip- 

ment is only $5.95 plus the cost of the standard water 
system. It may be sold at any time 
with no loss of investment. 


(es _ Here is an extra salesman in your 
Slim iaiaee = store. stopping store traffic for a 

wit aia P “demonstration'’ and making sales 
“water” for you. Write for complete infor- 
procects mation about this valuable helper 
boies 08 2 in your store. 


RED JACKET MFG., co. Davenport, lowa 





TIMES 
| the Opportunity 
| to Sell Your 

| Hack Saw 
Customers 








Greater 
Profits 


For You 
si Parker’s Hack Saw Line, with 


exclusive quality features, will appeal to 
all your customers’ tastes and pocket- 
books: 1. Rugged long life construction. 
2. Patented forged one piece ends and 
forged one piece studs—no pins to lose. 
3. Adjustable for standard blade lengths. 
4. Blades may be faced in four directions. 
5. Comfortable, easy-to-grip handles. 


Fy Parker 


PARKER MANUFACTURING CO. 


| 


| WORCESTER 1, MASS., U. S. A: 
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A GOLD MINE 
FOR FORTY-NINE 







































One million electrified farms have bought Gem Dandy 
Electric Churns. 


Yet, as we start on the second million sales of this 
quality product—the market is bigger than ever. 


Today there are 2,500,000 electrified farms without 
Gem Dandy Electric Churns. The number of pros- 
pects is growing all the time as REA and the 

power companies connect hundreds of thousands 

of farms each year. 


Here is your gold mine for forty-nine! 


Big Profits, Big Demand — ‘ 
Nationally Advertised. A 
product that makes friends 
because it eliminates 

the drudgery of a thank- 
less, tiresome chore on the 
farm. Order Gem Dandy Electric 
Churns from your distributor today, or 
write us for name of nearest distributor. 


ALABAMA MANUFACTURING COMPANY 


Dept. A-109, Birmingham 3, Ala. 


eA 
% 
Ww ; 
Deluxe Model Retail Price $19.95 
Recommended Dealer's Cost $12.49 
Profit $ 7.46 
Standard Model Retail Price $16.95 
Recommended Dealer's Cost $11.02 
Profit $ 5.93 
Gem Dandy transparent, Duraglas tes rt 
churn jars are sold separately. List ; 7 Pestiy 
price 3-gal. $2.75; S-gal. $3.50. j Wy ak Amu 


Prices slightly higher 
west of the Rockies, 
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Millions who have long wanted a 
Food Mixer can now afford to buy 








Recommended 


Retail Price * 
matic. 


OMLY. “Cie eae iagech ; aie A m sell Os 
GS - | of LIF 
cS ing ple 


y a 
THE NEW ALL-PURPOSE, ELECTRIC, TWO-BEATER, \ | 
PORTABLE MIXER THAT DOES EVERY FOOD MIXING qe” 
JOB WITH UNSURPASSED EFFICIENCY AND CONVENIENCE | | | 


VW 


OPENS FOR YOU 
S 81g ADDITIONAL MIKER MARK Er. 


Tv: Osterett is the perfect 2 the millions Bi those who have always 
food mixer for the millions wanted a handy, light- 


who live in apart- 





| 








of homemakers who need 
and want a good mixer but 
who have always thought 


weight, portable two-beater 
mixer that they can use any- 
where in the kitchen, with 


ments or have 





small kitchens, and 











they couldn’t afford to haven't room for a any container, and for any ))' 
own one. big mixer. food mixing job. 
{ 
The Osterett is an honest-to-goodness portable makers’ kitchens and there is not one unhappy 
food mixer that easily does all the food mixing purchaser. 
jobs it is designed to do. It is MADE BY OSTER, Most leading electrical appliance distributors 
of Racine, Wisconsin, one of America’s largest throughout the United States now have Osterett 
and oldest electrical appliance manufacturers. in stock. They can supply you immediately and Osterett 
Already Osterett is used in thousands of home- also provide you with merchandising aids. synchro 
‘as mixing | 
JOHN OSTER MANUFACTURING COMPANY individ 


Racine, Wisconsin UNDE 





HERE IS THE FIRST 


OF THE LARGE SPACE 
TERETT -ADVERTISEMENTS 


eat! THAT WILL APPEAR 
ae «=©6 REGULARLY IN... 


LIFE 


and 






The story of Osterett is newsworthy and dra- 
matic. It will capture attention, interest, and 
sell Osteretts to the 36,000,000 readers 
of LIFE and GOOD HOUSEKEEPING, includ- 
ing plenty of your customers and prospective 
customers. You can cash in on this tremendous 
additional food mixer market by stocking the 


Osterett immediately. 





HIGHEST 


MASH POTATOES 
RIGHT ON YOuR STOVE 


J 
KEEP OSTERETT 
IN CUTLERY DRAWER 


© Easy 
TN 
in hong ANOLE Comfortob 
Pla ®O5y to ho} able 
ced for id Switch 
contro} 


2 POWERFY, Th 
lightwe; Ou 


oO ; 
Sterett is a powerfyl mixer with double 


synchronized be 
| beaters Requires no special 
mixin 
9 bowls. Comes Packed in attractive 
individual display box 3 , 
Med plastic finish re ee 
orm. 


wil 
h Modern kitchen Onizes 


UNDERWRITERS APPROVED 














‘o 


’ P Guaraxioed by * 
Housekeeping 
.) 


45 apvearst WS 


* 


or 





DELUXE Sales, sales and more sales are now being 
made with the new, beautifully packaged com- 


t bination Shower of Dazeys'’ —the Dazey 


CAN OPENER 


Deluxe Can Opener and the Dazey Sharpit, 
available in several kitchen-tested colors. House- 
wives really go for kitchen helps made by Dazey, 
i maker of America’s most widely used can opener. 





} 
\ | 
~ 4 } Dazey products are universally accepted—qual- 
+900 DAZEY SHARPIT j ity made — nationally advertised. Ask your 
Knife and Scissors j regular Jobber, or write today for literature 
Sharpener 


and prices 


DAZEY CORPORATION © ST. LOUIS 7, MISSOURI 


DAZEY PRODUCTS ARE ALSO PACKAGED 
INDIVIDUALLY IM SMART SHELF- 


DISPLAY CARTONS Be eure 


Form a DAZEYS® CHAIN of kitchen products 
CAN OPENER* KNIFE SHARPENER® JUICER 
ICE CRUSHER « BLEND-R-MIX * NUT 
CRACKER * FAMOUS DAZEY CHURNS 





; lue in 
5% bigget Ye 
tdeet’s new NEOX 


swag’ erettes 


TOR g OF Fy 
ga * Ma. 
> Guaranteed by ”\.. 
Good Housekeeping > 








40) a 
245 apvrarystd WS 


fastest selling snag-proof, 
water-proof, dirt-proof gloves 
for HOUSE and GARDEN 


Millions of women have bought fabric-lined, rubber-coated 
Swaggerettes because they outwore many pairs of ordinary ‘ 
gloves, gave complete hand protection, were more comfort- 
able, easy to slip on and off, non-irritating to tender skin. 


*Now Swaggerettes wear at least 25% longer 
than before. Their new red NEOX coating 


post , combines the resiliency of rubber with the 
better Haines great durability of plastic. 
" . 

(0 Wri, lid Nationally Advertised, Display Banded—Sell 


Fast at Full Profit—and You Keep the Cus- 
tomers You Make. Priced to retail at 95c. 
3 sizes (assorted), small, medium, large. 
1 doz. to box, 1 gross to case. 








FILL IN OR JUST CLIP TO LETTERHEAD 


Edmont Mfg. Co., 523 Orange St., Coshocton, Ohio 
Send new Pocket Catalog and prices en complete 1949 line of 
rubber and plastic coated household, garden and work gloves. 


NAME___ 


STREET... " CITY 


ZONE_*__ __STATE 


110 






| SINCE 





Sell The Knife... 
That Does The Job Right 
| wey 





Pn. 





There is an R. Murphy “Stay Sharp’” quality 
knife for every cutting purpose . . . each knife 
specially designed, honed and handled to 
make a particular cutting job easier. 


R. Murphy ‘Stay Sharp’” knives are made 
from the finest tempered steel. Uniformly hard- 
ened by an exclusive process — hand-honed 
to insure lasting sharpness and precision joined 


We GS to custom handles that provide the proper grip. 
Order a complete stock today — be ready 
with the knife your customer needs to do the 
job right. 
BONING FREE: Catalog on request. 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 


1850 


THESE ARE NO 
‘Fair Weather Friends!” 





All year ‘round, SOUTHEASTERN'S solid braided clothes lines 
and mop heads, made from the finest yarn, boost your sales — 
increase your profits. 


SUNNY GIRL +6—TENNES- 
SEE +7, sash cord type 
clothes lines spotlight quality 
+» « polished with superb skill 
-.--each hank beautifully 
labelled...each dozen packed 
individually in separate ship- 
Ping cartons . . . available in 
50’ and 100’ hanks. 


SOUTHERN QUEEN mop heads 
stand in a class by themselves 
for longer life of dependabil- 
ity... distinctive mop heads of 
fow cost to the consumer that 
net a full profit margin. Take 
advantage of twenty-six years 
of “know how.” Full informa- 
tion and samples on request. 


SOUTHEASTERN CORDAGE 


NBC BUILDING CLEVELAND 10, OHIO 
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Hotpoint’s Latest Triumph Sets New Sales And 
Production Records AsThousands Cheer Sensational 
Pushbutton Controls And Wonderful “Talking Colors” 


EVER before a range with such features! Never 
before a selling theme so powerful! Hotpoint’s 
revolutionary Automatic Electric Range with sensa- 
tional **‘ Pushbutton Cooking”’ is writing the greatest 
success story in range history. 
@ Dealers have 36 outstanding features as sales 
clinchers—in addition to Hotpoint’s Pushbutton 
Controls, *‘Talking Colors’’ and world-famous 
Calrod® Units. Dealers get aggressive, year-round 
advertising support in leading magazines and news- 
papers—plus solid merchandising aids that spell 
P-R-O-F-I-T. No wonder they call Hotpoint the fran- 
chise with a future! Hotpoint Inc. (A General Electric 
Affiliate), 5600 West Taylor Street, Chicago 44, III. 


Hotpoint makes a range 
to fit every customer’s 
budget—six models in all 
—equipped with either 
Pushbutton Controls or 


Rotary Switches. 


Everybody’s Pointing To 








RANGES © REFRIGERATORS © WATER HEATERS © FREEZERS © DISHWASHERS © DISPOSALLS® © CLOTHES WASHERS © DRYERS © IRONERS © CABINETS AND SINKS 
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Whether it’s adding machines or casement hard- 
ware, it’s what's inside that matters. 


The inside of casement operators is important, 
too... and the Internal Gear construction — ex- 
clusive with Getty—is what really counts. Counts 
for dollars in the till, assurance for the builder, 
satisfaction for the owner. 











—"s 8 
Internal gear tegthare 
of cold-rolled steel. Fetters] 06 0 
4 { ¥4" worm is cold-rolled 
- steel, case hardened. 


Internal Gearing in the Getty No. 4703-W 
gives great strength and high mechanical efficiency. 
Case-hardened steel worm, and teeth of cadmium 
plated steel mean long life and continued ease 
of operation. Housing and crank are made of 
high-strength Zamak alloy or solid cast bronze in 
a variety of finishes, both plated and lacquered. 
Here is a fine piece of builders’ hardware, no 
longer high-priced, but now at a moderate cost 
for every home. For dependable casement control 
—year after year—Get Getty and Be Sure. 
Write for descriptive literature. 









see our 
CATALOG 


SWEET S FILE 
ApcM ‘ 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 


Getty Operators... 
Best in Any Case-ment 


112 









7 homes 
out of 10 









i} 
/ 


Ne 























All-Steel 
Easy-To-Adjust 


FLOOR JACKS 


DOUBLE 
PINNED 
For Extra 
Safety! 


If you want to earn 
greater, quicker prof- 
its, switch to TAPCO, 
the precision-engi- 
neered, streamlined 
floor jack. Tapco has 
many superior advantages that 
make it the top choice with alert 
dealers everywhere. 














For free literature and 
name of your nearest | 
distributor, write .. . 


























TAPCO DEPT. H-10 


THE AKRON PRODUCTS CO. 
SEVILLE, OHIO 
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WOVEN GL. 


The acme of 
assuring long 
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with a wire co 
the burning ed 
and 100 ft. to 
1’, 1%" and 
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KINDLERITE 

R/M’s standard 
woven asbestos 
A sturdy lo 
wicking with w 
in both war 
filling yarn. Po 
52 ft., 6 ft., « 
ft. to the by 
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QUIK FLAME 
The most efficient kindler ever developed for range burners. 
Patented open mesh construction provides best possible 
results with distillate oils. The extra-heavy wire core yarn 
keeps the kindler upright in the burner channel. Glass yarn 
at burning edge facilitates the removal of carbon deposits. 
Packaged 6 ft. to the box, %e’’ and 1%” wide. 


WOVEN GLASS 


The acme of perfection in stove kindlers, 
assuring long life and maximum stove per- 
formance. The only glass wicking woven 
with a wire core in every strand to protect 
the burning edge. Packaged 51/2 ft., 6 ft., 

and 100 ft. to the box in widths of 7’, 
1, 1%" and 1%”, 


TRI-WYR 
This is an extra- 
sturdy woven as- 
bestos wick, contain- 
ing a brass wire core 
in every strand. 
There are also three 
heavy reinforcing 
wires in the lower 
half of this wick 
Fits all range burn- 
ers. Packaged 51/2 
ft. to the box, 7% 
wide. Also 100-ft 
rolls, boxed or 
unboxed. 











An 
R/M WICK 
"FOR EVERY RANGE 
OR HEATER 


A 
et 
ely 


KINDLERITE 
R/M’s standard quality 
woven asbestos kindler. 
A sturdy long-lived 
wicking with wire core 
in both warp and 
filling yarn. Packaged 
52 ft., 6 ft., and 100 
ft. to the box, in 
widths of 7%’, 1”, 
1%" and 134". 


QUIK FLAME SETS 

The same Quik flame wicking 
that has proved popular in con- 
tinuous lengths is now available 

in crimped sets to fit all standard 

8” range burners. Packaged in 

sets of 4 oversize (1'' wide) wicks. 





Raybestos-Manhattan manufactures a variety of wicks for every 
type of oil range or heater. Made of quality materials, made by one of America’s leading 
processors of asbestos, R/M wicks will give your customers long, efficient service. 
Ask your jobber for R/M. . . the pick of the wicks. 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S. C. 





RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber 
Covered Equipment e Brake Linings « Brake Blocks ¢ Clutch Facings 
Fan Belts « Radiator Hose « Powdered Metal Products « Bowling Balls 
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PROTECTION THAT SAVES MONEY... INFORMATION THAT MAKES MONEY 


A modern National Cash Register System will give you _— salesperson, so you can readily compare them and take 
Protection that Saves money, as well as Information that — the necessary steps to stimulate their sales. It provides 
Makes money. you, daily, with your sales by departments, so you can 
The figures shown publicly in the register indication buy — and sell — more profitably. It gives you exact facts 
panel, and on the printed receipt, show the exact amount with which to meet business problems. All this is Infor- 
charged. Multiple-item sales are mechanically added mation that Makes Money. 
and totaled, eliminating mistakes in addition and speed- Whatever the size of your hardware store or depart- 
ing service. The printed, unchangeable record of every ment. your local National representative can show you 
transaction must be matched by money in each cash a modern mechanized system that will make and save 
drawer. All this gives Protection that Saves Money. money for you. See him today, or, write to The National 
The register gives you, daily, the total sales of each Cash Register Company, Dayton 9, Ohio. 





CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


lh. cla 





| 
L 





THE NATIONAL CASH REGISTER COMPANY 


114 HARDWARE AGE, MARCH 10, 1949 





ives ° 
ever 


Complete, come 
Perous lighting 
maximum retu 
You know the tr 


“hich is now boc 
{his same wave 0 


Ments there is a 
portunity for y 





take advantage of 
Package (includir 
Plan to go af 
here's no need 





IEY 


take Th 
vides is . oe 
‘his: beautiful ceiling - disp] 
u can is yo ; ‘Splay 
facts urs without extra char 
infor- =r with your initial stock ‘ 
Light frenet individually PB se for the 
— i xtures illustrated ; aged MOF 
>part Plete select - » INcludin 
10n of different d ry ga com- 
y you You Pay onl ‘ signs, 
. this tock _. rnd Special dealer Price f, 
save Bives you 178.00. Regular as ~- for 
tional 4 Th 4 profitable Margin am Price 
€ beautiful MOE y 


play Costs you nothing eight ceiling dis. 


This Merchandisj oe 
nd. it; 
reets holds MOE’ Light ‘gi3,6 feet by 4 


ures > Com 
‘ es 
and SUsPension chains 


lA 
M 6) “i | : ji ' 
L fL- k, VA Here are the 43 individ se 
2 iduall o 
AC: hh aged MOE Light fixtures wi 4 
Package Deal” in 
=~} 


/] 


Lighting Lepartment 


ives you a profit opportunity 
ever before equalled! 


omplete, compact ‘‘ceiling-showroom” puts you in pros- 





erous lighting-fixture business — at minimum cost for ee ‘ 
Light display hangs from your ceiling, uses space now ‘‘wasted. 


maximum return per square foot of store area There's no need for a big investment — a modest stock order puts 
you in business, the display is yours at no extra cost! There's no 
fear of adding overhead — Moe Light fixtures are individually 
packaged for easy handling as shelf items! There's no doubt of 
success — the new-home and replacement market is there, ‘Moe 
Light’ is nationally known and advertised, and Moe Light qual- 
ity, price, and beauty guarantee maximum turnover for profitable 


You know the tremendous sales potential of the building market 
“hich is now booming. Lighting fixtures are riding the crest of 
‘his same wave of high demand. Besides the new home require- 
ments there is a vast, untapped replacement demand. It's a real 
Spportunity for you! And Moe Light makes it easy for you to 
take advantage of it — with a lighting department complete in one 
Package (including fixtures and a merchandising display unit). 

Plan to go after this profitable business with Moe Light. Turn the page for additional information 
Uhere’s no need to upset your store arrangement —the Moe on this profit opportunity 





volume. Don’t miss this opportunity for increased profits ! 
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The deluxe 


fixtures as 





floor space. 


Deluxe MOE Light Central Floor Display 

you order the MOE Light $633.00’ ‘'Package Deal 
Again you pay only the special dealer price 
display unit is a bonus you receive 
Stock includes a wide variety of individually packaged MOE Light 
shown in the 
dising unit stands 8 feet high; 





Beautiful Wall Display Panel—yours at no cost when 


you order the MOE Light $108.00 ‘‘Package Deal” 


The $108.00 is the special dealer price for the complete stock 
group of individually elela dele iste! Ae) « Light fixtures, a basic 
stock of the 34 designs shown on the panel illustrated. Pane! 


size is 4 feet by 3 feet Prices slightly higher west of Rockies 


yours at no cost when 


for the merchandise 


at no extra cost 


illustration. This beautiful deluxe merchan 


occupies only a 6-foot square of 





* Prices slightly higher west of Rockies 


that open the profitable lighting-fixture market to you 


— each adds a complete, money-making department to 
any hardware, appliance, furniture, paint and wallpaper, 
or department store . . . overnight, without fuss, and at 
minimum cost. 


Lighting fixtures are traffic items — and with these colorful Moe 
Light displays you are sure to stop traffic for profitable sales any 
day throughout the year! Start these sales in your store now! 


{on the preceding page for an 


unprecedented profit opportunity 
Lie me MOEY 


Act now for immediate profits! 


Tear out this coupon and mail today! 
Moe Brothers Manufacturing Company, . 
Ft. Atkinson, Wis. £ 
Send me complete details on your MOE Light 
Package Deal A ($178) [J B ($108) 9 
C ($633) () Prices slightly higher west of Rockies. 
Check one or more, 
Also send me the name of the nearest MOE Light 
obber. And don’t forget to enclose a copy of the 
eautiful, full-color MOE Light catalog. 


- 





You deal with a leader when you deal with 
Moe Brothers Manufacturing Company ... 


With building activity booming — this is the ideal time to ge 
under way. There’s no need to delay. Any one of these Moe pack 
age deals puts you in business overnight, The day you add a MOL 
Light “packaged department” to your store, it starts selling for you 

Why not act now? Be the alert dealer in your community t 
seize this opportunity. You can get complete details from you 
nearby MOE Light jobber. Send him your order today, for time 
saving (direct from factory) shipment. Or, mail the coupot 
below today, to Moe Brothers Man- 
ufacturing Company, Ft. Atkinson, 
Wisconsin, 
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AWNSHAVER 
4 Bic REASONS 


Soot se v 


WHY Yale CAN SELL IT 


SELLS ITSELF! 


ob 
e lawn jo’ cael handed! 


_— with 
complet 
Start it, i than walking © 


no more © : 
E 
ER VICE sere 
: rugged (all steel vobe 
So yo le, ot 


so 
a hin 


D 
brings 7' 


el; u 
Our Dealer BS — draws ne somamuunity pres- 


borhood Pe P adds to your © 
yo 
tige! 


4 IT’S PROFITABLE $139.50 


Competitively 5 Pp ig quality 
— the co of its ansbip, =@ 


material and, work simplicity. 
se 


‘The SECRET is in the 
3rd aaa Drive 


ORDER TODAY! 


Dealer and 
Jobber 


- jf 
Territories 


Southern Metal Stamping Co. Inc 
New Orleans, La. 











The Buckeye Bench Grinder is made right, 
priced right to sell right. It's the handiest, best 
constructed item of its kind—has a great follow- 
ing among hobby workshop tinkerers, on the 
farm, in the factory, garage, school, and summer 
camps. 

Fitted with special fixtures, with pulley and 
V-belts of finest construction, the Buckeye offers 
a grinding service anyone can use. A % H. P 
motor turns the carefully selected stone at 
proper speed to do a fine sharpening job. 

Advertising and merchan- 
dising assistance is available 
to dealers selling the Buckeye. 
Write for full information 

The entire “C. Q.” line of grind- 


stones is described in this free 
folder. Send for itl 


/ 


A The CLEVELAND” 
ame COMPANY 


vote East Lan Street. Cleveland 14, Chie 


ABRASIVES 
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VER-STA 


ALUMINUM NA 


Will never streak or stain finished surfaces, such as painted 


house siding. 























Made in many sizes and types for use wherever nail stain 


is objectionable. 
Light in weight — almost three times as many per pound. 


Nichols Aluminum®™ Nails are etched from head to tip for 


great holding power. Easy to drive. Billions have been used. 


Available anywhere in the United States. 


Conall Your tctitect ov Builder 


He is qualified to recommend money-saving applications for 


Nichols Never-Stain Aluminum Nails 


pots 
you seit nic Nails 
° oo a" aluminem 
oNever 


CHOLS WIRE & ALUMINUM CO. 


il Ottiece and ¢ ter 4 Daren po ft. Lowa 


' . 
‘ ' 
WIRE & ALUMINUM CO. NI 
4 a Goes 


AtlU- Mt: M 
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You're bound to profit with 
a " a sales idea like this 


Usswil 


saninsanmen 4 


Just 4 Mortise Locks 
and 4 Tubular Locks 


to handle every residential job that comes 
along . . . takes all the misunderstanding 
and confusion out of builders’ hardware. 








ras 
auwwant S* 


Get both these books from your Russwin Jobber 


and a merchandising plan like this .. . 


It will make 
money 
for any dealer 








e A new, simplified numbering system that's easy to 
‘ understand. No guesswork, no mistakes. 


Authentic, simple, attractive designs by Russwin crafts- 
men...a “right” pattern for any type of house. 


New, illustrated Bar Labeling shows at a glance what's 
in a box, its metal and finish. Space for pricing. 


Handsome permanent wood display unit puts hard- 
ware out in front, where customers can see... and buy. 


e New Russwin Easy 4 Simplified Hardware Catalog nn enna snk 


makes ordering easy. Anyone who can read can order _ FULL DETAILS. Noth- 
ing you willever sign 
may be so impor- 
tant to you. 


this hardware correctly. 


The American Hardware Corp, 
New Britain, Conn. 


I'm interested. | would like to know the full story about Russwin Easy 4 
Simplified Hardware. 


Name. 


| Address 





My Jobber is 







ALWAYS HAVE THE EDGE 


(and now more than ever) 
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CONVERTS ANY WATER 
HEATER INTO A MODERN 
AUTOMATIC ELECTRIC 


ia WATER HEATER 




















laundry and bathroom. 


CHESTER 
ELECTRIC SIDE ARM 
HEATER 


The modern Automatic Hot Water Storage system 
makes increased comfort and convenience available 
at smaller cost. 


COMPLETELY AUTOMATIC 


Dependable built-in thermostat eliminates neces- 
sity of separate heat control. Factory-set to main- 
tain any temperature between 100° and 180° F. Sim- 
ply turn the dial for desired temperature. You'll 
have hot water—and plenty of it—in a hurry. 


SAFETY CONTROL 


Built-in safety control prevents accidental blow- 
out. In case water level falls exposing the heater to 
the air, the thermostat cuts the current off and on 
thus preventing overheating. 


ECONOMICAL 


Promotes big savings on initial cost, installation 
and operating cost. A 30 gallon tank will supply 
sufficient water for family of six—automatically. The 
smaller storage capacity means less heat loss and 
requires less current. 


EASY TO INSTALL 


No special tools required. Simplified instructions 
make installation easy — usually in less than two 
hours. No moving parts—nothing to wear out or get 
out of order. 


WRITE FOR COMPLETE INFORMATION 


The CHESTER HEATER 
MANUFACTURING COMPANY 
CHESTERLAND, OHIO 


Dept. H 


that every owner of an 
old-fashioned water heater 
_needs and will want. It 

will modernize any old 

heater into an automatic 
| | storage system that will 
| |42 provide constant hot water 
~ service 24 hours a day. It 
can be attached to any size 
boiler, old or new as a 
steady, unfailing source of 
hot water for the kitchen, 


| Wir } Here’s a fast-selling item 
| | 
| 


































































BLOW TORCH 


THE TURNER B 
Pp pidainininterne 










(No. 30-AT) 


General Duty 


Popular priced, general duty torch for garages, 


shops, or home craftsmen @ Has powerful one- 


piece cast bronze burner with jam-proof taper 


needle @ Exclusive Turner construction: leak- 


proof Hexagon Feed Pipe Inlet, and all inlets 
locked, metal-to-metal @ Rapid blow-proof pump 


with self-lubricating leather washer @ Sturdy 


polished brass tank with windshield @ Factory 


burn-tested under actual operating conditions 


@ Tank capacity, one quart @ Fuel used: gasoline. 


See Your Jobber 





Since 1871 





OTO-BOY 
20” model 


Powered by 
Briggs & Stratton 





manu! 
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50 Years of Success! , 
reports Jamesway dealer ® 


1 prs 


M. C. Tolzman, Lomira, Wis. 











0 ves 


M. C. Tolzman has sold many a Jamesway stanchion in his 50 years of business. 


(Below) Mr. Walter, M. C. Tolzman, Ed Tolzman, and Fred Grantman. 


“Success is measured in many ways. We 
feel that much of ours this past half century 
is due to our long association with the James 
Manufacturing Company. 





“We are proud to have been one of the first 


Jamesway dealers. Our original order was for YOU TOO can make extra sales and extra profits if you sell Jamesway 
, Seen : niaaaies a x Barn Equipment and the new labor saving Barn Cleaner! Jamesway is 
some of Jamesw i first cow stanchions. Dur the big line — the complete line — that has been a favorite of farmers 
ing the years we have been a dealer, the James- _for more than 40 years. It fits in naturally with hardware or implement 
a ae : = ’ : : =e business — brings in extra customers. Take advantage of Jamesway's 
wey line has been a consistent money maker famous “‘sell-on-sight’’ quality and powerful advertising. For complete 
for us. Our customers know they get top qual- information write today to Dept. HA 349. 
ity and service with Jamesway. 
“We look forward to our second half cen- James Mfg. Co. 


tury with confidence. You can bet it will be RT ATKINSON, wis. See. Say ve 
Jamesway all the way.” eseeaaaceaatias 


Put a Jamesway Department in YOUR Business 
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Today, more than ever before, rural dealers are 
capitalizing on the long-established customer ac- 
ceptance of the entire Keystone farm fence line. 

Your farmer-customers know that Red Brand 
with the Red Top Wire identifies the only farm 
fence that is *““Galvannealed” for extra special 
protection against the ravages of rust and weather 
deterioration. 

When you sell the Keystone line you are han- 
dling America’s favorites—long-lasting Red Brand 
fence and Red Top steel posts—the farm fence 
products that are backed by a continued national 
advertising program, directed at your own place 


of business. 


e Red Brand Fence e Red Top Steel Posts 
e@ Red Brand Barbed Wire 

e Keystone Poultry Fence and Netting 

e Keystone Non-Climbable Fence 


e Keymesh Reinforcing for Stucco, Overcoating 
and Plastering 


e Keystone Nails e Bale Ties @ Steel Farm Gates 


*"'Galvannealing”™. An exclusive process for coat- 
ing wire used in making Red Brand fence. It is a 
specially heat-treated zinc coating which forms a 


protective zinc alloy surrounding the steel wire. 


STEEL & WIRE COMPANY 


Peoria 7, Illinois 
















NEW FEATURES 


NEW | 
NATIONAL SALES! 


ADVERTISING 



























Seymour $mitx { 
<gnap-Jock| | ; 


PLIER-WRENCH 


GARAGE 
FACTORY 
FARM 
WELDER | 
HOME 
REPAIR SHOP 
ELECTRICIAN 
STEAMFITTER 
PLUMBER 
SERVICEMAN 
SHEET METAL 
WORKER 






















Newly de- 
signed swivel 
jaw gives sure 
grip on irregular 
shaped pieces. 
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< FA 


BETTER Price—BETTER Built—Combines the 2 2 
Wanted Features: BALANCE and VISIBILITY Capacity Indicator 


shows extent of jaw 
NOT THIS: INSTEAD: a opening as hand screw 
is turned. Jaw can be 
pre-set to size desired. 


3 
Unbalanced. Breaks Your Wrist.| | EASY ON THE WRIST Instant jaw-lock release at 
touch of finger. Readies Snap- 
Lock for next application. 


*Balansaw Trade Mark 
Reg. U.S. Pat. Off. 





CAPACITY = 
INDI- * 


CATOR F ' 




















Designed for the user, designed for the dealer— 
designed to sell and stay sold—that’s the great new 
Balansaw by Cummins. Read the specifications and Tremendous grip with ordinary 








aaa you'll see volume and profit hand power. pig = plier, Abr 
SPECIFICATIONS: FRAME—Die cast aluminum alloy pe ayy Src cee= Hae hng bilit 
.. . BLADE—6" combination . . . CAPACITY— vise. Fressed stee! body. La 
1%"—in wood . . . MOTOR—Universal A.C. or GUARANTEED. No. 2607, 7”; 
D.C—1 15-V 60 cycles . , GEARS— Precision cut No. 2610, 10”. Ask your job- ma " 
steel worm—bronze wheel... — Adjustable ‘ iving hi var 
for depth of cut... GUARD—Automatic safety ... SEED ge a, marl 
BLOWER—Cools motor and gear case, clears saw- 3 
dust from line of cut... COMPACT—Length over- INSTANT as 
all 12”—Weight 11 Ibs... . BEARINGS—Anti- LOCK RELEASE A 
friction N.D. ball and roller. plat 
Handsomely Packed in Steel Carrying Case. Net rust 
weight 11 Ibs. Shipping weight in steel case, 20 lbs. ; 
Get the Cummins Balansaw story from your jobber — . M 
start the profits of Cummins comin’ your way today! tem FR iz - D r sp | a y cont 
CUMMINS PORTABLE TOOLS DIVISION ii coe 
Cummins Business Machines Corporation Bri —_ 6-color demon- 
4740 NO. RAVENSWOOD AVE., CHICAGO 40, ILL. stration display. Invites 
customer to make his 
own test — sell himself! 
SEYMOUR SMITH & SON, INC. "7 
900A Main Street, Oakville, Conn. 5 ) 








JOHN H. GRAHAM & CO., INC., 105 Duane St., New York 8, N.Y. 
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AT LAST... 


Here’s a rule | can 








REALLY 


SEE! 


< 
Cm — i 
ZS 
Zs 
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MADE OF 


A material manufactured 
especially for Evans & Co. 
by Monsanto Chemical 
Company. Won’t shrink, 
stretch or warp. Bows tip 
to tip without breaking, re- 
gardless of heat or cold. 




















6-foot folding rule 


A brand new rule at 98¢ with the greatest visi- 
bility yet. 

Large, jet black numerals and graduations 
on snow white slats make measuring with the 
Evans Rule easy. Stays easy to read because 
markings are fused into material. You can clean 
it quickly with ordinary soap and water. 

Accurate to within 1/64”, full length. Brass 
plated steel joints withstand long wear, resist 
rust. Slats have no weak point at joint. 

Men in every trade will ask for the Evans FR-1. Be ready, 
contact your jobber now... limited quantities available 
-.. greater quantities soon. 


Wand & CO. 


57 BRANFORD STREET » NEWARK 5, N. J. 
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MASTER BOXES 


Mew Designs - New Features 
Wew Low Prices 









| 
Sparkling New| 


Master Values 
Create 
MORE 
PROFIT 
and 
VOLUME 





Ne. 3011 - 4%” high. No. 3015 - 14%” long. 
No. 3019 - 19” long. All with lift-out tray. 


Also all above models with cantilever trays. | DELUXE MODELS ] 


INCREASE 
YOUR STEEL BOX 
SALES 


to 
Homes, Farms 
Students 
Electricians 
Repairmen 
industries 
Mechanics No. 2016, 16” long 
Hobbyists No. 2019, 19” long 


Both with lift-out tray 
SPECIAL MODEL 


TWO FULL SIZE LIFT-OUT TRAYS 
with ADJUSTABLE COMPARTMENTS 














Beautiful two-tone (Gray and Green) 
No. T-5016 Length 16” Width 7” Depth 7” 
Order an assortment from your jobber today. 
If he cannot supply you, write for literature on complete line 
including Master Cash and Bond Boxes and supply your jobbers’ name. 


MASTER METAL PRODUCTS, INC, 


321 Chicago St. Buffalo 4, N. Y. 


126 






































































Here ate 987 | 
of your tool |. 
sales! 


JULI 
Years of experience and many 













be 
422 22% me 
theses j 7 




















surveys have shown that cer- 
tain selected tools will do 98% 

















PEoee 

. . > ia ~ . 
of most mechanics’ work i; wee? 
these are known as “heart-of- || 7 , age 

















line” items. You will find all of 








these high-turnover tools in the 



















P & C line —the line that is $444, 
designed for Hardware Stores. __, a | ‘ 
P & C Tool assortments are afl i 
complete so you can serve all if IV : 
your customers. P & C Tools [ataden Oe 





are backed by national adver- ° oo 
tising, modern packages and Al ie it r 
sales-building display boards. | ||} an* 
P & C Tools sell fast because anh 28 * 
they are of superior design and 
quality. All these features add 
up to more profits for you! jj 
Stock P & C today! Write for / 
a catalog. , 








P & C HAND FORGED TOOL CO. 


Box G, Milwaukie P. O., Portland 2, Oregon 
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All micro! 


their non 
complete | 
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7 SUPERIOR FEATURES 


*"Chrome Clad", Non-Glare 
Satin Finish, Easy to Read, Rust 
and Wear Resistant ¢ Hardened 
Ground Thread e Easy Adjust- 
ment e One Piece Spindle e 
Cutaway Frame e ‘Rapid 
Reading”, (Each Thousandth 
Numbered) e Micro-Lapped 
Mirror-Like Finish on Anvil and 
Spindle Ends. 


*Before releasing Lufkin Chrome 
Clad Micrometers to the public they 
were used for several years in our own 
plant on various types of rough and 
finished metal working production. 
All micrometers tested have retained 
their non-glare satin finish to our 


Lufkin adds another important 
feature to the many which now 
distinguish its famous Microm- 
eters,—‘‘Chrome Clad’’, Non- 
Glare Satin Finish. Utilizing re- 
cent pacesetting developments in 
metal finishing, Lufkin now ap- 
plies a heavy chrome plating to 
its micrometers. This finish pos- 
sesses a non-glare quality which 
makes reading easier than ever 
before. Readings are made at a 
glance in bright or poor light. 
Markings stand out sharp and 


THE NEW J/GFAUIN “cHROME CLAD” 
MICROMETER—with Non-Glare Satin Finish 





bold against the satin finish. It 
is rust and wear resistant. Here’s 
a real ally for the precision worker 
to whom accuracy is a “must” 
and a real seller for the precision 
tool distributor. 

Lufkin “Chrome Clad” Microm- 
eter advertising is now reaching 
thousands of your customers and 
prospects through leading man- 
agement, industrial and consumer 
publications. It will pay you well 
to tie-in with this big adver- 
tising and promotional campaign. 


OF KIN |. 


complete satisfaction. 


. f ATy ’ . . 
Aeeuracy of Meusuromenl t lhe Key bo DPreciiton 


> 
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For the past two years, the sales volume of Storage Type 
Electric \ ater Heaters has been over 1,000,000 units a vear. 
This represents more than $126,000,000 annual sales volume, 
and that’s not peanuts in anybody’s language. 


If you didn’t promote and sell Electric Water Heaters, how 
much of that volume did you miss? 


Proof that Electric Water Heaters are what people want 


Not only actual sales volume but surveys—by such maga- 
zines as McCall’s and Successful Farming, and by NEMA 

show the rapidly increasing demand for modern Auto- 
matic Electric Water Heaters. 


Here’s WHY people want Electric Water Heaters 


This trend is growing daily as people see for themselves the 
many advantages of the modern Automatic Electric Water 
Heater: 


(1) Automatic (continuous hot water, no attention); (2) 
CLEAN (smokeless, sootless); (3) DEPENDABLE AND TROUBLE- 


BAUER 
MONARCH e 


128 


FREE (as electric light); (4) Economica (fully insulated 
storage, short hot water lines): (5) SAFE (all electric, depend- 
able temperature control); (6) FLEXIBLE (can be installed 
anywhere, even in living quarters; no flue or vent). 


Here's why dealers like to sell Electric Water Heaters 


Not only do people want to buy Electric Water Heaters, but 
dealers like to sell them because of: 


© Larger Individual Sales. One Electric Water Heater 

represents as much dollar volume as two or three smaller ap- 

pliances. Each sale also represents . . . 

© More Profits for You. Dealers make attractive profits 

on the sale of Electric Water Heaters. And there is also the 

added advantage of... 

e Pleased Customers who come back to you for other 

electrical appliances and services. 

That’s why you're missing plenty of sales and plenty of 

ete unless you stock and sell modern Automatic Electric 
ater Heaters! 


ELECTRIC WATER HEATER SECTION, 
155 East 44th Street, 


FOWLER « 
REX e 


FAIRBANKS MORSE e« 


NORGE e PEMCO « RHEEM e SELECTRIC 
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National Electrice 
New York 17, N. 
* HOTPOINT 
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During the six years preceding war-time manufacturing restrictions, 
sales of Automatic Electric W ater Heaters almost tripled. Since the 
war, sales have really soared. The years 1947 and 1949 showed a 
gain of more than 500% over the best pre-war year. This points to 
a high volume for years to come. The Electric Water Heater is 























what people want! 
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1935 1936 1937 1938 1939 1940 1941 1942 1945 


National Electrical Manufacturers Association 
New York 17, N. Y. 
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1946 


Source: January, 1949 Statistical Issue, Electrical Merchandising Industry Figures developed from Statistics compiled by NEMA. 


* HOTPOINT « HOTSTREAM « JOHN WOOD «¢ KELVINATOR « LAWSON «¢ MERTLAND 
* SMITHWAY « THERMOGRAY « TOASTMASTER ¢ UNIVERSAL « WESIX « WESTINGHOUSE 


1948 





Water Heaters 
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There Is Steady Income 
in HOPPE Products 


These gun cleaning necessities sell continually and they 
repeat in sales because they are the best known and 
most consistently advertised products in their class. 


Hoppe's No. 9 Solvent, 
Hoppe's Gun Cleaning Patches, 
Hoppe's Lubricating Oil, 
Hoppe’s Gun Grease—and 
Hoppe's Gun Cleaning Packs 


are always in demand because gun rust never takes a 
holiday. Your jobber can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th Street Philadelphia 33, Pa. 
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SPECIFY CADMIUM FINISH FOR 


SCREW EYES 
SCREW HOOKS 


GATE HOOKS 
& EYES 











® Cadmium is rust resisting 

© Cadmium makes better counter displays 
© Cadmium won't discolor on counters 

© Cadmium won't rust in inventory 


© Cadmium assures higher profit 


THE WASHBURN COMPANY 


WORCESTER, MASS * ROCKFORD pee 








SPECIFICALLY DESIGNED TO ELIMINATE VARIOUS THE 

“COMEBACKS” FROM MECHANICAL DEFICIENCIES ww 

WHICH HAVE “JINXED'’ THIS TYPE LATCH. - B82 
Ow reputation for an LINE 





tanding craf p ond rugged: in our 
hardware ‘hos been envied for decades. This 
reputation is born of a skilled knowledge in pre- 
cision assembly of better machined and created 
parts plus an incorporation of superior metals in 
all our products. That is why we can now 
offer to you this 
finest of tub- 
ular latch sets 
+-.our "824" 
line! 













NEw ! 


because Skillman after 
two years of research has intro- 
duced a newly designed, highly 
improved, greatly desired assem- 
bly...to answer the crying need 
for an all-round, excellent, easily 
installed, and life-long, easy oct- 
ing, long-throw latch. One that 
will completely satisfy builder, 
homeowner and hardware dealer. 


At a reasonable price, and 
promptly available, you can now 
obtain Skillman’s rugged crafts- 
manship of long standing com 
bined with a sound mechanical 
principle which will absolutely 
insure you that the customer 
will be well pleased with this 
latching device. 


WRITE FOR CATALOG AND PRICES ON THE “824° UNE 
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HARDWARE MANUFACTURING COMPANY 








4,Send sketch of your store for 
Heller's free store plan. Ask for 
catalog 1048 illustrating largest 
— line of store fixtures. 


W. C. HELLER & CO. 
1048 BRYANT STREET 
MONTPELIER, OHIO 


HELLER 
EQUIPMENT 


ays for Jiself | 


1949 





HARDWARE AGE, MARCH 10, 





— 











8 BIG 
PANCAK 


S 
Be 
HAMBURG 


| < 


HARDWAR 









The First! 
m The Best! 


ay The Fastest 
/ Selling! 


NOW INCREASINGLY AVAILABLE! 
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America’s Most Versatile Cooking Appliance 


GRILLS! FRIES BAKES TOASTS! & 95 
THE GIFT SUPREME! 2" 


| o- Here’s the most-in-demand home appliance—the 
| PANCAKES original Arvin Lectric Cook, first and finest in the 

ce. field! Enormous consumer demand has kept Arvin 
Lectric Cook in short supply since its introduction. 
Now Arvin, the leader, can announce increased 
production and improved delivery. Strong con- 
sumer demand will be reinforced by powerful 
advertising in Ladies’ Home Journal, Better 
Homes and Gardens, Country Gentleman, Farm 
Journal, Household, Successful Farming, and 
Progressive Farmer. Get your orders in now and 
get the cream of the spring gift market! 










' 
| 





Best buy in 
low-priced field! 


ARVIN AUTOMATIC 
IRON 




















Queen of all De Luxe Irons 


of , 

ARVIN DUAL-CONTROL IRON 
Extra long *4 B95 
8-foot cord 

Arvin’s exclusive Magic Watch- 

man gives double control of ironing 

temperatures! Thumb dial says 

‘‘What heat do you want?”’ Magic 

Watchman says, ‘Here it is!”’ 

Extra-long 8-ft. cord easily revers- 

ible for right or left-hand ironing. 

Thumb rests on both sides. 


Underwriters’ listed. Nationally 
advertised. Weighs only 31% lbs. 


*Q95 

LEADER VALUE! Dis- 
play both irons to sell all 
1 customers. Model 2200— 
the best automatic iron 
on the market under $10. 
Underwriters’ listed. Na- 
tionally advertised, 
Weighs only 3 lbs. 
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NOBLITT- SPARKS 
INDUSTRIES, INC. 
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Opening for mounting 
on rack in kitchen. 


Powerful Red . @ New 3013X Display Assortment 


and Ivory color 

mehr ‘ , : 
peace Includes attractively designed display fixture 
Seite wedi oo and one dozen each of 16 most popular 


metal—handles will . kitchen tools and strainers. 
not come loose. he ‘i . 
Brilliant new red and ivory plastic handles 


are acid and alkali resistant, odorless and 
Polished to an extremely ‘ s 
Sigh dup tewe—taye tasteless, will not chip, warp or fade. Molded 
aowtadiing Tor your. to fit the hand, attract the eye. 


Sturdy steel metal parts of modern func- 
tional design — heavy nickel finish, sanitary, 
easy to clean, long lasting. 


See Your Dobler Saleoman coe oom bon Gouseeee Oannes 


Copr. 1949 by 





THE WASHBURN COMPANY 
WORCESTER, MASS. - ROCKFORD, ILL. 
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No picture can do justice to 
gleaming GLASSTEX — The 
lovely gray and white 
mixed surface has a beau- 
tiful textured oppearance. 
It's another exclusive 
MEMCO product with patent 
applied for protection. 








A COMPLETE LINE OF GLASSTEX ITEMS 


Pudding Pans Cups, Mugs 
Sauce Pans Pie Plates 
Wash Basins Water Pails 
Pots, Kettles Ladles, Dippers 
Double Boilers Canners 
Mixing Bowls Bake Pans 
Picnic Sets Roasters 

Coffee Pots Preserving Kettles 
Percolators Dish Pans 
Coffee Boilers Steamers 
Teakettles 


WRITE FOR DETAILS hday/ 
4 
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Laboratory-Developed, Tested, 
Proved and Now Offered as The 
Newest and Greatest Volume Sales 
Producer in Housewares History! 


Here’s the answer to today’s market—a brand- 
new kind of ware. So superior it could com- 
mand premium prices—actually it sells in the 
lowest-priced level. Don’t confuse GLASSTEX 
with any porcelain enameled ware you've ever 
seen. While it replaces mottled gray-ware, 
GLASSTEX is tremendously superior in appear- 
ance and serviceability—Sure to reduce mark- 
downs and increase net profits. It ships better too 
because it’s so much more durable. (Far exceeds 
the best ever offered in one coat porcelain 
enameled utensils in resisting chipping damage, 
food acids, scratching and heat shock . . . boil- 


ing dry). 


Don’t wait to hear about startling GLASSTEX 
sales volume by your competitors! Write today. 


THE MOORE ENAMELING & 
MFG. CO. © WEST LAFAYETTE, 0. 











eoe¢@ 
Yes, and you enjoy better-than-average 
profits with this larger unit of sale 








There’s a reason or two why so 
many retailers feature West Bend wa- 
terless cookware ... and why it keeps 
moving right out of the housewares 
departments into the hands of satis- 
fied customers. For example, these: 

1. GOOD PROFIT PICTURE. 
Better-than-average profits go to 
West Bend waterless cookware deal- 
ers. Larger unit of sale. 

2. SIMPLIFIES SELLING. When 
you carry 5 utensils you feature a 
complete line of waterless cookware. 
The 5 pieces illustrated serve 90% 
of all cooking needs. ; 

3. SALES UPON SALES. Satis- 
fied customers will like this method 
of cooking. They'll depend on you 
to supply other pieces. 

4. TOP VALUE. You can offer 
more for your customer’s dollar.... 
rivetless handle sockets, temperature 
control valve, natural seal covers, 
easy-grip handles. 

Compare prices, compare value. 
Make a note to place orders now! 





1 QT. SAUCE PAN 


























2 QT. SAUCE PAN 


WES Vs END 
OPEPPERLIIE es ® 301. 
SAUCE PAN 


w-&s-.T ° 4.82: 











1014” ~eaigeg 
COVERED SKILLET 
WEST BEND 


WATERLESS COOKWARE 


MADE OF TRIPLE-THICK ALUMINUM 
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AS A WAF- 
FLER: Each 
huge waffle 
serves four 
people. Drip 
rail minimizes 
effect of bat- 


co 
“Sa 


OMINIGHS 


COMBINATION WAFFLER & GRI 


A pleasure to own —a thrill to use 


a 


ter overflow. Dealers and users alike are praising this new multi- 
Temperature selector permits choice purpose grill. Dealers are happy because they have so 
of any desired shade of brown. Waf- much to offer for the money. Users are delighted because 
fles easily removed without sticking. they have a good locking, dependable, combination ap- 


pliance that answers so many cooking needs. They 
especially like the single pair of grids with which they 
can make waffles, or, by quickly reversing the same grids, 
they have a roomy cooking surface for any kind of grill 
cookery. No extra grids to get lost! 


And the price is right -- only $23.95 


(Denver and west $25.10) 


DOMINION ELECTRIC CORPORATION 


MANSFIELD, OHIO 





AS A GRILL: Turn over the waffle 
grids and presto! —it’s a sandwich 


toaster or grill, ready to cook any- Sales Offices: Atlanta: S. C. Stockdale, 688 N. Highland Ave., N. E.; 

; %o 7 , : Boston: Boudrot & Garside, 157 Federal St.; Chicago: Steinmetz & Kelly, 
thing that’s fried. Roomy cooking 1422 Merchandise Mart; Cleveland: Maurice J. Lackritz, 709 Union Bldg., 
surface—144 sq. in. The most cook- 1836 Euclid Ave: Dallas: Sam E. Lee, 2205 Cedar Springs: Kansas City 
. . . ’ (Mo.): Lou S. Gershon & Son, 504 Merchandise Mart, 2201 Grand Ave.; 
ing satisfaction per dollar that you’ve Los Angeles: Charles E. Mockbee, 1025 Mateo St.; Miami: Jules J. Dreyfuss, 

. red! "as = thy it’s 68 N.W. 7th St.; New York: Charles Martin Co., 200 Fifth Ave.; Norfolk: Good- 
ever offered! Easy to see why its man Bros., 823 W. 32nd St.; Philadelphia: Louis M. Harmelin, 6661 Wayne Ave. 


another “Family Favorite.” 


A Full Line of Traffic Appliances—available through 
reputable distributors across the nation. 


OA MAN Ot ORCI i 
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You'll score a 
profit with tHe 


Draper - Maynard 
“Vick 
locker” 


THREE-FINGER FIELDER’S GLOVE 


Draper-Maynard’s Three-Finger Pickpocket is designed to 
filch that ball right out of the blue! Made of extremely 
flexible glove leather with extended palm. New type narrow, 
compact heel provides a deep pocket. Snare web is extra 
wide. Three models for professional, semi- 
pro and amateur use. 









a% Ye 






*""amegane-* 


~ WRITE YOUR JOBBER FOR PRICES 


=<— THE DRAPER-MAYNARD COMPANY, 400 YORK ST, CINCINNATI 14, OHIO 


Sa Se : 


BETTER FISHING! . . . BETTER CUSTOMERS! . . . BETTER PROFITS! 


WILLIAMS *rtres WABLERS 4’ 












= 





‘ 





—<E* 24 K GOLD OR PURE SILVER PLATED 
ii MIRROR FINISH OR AMAZING NU-RINKLE 


SURFACE FOR BRIGHTER REFLECTION! 






Sensational lures with patented stabilizing fin 
and tantalizing life-like action, controlled 







we 


> 
~~ 
>= 
~ 


from rod tip. Sure lures for fresh or salt 









S 






water fish, brook trout, bass, walleyes, pike. 
lake trout, muskellunge, striped bass or sal- 
mon. Shimmering mirror finish or patented 








Gold or Silver 
Nu-Rinkle Sur 






Gold or Silver : ° ° ° 
Mirror Finish Nu-Rinkle surface that gives the most bril- a 

z liant under water flash vet developed. 
Sizes, 2149 to 7 ¢ Sizes, 243 to 7 






inches. 





inches 


EYE-APPEAL PACKED, WITH CLEAR ACETATE TOPS a 








Complete line includes spinners, metallic lines and accessories. 
Standard discounts direct. Write for folder showing lures in actual 
size, price list and Catalog H. 















MANUFACTURED BY THE SPORTING GOODS DIVISION OF 


WILLIAMS GOLD REFINING CO., Inc. strcato shy 
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Regular LITTLE 
Available in 1 g: 
model, 


Regular LITTLE 
Available in 1 
sizes, Faucet mc 


UTTLE BROW? 
struction with ¢ 
your jobber ab 


HARDWARE 
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0 


Regular LITTLE BROWN JUG. 
Available in 1 gallon size, Spout 
model, 


Regular LITTLE BROWN JUG. 
Available in 1 and 2 gallon 
sizes, Faucet models. 





O ° 
fear aMONN UC 


THE OLDEST NAME IN JUGS 


UTTLE BROWN CHESTS. All steel con- 
struction with extra thick insulation. Ask 
your jobber about two sizes and models, 
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TRADE MARK 


— WHITE ae on) 
A MEL-ON-STEEL ) a , 
ANT INTERIORS 9 
s NEW PATENTED TEMPSEAL STOPPER 


Exclusive ‘‘tempseal’’ stopper 


patented July, 1948. A MILESTONE IN 
@ THERMETICALLY SEALED THERMAL ENGINEERING 


Two-piece construction prevents Certified temperature charts accompany 
thermal dissipation. each “Yeeround” Jug so that user can 
predetermine exact temperature of con- 


fe PORCELAIN INTERIOR tents up to 12 hours and longer. Available 


in 5 qt.—faucet model only. 
Snow White porcelain enamel-on- a 2 


steel acid resistant interiors. 


Larne BROWN JUG again sets the pace. It has everything—eye 
appeal, value and a full profit for you. Features that lend to display and 
over-the-counter selling—snow white porcelain interior— patented sanitary 
stopper with special value that allows free pouring from spout or faucet 
without loss of heat or cold. Extra thick insulation—two piece streamlined 
construction, that is thermetically sealed to prevent temperature ‘loss. 
Beautiful, lustrous baked enamel finish. ) 
Display all LITTLE BROWN JUGS...watch your customers stop, look and 
buy. Your jobber has them—order today. Nationally known and advertised. 


MANUFACTURED by HEMP & COMPANY, INC. 
3103 EAST MURRAY ST. ¢ MACOMB, ILLINOIS 


ca 
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THE NEW 
LITTLE BROWN 
COOLER 


THE NEW LITTLE BROWN 

COOLER—Streamlined two 
piece steel construction. White 
baked enamel finish. Drip proof, 
push button faucet. Available 
in 3-5-7’ gallon capacity. 


arinige 3 \ : Ideal for store, factory, office or 
New jug display stand available & | j home, ts stock ot voor lebber 
through your jobber—ask him. \ eRe 2 je. In stock at your | ° 
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754 PRIZES 
754 WINNERS 
New Customers 
Old Customers 
Everybody's In 


Easiest contest to enter you ever saw. 
All the contestant does is complete 
the following statement in 25 addi- 


tional words or less, “I like the West- 
inghouse (name of product)......... 
because...” 


Easy, simple, fun. That's why you 
can expect a whopping lot of cus- 
tomers to enter. And that means busi- 
ness, high-profit business. For you! 
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Contestants buy 
bulbs to enter... 
that's where 

\ you come in 


ee ae 


t bulbs are one of the 


r, ligh 
Remember, 1g aie 


highest profit items in you 


* You'll increase 


the unit 
cy) of sale — 
sell six 


bulbs-at a 
time 

















Sure, it's a real 
traffic builder 
helps you sell 
more merchandise 
of all kinds 
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Biggest Opportunity 


Ses sine iene Lees ra 


STIR ties | 
Lamp Division, Westinghouse Electric Corp. : 
UR ¢ Bloomfield, N. J. 
OU CAN BE SURE oo IF ITS Gentlemen: | am not now handling Westir ghouse light & 
bulbs, but | want to know how I can cash in on this con- G 
ca test. Please have your representative call. te 
H 
eC Stin ou Se IS Oe Er 
STREET. cw ccccccccccccccccccccccccevccccceccece 
bicscsiveseeniensed Riekaccccccsorsores & 
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CONTEST FOR 
YOUR CUSTOMERS 


Westinghouse Presents 












Dealers Have Ever Had to 
Sell More Light Bulbs 


ae 


¥ Kees Me ° 


UF ee + 
BBA a 


Plenty of display material . . . streamers, 
cards, banners — yours for the asking 





Seven weeks of 
big light bulb 
sales... contest 
runs from 

March 15 to 
May | 


1S THERE A LIGHT BULB 
DEALER IN THE AUDIENCE 
WHO DOESN'T HANDLE THE 
WESTINGHOUSE LINE? 
THEN, READ THIS: 
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You can’t sell all the people all the Rubbermaid 
they want unless you have a Complete Stock. | 
By having a wide range of colors and styles 
you can turn prospects into customers. Other- 
wise, they’ll go elsewhere... | 
. . . Because they sure are buying Rubber- 
maid! Sales are away ahead of last year’s. 
Get in on this BIG business. Stock the com- 
plete Rubbermaid line. 


Rubbermaid is nationally advertised... in 
full color... in leading national magazines. 











The complete, nationally-advertised, Home Engineered quality line 
of rubber houseware that vesists heat, grease, soap, and wear. 


THE WOOSTER RUBBER COMPANY 
Department HA2 Wooster, Ohio | 


IN CANADA, RUBBERMAID PRODUCTS, INC., TORONTO 
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| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| ; hand protective cream. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Everybody Needs 
DU PONT PRO-TEK 


REG.,U. S. PAT, OFF. 


Hand Protective Cream 





Guards the skin against 
paint, oil and grime 





EVERYBODY who works 
with his hands . . . the 
painter, mechanic, motor- 
ist, housewife and factory 
worker . . . is your market 
for Du Pont PRO-TEK 


Rubbed on before work, 
it guards the skin against 
paint, oil, grime and 
stains. Washes off easily 
—takes the grime with it. 
For EXTRA sales, dis- 
play PRO-TEK ... tell 
your customers about it 

. and watch it move. 
Order PRO-TEK today! 
E. I.du Pont de Nemours 
& Co. (Inc.), Wilmington 
98, Delaware. 





REG. U.S. PAT. OFF. 
Better Things for Better Living 
. . . Through Chemistry 


PRO-TEK 


HAND PROTECTIVE CREAM 
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THE King Coffon LINE RS 


Ave 


cordage is now available in new, smartly 


J j styled, “self-merchandising” packages. 
These packages are designed as space 


& 


= 4 savers and they will do a big selling job 


; in a small amount of counter space. 
= Stock the complete line... check with your 
jobber ... carry the King Cotton Line; it’s 


’ “Packaged for Profit”. 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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AT LAST! a'notu-xitter 
rut HAS EVERYTHING! 


1 IT’S EXCLUSIVE! The exclusive AIREX 
formula gives your customers the most satis- 
factory, most efficient combination of moth- 
killing chemicals, in aerosol form, ever sold 
for household use! 


2 IT’S QUICKER! Youcan guarantee AIREX! 
Its positive action stops moths in seconds—stops 
larvae attack instantly. 

3 !T’S EASIER! The simplicity and conve- 
nience of AIREX’s exclusive push-button con- 
trol is an obvious advantage to all customers! 


5 41T’S HANDIER! The streamlined AIREX 
package—of featherweight aluminum—fits a 
woman’s hand perfectly! It sells itself to all 
prospective customers! 


5 /7T’S BETTER! You can honestly tell cus- , 
tomers that AIREX is Non-Inflammable! Non- 
Staining to even white or pastel woolens— F 


when used as directed. 


6 /T’S SURER! Sell AIREX ... and you sell 
the most efficient aerosol moth-killer made! 
Its positive action spray valve never backfires— 
never leaks, sputters or spits! 


7 {T'S THRIFTIER! Your customer gets 
20% more moth-killing mist for her money— 
thanks to amazing “Genetron” dispersant! She 
can treat any garment for storage for just a few 
pennies. Yes, one thrifty AIREX dispenser, 
at $1.98, can treat 10-12 average garments. 


8iT’S PLEASANTER! AIREX’s fresh, 
clean scent always pleases. Never irritates or 
annoys the user. 











P EVERY SALE A COMPLETE SALE! io «emptics” to be 


returned or refilled! The exclusive AIREX safety dome guarantees 4 
full load in every dispenser you sell. Also, AIREX gives you the highest 
profit margin of any aerosol mothicide sold...and it’s fair-traded! 


conieeres| STOCK UP! DISPLAY! FEATURE AIREX' 


TODAY! 











> 
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AN MOTHICIDES! 


AMAZING I =D EW | PosITIVE 













*Trade Mark 


suPER-PowERED WITH GENE TRON! 
PRE-SOLD by the bard-§ <r << = s 








YaTadeGsaeretele 
est-hitting of all mothicide © SS 


advertising! Huge, dominating 


e 4 newspaper ads will run on heavy schedule 
F ’ in all areas in which AIREX is sold! Hard- 
selling radio spots will repeatedly tell more 
‘and more people about AIREX! Most con- 
centrated mothicide promotion in history! 


BACKED by top-notch 


merchandising displays! 
Space-saving AIREX counter-display 


unit has the sales power of units many 
times its size. It captures all eyes— 





= shows the sensational AIREX dispen- 

» be ser to greatest advantage. AND IT’S 
FREE—along with attention-winning 

wee window pasters and banners! 

shest 

ded! 








ALLIED CHEMICAL & DYE CORPORATION A GREAT NAME 
40 RECTOR STREET, NEW YORK 6, N. Y. IN AMERICAN INDUSTRY! 


ry propucep ey GENERAL CHEMICAL DIVISION FOR HALF A CENTURY 
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Ahead in Design 


v Sturdy, fast-acting, precision-made valves that are thor- 
oughly dependable and guaranteed to function efficiently 
Now, the quality line of Rockford Brass Valves will come _—_ on alll jobs for which they are recommended. Write today 


to you in colorful, sturdy boxes for more efficient handling — for our latest folder in order that you may have complete 
and to make your stock shelves bright and appealing to d lee Giacheed Ei ; fil 
prospective customers. ata on the Rockford Line in your files. 


No. 819 GATE VALVE Capable of hand- 
ling jobs, with absolute safety, up to 
125 pounds working pressure. A sturdy, 
quality-built valve with double disc, 
rising stem and oil proof packing. 
Thoroughly dependable on oil, water 
and steam lines. Sizes range from 4” 
to 2”. 


No. 814 BRONZE SEMI-PLUG TYPE 
Specially designed for oil line service 
...also used for water, air, gas, steam 
and general purpose. Note cutaway 
view showing special improved Rock- 
ford design of stem and seat. Sizes 
range from 14” to 2”. 





ot ih ley 


No. 830 SWING CHECK VALVE Brass 
disc swing check valve for use 
on steam and water lines. Built to 
handle pressure up to 125 pounds 
with absolute safety. One of the 
numerous time-tested Rockford 
valves that has no superior. Sizes 
range from 4” to 2”. 


No. 816 FIBRE DISC GLOBE VALVE 
Specially designed for domestic hot or 
cold water systems. Particularly 
adapted for water softener installations 
in both homes and industrial plants. 
Pressure up to 125 pounds. Sizes \4” 
to 2”. 








No. 831 HORIZONTAL CHECK VALVE 
Horizontal brass disc check valve 
for general purpose up to 125 
pounds pressure. Built to the ex- 
acting Rockford standard which 
has been a guarantee of quality for 
59 years. Sizes range from 14” to 2”. 


No. 814A ANTI-HUM VALVE The im- 
proved Rockford oil burner line con- 
trol valve throttles out objectionable 
burner noise with perfectly balanced 
control. Phosphor bronze ball and 
spring ... special stuffing box with oil 
proof packing. Made in %” female 
I.P.S. only. 








Rochford Brass Works 03 


(PLUMBING BRASS GOODS SINCE 1890) 
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SCREEN-TIME is here again. And screen-wise 
people know that bronze is the best buy in in- 
sect screening. 


Bronze is in a class by itself for toughness 
and long life. It will never rust. It admits max- 
imum light and air. 


Compared with less durable screen mate- 
rials, bronze actually costs less per year. And 
that’s the way to sell screening, not by-the- 
foot, but by-the-year.* 






















*The American Brass Company does not weave bronze insect 


screening, but from the earliest use of metal for screens, we have 
furnished uniform-, high-strength bronze wire to the nation’s leading 


manufacturers. A008 





L\ 
ANACONDA 





BRONZE SCREEN WIRE 
THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 


Subsidiary of Anaconda Copper Mining Company 


In Canada: ANaconDA AMERICAN Brass Ltp. 
New Toronto, Ont. 
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MORE of them than ever before 
\\ —every one real 


PENNSYLVANIA QUALITY 


@ Get ready NOW for your 1949 lawn mower season. 
Your jobber can supply you with PENNSYLVANIA QUALITY 
MoweErRs—as many of them as you need—for your good cus- 
tomers who want the best. 

The Pennsylvania standard line of mowers includes 
the following: 








Great American ° Pennsylvania Jr. 
Meteor ° Pennsylvania Power Mower 
Penna-Lawn 
Pennsylvania Trimmer and Edger 


‘““PENNSYLVANIA QUALITY’’—as always—means de- 
pendable grass cutting, easy operation, long life and simple 
adjustment and service. In short, it means customer satis- 
faction. 


PENNSYLVANIA SERVICE 


To simplify your service problem, Pennsylvania 
offers a complete Replacement Parts Catalog. 
A copy of this will be sent you free of charge 
on request. 





Place your order with your jobber 
—SOON! 


PENNSYLVANIA 


QUALITY LAWNMOWERS SINCE 1877 


AMERICAN CHAIN & CABLE 
Bridgeport, Conn. ©@ Camden, N. J. a 4 ( 


PENNSYLVANIA LAWN MOWER DIVISION c~ 





Great American 


The all-time favor- 
ite—the largest 
selling quality 
mower—the one 
that made the 
Pennsylvania 
name famous. 


Pennsylvania Jr. 


A super-quality 
hand mower— 
made to cut the 
finest or the tough- 
est grass. Train of 
3 cut gears on both 
sides gives great 
driving power. 


Meteor 


The favorite with 
those who have 
fine grass and a 
smooth lawn. Avail- 
able with 7 blades 
for bent and other 
fine grasses. 


Penna Lawn 


This new medium- 
priced mower will 
be a really popu- 
lar model. It is an 
all ‘round mower 
with typical Penn- 
sylvania grass-cut- 
ting quality—easy 
to operate and to 
service. 





Pennsylvania Power Mower 


18” and 21” widths. 


Briggs & Stratton motor 
with Push-Pull control of 
carburetor and clutch. 


Typical Pennsyl- 
vania grass-cut- 
ting quality, 
plus a de- 
pendable 
power 
unit. 











Trimmer and Edger 


A popular time-and-work-sav- 
ing tool—Pennsylvania qual- 
ity throughout. The trimmer 
has a 6” width of cut. The 
edger is a steel disc with a 


small plow. vs 
ite -~ J on 
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Informal Editorial Comments 





“Poor Quality Despite the Higher Prices 
On Too Many Hardware Lines’ 


NDER the above title, in both 
U the February 10th (page 
109) and February 24th 
(page 89) issues of HARDWARE 
AGE, some very spirited and inter- 
esting hardware trade opinions 
have been expressed. It all started 
when Marc G. Phillips, hardware 
merchant in Washington, D. C., 
wrote me a well tempered but defi- 
nitely angry letter on the subject. 
That letter appears in the Febru- 
ary 10th issue. A second letter 
from Mr. Phillips appears in the 
February 24th issue. 

Then came a flood of letters, 
some of which were published in 
the February 24th issue. Others 
will be published in this issue and 
in later issues. Too many letters 
were written with precise requests 
that no quotations, with or with- 
out identity, be used. Others mere- 
ly aired specific grievances against 
specific suppliers and are a little 
too personal to use in such a dis- 
cussion which should remain objec- 
tive for the principles involved and 
not gravitate into a series of what 
might be termed individual feuds. 

Clearly indicating his sincerity 
in the subject, Mr. Phillips has 
again written me and I think this 
letter merits the same attention 
and reader interest as the two pre- 
vious letters. Mr. Phillips says: 

“Your editorial in HARDWARE 
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Says Dealer 


AcE of February 24th carried 
two letters in support of the 
writer’s views re the high-price- 
low-quality discussion begun in 
the previous issue. The letter 
from L. N. Wilson of North 
Platte, Neb., was very much to 
the point and written in a very 
temperate vein yet definite 
enough to indicate the added ex- 
pense and worries which beset 
the retail merchants today. 
“The second letter from Fred- 
erick H. Herlihy of North Gran- 
by, Conn., was from a quite un- 
expected source as it appears that 
he is a consumer and is not in 
any way connected with the re- 
tail or wholesale end of the 
hardware business. His letter 
was written from the customer’s 
viewpoint and his knowledge of 
quality in general and tools in 
particular indicate his interest, 
and certainly proves his quali- 
fications to discuss this matter 
by the intelligent manner in 
which his views were presented. 
The general candor of his letter, 
together with his complete rake- 
over from the front door back 
to the cash register, is such as 
to win the approval of every 
retailer who operates with his 
customers’ welfare at heart. | 
frankly believe that most of the 
retailers will agree with him on 


his statements as to prevailing 
quality of today’s market. If the 
discussion were ever to go back 
to those days when the so-called 
‘victory’ goods were on sale, we 
would be compelled to write on 
asbestos paper and keep it out 
of the hands of the Post Office 
Department. 

“There is one thing that I 
would like to touch upon and 
get before the public so that the 
blame may be placed squarely 
where it belongs, namely upon 
the shoulders of the manufac- 
turer. The retailer is in the 
middle of a squeeze, the manu- 
facturer or the jobber on the 
one hand and his customers on 
the other. The jobber is inci- 
dental. The manufacturer is the 
one that starts the snowball 
down hill and as it passes the 
jobber, picking up freight and 
other charges en route to the re- 
tailer, who adds all too little 
profit, it crashes full force upon 
the ultimate consumer, the thou- 
sands of Herlihys who are the 
last ones to stand the impact of 
the price ticket. To carry this 
doubtful metaphor further, 
everything is fine if he can get 
his hands on it whole. It is 
when he has to stoop and pick 
up the pieces that he really be- 
comes sore. We sold him some- 
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thing that was not as it should 
be. It was the best we could get. 
It was all we could get and until 
the men who run the shops 
where the wheels turn decide to 
improve their quality and fore- 
go quantity for a while, it is all 
that we are ever going to get. 
The buying public, our custom- 
ers, are howling to us, and right- 
ly, and we in turn can add our 
cries to theirs in the hope that 
our combined yelps may penc- 
trate the acoustical walls of the 
air conditioned offices of the 
men in the swivel chairs whose 
main interest today is the pro- 
duction chart of yesterday. 

“My original letter was writ- 
ten from the customer’s view- 
point. His interests are mine 
and when any retailer adopts 
an attitude in conflict with the 
interests of his customers, he is 
a ‘gone goose’ and his custom- 
ers who hire him as their pur- 
chasing agent are going to fire 
him. The retailers today, I feel 
certain, agree with me in this 
matter and I am even more cer- 
tain that the independent hard- 


ware merchant feels the pinch 
of poor quality more than the 
company-owned or larger retail 
establishments as represented by 
the chains. Our contact is more 
personal, our day-to-day deal- 
ings are more limited and our 
friendliness and co-operation 
place upon us a stamp of ap- 
proval by our customers which 
we do not like to see obliterated. 
“We canot continue to sell 
poor quality merchandise re- 
gardless of prices and still hope 
to retain the high esteem the 
hardware dealer has enjoyed in 
past years by reason of his de- 
sire to do the proper thing by 
his customers . . . his friends.” 
A rather precise agreement 
and complaint on this subject 
comes from E. B. McNaughton, 
E. B. McNaughton & Son, oper- 
ators of The Fremont Hardware, 
Fremont, Ind. While one comment 
in his letter might seem like a 
strange thing for a publisher to 
use, I am giving you the text of 
Mr. McNaughton’s letter, omitting 
only the name of the manufacturer 
involved, as I feel that this broad 


yb 


situation is either just that or it 
would not develop the many let 
ters I have received. He writes: 

“TI think Marc G. Phillips is 
right. 

“About two years ago | wrot« 
(one of the largest in the field- 
Ed.), directly after receiving a 
letter that they were putting on 
an extensive advertising cam- 
paign, that my last invoice be 
fore the war, was over $3,000) 
for radios, and I never had to 
service one of them. Since the 
war I have had to service 90 per 
cent of them and I believed they 
had better use their money at 
present for improving the qual- 
ity of their merchandise. 

“My wages last year were 
$5,000 higher than year before 
and I attributed most of that to 
servicing ‘phony’ manufactured 
goods. 

“Year before last I spent 
$1,030 servicing 15 cornpickers 
and the manufacturer would 
not stand any of it. . 

“The manufacturers are go- 
ing to have to make better goods 
and give some service or ——.” 


What Shall We Call the Smaller Electrical Appliances ? 


HE National Electrical Manu- 

facturers Association is seek- 
ing trade opinion regarding a 
proper name for the smaller elec- 
trical appliances. These are now 
called many things including— 
“table appliances,” “traffic appli- 
ances,” “minor appliances,” “plug- 
in appliances,” “small electrical 
appliances,” “portable electrical 
appliances” and “electric house- 
wares.” 

This manufacturers’ association 
hopes to arrive at a popular desig- 
nation, or name, which can be al- 
most universally adopted to identi- 
fy the goods involved. There is 
a brief story on this subject on 
page 172 of this issue and also an 
advertisement of the association 
on pages 128-129. Both are worthy 
of reader attention and I strongly 
urge every wholesale and retail 
reader to cast a vote. 


Of the several identities men- 
tioned in the first paragraph, 
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above, I can only go along with 
two, viz.: “portable electrical ap- 
pliances” or “electric housewares” 
—with preference for the first. 
Definitely the use of the words 
“minor”; “plug-in”; “small” or 
“traffic” are not inspiring and not 
desirable designations for use in 
appeals to consumer prospects. To 
me, all of these words discount the 
products whereas any industry and 
trade project, in order to give such 


merchandise a precise identity. 
should be a build-up and not a 
tear-down. 

However, read the story on page 
172 and the association’s adver- 
tisement on pages 128-129 and cast 
your own vote—whatever your 
opinion please vote so that the 
electrical appliance industry will 
appreciate your keen interest in 
the profit possibilities of its mer- 
chandise. 


oO oO O 
Consumer Co-operatives and Taxes 


U S. Senator John J. Williams of Delaware told Congress last August 
* that he would reintroduce his bill to tax co-operatives in the 81st 


session. 


Senator Williams bill provides that a co-operative may escape full 
income tax on all earnings only if it pays out all profits in cash to bona 
fide members. A co-op that did 5 cents worth of business with non mem- 
hers or retained 5 cents worth of earnings in its surplus or reserves would 
have to pay tax on the whole amount it had earned. 


A. W. CarPENTER, Secretary, 
New York Associated Businessmen 
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, : Here’s good news to make a 
. growing favorite grow faster... 















: now ILCO Closers have 


: | SHOCK ABSORBERAG J 






It happens all too often. You 
open your combination door 
} - “.. and w-0-0-0-sh! a great 
Hom blast of wind roars up, 

red G grabs the door and slams 
it back against the house. 
= Glass, nerves and a good 
et 2 door closer end up a 
“ shattered heap on the 
" porch flooring. 


ods 


Now ILCO introduces SHOCK ABSORBER 
ACTION in its door closers to end this mayhem. Now 
a husky, specially-tempered compression spring, riding 
inside the barrel, coils up as the door opens to put a soft limit 


ity. on opening action . . . to absorb the shock of a sudden, un- 

ies controlled opening. At the same time SHOCK ABSORBER 

_ ACTION works to snub opening, it adds extra power to the 

ver- closing action, but without creating any drag in either direction. 

cast 

our Stock some ILCO Closers with SHOCK ABSORBER 

be ACTION. Show one. Demonstrate it. Talk up more for 

in other doors. If you think ILCO Screen Door Closers were 

ner- leaders before, watch how your customers go for ’em now 
that they have this new features SHOCK ABSORBER 
ACTION is a great idea to give you more sales influence 

: . and it’s included in the ILCO 3001 Deluxe and 3002 
Senior Closers at no extra cost. 

gust ANCHES 3 

81st ot ‘n 

full 

— “Cracttat a 

1em- ILCO Deluxe Screen Door Closer, $3002 


ould with SHOCK ABSORBER ACTION. D R l ER 
Extra powerful spring, enclosed for pro- 
tection and smart appearance. Double 

ratchet for installing on right or left hand 


doors without reversing. Simplified valve INDEPENDENT LOCK COMPANY 


on for precise closing speed control. Gun 


metal finish. FITCHBURG, MASSACHUSETTS 
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Four of a Kind 
Is a Winning 
Combination 


Killingstad Bros. acquired a store in 1944. 
Since that time the firm has increased its 
physical volume of merchandise more than 
400 per cent; expanded its customer area; 
inaugurated an aggressive advertising pro- 
gram; modernized the entire establishment 
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Exterior of the modernized 
store showing its set-back 
entrances and visual front. 
In oval — the exterior as it 
was prior to modernization 
presents quite a _ contrast 
with the present day store. 





Four of a kind is a 
potent and usually a winning com- 
bination, whether the activity in 
question is a poker game or a 
retail hardware operation. This at 
least is the conclusion which can 
be logically drawn from the re- 
sults achieved by the four Killing- 
stad brothers of Killingstad Bros., 
hardware and furniture dealers of 
Sunnyside, Wash. Since they ac- 
quired their hardware and furni- 
ture store in 1944, the Killingstads 
have: 


Accomplishments 


1. Increased the physical vol- 
ume of merchandise sold by better 
than 400 per cent over the store’s 
volume at time of taking over. 

2. Extended their firm’s promo- 
tional reach, thereby expanding its 
geographical consumer area. 

3. Inaugurated an aggressive 
program of newspaper, radio, and 
direct mail advertising and added 
a number of new services for their 
customers. Last year’s advertising 
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expenditures equaled 1.6 per cent 
of their gross volume, and this 
year will approximate 2.5 per cent. 

4. Planned a thorough program 
of store modernization. This job 
was completed in Oct., 1948, and 
has converted Killingstad’s into 
one of the most modern and ef. 
fectively displayed hardware stores 
in its competitive area. 

The firm began operation with 
just three of the Killingstad broth. 
ers: Stanley, Gordon, and John. 
Einar joined the firm about a year 
ago, having formerly been an im- 
plement dealer in Canada. Stan 
ley, the general manager, brought 
18 years of previous hardware sell- 
ing, advertising, and executive ex- 
perience. 


Advertise Consistently 


The Killingstads attribute a sub 
stantial share of their increase in 
business to the fact that they ad 
vertise consistently by newspaper 
direct mail, and radio. This pro- 
motion is carried well beyond the 
bounds of Sunnyside, as the sur- 
rounding rural population exceeds 
by many times the approximately 
5,000 members of its urban popu 
lation. 

Advertising in the Sunnyside 
newspaper reaches a good many 





The appliance department is along the left wall and is opposite the 
hardware department on the right side of the store. Appliances ore 
at front to attract attention and extend back to the floor coverings. 


rural residents. This is supple- 
mented by direct mail enclosures 


which are usually duplicates of 


full page advertisements carried in 
the newspaper. These direct mail 
samples are sent out on the average 
four times a year on such occa- 
sions as inventory sales, holiday 
sales, and specials. They are ef- 
fective in reaching many addi- 
tional customers. 

In addition to this, the firm has 
carried its advertising message to 
urban residents of virtually all the 
towns and cities of the Yakima 


Valley. This is done through news- 
paper advertising in the local news- 
papers and in the case of Yakima. 
a city of post-war population of 
approximately 45,000, by radio as 
well. This latter provides coverage 
of not only Yakima, but the entire 
upper and lower valleys. The area 
of coverage therefore has been ex 
tended 20 miles to the north of 
Sunnyside, to Yakima, and 40 
miles to the south. That this has 
been so effective is due in part at 
least to the fact that many residents 
of the Yakima Valley live some 





The hardware department looking toward the rear. Note the attractive 


floor cevering pattern. 


Backing for the wall displays is of brushed 


plywood cut in squares of different shades giving an inlaid effect. 
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distance from their places of busi- 
ness. For this and other reasons, 
the population is quite mobile and 
there is a good deal of north-south 
traffic on the principal highway. 
Sunnyside is located just off this 
highway, in a position to attract 
shoppers from both ends of the 
valley. 

Service has been another vital 
factor in the growth of Killingstad 
Bros. This is particularly neces- 
sary to build up a consistently 


? 


Showing the rear of the hardware section under the mezzanine. Pipe 
fittings are in foreground. Note various sizes of rope on table face. 


maintained level of appliance sales, 
Gordon Killingstad, hardware 
manager, points out. For this rea- 
son, they have installed an excep- 
tionally well equipped service shop 
in the store. They employ two 
trained mechanics, one for appli- 
ances, the other for radios. To 
keep them posted on latest develop- 
ments in their fields, the store 
sends them to special training 
courses in service schools when 





The bolt and nut table measures only 2'/2 by 5 ft. Smaller and more 
popular sizes are in top bins with larger sizes on both front and 
back. Carriage bolts are on one side, machine bolts on the other. 
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training in such courses has direct 
and valuable application .in im- 
proving the quality of their work. 
Good service makes satisfied cus- 
tomers and in addition often turns 
up leads for new appliance pros- 
pects on service calls. 

The firm has also installed a car- 
pet and floor covering department. 
An expert tile and linoleum me- 
chanic is employed to handle both 
residential and commercial instal- 
lations. Though they naturally 
concentrate on their immediate 
area, they have on occasion in- 
stalled jobs in many different parts 
of the state. 


“Packaged Jobs” 


An advantage of offering cus- 
tomers this wide variety of mer- 
chandise and service, is the fact 
that they can offer in many cases 
a “package job” including hard- 
ware, furniture, appliances, and 
floor coverings. Sales in one de- 
partment lead naturally to sales in 
another. The firm maintains four 
trucks for deliveries and home ser- 
vice and for certain types of jobs 
will deliver to any part of the State 
of Washington. 

The modernization program was 
the culmination of a long period 
of careful preliminary planning. 
Begun on Oct. 15, 1947, it was 
completed exactly one year later 
and was accomplished without clos- 
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ing during the remodeling process. 
The principal results achieved by 
this modernizing program have 
been threefold. 

Floor traffic inside the store has 
been increased due to a more at- 
tractive store front and interior. 
Low sill, backless windows and an 
adequately lighted interior enable 
passers-by to see the merchandise 
on display inside, from the street. 
This encourages them to step in- 
side and shop around. 


Traffic Encouraged 


Floor traffic between depart- 
ments inside the store has been 
encouraged by a number of im- 
provements. The wall partition 
which formerly separated the hard- 
ware from the furniture has been 
removed. Though there was an 
opening in the partition near the 
back which permitted traffic be- 
tween the two departments, cus- 
tomers often previously went out 
the front door of one department 
and came in the entrance of the 
uther. In other instances, poten- 
tial hardware or furniture cus- 
tomers were lost because the shop- 
pers were unaware that the firm 
operated both departments. For 
the same reason, salesmen in the 
furniture department would some- 
times be idle while the hardware 
department was swamped with cus- 
tomers. Salesmen are now trained 
to know the stock in all depart- 




















Gordon Killingstad shows how wallpaper samples conceal stock. Prices 
are marked on all items in this section. Note axe handles and other 
types of replacement handles hanging in the small section at left. 


ments so that they can shift from 
one to the other as the flow of 
traffic requires, 

Further control of traffic has 
been achieved by making the prin- 
cipal aisles from the two front en- 
trances wider than the cross aisles 
between the island fixtures. Thus. 
customers are encouraged to go 
all the way to the rear of the store. 
and will see more of the merchan- 
dise. 

A second result of moderniza- 
tion, has been the increase in floor 
display area which was effected. 
This area is now approximately 50 


per cent more than formerly, with 
10,500 sq. ft. on the main floor and 
6,000 in the mezzanine balcony. 
Installation of new and more efh- 
cient fixtures, however, has in- 
creased the effective display area 
by at least 100 per cent. 

Finally, impulse sales have been 
increased considerably due to the 
improvements already mentioned. 
and to the fact that all merchan- 
dise is out on display where cus- 
tomers can see and handle it. The 
prices of all merchandise are 
clearly and distinctly marked so 
that customers may come to a de- 





Here's the furniture section. The first row of pillars shows the former location of a partition. 
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Salesman Fred Barlow shows a customer a fishing rod. Swinging doors 
on fixture hold the rods on front and inner side of the door. There 
are 38 rods displaced effectively in this small space. 


cision in many cases, without first 
inquiring from the salesmen as to 
price. 

In addition to these major bene- 
fits, a number of other improve- 
ments were added. One of these 
was the construction of the display 
islands. Glass shelves were cut to 
size from the old display windows, 
and are supported by pieces of 
stovepipe painted green. Their im- 
provised nature is not apparent. 
and construction cost was rela- 
tively slight. Moreover, the upper 
shelf or both shelves may be re- 
moved if desired for display of 
larger merchandise. In this way. 
these articles may be displayed 
without bringing to eye level and 
interfering with the view of the 
rest of the store. 

All island fixtures were made in 
units of 24% by 5 ft. These basic 
units can tgerefore be arranged to 


handle, and the end of the nail slid 
into the groove of the shelf stand- 
ard. The small section shown in 
the accompanying _ illustration 
holds 27 dozen handles in less 
than five linear feet. 


Similar ingenuity was shown in 
construction of the display table 
for carriage and machine bolts. 
This table measures just 214 by 5 
ft., yet holds all available sizes in 
this type of merchandise. Smaller 


and most popular sizes were placed 
in pigeon holes on top, with larger 
sizes in compartments on both 
front and back faces. Carriage 
bolts are stocked in compartments 
on one side and machine bolts on 
the other. The partitions separat- 
ing the two are staggered so all 
sizes may be carried despite the 
fixture’s narrow width. Thus, a 
long carriage bolt on one side, has 
a short machine bolt in the corre- 
sponding compartment on_ the 
other, with the partition between 
them located accordingly. 





Card Tells Story of Services 








Knives, scissors and edged 


Here's what you can have done in 


Warner’s expert 
+ 
Repair 
Shops 


SERVICE STATION tor 





. a ‘ d issell , 
form display units of varying size. tests sharpened Bissell sweepers Member of American 
ote , : -handi : rk arent ee Rolls razors Gunsmiths’ Guild, 
to suit the merchandise and ‘loca- Locks repaired Coleman and American American Rifle Ass‘n. 


tion. Thus, four units form a dis- 
play island 5 by 10 ft. in size, three 


Keys made 
Door checks fixed 
Saws filed 


gas appliances 
Lionei and Americai Flyer 
electric trains 


Guns overhauled. 
Polychokes, Pachmayr 
power pacs, and Weaver 














to * 


Co 


units make an island 5 by 714 ft. Tape lines repaired seuneset tree sanders powell eee Thay times, it 
in size, ete. ene cae Rods and reels repaired tant to | 
An interesting wall display sec- (wan nee ¥ AT. 4111 pases inci pn employe 
tion is that containing axe handles. 13 S. 6th St. Minneapolis and effic 
For this, several rows of shelf who sti 
standard were nailed, inverted, t With this 6% by 3'/2-in., copper-colored card, printed in dark blue ink, ; 

th ‘li ” h po gten Ses Warner Hardware, 13 S. 6th St., Minneapolis, Minn., informed all of its knows h 
the ceiling of the wa section charge account customers of the varied repair services offered by its main worth a 
where the handles were to be dis- branch. Brand names were given for some types of items for youngsters or Gis was 

- ; : adults while, in other instances, items were listed such as “saws filed" and 

played. A single shingle nail was “tape lines repaired." Although the message was lengthy it was concise were het 
then tapped into the end of each and packed considerable information in a limited space. row, lez 
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“Dressing neatly is a ‘must’ with every person who meets the public. It is a ‘tip-off’ 
to traits that can be valuable to the hardware dealer who hires the job applicant." 


Consider These Six Points 


When You Hire Employees 


M1 

N these competitive 
times, it is becoming vastly impor- 
tant to hardware dealers that their 
employees function as a smooth 
and efficient team. The employee 
who sticks with you, and who 
knows his job and does it well, is 
worth a round dozen of the war- 
time variety of slipshod help who 
were here today and gone tomor- 
row, leaving the hardware mer- 


HARDWARE AGE, MARCH 10, 1949 


They are alertness, steadiness, good appearance, 
ambition, friendliness and intelligence. If the 
candidate for a job possesses these qualities 
he will probably be successful in your store 


chant the task of finding and 
breaking in another new man.” 
That is the conclusion of a lead- 
ing Southern hardware dealer who 
became tired of operating with in- 
efficient help, and of not knowing 
whether the new men he hired 


would be good, bad or indifferent. 
It’s important, he stresses, that you 
hire the right people. Hiring help 
requires study. But the results 
make it worth the trouble. With 
the right help, your profits can go 
up, your costs can go down. To 
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keep the profits high, hardware 
dealers need to operate more effi- 
ciently, with efficient staffs. 

“The big manufacturers are de- 
voting more and more time and 
money to making a science of hir- 
ing people,” this hardware dealer 
points out. “They are using the 
services of psychologists and psy- 
chiatrists to work out aptitude 
tests in order to fit the right man 
into the right job that he can do 
with maximum efficiency. I haven’t 
the facilities, the time nor the 
money to indulge in expensive 
aptitude testing every time I hire 
a man. But I can do a rough ap- 
proximation of it by looking in the 
applications I receive for the 
traits needed to fill the job require- 
ments.” 


Know What You Want 


The important thing is to know 
what you want in an employee. 
Then you can pick him out of a 
crowd of applicants with some de- 
gree of scientific certainty by 
choosing the traits that go to fill 
the job requirements. 


What are the traits you want 
in a hardware store employee? 
Let’s look, first, at these character 
traits and what they mean to you: 

Alertness. The man who is “on 
the ball” is usually—almost always 
—a better man to have around 
than the droopy type who takes a 
long time to react, and who can’t 
adapt himself readily to a new or 
strange situation. 

The man who is adaptable and 
quick makes a good employee for 
almost every job. If he has no 
previous hardware store experi- 
ence, he learns the business with- 
out much trouble. When he is put 
into a situation for which the boss 
hasn’t explained the answers (and 
no matter how carefully you in- 
struct new employees, you can’t 
possibly cover every angle that 
might crop up), he is the man who 
figures out a course of action im- 
mediately, and usually comes up 
with happy results. 

If you have occasion later to 
advance or change an adaptable 
employee to another job, he fits in 
more readily. 

How can you discover in the 
usually limited job application in- 
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terview whether the man who 
wants to fill the opening is an 
adaptable person, or whether he is 
one of those stodgy characters who 
is so set in his ways that he will 
never be fitted to do more than 
one task? 

His past record is an indication 
of his adaptability. As a matter of 
routine, most hardware dealers 
find out where their prospective 
employees last worked. Ask your 
man not only what he did before 
he came to you, but what he was 
doing in the job before that, and 
in the job preceding that one. If 
he has held a variety of different 
positions, and has done a good 
job in each of them, then the 
chances are he is an adaptable 
worker. 

“However,” warns a hardware 
dealer, “it is possible to get a man 
who is too adaptable. The rolling 
stone with no ambition other than 
to drag down enough on pay days 
to cover his rent and maybe buy a 


beer is far from a desirable char 
acter. One key in his past history 
is the progress he made in each of 
his different jobs. The man who 
leaves one sort of job for another, 
better job, and who advanced to 
higher pay and position when he 
was working for his last few em- 
ployers, is the true sort of adapt- 
able man who can be valuable 
around a hardware store. But the 
job applicant who merely switched 
around from one mediocre posi 
tion to another, without rising in 
any job, is a rolling stone who 
seldom gathers any money for his 
boss. Steer away from him.” 


Steadiness an Asset 


Steadiness. The ability to plug 
away at work assigned to him is a 
valuable asset in your prospective 
employee. Steadiness and adapta- 
bility do not necessarily cancel 
each other out. A man can be ex- 
tremely adaptable and still be 


(Continued on page 213) 





Compact Tool Section 


EN like to visit the tool de- 

partment of Weitzer Broth- 
ers, Inc., West Allis, Wis., a sub- 
urb of Milwaukee, because they 
find a large stock of tools there as 
well as a display arrangement 
which makes selection an easy 
matter for the customer. 

Many of the tools are displayed 
in conventional style on the wall 
background, while lower down 
there are short step-up shelves 
which permit good displays of 


Tells Its Own Story 


smaller items. Below are narrow 
drawers which contain tool items 
and accessories. These drawers 
can be pulled out quickly and the 
items shown when needed. 

To the left of the tool display 
is a special rack in which hammer 
and axe handles stand in an up- 
right position to stimulate more 
sales. Small vises are also fastened 
on a divider shelf and levels of 
various sizes are neatly placed be 
hind display bars. 





This section occupies a small space but it builds big sales. 
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The “seasonal room" as viewed from the main section of the firm's retail store. 
Lawn mowers, seeds, repellents and allied items are shown in this compact space. 


"Seasonal Room" Builds State's 
Top Sales of Packaged Seeds 


W. C. LANDON & 


CO., Rutland, Vt., enjoys what is 
said to be the largest retail pack- 
age seed volume in the entire 
state. Its garden department, in- 
cluding lawn and garden tools, 
insecticides, repellents and lawn 
and garden seeds, is definitely the 
largest in that city of 18,000. 

A veritable gardener’s paradise. 
the 15 by 20-ft. “seasonal room™ 
is raised above the main store 
level. It is actually a fully enclosed 
concrete runway over an alley sep- 
arating the store from one of the 
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W.C. Landon & Co., Rutland, Vt., features line 
of lawn and garden needs in a 15 by 20-#t. 


space. Contents of room changed with seasons 


firm’s warehouses. Fluorescent 
lighting and the department’s 
raised position serve to attract visi- 
tors to this rear-of-the-store depart- 
ment. However, it is the firm’s 
well established reputation- 
throughout a trading area exceed- 
ing 100,000 population—plus its 
daily advertising that take the 
story of the department far beyond 
the store. 


Shown on this page is the en- 
trance to the “seasonal room.” 
which in cold weather houses 
snow shovels and other winter 
equipment designed to battle 
against Vermont’s heavy snows. 

People going to and from the 
seed. insecticide and garden dis- 
play room, pass a wide variety of 
other merchandise. Dog goods are 


(Continued on page 191) 








There must be adequate understock for anything shown in either 
of the two long windows for they really pull in the customers. 


60 Per Cent of Its Volume 


The fact that the Corlett Hardware Co. is in a 
rapidly growing area on the edge of Cleveland, 
is the big reason for the heavy sale of household 
items. Window displays an important factor 


Fou. lines of hardware 
store merchandise are carried by 
the Corlett Hardware Co., 4148 E. 
13l1st St., on the southeastern edge 
of: Cleveland, Ohio, but it’s the 
extensive lines of giftwares, china- 
ware, glasswares and housewares 
that bring the crowds into this 
neighborhood store. 

The store is rather narrow, only 
20 ft. wide, and 135 ft. long, but 
there’s enough business for five 
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full-time salespeople and two ad- 
ditional sales clerks on Saturday. 
At the height of the Christmas sea- 
son the store staff is increased to 
il. 

The nature of the Corlett store’s 
business has evolved to the point 
where approximately 60 per cent 
of the volume is in giftwares and 
chinaware. The biggest reason for 
this is that the store is in an area 
that has sprouted several thousand 
new homes. Because it is conveni- 


ently located for these new home- 
steaders and has a great variety 
of desirable merchandise, it enjoys 
a lot of business that might other- 
wise go to downtown department 
stores. 


Up Front Displays 


Giftwares and chinaware, as well 
as kindred household lines, are 
displayed in the front part of the 
store where they can be readily 
seen by anyone scanning the mer- 
chandise in the long, shallow, re- 
cessed display windows. 

Twenty-four patterns in three 
different lines of chinaware are 
carried in stock at all times, and 
most of these are standard patterns 
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Scores of decorative pieces, medallions and lamps are shown upon 
these fixtures. Colored paper backgrounds enhance the displays. 


Is in Gifts and Chinaware 


which are most popular from year 

to year. Very few open stock pat- 
terns are carried. 

= 

Has a Reputation oy 

This store has built quite a repu 
tation for dinnerwares in its com- 
munity and last Christmas approxi- 
mately 150 sets were sold. Sales 
pressure on dinner sets is increased 
two or three weeks before Thanks- 
giving, and 25 or 30 sets were sold 
in that period last fall. 

Store traffic is promoted through 
specials such as a 4-piece salad 
set, which are suitable for gift pur- 
poses. Two gross of these, at $1.89 
per set, were sold in 18 months. 





Many items are exposed to invite closer inspection. When a customer 
I al ki h shows interest in a dinner set she is invited to step back to the 
nstead of unpacking each con- wall cases where complete sets are on display in the sections. 
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Right to the Door; or, How to Deliver 
Coal to Newcastle 


ETTINGER, N. D., Feb. 12 
(AP)—You’ve got to hand 

it to Lyle Makegard, local hard- 
ware man. He delivered the goods. 
It was 20 below zero last Wed- 
nesday when he left to make a 
delivery to a farmer customer 20 
miles away. He got to the cus- 
tomer’s home allright and deliv- 
ered the order, but the weather 


was so bad he stayed overnight be- 
fore trying the return trip. 

All day Thursday he bucked 
snow drifts and traveled only four 
miles. He spent the night at an 
other farmer’s home. He managed 
to get back home yesterday. 

The goods? 

A deep freezer. 


—Chicago Tribune 





signment of dinnerware, to check 
on pieces which might have been 
broken in shipment. this store sells 
the sets as originally packed and 
instructs buyers to bring in for 
replacement any broken pieces. 

It has been found that it is more 
economical to use this plan than 
to have someone unpack and re- 
pack each set. 


Will Break Up Sets 


While the store does not sell 
many open stock patterns it will 
break up whole sets in order to 
sell replacement pieces to custom- 
ers who want additional pieces in 
their patterns, because it has such 
a large volume in dinnerware. 

The mark-up on dinnerware is 
60 per cent, which has been found 
to be sufficient to adequately cover 
any losses from breakage and also 
packing costs and still provide a 
satisfactory profit. 


Displays Sell Merchandise 


“Anything that goes in our win- 
dows sells fast, so we have to be 
certain that we have sufficient un- 
derstock on any items we show in 
a prominent place in the windows,” 
says Harry F. Calsing, who bought 
the business about 15 years ago. 

“We price everything that goes 
in the windows, with the exception 
of toys. People are too price-con- 
scious about toys. By clearly pric- 
ing merchandise shown in the 
windows we save a lot of time for 
ourselves as well as our customers. 
Besides, a lot of people will hesi- 
tate about entering a store to in- 
quire about prices.” 


Mr. Calsing formerly operated 
hardware stores at Rockaway 
Beach and Long Beach, L. L., 
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N. Y., but sold out because of ill 
health and moved to Ohio. When 
he decided to go back into business 
and bought the Corlett store he was 
rather dubious about the gift and 
china lines, but his experience with 
them has convinced him that they 
are especially good ones to be car- 
ried by hardware stores, especially 
in communities which have many 
new homes. 

New home owners also use a lot 
of paint and kindred merchandise, 
and this line accounts for about 
one-tenth of the establishment’s 
business. 


\ gift wrapping service, which 
this store provides, is considered 
by Mr. Calsing to be a most essen- 
tial one for any establishment that 
expects to make a specialty of gifts, 
china and glass. This service is 
offered free, except for the cost of 
fancy boxes, which cost the cus- 
tomer from 15 to 25 cents. All gift 
items are cleaned, placed in paper 
straw, wrapped with attractive, 
decorative paper and tied with a 
ribbon. 


Holiday Wrapping 


During the Christmas holiday 
season there is sufficient wrapping 
work to require the services of 
three school girl extras. At that 
season the gifts are wrapped in 
fancy papers and ribbons. These 
wrappings so enhance the pur- 
chases that customers are satisfied 
that they are getting the same ser- 
vice that they would get if they 
traveled all the way into town to 
shop at the department stores. That 
is one of the reasons why many 
people who live 20 miles away 
from the Corlett store go there to 
do their shopping. 


Attractive Display Helped Sell Easter Merchandise 


EAUTY and seasonal appeal, 

last Easter, helped Live Hard- 
ware Co., 1511 Mission St., S. 
Pasadena, Cal., sell crystalware 
and dinnerware. This window was 
backed with lavender crepe laid 
in pleats and floored with the same 
material. A long gilt table held 
crystal candlesticks with purple 
tapers and a one place setting of 
medium priced dinnerware. The 
centerpiece of the display was a 
large rabbit in feminine attire 


holding a small basket filled with 
miniature cups and saucers. Fast- 
ened to the edge of the table was 
a large chromium hoop, with 
brackets attached, on which were 
shown a number of pieces of din- 
nerware. 

Because low backed windows 
were used, the store’s interior dis: 
plays of crystal and dinnerware, 
occupying the front section of one 
side of the store, were made visible 
to window shoppers. 








This unusual Easter display attracted both young and old. 
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The Business of 
Being a Citizen 


We must “hammer home" the fundamental economic and 

political principles of this country—freedom of opportunity, 

speech, worship, franchise and ownership of property, says 

Dr. Distler. He deplores the fact that less than 50 per cent 

of our potential voters exercised the right to vote during the 

1948 election. We must, says college president, “return to 
a faith in God." 


By DR. THEODORE A. DISTLER* 
President, 
Franklin & Marshall College, 
Lancaster, Pa. 





DR. THEODORE A. DISTLER 


| DON’T know whether 
we are starting from the right 
place or not, but I have a thesis to 
evolve today. I think we are con- 
fronted today with the possibility 
and the necessity of answering 
three questions. I don’t propose 
to answer all those questions. | 
propose to answer one of them. 
First, can the Western World 





*From an address before the Hard- 
ware Merchants and Manufacturers’ 
Association of Philadelphia, Jan. 27, 
1949, at the Hotel Benjamin Franklin, 
Philadelphia, Pa. 


HARDWARE AGE, MARCH 10, 1949 


lead the world? I think that ques- 
tion has to be answered. 

Second, can we provide leader- 
ship for the Western World? 

Third, can we maintain our 
political and economic system? 

| am hopeful that ultimately the 
answer to all three of these ques- 
tions will be “yes.” However, | 
think that the answer to the last of 
these three must come first. Can 
we maintain our political and eco- 
nomic system? It is my considered 
opinion, for whatever it may be 


worth, that unless you and | can 
maintain our American political 
and economical system, the other 
two answers will have to be in the 
negative. 

I say that because I have a con- 
viction that our political and eco- 
nomic systems are tied together. 
There are a lot of people walking 
around today who feel that you 
can tamper with one without in- 
terfering with the other. Not so. 
Our system was designed so that 
the political and economic system 
would move hand in hand and 
would be undergirded and sur- 
rounded by a moral concept hav- 
ing to do with the dignity of man 
in the eyes of God. And when you 
and | attempt, by whatever system 
we may cal! it—call it a social de- 
mocracy, call it a social anything 
—when we tamper and tinker with 
any part of that machinery, we are 
going to disrupt the rest of that 
machinery. This will happen as 
surely as you and I are sitting 
here. 


Individual Thinking 


The one thing that concerns me 
about America today is America’s 
capacity to think, to think indi- 
vidually, to think through a prob- 
lem instead of letting somebody 
pre-digest the thing and send it to 
us over the radio, or have us read 
it in a newspaper column. I want 
America to do its own thinking, 
and it doesn’t make any difference 
where you go for source material, 
in terms of thinking men and wo- 
men in the country. You may go 
back to Franklin, or you may go 
to Abraham Lincoln or to Thomas 
Jefferson or Herbert Hoover or 
Franklin Roosevelt, but in the 
writings and speeches of these men 
you will see one red thread that 
goes throughout, and that is that 
the ultimate strength of our coun- 
try will rest on the ability of the 
average man or woman in Amer- 
ica to understand and comprehend 
the genius of our life, the genius 
of our political system, the genius 
of our economic system. There is 
no other hope for us. 

Now, it would be very nice if 
you and I could set aside some 
1500 or 2000 PhD’s—don’t include 
college presidents, because if col- 
lege presidents could think they 
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would be out making money right 
where you are (or are you? )—it 
would be perfectly nice if we could 
get the so-called best minds in 
America to do our thinking for us. 
But then you wouldn't have our 
form of government—a republic. 
No, we have the harder task of 
making sure that we have an in- 
telligent electorate. In other words. 
knowledge is the first concern of a 
real American citizen. 


Should Not Forget 


Some of the people go around as 
though something in 1787 had 
happened that wasn’t very impor- 
tant; it was just a couple of fellows 
like Jefferson and Benjamin 
Franklin and Jasper Yeates and 
Benjamin Rush — just Johnny- 
come-latelies who had come from 
across the sea—sitting down and 
writing a document. It wasn’t a 
particularly interesting document. 
They had a great many fights in 
doing it, writing this Constitution 
in which they set up an economic 
and political system for this coun- 
try and in which they undergirded 
the system with a moral atmos- 
phere. All you have to do is to go 
to the sources of the origin of our 
country, and you will see that God 
was in the center and must remain 
in the center of American culture 
if we are to preserve our institu- 
tions. That is one of the things 
that we cannot and should not 
forget. 

No, they weren’t “Johnny-come- 
> You would have a diff- 
cult time trying to find in the 18th 
Century more capable minds than 
those who prescribed the rules and 
regulations under which this na- 
tion was to play ball. They knew 
about the Babylonian civilization, 
they knew about the Greek tradi- 
tion, about the Roman contribu- 
tion, about the Christian-Judaic 
contributions to the onward march 
of civilization; and out of that 
they built a plan for a country in 
which it would be possible for an 
amalgam of people to live in peace 
and tranquility. 

Yes, they knew that. And what 
we've got to do today is to have 
the average American go back and 
remember that. You say, “Oh, he 
does know that.” Does he? Sev- 


latelies.’ 
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enty-five per cent of the Americans 
don’t know what the Bill of Rights 
is. There are less than 75 per cent 
of Americans who can explain 
even the most simple truths about 
our economic system. What are 
wages? What are prices? What 
are profits? How is a job set up? 
These are not the things that they 
are sending over the air from the 
University of Chicago, not the 
“hyfalutin’ ” things about what to 
do with the tariff. These are the 
fundamental things that a fellow 
who works in a shop or in a fac- 
tory has to understand about our 
economic and political system. The 
man on the street must be made to 
understand that he too is a capi- 
talist. Cloud Wampler, President 
of the Carrier Corporation and 
National Vice-President of the Na- 
tional Association of Manufac- 
turers, remarked in an address 
some time ago that a study by one 
of our great Universities indicates 
that persons or families with in- 
comes of less than $5,000 a year 
receive 90 per cent of all wages 
and salaries, 69 per cent of all 
dividends and interest, and 83 per 
cent of all income from rents. This, 
it would seem to me, makes prac- 
tically all Americans capitalists. 
And this means that the average 
American must be made to realize 
his place in our economic and 
political system. That is the first 
thing that we’ve got to solve. 


a oo 


"God gives us the grace and 
courage to sell our products 
decently and intelligently. If 
our system was worth dying 
for, it is worth living for." 
—Dr. Distier. 


You say it is a tough job? 
Well, it’s the most worth-while job 
in the world. Is there any one of 
us here who is so busy, so tre- 
mendously busy, that he can’t say 
to himself, “This year I am going 
to convince one man a month to 
believe in the political and eco- 
nomic system under which we 
live.” 

I don’t mean to convince the 
fellow that he ought to be either a 
Republican or a Democrat. The 
fundamental economic and politi- 
cal principles of this country defy 


definition politically. There are 
some things that just belong 
whether you are a Republican, a 
Democrat, or an_ independent. 
There do not have to be any po- 
litical complications at all. Let's 
talk positively about some of those 
elements. Let’s tell them what free- 
dom of opportunity is. Notice, | 
am not saying freedom from any- 
thing; I am putting it in the posi- 
tive. The freedom of opportunity. 
the freedom of speech, the freedom 
of worship, freedom of franchise, 
freedom of ownership of property 
-and how we need to hammer that 
home today! One of the most dis- 
tinguishing marks of a free man is 
the fact of his right to possess and 
own something, and that is being 
attacked today in a thousand and 
one insidious ways all over this 
nation and, indeed, all over the 
world. One of the marks of the 
free man is the opportunity to own 
and possess, and if we ever forget 
that, we are giving up one of the 
most important of our freedoms. 


Fundamental Truths 


These are the great fundamental 
truths that we must teach the 
American people. 

I must hasten on to the next 
point, which is that in addition to 
the 15 or 20 per cent of America’s 
young people who go through 
some formal higher education, the 
bulk of America’s youth, people 
who now exercise or will exercise 
their franchise, are workers in 
shops and factories and offices. 
You are the people who in terms 
of your lives and in terms of your 
actions are going to influence them. 

Now, let me just give you an 
illustration or two as to some of 
the illogical thinking that goes on 
in America. I haven’t time for 
many illustrations, but I hope 
these will be potent enough to 
make my point. 


Every American has twelve bil- 
lion brain cells. That is an awful 
lot of brain cells, and let me tell 
you that, as Napoleon Hill put it, 
“more gold has been mined from 
the brains of men than has ever 
been taken from the earth.” We 
must remember, too, the words of 
Charles F. Kettering: “You can 
send messages around the world in 

(Continued on page 180) 
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M. C. Paterson attracts the men with displays in front of the store. 


Husband-Wife Team Develops 
Small Town Hardware Store 


{= M. C. Paterson 


Hardware, National City, Cal., was 
opened in February, 1948. This 
year the store, located in a small 
town south of San Diego and just 
a few miles north of Baja Califor- 
nia, Mexico, is a lusty infant. 
The name, “M. C. Paterson,” 
tells only half the story of the new 
store’s growth. The man who be- 
longs to that name is a 6 ft.-plus, 
hardy western fellow. He is the 
official owner of the store. The 


other factor in the store’s growth 
is M. C. Paterson’s wife, Neda 


Paterson. She is the actual hard- 


ware store manager. Her husband 
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divides his time between the hard- 
ware store and his scooter busi- 
ness which can be entered from 
this store to an adjoining one in 
their own building. 

Each of the Patersons has con- 
tributed to the store’s growth. Mrs. 
Paterson’s special job has been 
to attract women to the store. To 
do this, she was armed with an 


interest and a knowledge of art 
craft work. 

When the Patersons opened 
their store, Mrs. Paterson realized 
that her craft work could be ap- 
plied to win women customers. 
Until this time, craft work in cop- 
per, leather and textiles had just 
been a hobby. She had made many 


such items for herself and as gifts. 


M. C. Paterson centers his attention on items of 

interest to men. His wite interests the ladies 

by means of art craft work in leather, metals and 
textiles. It's a team that gets results 
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Mrs. Paterson attracts the feminine trade. She is shown at 
the left selling a customer material for leather craft work. 


Now she was ready to use it as a 
merchandising tool. 

Here’s how it worked out—on 
the firing line—in practice: When 
the Patersons distributed 3000 
handbills offering craft materials 
to homes in the neighborhood, 100 
women came in to the store within 
a few days. With craft material, 
and tools with which to make them, 
Mrs. Paterson offers free instruc- 
tions. This attracts women who are 
interested in this type of work as 


a hobby. 


An Important Line 


The sale of craft supplies and 
tools is an important part of the 
M. C. Paterson business. In some 
months this line’s results in sales 
totaling $400 to $500. But the traf- 
fic which craft sales brings is a 
valuable asset in another way: 
Women who come into the store 
to buy tooling copper, or Morocco 
leather also buy oil cloth, brooms, 
screens, household goods, elec- 
trical appliaces, and garden tools. 

The handbill which attracted 
100 women to the store was 
headed: “Attention Art Craft 
Workers.” Under this heading, 
half a page was devoted to listing 
two kinds of tooling leather; 
leather lining; lacing, and snaps; 
tooling copper, and textile paint- 
ing materials. The handbill told 


166 


prospective customers about the 
free instruction which was avail- 
able to them. 

The second half of the page 
featured regular hardware items, 
ranging from carpet sweepers to 
wheelbarrows. 

The subject wheelbarrows is a 


good place to start M. C.’s mer- 
chandising factor in this young 
hardware store. Mr. Paterson be- 
lieves the best way to sell an item, 
is to show it. Show it where they 
can’t miss it, where they'll prac- 
tically bump into it. 


Wheelbarrows Featured 


One of the items Mr. Paterson 
shows is wheelbarrows. Since the 
store is located on the outskirts 
of a small town and is housed on 
their own property, he displays lots 
of merchandise on the sidewalk. 
Included in this sidewalk display 
are generally 10 to one dozen 
wheelbarrows. Mr. Paterson knows 
National City is a growing com- 
munity. There are many small 
orange and lemon groves in the 
neighborhood. Many new homes 
are going up and some are being 
repaired. It is not unusual for this 
store to sell three or four wheel- 
barrows a day. 

Soa show-’em-to-sell-’em seems to 
be working out. In addition to 
wheel goods, the sidewalk display 
includes other eye-catching items: 
big garbage cans, hose, rolls of 

(Continued on page 216) 

















ATTENTION ART CRAFT WORKERS 
LEATHER: Eeautiful tooling calfskin * $1.35 per sq. ft. hide or half or 
02g per square inch cut to size. 
Morocco Leather - .90¢ per sq. ft. by the hide or 13¢ per sq. 
in. cut to size, 
Beautiful cape skin for lining = 507 sq. ft. 
S, TOOLS | 
BUCKLES, AND PURSE SNAPS. 
| 
Best Quality Leather Lacing - 10¢ per yard. | 
‘allet Liners - .85¢ and up. 
PPER; Tooling copper = 36 gauge - 12" wide = 25” per foot. | 
Copper Iscutcheohm Pins = 25¢ per package. | 
TEXTILE PAINTING; 
Alpha, Amaco and Prang Textile Paints, stencil paper and brushes. 
FRIE INSTRUCTIONS 
_ 
shy go to San Diego for your artcraft and leather supplies 
When you can buy as cheap or cheaper at home | 
| 
HARDWARE SPECIALS | 
Wheelbarrows = home use 9.95 and 13.95 -- Contractors 3,50 and 33.40 
Garden Carts - all metal / = = ef VB 
ae eet eee a ae 
ieee eel —_ 
M. C. PATERSON 
Greeley 7-153 and 7°5161 18th & N 


lational Ave, National City | 


- 





Part of one of the store's 


mimeographed bulletins featuring art 


craft hobby supplies and “hardware specials" offered by the store. 
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e- 
, They Sell Major Appliances 
ey 
ac- D a 
By Demonstrating Them 

- Consolidated Hardware has two working model 
he kitchens that are always ready for customers. 
rts A Washroom demonstrations held twice each week 
“ T the Consolidated 
rts Hardware in Provo, Utah, a city 
k. of 18,000, there are two model an attractive table at one end of | week and seven one-minute spots 
ay working kitchens. Each unit has a the unit. Several comfortable for $200 per month. 
os metal cabinet and the electric stove —_ chairs are placed around the table. Prices are given on all items 
- and refrigerator are connected. Consolidated Hardware adver- advertised in newspaper display 
> Adjoining the kitchen unit is a _tises its appliance line with a 4 on the radio, and through broad- 
il washroom unit. Here, Consoli- per cent budget based on the pre- _ sides. “We believe,” Mr. Johnson 
- dated’s owner, O. W. Johnson, has — vious _six months’ gross sales says, “that the buyer appreciates 
es washers, driers, and ironers all (January and July are used for having a merchant ‘shoot square’ 
1g connected for demonstration. Pros- _ setting up the budget). Of this 4 _ on prices. 
is pective customers are invited to per cent, one half goes for news- “We want our customers to 
I. bring their washing to the store _ paper display space, one third for _ know that we do not fear the chain 

and watch it washed, dried and radio time, and the balance for stores on price. When a prospec 
0 ironed. Two afternoons a week direct-by-mail broadsides. Broad- tive buyer comes in and asks us 
0 are set aside for these demonstra- __ sides are used three times a year, about such and such an appliance 
y tions. A lady attendant is on hand 4500 in each issue. and tells us the price we believe 
3 to operate the equipment and ex- Through a small local radio sta- __ the sale is well on its way to being 
sf plain each operation. A table radio __ tion, Consolidated is able to buy a _ closed and we know the buyer has 





and a record player are placed on 





half-hour program five days a 
































been thinking about our ad.” 














Here is a section of one of the working kitchens. The working 
washroom unit, complete in every detail, adjoins this section. 
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“Old Fashioned Opening for 


Attracts more than 10,000 visitors to the modern store 
of the Westport Hardware Co. Orchids for the ladies and 
refreshments for all mark housewarming of unique store 
that features an art gallery to serve the local artists 





— by 


Westport Hardware Co., West- 
port, Conn., as an “Old Fash- 
ioned Opening of a New Fash- 
ioned Store,” both owners and 
staff contributed in presenting just 
that type of introduction for the 
new and unique building. That 
the type of store and manner of 
its opening made a real hit is 
shown by the fact that more than 
10,000 people visited the estab- 
lishment during its two-day open- 
ing festivities in January. Modern 
display equipment, wide aisles and 
unusual service features are high- 
lights of this store. Westport has 
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Patterned after an old colonial inn, once located in Westport, the front 
permits a full view of much of the store's interior from the sidewalk. 


a population of 11,000 and its 
trading area is more than double 
that figure. 


Attractive Exterior 


(n keeping with the love of New 
Englanders for colonial style archi- 
tecture, the front is a modern 
adaptation of an old inn formerly 
located in Westport. Despite the 
colonial motif of the exterior, it 
has an entirely visual front, both 
the street and mezzanine floor pre- 
senting practically an unbroken 
sweep of glass, excepting for struc- 
tural and ornamental columns and 
metal work: 


Built on tide lands the store has 
a 72 ft. front and its depth ranges 
from 84 to 94 ft., the width in the 
rear portion of the building being 
85 ft. Total display space is esti- 
mated at about 30,000 sq. ft. Dur- 
ing its construction the builders 
had to work, subject to tidal condi- 
tions and with the assistance of 
pumps, some of the more impor- 
tant work actually being done at 
night under floodlight. The store 
front is of wood and brick, and 
each sale and storage section is 
completely protected by a sprinkler 
system. Heat is provided by a 
radiant system and the sidewalk in 
front of the store has radiant heat- 


HARDWARE AGE, MARCH 10, 1949 





ing, to 
and sn 
unusua 
on the 
River, : 
warm 

utilized 
den fur 


7 
Fluo 


concea 
makes 
workin 
lends ¢ 
with tl 
pine wv 


Hardwe 
with s 
items 

shelvine 
to co 


HARD" 











a New Fashioned Store’ 


ing, to keep it dry and free of ice 
and snow in the winter. Another 
unusual feature is a stone terrace 
on the edge of the Saugutuck 
River, at the back of the store. In 
warm months this area will be 
utilized for showing lawn and gar- 
den furniture and related lines. 


The Modern Touch 


Fluorescent lighting. much of it 
concealed by valances, not only 
makes the store a comfortable 
working and shopping center but 
lends a modern touch, in contrast 
with the colonial facade. Knotty 
pine woodwork adds to the ap- 


Hardware items are sampled here 
with smaller and less expensive 
items on glass divider-equipped 
shelving. Doorway at left leads 
to concealed storage sections. 


A major portion of the first floor and mezzanine is visible in this picture. 
equipped, the knotty pine woodwork and old time lanterns contribute colonial atmosphere. 
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pearance of the interior and each 
department under the mezzazine is 
clearly identified by large letter- 
ing. Double electric outlets are in- 
stalled toward the base of each of 
the columns supporting the mezza- 





nine, which runs around the four 
walls of the store. 

Handling incoming shipments of 
merchandise has been made easy 
as most of it can be lowered right 
into the basement through trap 
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This full page newspaper ad, mingling old fashioned and new faces of 
type invited the community to attend this "Old Fashioned Opening.” 


doors in the sidewalk and onto a 
conveyor. With this system prac- 
tically every piece of merchandise 
taken into the store for reserve 
stock or immediate display is un- 
packed and price marked within 
less than 24 hours of its receipt. 
The store has an elevator which is 
used primarily for the transfer of 
merchandise from one floor to the 
other. 


An Unusual Feature 


Another very unsual feature is 
the cashier’s desk toward the cen- 
ter rear. It has an electric call sys- 
tem, visible around the clock above 
the cashier's head. A series of 
white and red signal lights and 
electric chimes are used to signal 
any department and certain indi- 
viduals to telephones or to the 
desk. The chimes call attention to 
the fact that individuals or depart- 


170 


ments are wanted and the lights in- 
dicate who is being signalled. The 
system is on both sides of the panel 
surrounding the’ two-faced electric 


clock. 


The Westport Galleries 


The most unusual service, in the 
entire store, however, is the perma- 
nent Westport Galleries, located on 
the mezzanine floor. Here water 
colors, oil paintings, etchings and 
sculptures are to be exhibited the 
year ‘round. The exhibits will be 
selected by a committee of local 
artists, the membership of which 
will be rotated. The Westport 
Hardware Co. will receive a 10 
per cent commission on all art 
works sold in the galleries to cover 
its cost of operation, but the owner 
of the art will pay for insurance 
against theft, fire or other damage, 
with the store having no liability, 


of any kind for the safety of the 
exhibits. Westport is famed as the 
center of an art colony and the 
Westport Galleries should be an ex- 
cellent means of building traffic 
and creating goodwill among local 
artists. 

Hardware, paints. sporting 
goods, tools of all types, house- 
wares, electrical appliances and 
sporting goods are among the main 
floor displays. Storage facilities 
for reserve stocks are behind the 
wall units, reserve stock for other 
departments being in the basement 
Although sample displays of heavy 
hardware lines will be shown on 
the main floor, these lines will 
have their main displays and stock 
in the basement. The mezzanine 
floor houses, in addition to the 
Westport Galleries, a stock of fur- 
niture, linoleum and outdoor fur- 
niture. 


Kitchen Installations 


The store will sell and plan com- 
plete electric kitchens, using its 
own electric display to give pros- 
pects demonstrations of all the 
equipment in ite own setup which 
is visible from the street. Com- 
plete installation, including lino 
leum or asphalt tile flooring will 
be offered, following for the pres- 
ent chiefly store-developed leads. 
These have been developed as the 
result of its extensive newspaper 
advertising and of store visits by 
interested prospects. The com 
pany’s linoleum mechanics will cut 
all linoleum to size and necessary 
pattern before delivering and in- 
stalling the floor covering for a 
home. 

Considerable advertising in 
Westport newspapers and in peri- 
odicals in neighboring communi- 
ties announced the opening days. 
One advertisement had the head 
ing, “Statement of Policy.” and 
stated in part: 

“On January 28th, one of New 
England’s largest and most com- 
plete hardware and housewares 
stores will open in Westport. 

“Many have watched the prog: 
ress of the building of our new 
home and have marvelled at the 
speed of the construction. It’s 
true it took little more than five 
months to build the largest busi 
ness building in Westport, but it 
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has taken 24 years of careful plan- 
ning to make our new store an 
outstanding shopping center in 
every sense of the word.” 

Further the ad stated, “We West- 
porters know the countless bene- 
fits of shopping at home—the com- 
fort of dealing with people we have 
known and trusted for years—the 
personal contacts and friendships 
that grow with time. We know 
that we will find all of these right 
here in our community. 

“We are prepared with our spa 
cious new store to take an even 
larger part in the life of our town. 
We will strive to give you con- 
stantly improving service in the 
same friendly atmosphere that you 
have learned to expect from us.’ 


Feature Employees in Ad 

Another interesting advertise- 
ment, published prior to the open- 
ing of the new store paid tribute 
to 18 employees of the company, 
showing their individual pictures, 
giving their names and nicknames 
and telling in humorous or philo- 
sophical fashion some of their 
characteristics and the nature of 
the services they perform for the 
concern. One example was that 
for “Big Cliff’ who was character- 
ized thus, “Clifford Myers has been 


our right hand man for twenty 





Paint and related lines occupy this section under the mezzanine 
of the store. Large lettering serves to identify this department. 


years. He is the hardware and 
linoleum doctor with always the 
right precription.” Signed by Ed- 
ward L. Greenberg, president, and 
Nat H. Greenberg, treasurer and 
general manager, that ad carried 
this message, “Thanks, Girls and 
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This department interests the ladies. In addition to the ceiling lighting units, 
the valance conceals fluorescent units which serve to brighten the wall displays. 
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Boys.—The New Store is Your 
Store. Your loyalty and faithful- 
ness made it possible. 
“This is that old gang of ours. 
“They have been with us from 
one to twenty years. 


(Continued on page 218) 
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NEMA Seeks Acceptable Designation 
For Describing Smaller Appliances 


Readers are urged to vote for the name they prefer so that 
all interested in appliance distribution may use the same terms. 


|’ an attempt to select a properly 
descriptive title for their in- 
dustry, manufacturers of so-called 
“small electric appliances” are ap- 
pealing to readers of HARDWARE 
AcE for their counsel in determin- 
ing a universally acceptable indus- 
try name. 

Through common usage over 
many years, these products have 
had various titles, including such 
names as ‘‘small appliances,” 
“table appliances,” “traffic appli- 
ances,” “minor appliances” and 
“plug-in appliances’? among 
others. Recent discussions of this 
subject on the part of members of 
the Domestic Appliance Section of 
the National Electrical Manufac- 
turers Association have developed 
many reasons for the desirability 
of an industry denominator which 
will be uninformly used. 

Feeling that wholesalers and re- 
tailers will have an active interest 
in this important question, it has 
been decided to ballot members 
of the trade to determine their 
preference for an industry title 
which can be adopted for general 
use. It is hoped that there will be 


a very active response to this re- 
quest for an expression of trade 
opinion, through the use of the 
ballot form which appears at the 
bottom of this page. In com- 
menting on this subject, the Do- 
mestic Appliance Section of 
NEMA points out that in 1947 the 
retail sales of “small” or “traffic” 
appliances represented a retail dol- 
lar volume of approximately $548,- 
000,000 and sales for 1948 are es- 
timated to be $613,000,000, in- 
cluding sales by retail hardware 
dealers and other outlets. 
Appliances such as refrigera- 
tors, washers, ironers, stoves and 
freezers have long been identified 
as “major appliances.” Producers 
of small appliances feel that simi- 
lar action, beneficial to the entire 
industry, can be obtained through 
proper exploitation of an adequate 
industry title for their products. 


Embraces Many Products 


The so-called “small appliance” 
industry embraces many products, 
including toasters, irons, waffle 
irons, sandwich’ toasters, heating 





Small Electric Appliances 
Portable Electric Appliances 
Electric Traffic Appliances 


Electric Housewares 
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pads, electric bed coverings, roast- 
ers, cookers, grills, mixers, blend- 
ers, table stoves, hot plates, 
shavers, fans, clocks, heaters and 
coffee-makers. 

While the word “small” may 
be descriptive of the size of some 
of the appliances involved, there is 
quite a general feeling that this 
term may be detrimental because 
there might be a tendency by con- 
sumers and the trade alike to 
underestimate the importance of 
this very sizable business if either 
the word “small” or “minor” is 
used, 

Considerable criticism has also 
been directed at the term “traffic 
appliances” on the basis that the 
word “traffic” insofar as the con- 
sumer is concerned, has no rela- 
tion whatsoever to the appliances 
themselves. 

The suggested use of the term 
“electric housewares” catalogs 
these items as electrified conven- 
iences for the household and iden- 
tifies the devices as products which 
are generally carried in housewares 
departments of retail hardware 
stores, and other types of retail 
firms. 

Considerable attention has been 
given to the term “portable” elec- 
tric appliances which, of course, 
distinguishes these devices from 
major appliances by size and 
weight and in addition the term 
“portable” is descriptive of all the 
small appliance 


“ 


products in the 
group.” 

The ballot form at left may be 
used by our readers to express 
the choice of title which they feel 
is best suited for use. In the event 
that none of the printed names ap- 
peal to readers it is suggested that 
they write in the descriptive term 
of their choice. 

The ballot form should be sent 
to the Statistical Department, Na 
tional Electrical Manufacturers 
Association, 155 E. 44th Street, 
New York 17, N. Y., where all 
votes will be tabulated for final 
results. 
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... like as not he’ll be doing some 
shooting. With spring and summer 
fishing trips coming up soon, many 
of your rod and reel customers will 
be coming into your store for fishing 
tackle and camping equipment. It’s 
an excellent opportunity to boost 
your gun and ammunition sales. Be- 
cause, being sportsmen, many of 
them will be planning to take along 
a 22 rifle and ammunition on that 
fishing trip to do a bit of informal 





target shooting or “‘plinking.”’ 

Place a gun and ammunition near 
your fishing department, and you’ll 
not only sell your big spring quotas 
of fishing tackle... you’ll also remind 
these sportsmen to check up on their 
shooting equipment for the trips they 
are planning. Help them to get maxi- 
mum shooting enjoyment by featur- 
ing the ever-popular line of accurate, 
high-quality Remington 22 rifles and 
ammunition. 





“MUST” Rererence Matter 
To Herp Boost Your 


SHOOTING SALES 


“SHOOTING DOLLARS.” 
Here’s a handy 
booklet that gives 
sound, practical 
merchandising sug- 
gestions. It shows 
you ways to make 
your department 
more modern, more attractive, more 
productive. ‘It illustrates basic selling 
principles for all sporting goods. Color- 








fully illustrated, it belongs in every 
sporting goods department. 


AMMUNITION PRICE | 
LISTS. These useful 
price books help 
make your job eas- 
ier. They contain 
suggested list prices, 
are a ready refer- 
ence to check when 
customers ask about an unusual load 
or caliber. 

For your copy of “SHoorinc Dot- 
LARS” or Remington Price List, or both, 
write today to Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 
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REMINGTON HAND TRAP 
PROMOTES SALES OF 
SHOT SHELLS, CLAY TARGETS 


Light, easy to carry and fun to use, the 
Remington Automatic Hand Trap can 
throw a clay target 65 yards with little 


effort, because “‘the spring does the 


work.” Sale of one hand trap promotes 
year-round shooting, year-round sales. 
It’s easy to sell to each new shotgun 
purchaser. And it sells, on the spot, a 
supply of Remington “Shur Shot” shells 
and Remington ‘“‘Blue Rock”’ targets. 
It insures repeat sales of shot shells and 
target. 





Get the free, illustrated booklet, 
‘How To Have Fun W1TH A REMING- 
TON HaANpD Trap” and offer it to your 
customers. It will help promote sales of 
Hand Traps. Your wholesaler has Rem- 
ington Hand Traps in stock. 








SHOOTERS GO FOR 
OUTSTANDING VALUE OF 
REMINGTON MODEL 550 


The owner of a Remington 
Model 550 Autoloader 
knows he’s shooting a top- 
notcher. It’s a_ versatile, 
popular-priced rifle—shoots 
22 short or 17 long or 15 
long rifle cartridges. And 
it’s the only autoloader that 
shoots them interchange- 
ably and automatically 
without adjustment —a 
popular time and trouble- 
saving feature with 
shooters. 


The Model 550, an out- 
standing value with distinc- 
tive lines and smooth, easy, 
dependable action, is a 
honey of a 22 rifle. Easy to ~ 
handle... easy to shoot... 
an all-round rifle for hunt- 
ing, “‘plinking” or target 
shooting. Feature this pop- 
ular-priced 22. With its 
smart styling and its repu- 
tation for reliable perform- 
ance, the Remington 550 is 
a shooting value sportsmen 
will find hard to resist. 


Shur Shot and Blue Rock are Reg. U.S. Pat. Off 
by Remington Arms Co.,Inc., Bridgeport 2, Conr 
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The Ad-Viser 


How. to "Stretch" Your Advertising Dollar 


Using the “right'’ medium at the "right time directed 
to the "right" people and featuring "'right'' merchandise 
is a system that will invariably get "right results 


l. is possible for the 
hardware dealer to get more for 
every advertising dollar he spends. 
This can be accomplished by a 
careful adherence to the rules, by 
intelligent planning and good tim- 
ing. It can be done by using the 
right medium at the right time, 
directed to the “right” people, of- 
fering the “right” merchandise. 

No doubt, in your own experi- 
ence, you have discovered that ads 
of the same size have produced 
completely different results. One 
may have been not too successful, 
the other a tremendous success. 
Your space and production costs 
were the same but the resulting 
profits were very different. 

What is the reason for this? 
Why should one ad “pull” very 
well and another “pull” poorly. 
There may be many reasons. How- 
ever, chances are that one of the 
main contributing factors is that 
the successful ad followed the rules. 
was timed well, utilized the “right” 
medium and sold “right” merchan- 
dise. 

How can we, then, produce 
more of these successful ads? How 
do we get more for our advertising 
dollar? Here too, we have no 
definite answer. We can, never- 
theless, offer some suggestions 
which have worked in the past and 
probably will work for you: 


Some Suggestions 
1, Offer the “right” merchan- 
dise. This is a rule of great 
importance. A_ retail hardware 
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store's advertisement can do its 
biggest job only when it promotes 
items which are in current demand. 
In other words, push seasonable 
items which the public can use. 


Advertising's Functions 


The functions of retail hardware 
store advertising are to announce 
the availability of merchandise, 
and to describe its uses and vir- 
tues. When the merchandise is 
“right,” chances of success are 
greatest. Remember, newspaper 
readers want timely news about 
fresh merchandise. This means 
that you can get the most for your 
advertising dollar by “timing” 
your promotions to coincide with 
customer interest. Offer the items 
pleasingly, with acceptable prices 
and you'll get results. 

2. Be sure that you are adver- 
tising in the “right” medium. Get 
the current rate cards of your 
newspaper, radio, etc., and keep 
posted on circulation and listener 
figures. You've got to keep in- 
quiring. While one medium may 
appear to be “cheap in price,” it 
may be very costly in terms of 
poor returns. 

3. Be sure that you advertise 
consistently. “The customer has 
a short memory” is a saying which 
is undoubtedly true. Inconsistent 
or infrequent advertising can re- 
sult only in a loss of potential bus- 
iness for the advertiser. It is 
necessary to constantly remind the 
public of your store’s advantages. 
You must convince the reader by 
sheer repetition and logic that you 
have better service, lower prices, 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising 
Pace Institute, New York City 


Goo G 


finer quality, greater convenience. 
This must be repeated, repeated 
and repeated. Examples and illus- 
trations should be included. Old 
customers must be reminded, new 
ones informed. That is why con- 
sistency is a “must” in your ad- 
vertising. 

3. If you want complete success 
in your advertising, get the co- 
operation of your salespeople. Ad- 
vertising brings potential custom- 
ers into your store, but it is up 
to the salespeople to complete the 
sale. They must be informed, en- 
couraged and stimulated to action. 
Advertising and sales promotion 
within the organization will help 
here. 


Keep Personnel Informed 


All personnel should be in 
formed about current advertising 
and promotion. It not only makes 
for better co-operation, but also 
provides a basis for a better sales 
talk. Many stores follow the pro- 
cedure of distributing reproduc- 
tion proofs of their newspaper ads. 
Others will permit and encourage 
the salespeople to participate in 
the construction of the ad. In both 
instances, they are kept well in- 
formed. This helps considerably 
in making additional sales and in 
eliminating unnecessary losses in 
sales. 

Advertising used intelligently 
can stimulate sales and increase 


profits. 
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Selling is today’s No. 1 job! 


OHNNY’S got a penny to spend. His mouth 
is watering for gum drops. But, unless Mr. 
Storekeeper shows up soon, Johnny will pocket 
his copper. He won't buy unless he is sold. 
America has 60,000,000 wage earners. Their per- 
sonal savings in bank accounts, bonds, currency, etc., 
approximate $175 billion, $125 billion more than 
in 1940. Like Johnny, this group has money. But, 
like Johnny, they must be sold. 


Industry is now producing 50% more 
manufactured goods per citizen than before 
the war. This is twice as much per capita 
as in 1900, despite the doubling of population 












The Cleveland Reel Salesman is 
typical of modern merchandis- 
ing tools which will boost sales 
in 1949. It holds 4 reels or their 
equivalent in Y2 or Vs reels . 
sells chain “right off the reel”. ‘ 
: comme 
Member 
ear so* 


and an average 15-hour weekly reduction ina 
working time. 

Obviously, today’s production rate, our pros- 
perity and standard of living can be maintained 
only by salesmanship. We must keep Mr. Average 
Citizen eager for new and improved products... 
influence him to buy what he wants now—not 
next week. Above all, we must stay on the job 
and sell him. 

Aggressive, intelligent salesmanship—nothing else 
—will balance increased production with a com- 


parable increase in sales. Our number one job 
today is SELLING! 


VR SG RD 


Vice Pres., Charge of Sales 





CLE VELAND [HAIN 


Lhe Cleveland Chain & fy. Co. 
Cleveland 5. Ohio 


Associate Companies: David Round & Son. Cleve 
land 5, Ohio * The Bridgeport Chain & Mfg. Co. 
Bridgeport 1, Conn. * Seattle Chain & Mfg. Co. 
Seattle 8, Wash. © Round California Chain Co. 
So. ty Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton ¥, N J. 


Since DR 1869 
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R. L. Peete in the 11 by 11-ft. home workshop display room. 


Tools Their 


A HOMEWORKSHOP 


tools department which occupies a 
small display room 11 by 11 ft. 
square, is the leading department 
in producing volume for the Peete 
Hardware & Tool Co., Sioux City, 
lowa. 

According to R. L. Peete and 
R. W. Pitner, partners, business in 
this department is derived from 
three sources: local hobbyists and 
skilled workers, orders resulting 
from catalog mailings, and sales 


R. W. Pitner points to the “budget 

sales map" on which all sales for 

the department are recorded with 
pins of various colors. 
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which come in through salesmen 
who cover the Iowa territory and 
call on high school manual train- 
ing teachers, school boards, and 
well-known out-of-city hobbyists. 
Approximately 5000 catalogs 
are mailed out each year. These go 
to hobbyists throughout the state 
and to all state manual training 
department heads. Catalogs are 
also mailed to manual training de- 
partments in high schools in Colo- 
rado, Alabama, Illinois (except the 
Chicago area), and Arkansas. 
On one catalog mailing of 5200, 
approximately 400 replies were re- 
ceived. These 400 letters, either 
directly, or through later corre- 
spondence which resulted from the 
intial catalog and reply letter, pro- 
duced more than $60,000 in sales. 
Catalogs run from 12 to 36 
pages and are mailed for 1 cent. 
R. W. Pitner spends two months 
of each year making calls out of 
the immediate Sioux City area. 
Four fifths of the calls Mr. Pitner 


of the same color but with a white 
dot in the head are used for sales 
when they reach $200, gold dots 
when they reach $1,000. 


A Valuable Asset 


This map has proved to be of 
great value in promoting new ac- 
counts and in working out the 
yearly two month’s sales trip. Be- 
cause of time limitation, only 
heavy sales areas can be covered. 

Each year a new map is put up 
and the pin locations start anew 
from scratch. However, old maps, 
with the pin locations are put on a 
wall in the wareroom and Messrs. 
Peete and Pitner often study them 
in order to determine trends and 


to locate areas which have fallen 
down in sales from year to year. 

The store has two display win- 
dows. One is given over to tools 
and A. W. Ivens, a display direc- 
tor builds all windows sets for the 
firm. There is just one “must” 
rule. The floor of the set must be 
in perfect symmetrical balance. 
Every item on the floor of the dis- 
play must become a part of the 
overall pattern. 

“This type of display,” Mr. 
Ivens says, “may not work in other 
sections of the country—although | 
think it will—but here in Sioux 
City it stops the sidewalk shopper.” 

Today, more than half of the 
total volume at Peete Hardware is 
from homeworkshop tools sales. 


This line produces more than 50 per cent of the 
Peete Hardware & Tool Co's. volume. Firm issues an 
annual catalog and keeps track of sales on a map 


Leading Sales Producers 


makes on this two-month trip are 
made on manual training depart- 
ments of high schools. 

Mr. Pitner reports that the 
manual training department is the 
most neglected department of the 
public school system. He says he 
is told repeatedly that his call is 
the only salesman’s call made to 
the department. “And the manual 
training department,” he says, “is 
one of the biggest buyers in the 
average high school building.” 

Mounted in the home workshop 
tools department is a map of Iowa 
which is dated for the current year. 
This map has colored pins (red 
pins for high school manual train- 
ing departments, blue pins for 
hobbyists) which are placed as 


each out-of-city sale is made. Pins 
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This type of display window attracts the homeworkshop enthusiasts. 
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Harold Painter, manager of the paint department, at left, helps a 
customer select the proper paint for a job he has in prospect. 
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Displays Attract Customers— 
Good Service Holds Them 


Black & Co. has built up a profitable paint and 
wallpaper business on that basis. One holiday 
window featured wallpaper as a Christmas gift 


= are a number of 

reasons why people in Rockford, 
Ill., remember the paint depart- 
ment of Black & Co., and each 
reason contributes to more sales. 
One of these reasons is that the 
manager of the department is 
Harold Painter, and that last name 
is no misnomer. Patrons always 
express surprise when they hear 
Mr. Painter’s name, but it’s his 
real name and it fits his job, he 
smilingly explains, namely to help 
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folks buy and use paint which will 
give them satisfaction. 

Another reason is that Mr. 
Painter and his staff have some 
excellent window display ideas. 
For example, during the 1948 
Christmas season, one normally 
would not expect that wallpaper 
would be presented as a Christ- 
mas gift suggestion, but Mr. Paint- 
er and staff evolved a display 
which actually promoted the line. 


The angle was a number of 
cardboard cutout Christmas trees, 
covered with various wallpaper 
patterns and arrayed in an at- 
tractive row across the entire win 
dow front. Customers liked it, 
made comments about it, and a 
number bought wallpaper to apply 
to rooms after the holiday season. 

Another window which Mr. 
Painter arranged some time ago 
was one which showed an ordinary 
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CAKE COVER SET 





SLANT DOOR 
BREAD BOX 

















Beautiful! Fast Selling! Profitable! 


T’S the pattern that women everywhere have been 







waiting for—because it’s designed to suit their 
wishes. “Tulip” is colorful, refreshing and appeal- 
ing without being gaudy, and harmonizes with every 
type of kitchen! 

Lithographed in red and silver on glossy white, 
with smooth red trims and covers, “Tulip” is famous 
Nesco quality throughout. Covers fit snugly. Beads are 
well turned. Seams are strong and flat. 

Just a few of the many items in the popularly 
priced complete “Tulip” line are shown below. For 
good profits and rapid turnover, order Nesco “Tulip” 
Decorated Ware today from your Nesco Distributor! 


NATIONAL ENAMELING & STAMPING COMPANY 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 


Soles Offices: 1430 Candler Bldg., Atlanta « 1166 Merchandise Mart, Chicago 
200 Fifth Ave., New York »« Western Merchandise Mart, San Francisco 
901 Ambassador Bidg., St. Louis 





ROUND CANNISTER SET 







































































This display of wallpaper is located near the entrance of the store. 


washline strung across the inter- 
ior window display space. On 
this line were attached, by cloths- 
pins, long sheets of wallpaper, 
unrolled to the floor. The floor 
was made of imitation green 
“grass” which gave the entire 
scene a realistic, outdoor touch. 
In the display was a large wash- 
basket with several rolls of wall- 
paper in it with streamers hanging 
out. A sign in the window ad- 
vised the public that the store had 
a large selection of washable 
wallpapers. 

“That window attracted consid- 
erable attention and sold a lot of 
washable wallpaper,” says Mr. 
Painter. “It just seemed to ap- 
peal to women, many of whom did 
not apparently know that washable 
wallpaper was available in so many 
attractive patterns.” 

The store has a paint mixer 
which is located at the rear. Every 
person who buys paint is asked 
if he wants his paint mixed and 
this added service pleases many 
patrons. 

Mr. Painter also says that he 
believes that the average home- 
owner who buys paint is a little 
ashamed of his ignorance about 
the subject. He does not want 
to ask too many questions to 
flaunt his ignorance but, at the 
same time, he expects the store 
staff to draw him out with ques- 
tions about the painting job he 
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has in prospect. This procedure 
is followed at the Black store, 
with the result that valuable 
painting tips are given to numer- 
ous customers. 

The firm encourages customers 


to come back to the store and 
report on how their paint and 
wallpaper jobs turned out. Such 
an invitation brings patrons in 
again, anxious to report. At this 
time it is not difficult to interest 
many of them in additional paint- 
ing. 

When discussing the success of 
a previous painting pob, the cus- 
tomer may mention the fact that 
she has an old kitchen table and 
chairs which she wonders if she 
can renovate, or an old spare room 
with out-of-date wallpaper and un- 
sightly woodwork. Mention of 
things like this gives the paint de- 
partment staff a chance to help the 
customer by making suggestions. 

“We think it is very important 
to help customers especially with 
that first interior paint job,” says 
Mr. Painter. “If the job is well 
done and satisfies, the homeowner 
may actually paint every room in 
the home and many pieces of fur- 
niture. This means more sales for 
us. On the other hand, if the first 
job doesn’t satisfy, the customer 
may be discouraged and will not 
try another job for a long time.” 





The Business of Being a Citizen 


(Continued from page 164) 


one-seventh of a second, yet it may 
take years to force a simple idea 
through one-quarter of an inch of 
human skull.” And minds—our 
minds as well as others—grow by 
what they feed on. Josiah Hol- 
land put it this way: “If it feeds 
on twisted, perverted thoughts, it 
becomes twisted, if not perverted. 
But if it feeds on thoughts that are 
clean, straight, and uplifting, it is 
almost certain to grow that way.” 
That is one of our problems. 

We talk today about a mandate 
—and this, again, is not political. 
We talk about a mandate in Wash- 
ington from the people. From 
what people? The 40,000,000 
people who are eligible to vote who 
didn’t vote? A plurality of 2,000,- 
000 people? Is that a mandate? 
From whom? To whom? For 
what? Not since 1916 have we 
had a smaller plurality. I tell you 
that we are more nearly in equal 
balance politically than we have 
ever been in the recent history of 
our country. 





Roosevelt in 1944 had 3,600,000 
plurality; in 1940 he had 4,900,- 
000; in 1936 he had 11,100,000; 
in 1932 he had 7,100,000; in 1928 
Hoover had 6,400,000; Coolidge 
in 1924 had 7,900,000; Harding 
had 7,000,000. Don’t you see 
what I mean? There is no man- 
date anywhere. Yet you pick up 
your papers and people are shout- 
ing “Mandate, mandate, mandate!” 
And loads of people who are not 
thinking through the proposition 
are believing it. 

In 1896 eighty-three per cent of 
the potential voters cast their bal- 
lots; in 1944 only 56 per cent of 
the eligible voters voted, and in 
1948, in this glorious country that 
we boast about, less than 50 per 
cent of the potential voters cast 
their ballots. 

That, gentlemen, is an indict- 
ment of our democratic system. 
and it is a fact that which our ene- 
mies overseas have every right to 
say, “Democracy, well why don't 
they make it work?” The Swedes 
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YOU'LL SELL MORE SCREENS 


WITH & 








DRA” 


HERE’S WHY! 


1S DESIGNED TO SELL! 


What a sales talk you can make 
about Durall! Aluminum, no 
painting, no rust, no stains—flex- 
ible, easy-to-handle, no side 
frames —snap-catch installation 
and release (from the inside) — 
wash windows without removing 
screens—leave it up all year or 
roll it up for storage. 


IT’S PRICED TO SELL! 


What a bargain! Only $4.35* 
retail for a top-quality, full-length 
screen! Your customers save up 
to dollars per screen. 


IT’S ADVERTISED TO SELL! 


Millions of home owners are 





ALUMINUM TENSION SCREEN 


learning about Durall through 
the pages of Better Homes and 
Gardens and ten other national 
magazines. A complete line of 
merchandising helps is available. 


IT 1S SELLING! 


Selling by the thousands, daily! 
The big full-length screen mar- 
ket is going for Durall and mak- 
ing a big profit potential for you. 


YOU CAN GET IT! 

Durall deliveries are prompt, 
supply is good. Order now and 
be ready for the big spring mar- 
ket. See your jobber or write us, 
Desk HA-3, for complete infor- 
mation on Durall. 


Introducing 


\ CHROME-O- PLATE 





},900,- 
),000; 
, 1928 
olidge 
irding 
u see 
man- 
ck up a) 
shout- ‘ : 
jate!” oe COSTS 30% LESS THAN 
es “ee ORDINARY ALUMINUM PAINT 
sition : Y 

The Closest any Paint has ever come to Chrome itself! 
ent of J IIlbronze has done it again! After years of research Illbronze 
- —" presents the ultimate in a Chrome finish, Ready-Mixed Aluminum 
ne “ Paint... CHROME-O-PLATE! Producing a smooth, brilliant metallic 
: - - . . . 
? that peor } finish amazingly like the actual chrome itself, this sensational new 
90 per ~ he paint is destined to revolutionize the Aluminum Paint field! Fast 
s cast ‘ C 4 s drying; highly heat resistant; for indoor or outdoor use! 
indict- @ 
~~ INFORMATION AND ILLINOIS BRONZE POWDER CO., Inc. 
“tage a 2023 S. CLARK STREET - CHICAGO 16, ILLINOIS 
don’t 
Swedes 
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“LEADER” 


geared receding 
die-stock 


designed for hand and 
power drive operation 





Capacity range: 212", 
3”, 3%” and 4” pipe. 
Send for complete facts about 
this most advanced tool of its 
kind on the market today! 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO, U.S.A. 


Rush complete details about the NEW 
Oster No. 54 “LEADER” Geared Receding 
Die-Stock. 

Rh hci 


Company_____ — = 


Street 








THE OSTER MANUFACTURING CO. 








were excited the other day—they 
had an election a few months ago 
—because only 85 per cent of the 
people voted. And in Australia a 
person is fined the equivalent of 
seven dollars if he fails to register, 
and if he registers but does not 
vote, he is fined an additional sum. 
Before they imposed those fines, 
they had about 65 per cent of the 
voters come to the polls; now they 
have 95 per cent. 


Percentage Decreasing 


Just a moment ago I gave you 
some figures from 1896 to show 
that our potential voters had drop- 
ped from 83 to 50 per cent. Now 
let me tell you something budget- 
wise. I have the figures accurately 
only from 1915 down to 1948. In 
1915, of all the taxes that you and 
I paid, Federal, State and local, 
approximately 30 per cent went to 
the Federal Government, 18 per 
cent to the State, and 52 per cent 
to the local governments. That 
was in 1915. The percentage of 
voters is going down all this time. 
In 1948, 74 per cent of all the taxes 
that we paid went to the Federal 
Government, 13 per cent to the 
States, and a little over 12 per cent 
to the home communities. 

You wonder what is happening 
to home rule? Does anybody 
question that we are heading in a 
poor direction unless we can arrest 
that trend? A dollar at home is 
a dollar. Every time you and I 
send a tax dollar to Washington it 
loses on the way there and it loses 
on the way back. 

This idea of democratic social- 
ism is on the way. Yes sir, it is. 
I don’t have time for any more 
of these facts, but I beg of you to 
search the records. You will find 
them there. These figures are all 
available to anybody who wants to 
have them. These are the things 
our citizens have got to know. I 
think it is important to know that 
we have been backsliding in voting. 
I think it is important to know 
that instead of 30 or 40 per cent 
of our taxes going to the Federal 
Government, in a centralized place, 
74 per cent of all our tax dollars 
are going there. No wonder you 
don’t have a better parkway in 
Philadelphia; no wonder there are 


things that you can’t do in Phila- 
delphia because of financial rea- 
sons. There may be other reasons, 
but that certainly is one of them. 


The second thing I want to say 
is that in addition to spreading this 
knowledge we must have faith. We 
must have a return to a faith in 
God. The bulk of our people have 
got to realize that this is a God- 
centered system, and that it was 
founded on the proposition that 
man is dignified in the eyes of God. 
Man is made in the image of God. 
And, if that is so, then there is a 
Supreme Authority over and above 
the authority that you and I may 
delegate to others in Washington, 
in Harrisburg, or in any other 
place. And when all is said and 
done, that faith comes first in 
America, because without a faith 
in the Divine Creator, you and | 
cannot honestly in our hearts have 
faith in our fellow man as a person 
who walks uprightly in the sight of 
God and is made in His image. 

And so first it is a faith in God, 
a faith in ourselves, and a faith in 
our fellow man. We have been 
losing this because we have been 
assuming an attitude of fear. It is 
because we no longer feel that we 
are capable of handling our own 
destinies. We are looking for 
George, the perennial George, 
either in Washington or Harris- 
burg or somewhere, to do the job 
for us. We must have a return to 
the position where you and I feel 
that we have a vital stake in this 
thing and that it is our responsi- 
bility and nobody else’s. 


We Have to Act 


The last thing which I want to 
talk about is this question of ac- 
tion. Yes, we need knowledge and 
we need a revival of faith in our- 
selves and a faith in God, and then 
we have got to act as though we 
believed in democracy. We have 
to make democracy work in terms 
of our personal responsibility, in 
terms of our corporate responsi- 
bility, in terms of our working co- 
operatively with others. We have 
a formula, we have a plan which 
can bring to mankind the peace 
and justice and tranquility which it 
desires. Oh, brother, what sales- 
men we are! We can go up to the 
Arctic and we can sell them re- 
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frigerators—you know we can— 
and we can sell the Hottentots in 
Africa long flannel underwear at 
110 in the shade, but when it 
comes to selling democracy we are 
the weakest salesmen in the world. 
We are looking for panaceas; we 
are waiting for statesmen to write 
great plans for the future of the 
world. Don’t you see that that 
little band of Colonial boys, the 
men who sat down in knee breeches 
in Philadelphia, had the genius? 
They had the answer to what the 
world is waiting for. 

We've got it, but we’ve got to 
live it and we’ve got to sell it. I 
know what I am talking about. I 
hope you will forgive this one per- 
sonal reference—the only one. I 
am a first-generation American. 
Both my mother and father came 
from overseas. They were told cer- 
tain things about America. They 
had nothing but a desire to work 
and live in peace and justice with 
their neighbors and friends. They 
were told that they could worship 
the way they wanted to. It was 
true. My father was told that if 
he worked hard enough and saved 
his money, he could buy a little 
house and raise a family. It was 
true. He was told that if he worked 
hard enough and if he invested in 
business and so on, he might ulti- 
mately become a Mr. Somebody. 
He ultimately became head of a 
corporation—just an immigrant. 
It was true. He was told that he 
could educate his sons in colleges 
and universities, that there was 
nothing that would stop them. It 
was true. 

Don’t you see? It proved out. 
Everything that we boast about in 
our nation proves out if the people 
who are going to prove it are will- 
ing to do it. And that is why I 
have a special urge about living 
like an American, about making 
democracy work, and about want- 
ing to sell democracy, because in 
terms of the life of my family it 
proved out, and I know it will 
prove out with any other self-re- 
specting person who comes to our 
shores. 

We have the answer. God give 
us the grace and courage to sell our 
product decently and intelligently. 
If our system was worth dying for, 
it is worth living for. 
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Do you recognize these HOLTITE fastenings? 
Guess what industry uses each of them. 
Check yourself by the list below. 





CONTINENTAL makes them all and thousands more 
AN Of all the 400,000 varieties of fastenings that literally hold our indus- 
x »S tries together, Continental makes a large proportion marketed under 
the famous HOLTITE trade name. » Most of them are standard — screws, 
nuts, and bolts for every usein every < industry. Others like the well-known 
HOLTITE-Sems and HOLTITE-Phillips screws are patented specialties and the 
famous HOLTITE-Thredlock, Locktite and Tap screws were first designed and 
produced by Continental. Sometimes a fastening engineered by 2. HOLTITE 
for one industry finds an unexpected use in another. Often a HOLTITE- 
Engineered fastening will replace several parts that a manufacturer ‘1s using. Why 
not discuss your fastening requirements with a Continental Sales-Engineer. He 
will focus on your requirements all the broad industrial-fastening experience and 
ingenuity of Continental. — Remember Continental is constantly improving 
HOLTITE products, lowering their cost and broadening service. 


ENGINEERED FASTENINGS FOR PRODUCT ENGINEERS 
A. A typical flat head HOLTITE steel woodscrew. Con- 


tinental makes a complete range of sizes with either slotted or 
Phillips heads. 

a. Special Phillips ‘HOLTITE-Thredlock” door hinge screw 
eliminates lock washers and other locking devices giving im- 
proved performance when subjected to vibration. 

c. Dial adjusting screw specially designed for bathroom 
scales. Screw inserted in frame is swaged against square 
shoulder under head. Completed part engages scale leveling 
mechanism to allow screw driver adjustment. 


p, Beater drive shaft for a home electric mixer. Continental 
This Trademark engineered this unusual part and produced it economically by 


ale aT cold heading process. Head end is welded to the beater unit. 
Iel@}G Il NEY Knurled section provides grip for motor chuck. 
T. M. REG. U. S. PAT. OFF. 


=<" CONTINENTAL 
vA SCREW COMPANY— / 


1904 NEW BEDFORD, MASS., U.S.A. 1949 
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Credit—Its Control and Use 
As a Selling Tool 


Credit is an invitation to buy at your store rather 
than elsewhere. Here are some tried suggestions for 
uncovering new sales prospects, offering them charge 
account inducements and for keeping them off the 
"slow pay" list. They are well worth reading 


By W. H. WITTWER* 
Manager, Credit Sales 
Wolff, Kubly & Hirsig Co. 
Madison, Wis. 


a today is just 


as much a part of retail business 
as is cash money, or a bank check. 
Every person who has a respon- 
sible job or an income, and who 
has the reputation for honesty and 
fair dealing, knows that he is en- 
titled to a charge account with any 
store that does a credit business. 
So in the minds of the buying pub- 
lic, a charge account is no longer 
a privilege or a favor. It is merely 
a convenient way to shop. 

It is we merchants, not the cus- 
tomer, who originated and have 
continuously promoted the use of 
charge accounts as a means of 
selling more merchandise. When 
we give a customer a charge ac- 
count, we are selling the customer 
something. We are not just letting 
him have it as a favor. Sell a 
charge account by showing its ad- 
vantages and conveniences, just as 
a salesman sells merchandise. 

To capture new business, you 
must offer “plus” services. One of 
the most attractive “plus” 
you can offer is a charge account 
plan. Many times the deciding 
factor in a customer’s mind, in 


services 


*An address delivered at the recent 
annual convention of the Wisconsin Re- 
tail Hardware Assn. 
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picking one store against the other. 
is the kind of credit service ren- 
dered. Many customers have told 
us that they prefer to do business 
with us because we carry our own 
contracts, which is contrary to the 
policy of many of our competitors. 

If each new person coming to 
your trade area during 1949 re- 
ceives an invitation from you, tell- 
ing him a charge account is wait- 
ing at your store, you can count on 
a big share of that customer’s 
business. In addition to getting 
new customers, you want to in- 
crease sales té those already on 


your books. 


Ideas to Promote Sales 

Here are a few of the ideas that 
we use to promote sales through 
the credit department. 

1. We have an arrangement 
whereby we welcome every new- 
comer to our city. We are fortu- 
nate in having a credit bureau that 
watches these arrivals for us and 
we have an agreement with it 
whereby to send us a complete 
credit report on every good credit 
customer moving to town. Those 
of you who live in small towns 
without bureau facilities might get 
the same information through 
your business club or over the 
back fence. As soon as we receive 





W. H. WITTWER 


the report we set up a card for the 
customer in our credit file and 
then send a letter of welcome. 

If the customer doesn’t come in 
and use the account after this first 
letter, we don’t stop there. We 
have an investment of at least $1 
in each of these names already 
and we don’t give up that easily. 
This name is added to a list, which 
is periodically followed, along 
with customers who have stopped 
using their accounts. 

2. We also have a “thank you” 
letter that goes out to every person 
who has completed a time payment 
account on an appliance. We send 
this only to those who have paid 
promptly and to whom we would 
extend open charge accounts. This 
letter is written on a letterhead 
that uses a facsimile “credit card” 
as its heading. The letter itself 
congratulates them on_ their 
prompt payment record and em- 
phasizes that we stand ready and 
willing to offer service at all times. 
It concludes with a suggestion that 
whenever they need new things to 
make their home handier and hap- 
pier we are here to furnish these 
things on either charge account o1 
budget terms. 

3. We follow the vital statistics 
column of our daily papers and 
pick out the birth notices pertain- 
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opped Trueness is all-important in the screw fas- 

4 tenings you offer your customers. For 

= od replacement needs especially, consistent 

a . accuracy in dimension, thread and concen- 
aera RR tricity is essential. 

yment yy The unvarying precision fit of “Safety 
- send x Plus” Products in quantities of tens or mil- 
paid = lions means that every one will be satis- 
would = factory for any fabricating or replacement 
This » job for which it is purchased. Their greater 
ial a tensile strength assures a better fastening 
_ a job every time. 

— = Sturdily packaged in clearly marked 
itsell ~ boxes, they are available in a wide range 
their = of sizes and styles to meet every consumer 
1 em- demand. Have your customers find out how 
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imes. Chicago “Safety Plus’’ Socket Screws make 
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| hap- Socket Head Cap Screws * Socket Set Screws * Strip- 
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ing to any of our customers, or 
children of our known customers. 
In this congratulatory letter to 
new parents, we point out that, 
since we are sure they are anxious 
for their youngsters to have the 
best of everything, we have a chil- 
dren’s department where they can 
get the best of everything—just by 
ordering by phone if more conve- 
nient and on credit if they so de- 
sire. 


"Thank You" Letters 


4. At odd times during the 
week, some of our girls have spare 
time. We put them to work on our 
perpetual plan of “thank you” let- 
ters to good customers. Goodwill 
letters we call them, and they go 
out to people who buy regularly 
and pay promptly, without even so 
much as a note of recognition. We 
tell them that the one purpose of 
this letter is to say “thank you” 
for the fine way in which they co- 
operate and we emphasize what a 
feeling of genuine gratitude an ac- 
count like theirs gives us. Since 
there is no definite time when such 
a letter has to be sent, it is an ex- 
cellent fill-in job to keep going all 
year long. We know that people 
appreciate this sort of recognition, 
because many of them have told us 
so and several of them have even 
taken the time to write us a letter 
about it. 

5. About four months ago we 
started a program to solicit inac- 





tive accounts that promises to be 
one of our biggest contributions to 
our sales in 1949. We develop a 
monthly sales letter that is sent to 
all customers who have not used 
their accounts during the past 
three months. It is also sent to the 
group that we previously sent 
“thank you” letters on paid up ap- 
pliance contracts and to the new 
residents whom we have previ- 
ously welcomed and notified that 
a charge account had been opened 
for them. 

These are form letters that I 
compose and then have “dressed 
up” by our advertising agency. 
They are multigraphed by a letter 
shop—which is the nearest thing 
to individual typing—and all we 
have to do is fill in the name and 
address in a specially designed 
space. 


It's Progressive 


Perhaps you think that we are 
silly to throw so much emphasis 
on promoting charge accounts 
when it appears that 1949 will nor- 
mally bring us the highest accounts 
receivable we have ever had. We 
are just selfish or progressive 
enough to want to boost our sales 
this year and from present trends 
of cash sales we believe that we can 
only do so by increasing our credit 
business. This does not mean that 
we are not aware of the dangers 
that may result from a loose or 
poor credit policy. 





Here's One Way to Move "Shelf Warmers" 





CATS and DOGS 
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YOUR OPPORTUNITY TO BUY, WHAT MAY BE JUST 
WHAT YOU'RE LOOKING FOR, AT A MERE FRACTION 
OF THE ORIGINAL SELLING PRICE. WE WILL NOT 
ADVERTISE THESE ITEMS INDIVIDUALLY AS THEY 
ARE “1 ONLY” LOTS IN MANY CASES. BE SURE 
TO BROWSE AROUND THIS COUNTER NEXT TIME YOU 
VISIT US—LOCATED AT THE FOOT OF THE BASE- 


™OO = 














Every dealer has some “cat and dog" merchandise to sell now and then, and 

it's often a difficult job to publish an attractive, appealing ad on such ar- 

ticles in order to secure the attention of numerous customers. Lyndale Hard- 

ware, Minneapolis, Minn., recently published a full page advertisement in 

a suburban newspaper, part of which was devoted to “cat and dog” sale 
merchandise as shown above. 
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We are going to operate our 
credit department on the assump- 
tion that this is the year when 
“something different” might hap- 
pen and we want to be ready for it 
if at all possible. 


The First Contact 


It has always been my conten- 
tion that an account well opened is 
an account half collected. The first 
contact between the customer and 
credit department is in the inter- 
view during the opening process. 
This contact should be as private 
as it can be, in an atmosphere that 
is comfortable and homey. The 
simpler the procedure in taking 
the application, the more im- 
pressed is the customer with the 
efficiency of the store. Yet there is 
certain information you must have 
in order to analyze the application, 
or for your later protection if the 
account should go sour. Our 
Credit Bureau has developed an 
application blank for its members 
which I am using exclusively. The 
National Retail Credit Association 


_ has a similar one which is avail- 


able at a very small cost to any 
who care to use it. 

What can you the interviewer 
do to make the process painless? | 
try to meet the applicant in such 
a way as to put him at ease imme- 
diately and to make him feel that 
this is not a 3rd degree, but that 
I am trying to help him to make 
credit arrangements as quickly as 
possible because most people are 
in a hurry it seems. One general 
rule bears repeating. Information 
should be obtained through con- 
versation as much as possible in- 
stead of direct questioning. 

I always write out the applica- 
tion myself, because I think it is 
awkward to sit and watch the cus- 
tomer struggle with it and sec- 
ondly, because if the form is 
strange to the customer, it would 
take him much longer to fill it out 
by himself. 

Basically the things we want to 
know are: the full name and ad- 
dress—not just an initial; his em- 
ployer and the kind of work he 
does; something about his housing 
—does he rent or is he buying his 
home or farm; and whether or not 
his wife is employed. In addition 


HARDWARE AGE, MARCH 10, 1949 























the 
stur 
kn 


@ Cons 


prote 
® Sturc 
secu! 
® Lighi 
® Easy 
knee 
® Will 
®@ Resis 
and 
® Safe 




















e our 
sump- 
when 
‘ hap- 
for it 


onten- 
ned is 
e first 
r and 
inter- 
-ocess. 
rivate 
‘e that 
The 
taking 
> im- 
th the 
1ere is 
t have 
sation, 
if the 

Our 
ed an 
mbers 
. The 
lation 
avail- 
Oo any 


viewer 
ess? | 
1 such 
imme- 
>] that 
it that 
make 
kly as 
le are 
eneral 
nation 
1 con- 
je in- 


oplica- 
< it is 
le cus- 
d sec- 
rm is 
would 
it out 


‘ant to 
nd ad- 
lis em- 
ork he 
ousing 
ng his 
or not 


Idition 


, 1949 


















































sturdy, long-wearing 
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the most comfortable 






knee pads available! 


Constructed of top-quality molded rubber. 

Soft sponge rubber cushion on the inside gives positive 
protection against sore, aching knees. 

Sturdy, adjustable straps molded right into pad for 
secure fastening and longer wear. 

Light in weight and form-fit for any knee. 

Easy to put on and comfortable to wear all day long, 
kneeling, standing, or walking. 

Will not slip down or come out of adjustment. 
Resistance to moisture helps prevent knee disorders 
and protects work clothes, too! 

Safe non-slip waffle tread grips wet or slippery surfaces. 


ORDER FROM YOUR JOBBER OR WRITE 





JUDSEN RUBBER WORKS, 


4107 W. Kinzie St. ® 


ardware dealers 

don’t have to be 
without good, all- 
purpose protection 
to sell to every kind 
of ‘‘down-on-the- 
knees”? worker. You 
can now get JUDSEN 
KNEE PADS as a 
permanent, high- 
turnover item for 
your store. Because 
of the unusual adapt- 
ability of JUDSEN 
KNEE PADS to all 
kinds of kneeling 
jobs, every one of 
your customers will 
be interested in 
them, for down-on- 
the-knees chores at 
home or on the job, 
or both. JUDSEN 
KNEE PADS are la- 
beled attractively 
for effective coun- 
ter display, 


INC. 


Chicago 24, Illinois 





Manufacturers of Molded Rubber Products 
Founded 1891 








Roll Up Your Sleeves for 
Super Selling Season 


Year after year after year All-American 
Thermic Jugs have set the sales pace. 


Now, with newly designed steel cases 
| for STRENGTH . . . satin-silver finish 
for BEAUTY . . . Aluminum inner liners 
for LIGHTNESS . . . low K-factor insula- 
tion for EFFICIENCY ... They're head- 
ing the parade again in ‘49. 

(Also available in "Champion" brand with 
metallic blue finish and vitreous stoneware 
inner liners.) 


® 3 
Here’s the Line for ’49 
@ REGULAR e1 gal.— 
@ E-Z SERVE e1 gal. with plastic 
pour cap— 
@ FAUCET e1 gal. with easy-to-clean 
anodized aluminum faucet— 


@ SPOUT e 1 gal. with aluminum spout 
and plastic spout cover— 


@ JUMBO e 2 gal. porcelain enam- 
eled steel inner liner. Anodized alu- 
minum faucet. 

PLUS e the New Wide 
Mouth FOOD JUG e 
1% gal. Anodized alu- 
minum and steel con- 
struction. Keeps food 
and drink hot or cold in 
either bulk or containers. 
Ideal as an ice bucket. 





Stock them NOW. Display them on your 
counters . . . with your picnic goods. . . with 
the fishing tackle . . . and other kindred items. 


Ask your jobber salesman, 
or write direct for 1949 catalog 
in full colors. 








METAL INDUSTRIES, INC. 
1420 East 20th Street 
Indianapolis 7, Indiana 
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we also like to get about three 
business references unless the cus- 
tomer indicates to us that his rec- 
ord is already established at the 
Credit Bureau. Beware of th» man 
who has never had accounts—very 
few people nowadays have not had 
some form of credit—and he prob- 
ably has had plenty of them, per- 
haps the kind he doesn’t want you 
to know about. 

There are many more questions 
on the application that we may 
want to know, but that is a deci- 
sion that is made as the interview 
progresses and we begin to form 
our opinion of the customer. As I 
mentioned before you'd be sur- 
prised how many of the answers 
on that application you can get 
without asking a question. 


Analyzing the Application 


Now that we have the applica- 
tion how do we go about analyz- 
ing it? The actual analysis of a 
credit risk from the information at 
hand and arriving at a decision to 
grant or refuse credit is largely a 
matter of good judgment. There is 
no pattern or mold into which you 
can put an application to see if it 
fits into your credit policy. There 
are some things that make an ap- 
plication 100 per cent on the good 
side. There are other elements 
that shriek NO. These two groups 
make up the easy applications. Un- 
fortunately, they are very much in 
the minority. 

In between the perfect risks and 
the sure rejécts is the spot where 
many of your customers will fit. 
We haven’t had nearly as many 
borderline cases these past eight 
years as we are going to have from 
now on. Many of them are safe 
credit risks but the information 
obtained does not always show 
this. Additional discussion, intel- 
ligent analysis and good judgment 
come in here to decide whether to 
accept or reject them. A person 
will always pay his bills if he is 
honest. if he has the money, if he 
is satisfied with the merchandise, 
and if he remembers. 

Many merchants do not have the 
benefit of a credit bureau to aid in 
swiftly arriving at decisions. How- 
ever. | believe that your method 
application 


of building up = an 


should be substantially the same 
But when it comes to 
checking references, you would 
have to do it directly with the mer- 
chants involved. I know some of 
you are saying, “Oh, I couldn't 


as mine. 


begin to go through any such pro- 
cedure—no other store in town 
does and I would lose business the 
moment I tried any of that “city 
stuff.” I think you may be losing 
too much business profit when you 
don’t and you certainly can’t go 
out and promote charge business 
without some planned system of 
checking. 

I think a method of interchang- 
ing credit information with your 
fellow merchants and competitors 
is an important problem you 
could be talking about in you 
business club or Chamber of Com- 
merce activities. You'd be sur- 
prised how quickly a good system 
might be worked out if the major- 
ity of you decided to cooperate 
with each other. If you have a 
proven dead beat on your books, 
there is absolutely no excuse for 
every other merchant in town get- 
ting stuck, too. 

We all occasionally make mis- 
takes and because of them we have 
collection problems on our hands. 
To be successful in collections, you 
have to have a collection policy or 
definite yardstick. How long will 
the account go before the first re- 
minder is sent? How will the fol- 
low-up proceed and, when will the 
account be closed to further pur- 
chases? The those 


questions are 


answers to 
your collection 


policy. 


Just as Disastrous 


Keep in mind that too close a 
follow-up can be just as disastrous 
as no follow-up at all. Whether a 
customer delays his payments be- 
cause he is angry at those “blan- 
kety blanks” who 
every other day or whether he de- 


send notices 
lays his payment because “those 
nice guys don’t mind waiting” 
makes little differences—you get 
no money either way! 

In building a collection system. 
lay out a plan. But remember 
what you are trying to do: to get 
and_ still keep 


goodwill! So, the campaign should 


the most money 
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lhe mapped out to start with the 
first gentle reminder to the most 
timid “forgetter” and increase in 
intensity until the final shot is 
fired at those who just plain don’t 
give a hang, or those who never 
intended to pay unless forced to. 
Above all—as the notices and let- 
ters get tougher and tougher—re- 
member to keep them courteous. 
Even the final notice that the ac- 
count is being turned over to an 
attorney for collection doesn’t 
have to sound like, “you lousey 
crook, we’re going to give you the 
works” although you might often 
feel that way. 


Collection Follow-Ups 


Usually we start our collection 
procedure with the assumption 
that the bill has not been paid be- 
cause of forgetfulness, and we give 
them the first gentle memory-jog- 
ging reminder. I think a second 
notice can go out within 15 days of 
the first reminder and certainly 
you should never wait longer than 
30. We have printed up about six 
different collection notices in a size 
to fit a small window envelope. 
These can be completed by merely 
inserting the balances and affixing 
the name and address. Each. of 
these carries a different message, 
which is changed from time to 
time, to fit into our progressive 
pressure system of follow-up. 

At the time of the month when 
we start our collection follow-up, 
I go through the ledgers and drop 
the particular notice that I want 
sent into place. The typist comes 
along and writes them out and 
makes a note on the ledger sheet 
as to what has been sent. I care- 
fully analyze each account and 
take out those ledger sheets that I 
feel need special attention before 
the next regular monthly follow-up 
rolls around. I put these accounts 
into a folder which we call our 
slow accounts ledger. Here are 
some of the things that I look for 
in special attention accounts: 

1. Accounts previously in the 
collection department. 

2. Accounts on which deroga- 
tory information has been received 
from the credit bureau or read in 
the newspapers. 


3. Accounts that are pyramid- 
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Sroferred 
ote Cooled Souer 


C 
Americas No.1 
Power value 


riggs ¢ Stratton 


You get greater value, dollar for dollar, when your 
equipment is powered by Briggs & Stratton 4-cycle. 
single-cylinder, air-cooled gasoline engines! 


No. lin design, workmanship, and materials. No. | 
in performance, economy, and durability. No. 1 in 
quality and availability of service. That's why 
Briggs & Stratton powered equipment gives better 
service and greater satisfaction. 


These sturdy, compact engines are No. l’ with man- 
ufacturers, dealers, and users alike because they know 
that these precision-built engines run smoother, last 
longer, with less operating cost. Specify America’s 
preferred power — Briggs & Stratton — for your gas- 
oline engine power requirements. 


BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U. S. A. 


BRIGGS &STRATION 


FACTORY 
SUPERVISED 
SERVICE 
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“MPER Is TOPS tn Hammers 


EXAMPLE—True Temper Dynamic nail hammer. An improved 
design (patented) that gives perfect balance and draw in driving. 
Rounded edges prevent marring finished work. Satin smooth, 
rustless, black finish. Professional and home craftsmen welcome 
this vast improvement in hammer efficiency and value. Nationally 
advertised, directing people to see and buy in their home 


town hardware store. 
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ing—buying a little more each 
month than they pay. 

1. Accounts that are buying 
more than I think the customer 
can safely handle. 

5. Accounts that appear to be 
going bad after having been good 
for years. 

6. Accounts that were _previ- 
ously slow but opened on new 
promises to do better. 

7. Accounts on which I gambled 
or took a chance. 

8. Accounts on which we have 
learned of domestic trouble. 

9. Accounts on which the cus- 
tomer has had some known mis- 
fortune. 

10. New accounts, opened with 
good ratings, but immediately de- 
linquent. 

By having these accounts in a 
separate folder I find it possible to 
follow them as much or as often as 
I please. 


The Trouble Makers 


I hope that I haven’t given you 
the impression that I collect all my 
accounts with printed forms, be- 
cause that is far from accurate. 
Every month we write several hun- 
dred letters and it is the accounts 
that get into the letter writing 
stage that really cause the most 
work and trouble. 

I would like to mention briefly 
how we have cut costs and time in 
collection letter writing. In our 
stores we have developed a num- 
ber of form letters for specific 
situations, as well as for the pro- 
gressive pressure stages in the col- 
lection follow-up. When I write a 
collection letter, I merely analyze 
the customer’s account and after 
deciding which letter to send tell 
my stenographer to send, for ex- 
ample, letter C-3. She uses that 
particular form letter and individ- 
ually types it, making the slight 
adap:ations necessary as to the 
amount of the account and other 
pertinent facts. I find that about 
90 per cent of my collections can 
he followed this way. 

lt is my contention that good 
collection letters require careful 
thought and consideration as to 
how they will affect the customer. 
I honestly believe that I can do a 
better job of motivating people to 
pay with a well thought out form 
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letter, rather than by letters per- 
sonally dictated under the pres- 
sure of other work or at a time 
when not in the letter writing 
mood. My form le%ters are revised 
at least once a year and I add to 
them whenever the need arises. | 
believe the real basis of successful 
collections is not so much in how 
you ask for your money as it is in 
how often you ask for it. 

In the final analysis, what are 
you going to do as a collector? 
Are you going to take their last 
nickel and drive customers away ? 
You can do that very easily by 
carrying a big stick, writing threat- 
ening letters, not listening to their 
legitimate excuses. If you take this 
sort of an attitude it won't be long 
before you are replaced, or if you 
are an owner you won't have any 
charge customers. 

The majority of customers who 
come into your store, the people 
who receive your letters and with 
whom you talk on the phone, they 
are profit makers for your firm 
even though they are a little slower 
than the majority—or than you 
would like them to be. Of those ac- 
counts which are not profitable, 
there are always some who can be 
educated into: becoming so. It is 
important to do everything in your 
power to keep the good ones, make 
the slow ones a little better and re- 
habikitate the bad ones. 


"Seasonal Room" Builds 
State's Top Sales of 
Packaged Seeds 


(Continued from page 159) 


displayed at one side of the steps 
leading to the seasonal department. 
Despite the big volume in garden 
goods, most sales of packaged 
seeds and related lines are to in- 
dividual homeowners rather than 
professional landscape and garden 
men. This means good traffic from 
among those who buy wide varie- 
ties of merchandise for their own 
use. 

Gray is the color scheme for 
the “seasonal room” like that of 
the main retail display room. Two 
steps above the garden display 
customers find a wide variety of 
galvanized goods for both farm 
and town use. 





| Truc JEMPER 


THE & star LINE 





1. RODS AND BAITS: 


True Temper Rods and Baits—Preferred 
and used by millions of sportsmen coast 
to coast create quick acceptance for all 
products branded True Temper. 


HAMMERS: Dynamic design (patented) 
steps up driving powerand pulling leverage. 


HATCHETS: Patented, power centered, 
Dynamic design. Value and utility 
unmatched, 

AXES: Perfect and Flint Edge. User pre- 
ferred the world around. 


SHOVELS: Solid Shank and Dynamic 
Forged Socket... blade, shank and socket 
forged in one piece. 

STEEL GOODS: Value leaders for more 
than 100 years. Fire-Hardened handles 
add extra utility. 

HEDGE AND PRUNING SHEARS: De- 
signed and built by experts for vastly 
improved efficiency. 

GRASS CUTTING TOOLS: Complete line 


of quality tools produced by modern 
methods on modern equipment. 


“N OG OU RFR W ND 
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CAN FORK & HOE COMPANY + CLEVELAND 15, OHIO 











View of one side of the store taken shortly after its modernization program. 


Inexpensive Promotions 
Build Traffic 


- with the need 
for a more intensive selling drive 
and at the same time for keeping 
a wary eye on the break-even point 
lest profits disappear, the Lawrence 
Hardware Co., Lawrence, Kan., is 
evolving low-cost store promotions 
for long range selling. Basically, 
the plan is to make customers sit 
up and take notice of this store. 

It began with the realization on 
the part of the owner, V. Jack 
Vincent, that consumers are taking 
longer to come to a decision to 
buy. This is particularly so when 
a major item is involved. Mr. Vin- 
cent feels that now customers will 
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Store promotions are low cost advertising 
mediums that preserve profits and keep the 
customers coming to Lawrence Hardware Co. 


wait from four to six months be- 
fore they will decide to purchase 
a large appliance. 

His solution is demonstrations 
that will help shoppers make up 
their minds. These demonstrations 
are often no more than stunts that 
enable the store’s staff to sell with 
a smile. 

Mr. Vincent reasons that since 
comic books are so popular, in- 
jecting humor into sales presenta- 
tions should bring its own reward 
in lessened sales resistance. It has. 


for the Lawrence Hardware is a 
store where people like to trade, 

One of the popular home-made 
demonstrations, somewhat in the 
antic vein, is a spontaneous tie-in 
with the daily morning Breakfast 
Club program. The store’s radio 
is tuned-in on the program and the 
sales staff, particularly during 4 
slack period, carries out the spirit 
of fun throughout the store. 

For instance, when the Break- 
fast Club March is played the sales 


force will generally fall into the 
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SUPERIOR VALVE MFG. CO. « Cleveland 15, Ohio 
Attention-compelling wood counter display case free with each order 
; for a complete assortment of fast-moving Superior Valve inserts. 
a make selling easy...turn store traffic into EXTRA PROFITS! 


Display Assortment Includes 


Cost Retail Price Profit 















2 DOZ. Standard Model Inserts (brass stem)... .. . $12.00 $18.00 $6.00 
1 DOZ. DeLuxe Model (chrome stem). ..... - le: eee 10.80 3.60 
1 DOZ. “Special Short” Inserts (for short throat faucets) 6.00 9.00 3.00 
*PLUS DYNAMIC MERCHANDISING DISPLAY CASE NO CHARGE 





TOTAL . . $25.20 $37.80 $12.60 
All models are furnished in 44 right hand and '4 left hand threads. 
*Counter Display Cases are also available without insert assortment @ $2.40 each. 








This dynamic, hard-selling merchandising aid compels 
attention, boosts sales . . . helps you 6 ways! 


1. Reminds customers of their 5. Reduces sales expense. 


leaky faucets. Product at hand for quick 
2. Introduces Superior Inserts. service without bin or 
shelf stocking. 


3. Steps up sales. Superiors fit 


95% of all faucets. 6. Ties in with national 


4. Simplifies inventory. advertising. 


@ Handsomely designed...finished in a light blue to complement 
_ yellow display cards. 6%4” wide, 14” deep, 1114” high. Weight, 
fully stocked in sturdy shipping case, 11 Ibs. Pocket for PUT SUPERIORS ON DISPLAY 
descriptive leaflets. ... THEY SELL THEMSELVES! 





installed in Zaunutes without removing faucet from water line . . . nothing to fit or adjust 












































a 2 ——— HERE’S HOW SUPERIORS WORK 
Bape ry hee old faucet stem Superior insert is a complete new faucet mechanism 
—new stem, new seat, new threads, new compression 
a shutoff. Floating bronze bearing is forced up by water 
q pressure when handle is “on”. . . then forced down as 
Q +: handle is turned “off”, sealing water flow. All turning 
nee action is on bronze float—washer does not rotate. No 
— aor 2%, * washers to replace or seats to wear or score! New 
“" ones handle lock fits any faucet handle. 
1e-made EJ. long-lasting 
in the Replace old stem Replace cap @ Your old faucet ; ; 
s tie-in with Superior Insert = oe ae - inexpensive 
reak fast ; 
s radio 2 ugpraeasayn 6 leak-proof 
and the 4 : cee ate: : 
ring d = se ) eevee fits 95% 
e spirit ae of all standard faucets 
Break- 
he sale Sd 
nto the Superior Valve Mfg. Co. ¢ Cleveland 15, Ohio g 
0, 1949 





HARDWARE AGE, MARCH 10, 1949 193 











@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
DISPLAYS 


ls 4) WAYS TO PROFITS! 
© ALL-INCLUSIVE SIZES! 


TWO 
STEPS TO 


SMOOTHER 
PROFITS! 























Divergent corrugations, saw style, drive across! 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 


DEPTH: %”, %”. %2", 0", %”, %", 1" 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


(ky BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 


Most Popular Wood Joiner— 











— For Everyone! 
OW NATIONALLY ADVERTISED! 








*REG. U. S. PAT. OFF. 


Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 
232 Third St., Brooklyn 15, N.Y. 


194 





All set for the Breakfast Club March, are, left to right: Roger Tubbs, 

manager; Bob Mason, Major Farris and Larry Gillespie. Humorous antics 

such as these are part of the "Sell With a Smile" program that makes 
the Lawrence Hardware Co. a pleasant place in which to buy. 


spirit of it and march about the 
floor, in and out among the display 
tables. One of the salesmen may 
ride a scooter down the aisle; 
others may grab various items of 
hardware, rigging up comic “hard- 
It’s such antics that 
create a gleeful spirit among sales 
staff and early morning shoppers. 
And those very antics serve to 
keep the store’s name before the 


ware’ hats. 


public. 


Build Good Will 


Mr. Vincent feels that he must 
put on such promotions because 
they are inexpensive, and being so 
are less likely to eat into profits. 
At the same time they create good 
will which makes for increased 
traffic, the only certain path to a 
steady, high volume of business. 

On the more serious side of his 
operation, is keeping a watchful 
eye over sales progress. Mr. Vin- 
cent has sales reports made up 
three times a month so that he can 
always know, without guesswork, 
just how well the business is doing 
at any given time. By knowing the 
store’s sales history so intimately, 
and reading it so regularly, he can 
detect any sluggishness in any de- 


| partment before it is too late to 
| correct—at the end of the fiscal 


year. 
These sales reports also serve to 
keep inventory on an even keel. It 
is a firm conviction of the Law- 
rence Hardware’s management that 
if selling days are here again, buy- 
ing days are here again also. Thus 
the tri-monthly sales reports show 
not only what customers are buy- 


ing but also what the store needs 
to buy. This insures a steady flow 
of the right kind of merchandise 
into the store, and effects further 
cost-savings by maintaining only 
an essential, live inventory. 

While the store’s interior appear- 
ance and its window displays are 
facets of the best advertising it 
can create for itself, newspaper ads 
are considered an essential addi- 
tion to the firm’s promotional pro- 
gram. The budget is set up so that 
it adheres as closely as possible to 
the two per cent of volume rule. 
And ads are always personalized 
so as to step-up reader interest. 

With an eye on the future, pros- 
pect lists are now being developed 
which will contain a complete buy- 
ing and service history of all 
customers. When a stove or re- 
frigerator, or other item $50 or 
more in value, is sold an index 
card records the complete sales 
transaction, identifying the item 
by make and serial number along 
with pertinent customer data. This 
card will show, several years hence, 
that the same customer is again a 
prospect for a replacement sale. 
Mr. Vincent is delving back into 
past sales records now in order to 
build what he plans to be a fool- 
proof prospect list. 


Indicates Live Prospects 


Not only will this card index tell 
what a customer has_ purchased, 
but by process of elimination will 
show what items, not yet pur 
chased, that customer should be 4 
live prospect for. Should a refrig- 
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erator and/or stove have been 
bought, perhaps then that customer 
is ripe for a sales approach on 
home laundry equipment. 

When purchases are made on a 
time payment basis, the instal- 
ments are paid directly to the sales- 
man who made the original trans- 
action. That enables him to re- 
main in active relationship with his 
customer over a long period and 
puts him on top of all future sales 
possibilities. 

It's towards those future sales 
that the Lawrence Hardware Co. 
is building now for Lawrence, 
Kan.. with a population of ap- 
proximately 15,000, must support 
several hardware stores and three 
chain stores carrying competing 
lines. 


Single Payment Purchases 
Put on Instalment Basis 
Do Not Violate Reg. W 


Washington Bureau 
of Hardware Age 


WO puzzling questions relating 

to Regulation W have been 
cleared up by the Federal Reserve 
Board—one by amendment and 
the other by a definite ruling. 

Effective as of January 1, an 
amendment to Part I of the supple- 
ment provides that if an article 
costs more than $50 merely be- 
cause of the fact that a sales tax 
has been added in, it is still ex- 
empt from the regulation. Under 
the former wording, such items 
were not exempt. 

In the second instance, the 
Board has ruled that goods which 
were originally sold on the under- 
standing that they would be paid 
for in a single payment. such goods 
can later be transferred to an in- 
stallment basis without necessarily 
violating Regulation W. 

It is the view of the Board that 
there are many occasions when 
single payment purchases are made 
in “good faith” but must later be 
converted into time payments. 

The pay-off lies in the words 
“good faith.” For instance, if .a 
store’s records show a large num- 
ber of such conversion deals cer- 
tainly suspicion would be aroused 
as to whether they were not subter- 
fuges to avoid regulation. 


THIS 


The Corbin Screw Selector Card 


Lets your customers pick out exactly what 
they want, prompts them to buy many 
other sizes and styles they’ve forgotten they 
| need. Saves you time — you don’t have to 
| open packages and show samples. One side 
shows Corbin Wood Screws — the other 
Corbin Stove Bolts — both actual size. 


6 NORTE? OR OP i 





plus 


THESE 


The Corbin Trademark 
Recognized by your customers, accepted as 
the mark of fastening quality. 


Corbin Uniformity 

Standard materials, finishes, sizes, head 
styles. Your customers expect uniformity, 
and get it, when you sell them Corbin 
fasteners. 


Corbin “Quick-Sight’”’ Labels 
Easy-to-spot, easy-to-read. Save you selling 
time because you find the right screw or 
stove bolt, easily and quickly. 





equal 


THIS 


Empty Corbin Cartons 
Mean more sales, larger profits. Corbin 
selling features just naturally add up to 
better business for you, greater satisfaction 
for your customers. Be sure to carry a good 
stock, all the time. 





Ask your supplier for your Corbin Screw 
Selector Card if you don’t have one. . . or if 


you want another. 


pp CORBIN SCREW 


DIVISION 


THE AMERICAN HARDWARE CORPORATION — NEW BRITAIN, CONN. 


WAREHOUSES: NEW BRITAIN e NEW YORK e CHICAGO 
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Partial view of the opening session of the annual convention of Our Own Hardware Stores in 
Minneapolis, Minn. More than 1800 dealers and their employees attended the four-day meeting. 


Hall Hardware Co. Changes Its Name 
To Our Own Hardware Co. 


Attendance at annual meeting breaks all records. 


1948 net sales increased 7.13 per cent 


HE 36th annual stockholders’ 

meeting and spring convention 

of the Our Own Hardware Co., 
formerly Hall Hardware Co., deal- 
er owned wholesale house, 618 
Third Avenue N., Minneapolis, 
Minn., broke all attendance rec- 
ords in the company’s history. To- 
tal registration was 1,876 with 450 
dealer stockholders being present. 
Lines of about 200 manufacturers 
were displayed and all meetings 
were held at the company’s head- 
quarters Feb, 14 to 17. 

Monday, Feb. 14, was devoted 
entirely by dealers to visiting the 
many merchandise exhibits. Dur- 
ing the noon hour they were en- 
tertained by a news broadcast by 
Cederic Adams, a local news com- 
mentator, from the stage of the 
company’s auditorium. Short mer- 
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chandising sessions were held 
Tuesday and Wédnesday mornings 
and afternoons. At the annual 





S. E. HUNT 
Chairman of the Board 


stockholders meeting Thursday 
morning the organization name 
was changed from Hall Hardware 
Co. to Our Own Hardware Co. and 
three directors were reelected. The 
company’s annual banquet, enter 
tainment and dance were held on 
Thursday evening at the Nicollet 
Hotel. 

At the opening session, Tuesday 
morning, Feb. 15, Sam E. Hunt, 
Red Lake Falls, Minn., chairman 
of the board, welcomed the dealers, 
telling them the theme of the meet- 
ings would be that 1949 requires 
more aggressive selling and then 
introduced S. P. Duffy, president 
and general manager of the com- 
pany. 

In his report, Mr. Duffy an- 
nounced that total net sales for the 
year 1948 amounted to $16,917,- 
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LAWN FENCE... 
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Complies with all ompiegmae of Com- 
mercial Standard CS132-46 issued by 
National Bureau of Standards of U. S. 
Department of Commerce. 


Meshes: 2x 2,3 x3,4x4,8x 8. 
Phen a. cee 48”. 
ee ae 


U. S. Pat. No. 2,024,796 


for 


SELL CYCLONE 460 Jag 


HARDWARE CLOTH! 


@ No chance of cobwebs growing on Cyclone Hardware 
Cloth—it sells fast! And like all Cyclone Hardware Prod- 
ucts, it is immediately recognized by your customers as 
a quality product... the nationally known “Red Tag” 
Label takes care of that. 

Display Cyclone “Red Tag” Hardware Cloth in a 
prominent place. Then watch it go to work for you. And 
if your customers need to be convinced further, point 
out the many special features which Cyclone—and only 
Cyclone—gives them. 


SPECIAL FEATURES! 
1. WELDED SELVAGE—makes a stronger, flatter, even edge 


with no distortion or variation of width. It’s better looking, 
easier to use—and it’s made only by Cyclone’s patented 
process. 


2. PRECISION WEAVE—gives you cloth that’s easier to cut 
square, because all wires are straight, and the meshes true 
and uniform throughout the entire length of the cloth. 


3. SMOOTH ““GALV-AFTER’’ FINISH—produces a heavy, non- 
porous zinc coating that is bright and smooth, adding greatly 
to the strength, rigidity and “eye-appeal” of the cloth. It’s 
made by Cyclone’s special method of “hot dip” galvanizing. 
4. EASY TO WORK WITH—Quality materials combine with 
expert workmanship to assure a cloth that lies flat, stretches 
square, and is easier to tack to wooden frames or weld to 
steel frames. 










FREE ENVELOPE STUFFERS! 


Get a head start for your spring business by sending 
direct mail pieces to your customers. They tell all about 
Cyclone Hardware Cloth. And they give public ity—good 
publicity—to your store. Write direct to Cyclone, and 
state how many envelope stuffers you want. We'll mail 
them to you at once. 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


CYCLONE ‘Rea Tog" HARDWARE PRODUCTS 


U N ia. $s 


GATES CATCH-ALL BASKETS 


Ra rerierr $3! 
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INSECT WIRE SCREENING 
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Woodruff’s adapted 


Lawn Seed... 
The finest and most profitable 
lawn seed you can stock. 
Order it today! 


F. H. WOODRUFF 


” 
and sons, inc. 
Milford, Conn. 
Bellerose 
Toledo 
Atlanta 
Sacramento 
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649.23, an increase over 1947 busi- 
ness of 7.13 per cent. He reported 
that at the beginning of 1949 there 
were 510 stockholder members, 15 
being added in 1948 and five be- 
ing retired. He stated that during 
the latter part of the year the per- 
centage of ordered items actually 
shipped as compared to the first 
half of the year and previous years 
showed a decided improvement. 
Increases in prices over the entire 
year were responsible for practical- 
ly all of the increase in dollar sales. 
He also said he felt that we were 
practically at the end of the spiral 
of advancing prices and that al- 
ready some slight but important 
price reductions have been an- 
nounced and others are antici- 
pated. Consequently retailers and 
wholesalers together are faced with 
the problem of cutting some cor- 
ners and eliminating any unneces- 
sary expenses in the operation of 
their businesses if they are to real- 
ize profits in 1949 commensurate 
with those in 1948. He advised 
strongly against attempting to cut 
those expenses by the elimination 
of advertising and productive sell- 
ing expenses. 

Mr. Duffy’s analysis of the audit 
disclosed that the company was in 
excellent financial shape, having 
current liquid assets of over 344 
million dollars, centered chiefly in 
cash on hand and inventories, with 
the accounts receivable amounting 
to less than $200,000 which he 


said to be remarkable on the vol- 
ume of business done. Stockhold- 
ers and personnel of the organiza- 
lion were complimented for such 
results, 

At the Tuesday morning meet- 
ing T. C. Ohart, lamp specialist 
for the General Electric Lamp 
Dept, Nela Park, Cleveland, Ohio, 
spoke on, “Know Your Product 
and How To Sell It.” Elmer J. 
Murray, assistant sales manager, of 
Peck, Stow & Wilcox Co., South- 
ington, Conn., also addressed the 
dealers. 


Dramatized Presentations 


As part of the renewed emphasis 
on selling, presentations dramatiz- 
ing the sales features of a number 
of selected staple items, along with 
display suggestions were made at 
the merchandise meetings on both 
Tuesday and Wednesday by Fred 
Rockwell, merchandise manager, 
Frank Feyder, T. M. Jacobson, 
Fred Westenberger, B. A. Buck- 
master, Edward Ralph, Miss Elaine 
Hogan, Carl Brandtner and E. H. 
Geiger, buyers. 

O. L. Davis, manager of the bet- 
ter business department showed 
the spring consumers catalog pre- 
senting enlargements of some of 
the pages on the screen, during the 
Tuesday afternoon session. The 
highlight of the afternoon session 
on Wednesday was the presenta- 


tion of the paint line by B. A. 





F. H. Retzlaff, right, New Ulm, Minn., hardware store owner, is welcomed by 

| §. P. Duffy, president, to the convention of Our Own Hardware Stores. Mr. 

Retzlaff, one of the original founders of the firm, has attended every con- 
vention of the Our Own organization. 
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-vol- used together with the cast of the 
hold- Our Own Hardware Company’s 
niza- radio show headed by Bob De- 
such Haven and Sally Foster together 
with an orchestra. The first pro- | 
neet- gram of the forthcoming radio | 
ialist series was presented. This program | 
aap series will start Mar. 14 over | 
Ihio, WCCO and will be on the air at | 
duct 8:49 to 9:00 A.M., Monday 
or : through Friday, for 13 consecutive 
rr, 0 weeks. 
puth- After the close of the regular 
1 the meetings on Tuesday and Wednes- | 
day afternoons retail sales school | 
sessions were held on various lines. | 
ns At the stockholders’ meeting on | 
7 Thursday morning it was voted to | DOES IT SAVE MONE 
niin. change the name of the Hall Hard- | : CUSTOMER ? 
ser ware Co. to Our Own Hardware | : 
with Co. | 
he ae The following directors were re-_ | DO YOU MAKE MORE PROFIT 
both elected: E. P. Babcock, Anoka, | : WITH IT? 
Fred Minn.: W. A. Retzlaff, New Ulm. | 
ager, Minn.: and Loren’ Elenbaum. WHAT FEATURES 
‘ay Langdon, N. D. Other directors | YOUR CUST WILL INTEREST 
—s are: Sam FE. Hunt; S. P. Duffy: | OMERS ? 
Raitone B. J. Mahowald, Watertown. S. D.: | 
> oH George DeRuyter, Sioux Center. 
lowa; O. V. Hanson, Rochester, 
on Minn.; Amos Marckel, Perham. 
owed Minn.; H. P. Nicklas, Durand. NGWERS: 
- pre- Wis., and Wallace Ulmer, Miles ° 
a oll City, Mont. . 
= the The directors re-elected all offi- 
The cers at their Thursday afternoon 
> meeting. They are: Sam E. Hunt, 1 ane a) a) Suamensenenin & 
are Red Lake Falls, Minn., chairman i hu an ak. caaaae 
enta- ing thumb screws on sill...so easy your 
3 A of the board: S. P. Duffy, Minne- customer can measure and install by himself. 
iets apolis, Minn., president and gen- ¥e fh eqedal Ore-ctend echengn ofan 00 
eral manager: Amos Marckel, Per- both sides of screening makes it hug 
ham, Minn., vice-president; E. P. Re outside of Bind Cup end Keystone’ 








patented “floating sill bar’ corrects uneven 
window sill. 


Babcock, Anoka, Minn.. vice-pres- 


ident; M. A. Casey, secretary; | 
H. P. Sundeen. treasurer. and oP Yes, this full length screen for double hung windows costs consider. 
: : 7 rn | ably less, complete, than an ordinary screen and frame (even with- 
E. W. Nobbelin, assistant trea- | out painting or hardware)! ’ 
surer. 
vy Yes, you profit because you are selling a complete screen with all 
(errs fastenings, etc. in one package... something new with a sales 


T the end of 1948, the gas util- 
ities were serving 22,689,800 
customers, including about 325.000 
customers who receive LP gas or 
“bottled” gas directly from gas 
utility companies. In addition it KEYSTONE WIRE CLOTH CO., 
is estimated that more than 4,500.- Dept. 24, Hanover, Pennsylvanio 


000 customers are being served | Yes, send me complete details, prices and 
discounts on NEW profit-making Keystone 


with LP gas in rural areas and 
h ae : Frameless Tension Screens. 
other territories extending beyond 
the gas utility mains. Today near- 


ed by ly 25,000,000 housewives in the AOR +208 Re aie eee le WIRE fe Reke,| CO. 


ty Keystone Frameless Tension all-aluminum frame and screening 
means long life, no stain, no rust, no upkeep, easy storage, quality 
built by one of America’s oldest screening manufacturers. 


| 

Who Cooks With Gas appeal that builds nice volume, 
| 
| 





—-——_——e os ow = ate oe am ae aw ae oe os —_ 


5. Mr. United States » “Cooking Wi Street..... ovcccccccccces ececcccceces 
; cone oe ang: oe Rilke snicosaccetllblaeninesactseds HANOVER, PENN. 
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Partial view of the opening session of the Coast-to-Coast Stores meeting. 


Coast-to-Coast Stores’ Meeting 


Spotlights Basic Merchandising 


NOTHER Coast - to - Coast 

Stores record was smashed 

when over 500 store own- 
ers and wives met with the Central 
Organization and factory repre- 
sentatives for a total attendance of 
1100 at its annual convention, 
Nicollet Hotel, Minneapolis, Minn., 
February 6, 7, 8, and 9. 

The keynote for the coming 
year was sounded by Henry J. 
Kantrud, vice-president, with the 
theme “Hit the Line in *49.” Ar- 
thur C. Melamed, president, speak- 
ing on “This Year’s Challenge to 
Coast-to-Coast Stores,” emphasized 
intensive merchandising policies 
with a return to basic fundamen- 
tals of stock turn over, modern 
display, advertising, and close co- 
operation between wholesaler and 
retailer. M. L. Melamed, secretary 
and treasurer, stated that sales in 
the individual Coast - to - Coast 
Stores had increased an average 
of eight per cent. Taking the 
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theme, “If I Were You,” he 
stressed the importance of each 
store owner utilizing all the mer- 
chandising tools provided by the 
Central Organization. 


Sales Quotas 


York Langton, trade extension 
manager, speaking on “Sales Quo- 
tas and How to Make Them,” 
urged each store not to have an 
excess of personnel, better selec- 
tion of personnel, and more inten- 
sive training through study of fac- 
tory literature and store meetings. 
He announced that Coast-to-Coast 
Stores will have a “Mastercraft 
Convention” for all sales personnel 
April 24, 25, and 26, to provide 
leadership and training. 

Clark M. Eichelberger, director. 
American Association for the 
United Nations, spoke on “The 
Stake of Business in World Af- 
fairs.” He said that every business 


man must have a keen interest in 
the success of the United Nations 
for stability and peace as a prime 
requisite for good business. 

Monday evening at the Lyceum 
Theatre, an appliance presentation 
was made to dealers. Louis Me- 
lamed, acting as master of cere- 
monies, presented BeBe Shoppe, 
Miss America. Cederic Adams, 
popular news commentator, made 
his evening broadcast from the 
theatre. 

Arthur Upgren, associate editor 
of the Minneapolis Star, and Pro- 
fessor of Economics at the Univer- 
sity of Minnesota, discussed the 
“Bright Spots in the Economic 
Future.” He emphasized that there 
are 175 billions of savings in the 
hands of individuals, plus another 
50 billions in the hands of corpo- 
rations as a backlog for govod 
business. Quoting the London 
Economist, he said that the most 
significant fact of the 20th Century 
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STE FE LLE NV Gi 0 vorrssie cuccrre SAN DER 


The Easiest-to-Rent Sterling Sander earns Easiest Profits for you. This 
popular sander quickly pays for itself due to its low cost, low upkeep and 
fast rental turnover! 


The Sterling Portable Electric Sander is easy to rent because it is lightweight, 
vibrationless and so easy to operate even a woman or child can use it with 
—o safety .. . it can’t “run wild” and gouge fine furniture or wood- 
work .. . it sands smoothly and uniformly. 

It’s easy to make fast profits with the Sterling! Display and elisiiitaiate it 
right on your sales counter. It is easily carried by your rental customers 
(weighs only 8 pounds) . . . and is quickly and easily loaded with standard 
size abrasive sheets. 

Send cou ~ mat now for Sterling’s fact- filled booklet, ‘“‘7 Keys to More 
Rental Pro 








STERLING TOOL PRODUCTS CO. 

1338-A Milwaukee Ave., Chicago 22, Illinois 

Canadian office: Terminal Warehouse, Dept. 39, Toronto 1, Ontario 
Send me “7 Keys to More Rental Profits” 








ATTENTION - 


Sterling Sander rentals help build store traffic 
and assure extra income, with no additional 
overhead, and you obtain greater volume on 
related items os paint, varnish, and brushes, 








city ZONE STATE 


| STORE NAME 
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Every man 


(and woman, too) 

is a prospect 
for this 

*1°° seller! 






HANDYMAN’S SET OF 
SCREW DRIVERS 


*ECHAMIC'S QUALITY 
Ore TEMPERED 


UNBREAKABLE 
AMBER 
HANDLES 


* Ground Tips 






FOR ALL GOOD MECHANICS 


FULLER’S DE LUXE 
‘Cucryman se 
SCREW DRIVER SET 


A necessity for every 
one of your customers. 
Smartly carded for 
quick sales, priced for 
Profitable turnover! 
Complete set consists of: 





@ 2%” POCKET SCREW DRIVER WITH CLIP 
@ 3%” CLOSE QUARTERS ELECTRICIAN’S DRIVER 
@ GENERAL PURPOSE SCREW DRIVER 
@ MECHANIC’S SCREW DRIVER 

Mechanic's Quality Oil Tempered Tool Steel Blades; 

Fuller's famous Unbreakable Amber Handles. 

Order through your wholesaler 
We're telling the story of 
FULLER Quality every month, in 

“POPULAR MECHANICS” & “POPULAR SCIENCE” 


FULLER “TOOL COMPANY, Inc. 


World's Largest Producers of 
Unbreakable Amber Handle Tools 


905 Faile Street Bronx 59, N. Y. 
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One of the panel group discussion meetings. 


is that the United States had 
learned to double its production 
during the war. 

Ralph Carney, vice-president of 
the Coleman Co.. Inc., made a 
presentation of Coleman products. 
Walter Clark, executive director 


of the Paint Up—Clean Up—Fix 
Up campaign for the National 
Paint, Varnish, and Lacquer Asso- 
ciation, gave a dynamic presenta- 
tion of the potential paint business 
to be had by tying in with the na- 
tional campaign. 


Steel Situation Changing Toward Normalcy 


ACK - TO - NORMALCY ~ was 

coming to the steel industry at 
a fast clip according to The Iron 
Age, national metalworking week- 
ly, a Chilton publication with 
which Harpware AGE is affiliated. 
Some steel people were worried 
that it might mean more than a 
mere trend to the regular way— 
competition — of doing business. 
But there were no signs that the 
bottom was ready to drop out of 
steel. 

Those who get the jitters easily 
though were having a tough time 
sizing up the steel market. But it 
all spelled a condition that both 
buyer and seller have been saying 
they would like to see. Now it can 
be found out who was or wasn’t 
kidding. 


Signs of Change 


Here are signs that things are 
changing in steel: (1) Some steel 
firms which had higher prices than 
the majority have dropped them 
to regular mill levels; (2) can- 
cellations although not too heavy 


are becoming more frequent; (3) 
holes in rolling mill schedules are 
opening up oftener than a month 
ago; (4) some holders of non- 
cancellable conversion contracts 
are trying to buy their way out 
of these commitments and (5) cus- 
tomers of steel firms are getting 
as cautious as credit managers 
over their new orders and _ their 
inventories of finished goods. 


Orders Heavy 


To offset these hard facts here 
are a few that show things are not 
going to ruin in a wheelbarrow: 
(1) steel orders are still heavy and 
backlogs—even when dried out 
are not bad, (2) government 
spending is still heavy and may 
be greater if unemployment con- 
tinues to increase, (3) exports in 
steel may be expanded now that 
domestic demand is no longer 0 
the emergency class and (4) back- 
to-normal does not mean a plop to 
the cellar. 


Another little straw in the wind 
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which may finally turn out to be 
a whole broom is the paring of 
allocation tonnage slated for 
domestic use. Even though the 
administration—which fights for 
more steel capacity—has dragged 
out three new programs to take 
50,000 tons of steel a month on 
allocation, domestic allocated pro- 
grams were cut last week to the 
tune of 137,000 tons a month. It 
is clear that as the domestic front 
takes an easier tone, allocations 
for export and other administra- 
tion favored uses will be bumped. 


He Knows How 
To Get Prospects 


O the alert merchandiser there 

are always certain places to go 
to meet a lot of farmers, renew 
acquaintances, make new friends. 
get prospect tips and also to make 
some sales. 

These places are the farm cele- 
brations, picnics, lectures or wed- 
ding anniversaries. H. E. Marshall, 
veteran hardware dealer of New- 
ton, lowa, makes a practice of vis- 
iting as many farm events as pos- 
sible in his area. And he says he 
excellent appliance 
prospect tips at such affairs. 


gets some 


When dealer and farmer meet 
at such affairs, the conversation 
may run from crops, baseball, and 
politics to items the farmer intends 
to buy. And the groundwork for 
many a sale is thus laid. 

“Farmers welcome their mer- 
chant friends at such events,”’ says 
Mr. Marshall, “and believe me, it 
also helps the merchant to under- 
stand farm affairs much _ better. 
When you meet the farmer and 
take the time to talk with him 
about his problems, you have a 
much better idea of your territory 
and its residents.” 

Mr. Marshall often attends farm 
picnics on Sundays during the 
spring and summer months. Or. he 
may take time off from store hours 
on a week day to attend some local 
farm affair. Occasionally, too, he 
will take in a night meeting in 
the rural districts. 

This kind of promotion is one 
reason why Mr. Marshall sells 
more than 200 major appliance 
units in Newton and surrounding 
territory. He knows the commu- 
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Is The 


"My CHROMTRIM 6/60 Merchandiser 
is a fast-moving, hard-selling floor 
show! As far as a Master of Cere- 
monies is concerned, 'M. 
means More Cash sales and More 
Chromtrim customers.” 


DEALERS 


SAY 





Clrrom . 


AL MOULDINGS 


CHANDISER 


“ELOOR SHOW" 
ds No 
That _ uw 


“AM. C. 


Cc." to me, 





"Since | installed the CHROMTRIM 
8/60 metal mouldings merchandiser 
in my department, I've pulled in extra 
profits in companion line sales and 
saved my cust $s an extra shopping 
trip at the same time!" 














“My 12/60 merchandiser is a ‘silent 
salesman’ .. . a floor show that makes 
cash register music! It has tremendous 
appeal for both men and women cus- 


6/60 DEAL 
360 Ft. of 
Chromtrim in 
& Styles. 
Dealer Cost 
$39.95 


Dealer Profit 
$29.65 


; tomers and it only occupies 16 by 24 
G inches of floor space.” 











“The ‘Trim-lt-Yourself' idea, appeals 
to today's ‘decorating-minded’ folks. 
The !2-tube display shows every dec- 
orating trim they need. Now my old 
once-a-season customers are frequent 
visitors and | certainly enjoy that 
100% profit on all refills, too!" 


The CHROMTRIM metal mouldings merchandiser 
contains 6, 8 or 12 tubes, each tube gene ge | 10 
six-foot, ready-wrapped lengths of one style. Also 
included are promotional aids and a 3-color dis- 
play card. Act now and put this hard-hitting sales- 
man to work on your floor . . . 24 hours, every day! 


- 


8/60 DEA 
480 Ft. of 720 Ft. of 
Chromtrim in Chromtrim in 
8 Styles. 12 Styles. 
Dealer Cost Dealer Cost 
$59.50 $78.00 
Dealer Profit Dealer Profit 
$45.50 $78.00 


R. D. Werner (o., Inc. 


295 FIFTH AVENUE +» NEW YORK 16, N.Y 


In Canada 






CHROMTRIM moULl 
MAAKES STAIRS SA 
Name 


Address 
City 


Please send me FREE copy of Booklet HA-3, "Trim Ideas’ 
and additional information on the 3 Chromtrim deals. 


My Distributor is .. 


R. D. WERNER COMPANY LTO 
PORT DALHOUSIE, ONT 


I 
! 
| 
t 
I 
| 
State | 
| 
| 
i 
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FOR FILLING 
HAIRLINE CRACKS 


IN PLASTER 





‘f@e7a4 


ee pAINT Use 
——“HENEVER, eum rIK 


pLAst ER"= suas 


will Nof Dy 





TWO GREAT PRODUCTS 
for year-‘tound protits 


Give prominent display to these two outstanding products — Plaster- 
Stik, the original stik-type hairline crack filler — and Pipe Seal, pipe- 
sealing compound in convenient pocket size. 







PIPE SEAL .. . for permanent perfect PLASTER-STIK . . . the original stik-type 

pipe connections. Ideal sealing com- hairline crack filler, now in a smart new 

pound—not affected by liquids or gases display package—the outstanding value! 

normally carried in pipes. Leak-proof Produces perfect results for amateurs or 

Pipe Seal joints can be re-opened with- professionals. Cardboard label-tube keeps 

out damage to fittings. Packed 12 sticks stik clean, usable to very end. 

in display-type box—each stick individ- 

ually wrapped. No waste—no brushes, GOOD HOUSEKEEPING SEAL .. . tells 
no pots—use stick your customers that Plaster-Stik is the 
right down to end. approved product for filling hairline 
Retails at 15c—in- cracks. Sells with every sale of paint. 


creased discounts. LARGEST PROFIT... make more— 
+ sell Plaster-Stik! 








| 
Check your stock now—prepare to 
cash in on spring advertising in big na- | 
tional magazines. 


THE LEONARD COMPANY 


— @ 
——e. DES MOINES 9, IOWA 


ORDER Pire-SEAL AND PLASTER* STI From your sopser ropay 


| 


nity and its needs and he will work 
outside and inside the store to 
make sales. 

There are appliance items shown 
on the first floor of this store, but 
the main appliance section is on 
the second floor where a consider- 
able variety of ranges, stoves, hot 
water heaters, etc., are displayed 
for customers. Farmers today do 
not hesitate to purchase many 
farm and home appliances, says 
Mr. Marshall, due to the fact that 
their income is high. 

Farm women are interested in 
remodeling and modernizing their 
kitchens and of course new appli- 
ances are much in demand in such 
homes. 

Mr. Marshall has two service 
men who handle appliance deliv- 
ery, installation and repairs. He 
says that these men are very im- 
portant to his business, because 
appliance customers often tell them 
of other appliance items they in- 
tend to buy sooner or later. 


May Is Designated as 
Water Systems Month 
ITH the object of calling the 


attention of farmers to the 
many advantages of running water 
under pressure, the National Asso- 
ciation of Domestic and Farm 
Pump Manufacturers has desig- 
nated May as National Water Sys- 
tems Month. 

The promotion is expected to 
provide the aggressive dealer with 
a sales stimulant, to get him to re- 
establish customer contacts for 
needed replacements, and to pave 
the way for thousands of new sales 
of pumps, tanks and other water 
system equipment. 

Dealers and distributors will be 
assisted during May by manufac- 
turers and electric utilities by dis- 
play posters, demonstrations, signs 
and literature for distribution. 
Slogan of the campaign is “Profit 
Grows When Water Flows.” 

That farmers want running 
water is shown by the sale of 763.- 
000 water systems in 1947. ‘The 
potential market for electric water 
systems is clearly marked by the 
April, 1947, Bureau of Census 
survey indicating that only one 
farm home in three has running 
water. 
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Hobbies and Historical Items 
Give Added Lift to Sales 


Unusual toys and old time phonograph records 
bring customers to Spraglet's Hardware Store 


_ HOBBY shop in 


one corner has increased sales 
greatly, and has given both service 
and amusement to customers of 
Spraglet’s Hardware Store, Lin- 
colnton, Ga., a town of less than 
900 people. During the three years 
of its operation, it has helped build 
good will and profits for this hard- 
ware firm that specializes in tying 
toys in with its appliance business. 


Creates Store Traffic 


This firm has found that a 
hobby shop filled with attractive 
toys will create a large store traf- 
fic. In fact, when you carry some- 
thing in stock to interest children. 
you'll get the attention of parents 
as well. 

One section of the store is filled 


with toys known as “straw hat 
models.” These are made from 
hats that are not being used or 
from hats obtained from hat shops 
that have had a few carried over 
from summer. These old straws 
are turned into model birds, carts, 
airplanes, ships and other items by 
a man who specializes in this type 
of works 

Next to this is a department 
operated by a man who specializes 
in collecting old pioneer records 
and pictures. This department is 
the type of a combination which 
is interesting to both ’teen-ages and 
grown-ups. A considerable amount 
of repair work is carried on in this 
shop. Customers enjoy listening 
to some of the old records that 
have long been out of date. Young- 
sters often visit the shop and buy 
records that were in use before 





Straw hats are turned into a variety of model items here. It's 
an activity that interests customers and brings in business. 
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WHEN 
IT COMES TO 
HACK SAW BLADES 


A well known magazine™ you 
know and read every month 
along with over a million 
other Americans, recently 
asked a question of U.S. hack 
saw suppliers. Most important 
question to us—and to you 
from the viewpoint of stock- 
ing the brand your customers 
want—was, ‘‘What blade is 
most asked for?” 


50% OF THE REPLIES 
SAID STAR! 


Take advantage of Star's over- 
whelming sales leadership. 
Take advantage of Clemson's 
hard-hitting advertising cam- 
paign that tells customers to 
buy Star metal-cutting prod- 
ucts from you. Take advan- 
tage of Star’s profitmaking 
merchandising program that 
gives you free sales aids with 
which to influence your cus- 
tomers, including the 32-page 
booklet, “METAL CUT- 
TING” and a new Star Wall 
Chart. 

Stock the complete Star line 
for bigger sales—bigger profits 
—a bigger list of satisfied cus- 
tomers. 


*Name upon request 





@ CLEMSON 


CLEMSON BROS., INC. A 
MIDDLETOWN, N. Y. 

Makers of hand and power hack saw 

blades, frames, metal cutting band saw 


@® 4640 blades and the Clemson E-17 lawn machine. 
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they were born. Many also bring 
in old phonographs for repairs. 
Three records are given free with 


ing to $5. 


COSTS MORE - 
WORTH MORE 


DIFFERENT 
ny 43) 


Right Size and Pressure 


for Every Job 


ONE 


any repair job of this type amount- 


“This kind of attraction and ser- 





HAND 
OPERATION 


Opens with a Flick 
of the Thumb 


JAWS 


ALWAYS 


PARALLEL 


For Better 
Work-Holding 


Today’s customers want their money’s worth before they buy. 
You can give them a full-value plier-wrench only if you have 
BMC Pressure Lock Wrenches. Here’s why your customers 
want, and why you can sell more, BMC Pressure Lock 
Wrenches: Only the BMC Pressure Lock Wrench has all these 


Write for name of nearest BMC Jobber. 


The historical and repair depart- 
ment furnishes both amusement 
and service for many customers. 


vice are keeping us in touch with 
future customers for major ap- 
pliances of all types, as well as 
other merchandise,” says Clarence 
Spraglet, owner. 


Farmers Best Customers 


“Probably our best customers 
for these departments are farmers 
and their children. We enjoy an 
exeellent farm trade and these peo- 
ple are more interested in our toy 
line than the average persons of 
the city. 


Frequent Advertising 


“We use newspaper advertise- 
ments explaining some of the un- 
usual items that are on display at 
the store. These ads are used fre- 
quently and are combined with 
seasonable information of items 
that will soon be needed by cus- 
tomers.” 


HIGH 
CARBON 
STEEL 


Smooth Black 
Finish 


ADDED 
GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


CALIBRATED 
SCALE 


Shows Jaw 
Opening Size 





extra values . . . it’s six tools in one . . . adjustable pliers, pipe 
wrench, locking clamp, gripping tool, monkey wrench, and 
hand vise. The cost is but a few cents more, No. 7 — 3%” Jaw, 
$2.29; No. 9—1” Jaw, $2.59; No. 11—1!2” Jaw, $4.89 Re- 
tail. Fair Traded. Give your customers extra value for their 
money with attractively packaged, fast counter selling BMC 
Pressure Lock Wrenches. Red plastic or steel handle grips. 
Free sales helps. 


MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 
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Compare the numerous selling features of 
Inner-seal with any other flexible type 
weather strip and you'll agree that it’s the 
best home weather stripping money can buy. 


Inner-seal lasts longer than similar weather 
stripping because of its unique molded rubber 
construction, 


Inner-seal is easy to install. Anyone handy with 
hammer and tacks can do it. 


Inner-seal is completely waterproof — effectively 
excludes seepage from rain or melting snow. 


Inner-seal will stop windows and doors from 
rattling. 


Inner-sealed homes are more comfortable — 
save valuable coal and oil. 


Inner-seal comes in a neutral color that blends 
harmoniously with any color scheme. 


What’s more, Inner-seal is shipped to you | 


in a compact carton that opens into an un- 


usually attractive counter display to bring | 
the product right out before every | 


potential user. Easy to move and 
highly profitable, Inner-seal is 
available for immediate delivery — 
order through your jobber today. 


Live sponge rubber bead molded 
for life onto a flange woven of rust- 
resistant spring wire and strong cot- 
ton thread all dipped in latex. 


Est. 1837 


FABRICS, INC. 
BRIDGEPORT 1, CONNECTICUT, 
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AL ‘FAST 
TURNOVER" 





KEY KIT 


FOR HEX SOCKET SCREWS 














LEN WITH A 
TIDY PROFIT” 





A dozen 7-size hex-key assortments, enabling 
the buyer to fit any hex socket set screw from 
No. 8 to 4%” or any socket head cap screw 





from No. 3 to %#%". Displayed to catch the 
eye. Priced to sell on sight at 75 cents. 


Dealer’s price $6.03 complete as illustrated. 
List price $9.00. Dealer’s Profit $2.97. Buy from 
| your Allen Hardware Jobber. For further details 
on this and other —— 
key and screw 
| merchandisers, 
write directly to 
the factory. artford 2, Connecticut, U.S.A. 


NEW YORK, CLEVELAND. DETROIT, CHICAGO, OS ANGELES 
' 
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Night view of the Safe Padlock & Hardware Co. plant in Lancaster, Pa. 





Pennsylvania Firm Has Been Making 
Locks and Hardware for 100 Years 


Safe Padlock & Hardware Co., 


Lancaster, Pa., started in business 


in 1848, making parts for Kentucky rifles which were used in the 
opening of the West, as well as many other items. Now makes about 


A CENTURY ago, at 


the time when the hardy “Forty- 
niners” were making their pilgrim- 
age to unlock the golden gates of 
the West, a small business was 
started in Lancaster, Pa., that 
played an important part in the 
opening of the wilderness. 

The company that is now the 
Safe Padlock & Hardware Co. in 
its early days made triggers, gun 
locks and other component parts 
of the famous Kentucky, Rocky 
Mountain and Allegheny rifles, all 
of which had their origin in the 
“Pennsylvania Dutch” section. The 
company undoubtedly also madea 
lot of the hardware used on the 
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1000 locks and hardware items. 


Oo O 


Nutmeg = graters 
were among the 
scores of items 
produced in the 
early days of the 
100-year-old com- 
pany. 


oO oO 
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Rotary Nutmeg Grater 





The Safe Pad Lock Works, 


SMCASPER } 


i. eal i Lge cates entry sn 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 





DOL ' 
B 


CEMGE ELLA, 
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ASSORTMENT NO. 1 
PAINT AND VARNISH BRUSHES 


(DOUBLE THICK) 


Now you can set up a real, 


result-getting paint brush depart- 


ment in only two feet of counter space! - oe Senet 
Star Dispensers show standard, compet- — pe vit 
4 do ] ¢ 
itively priced varnish and wall brushes in your 5 th a yh. ’ = 
choice of assortments ... and they do a whale of 1% doz. 2 WM 50 
a selling job in just a little space! Place your Y2 doz. 2% 2 69 
order with your wholesaler. Star Brush Manufac- “a doz. 3 2/2 109 
turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 


Chinese Bristles. 


Concentrated Stopping Power GALES RETURN $38.34 
Colorful Star Dispensers pack a lot of attention- YOUR COST 25.56 
getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 


And their all-metal, nickel-plated, permanent con- 
struction features the “loop” design that reduces 
pilferage. Write for details on dispensers * 
for other popular assortments of 


wall and varnish brushes. 


No Shed...No Streak...No Spatter 
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HORE ADVERIBG 
fer MRE SALES 





This season, be prepared for even 
greater sales turnover of this famous 
long-profit leader. Because Ham- 
mond’s Slug Shot is being more 
widely advertised in National mag- 
azines. Telling gardeners about this 
great all-purpose garden DUST— 
which now contains more ROTE- 
NONE then ever! 

With more than 74 years of popu- 
larity and repeat sales, Hammond’s 
Slug Shot has an outstanding rec- 
ord for making dealer profits. 


yh teh cis ee 


GRAPE AND ROSE DUST-prevents 
mildew and black spot. KIX—all-purpose 
rose, flower and vegetable spray. COP- 
PER-SOLUTION-—for fungous diseases, 
DOG SKAT~— easy-to-use animal repellent. 
WEED KILLER ~ kills all weeds, grasses, 
etc. NO CROW-—crow and bird repellent. 
ANT GAS~—kills ants in their homes. STA- 
BILIZED (ROTENONE) “75” DUST 
—controls all insects on vegetables—for 
gardens, etc. ‘‘Rotenone at Its Best.”” EGG 
PRESERVATIVE -for preserving eggs. 
HORICUM-lime sulphur solution for 
dormant spray. 

Check over your stock. Keep plenty of 
these well-known HAMMOND products 
on hand. Order now. Hammond Paint 
& Chemical Co., 4121-9 Hammond Bldg., 
Beacon, N. Y 








Conestoga wagons, the “prairie 
which built in 
Lancaster county and used by most 
of the pioneers in their trek to the 
west, 


schooners.” were 


Other products made in the 
early days of the firm, judging 
from old advertisements, were tack 
hammers, nutmeg graters, jail pad- 
locks, Scandinavian type locks and 
table cutlery. Fifty years later the 
principal products were padlocks, 
company records of 1899 show 
that a total of 63,528 padlocks 
were made and sold in that year. 

During the late 1880's various 
items of builders’ hardware were 
Today 
the company’s line includes nearly 
1000 items. 

The factory now covers a city 


developed and produced. 


block and employs approximately 
300 Shortly after V-J 
Day the Lancaster company built 


workers. 


10 IUN LOOK WORKS. 


= 








its own iron foundry, and it can 
now perform every operation in 
the manufacture of its products, 
from the smelting of pig iron to 
putting a brilliant jeweler’s finish 
on its cabinet hardware. 

Like most other hardware manu- 
facturing firms it devoted its efforts 
to the making of war materials 
during World War II and pro- 
duced 150 different articles which 
These 
products were as varied as rifle 
grenade adapters and mortar parts 
for the Army, stethoscope parts 
and retractors for the Medical 
Corps; torpedo and P-T boat parts 
for the Navy, as well as items for 
every branch of the service. 

Since the start of the war the 
company installed many new and 
different and 
which made possible much more 
efficient and labor-saving opera- 


were foreign to its line. 


tools equipment 








Gunlocks, triggers and other parts were made for the famous 
Kentucky rifles used during the country's pioneer period. 
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CMU AICANE | 


ROTARY POWER LAWNMOWER 


FIRST FOR PROFITS with dealers and 
jobbers everywhere. Get ready now for 
BIGGER, BETTER SALES! 


The 1949 powermotor buyer is a “shopper.” He insists on real satisfaction 
for his money. He wants a powermotor that guarantees a velvety smooth 
job on all kinds of grass . . . he wants a powermotor that’s easy to use, easy 
to keep in tip-top shape for the years to come. That’s why HURRICANE 
is a proved sales clincher, and that’s why dealers and jobbers everywhere 
are enjoying more success than ever before! HURRICANE gives the buyer 
what he wants . . . at a price he can afford to pay. 


If you want a bigger share of the powermotor sales in your i 
community—greater profits too!—mail this coupon today . 

to National Metal Products Co. You'll receive full 
information on dealer profits, free advertising mate- 
tial, exclusive HURRICANE sales features, and 
complete price lists. Of course, there’s no 
obligation. 


ATTENTION JOBBERS! 


Several top notch territories are still 















open for new HURRICANE dis- 
tributors. Write now for avail- 
abilities. 








NEW 1949 FAN TIP BLADE.... e% 


HURRICANE’S new fan-tip blade creates an upward suction that 
picks up cut grass. Then it scatters the grass through the safety’ 
throw-out, completely eliminating “windrowing.”” That same 
vacuum-suction helps straighten grass that lies flat and assures 
smooth, even cutting. 


Steady Repeat Profits—Steady seasonal dealer and jobber 
profits are assured by the complete, always-available HURRICANE 
parts service. Fan-tip blade has replaceable ends which do away 
with blade sharpening. Dealers sell blade tips, have continuous 
t repeat sales .. . and profits! 


pm EMAIL THIS COUPON TODAY am amy 
NATIONAL METAL P70 Sea 


2722 Cherry Street (Retailers: please give name of your jobber.) 


UUM AMERICA BD entomen: Please send me, without sbigation, complete information 


about the profit-making HURRICANE. 


2722 CHERRY STREET, I RIN non es ccncomtnarnnoneniiidans 
KANSAS CITY 8, MISSOURI <i aac) phonies 
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Model 180 
8” saw 


Model 160 
6” saw 


Their better design 
makes power sawing 


EASIER, FASTER! 


-Here are the features that make 
Bradford Electric Saws first choice of 
carpenters and craftsmen everywhere: 





Ease of operation has been engi- 
neered into these new Bradford power 
saws. No other popular make of 
power saw is as precisely balanced. 
A Bradford is operated in a normal, 
comfortable sawing position, without 
strain or fatigue. They are light- 
weight, streamlined, built to last, and 
are popularly priced. 


Why not make your store head- 
quarters for the sale of Bradford pow- 
er saws in your territory? Cash in on 
power saw profits and extra accessory 
sales today. Write for descriptive 
folder and complete information. 
Bradford Saws are distributed through 
leading wholesalers. 


THE BRADFORD 
MACHINE TOOL COMPANY 
661 EVANS ST., CINCINNATI, OHIO 


Precision Since 1840 
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tions, to take care of the vastly in- 
creased demand resulting from the 
unprecedented building require- 
ments. 

Many of the early settlers of the 
Lancaster, York and Reading areas 
of Pennsylvania were artisans who 
learned their special trades and 
skills in Europe and much of this 
“know how” has been passed along 
from generation to generation. 


Personnel Records 


The personnel records of the 
100-year-old concern have some in- 
teresting aspects in this time when 
labor relations are often so tenu- 
ous. 

George Hammel, the polishing 
room foreman, is now in his 5lst 
year with the company, and his 
son, J. L. Hammel, has been work- 
ing with him as a polisher for 22 
years. John Hershock, the polish- 
ing department foreman, has been 
with Safe for 39 years, and his 
wife, Mae, has been working in 
the same department for 19 years. 
Creston Miller, the plant superin- 
tendent, joined the firm 30 years 
ago and succeeded his father, 
Arthur Miller who had been with 
the company for 43 years. Robert 
Busser, the brass foundry foreman, 
and C. M. Bowers, the assembly 
department foreman, both have 39 
years of service to their credit. 

Last Christmas the company pre- 
sented Hamilton watches to 23 peo- 
ple who have been employed there 
for 10 or more years. 

The sales department has many 
father-and-sori teams. C. P. Blair 
and his son, Thomas, represent 
Safe in the metropolitan New York 
area. Walter S. Johnson and his 
son, Gordon, have the Southern 
territory, with headquarters in At- 
lanta, Ga. Irving S. Kemp and 
his son, Robert, have the Chicago 
territory. A. William Zimmerman 
and his son, William, are located 
in the Baltimore territory. Ben W. 
Johnson, who has the Pittsburgh 
territory, is assisted by two sons, 
Richard C. and Robert W. John- 
son. James Mitchell is associated 
with his father, G. J. Mitchell, in 
the Indianapolis territory. Most 
of these sons are ex-G.I.’s who are 
“learning the ropes” in selling. 

The dean of Safe’s sales force is 
Peter Schilling, of St. Louis, who 





There’s only ONE 
READY PATCH 


MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 


M & H LABORATORIES 
2703 ARCHER AVENUE 
CHICAGO 8, ILL. 














WwooD 


SKOTCH 


9) 





8” x 10” carton Gaiey 
printed in red and blac! 
Loren cards for bin display 


Here's a wood joiner that really 
HOLDS . . . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 


strong joint. Works equally well 
on square, mitre, ''T", split or dado 
joints. Perfect for repairs, making 


counter or in self-service bins. 


Free Sales Helps .. .\- 


counter folder are yours FREE. Ask |< 
your Jobber or write direct for gen-| cHairs 
erous supply. 


SUPERIOR FASTENER CORP. | |=) 


2949 ELSTON AVE., CHICAGO 18, ILL. 
GRIPS LIKE A V 











HARDWARE AGE, MARCH 10, 1949 


JOINERS * 






SCREENS 
prongs pull wood together for tight] "AU 
Hl 


screens, etc. Easily displayed on} ‘Soors 


Sample wood foints that show uses 
of SKOTCH Wood Joiners plus a new |/7 
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has been in a sales capacity for 
over 50 years. 

The business was founded and 
operated by Robert Buchmiller un- 
til 1888 when his son, D. F. Buch- 
miller, succeeded him. The latter, 
who died in 1922, was one of the 
outstanding citizens of Lancaster, 
and a city park, for which he do- 
nated the land, bears his name. 
Douglas W. Franck, present head 
of the business, acquired it in 1933 
from L. B. Hershey who operated 
it from 1922. Mr. Franck has been 
in the lock industry since 1921. 
Mr. Franck’s brother, William N. 
Franck, is sales manager. 

Among the items which the Lan- 
caster company produces are: Cyl- 
inder handle sets, mortise and 
tubular lock and latch sets, design 
and sectional sets, dead locks and 
rim night latches, door knockers, 
door pulls, push plates, push but- 
tons, house numbers, chain door 
fasteners, mortise, barrel, flush, 
surface, chain and foot bolts, door 
stops, door holders, sash fasteners, 
ventilating locks, stop bead ad- 
justers, sash lifts, casement fasten- 
ers, casement adjusters, casement 
operators, transom catches, and 
chains, drawer pulls and knobs, 
cabinet hardware, friction catches, 
cupboard latches, elbow catches. 
cupboard catches, pendant pulls, 
cabinet hinges, hasps, screen door 
latches, pulls, bolts, lifts, hangers, 
corner braces, brackets, mending 
plates, marine hardware, square 
bolts, neck bolts, bars, line cleats, 
cabin hooks, ring pulls, chest han- 
dles, hatch covers, handrail brack- 
ets, turn buttons, gate latches, bath 
hooks, coat and hat hooks, costume 
hooks, card holders, box corners, 
support hinges, key blanks, pad- 
locks and bicycle locks. 





Consider These Six 
Points When You 
Hire Employees 
(Continued from page 158) 


steady and faithful in the execu- 
tion of the work he is given to do. 
Every hardware dealer is aware of 
the worthlessness of a flighty em- 
ployee. 

How can you judge the appli- 
can’ts steadiness? 

“The way I do it,” 


hardware dealer quoted above, “is 


says the 
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KESTER METAL MENDER, 
Acid-Core Solder, has been in 
demand since 1899. Packed 

ten boxes to a display carton. 





wate 


on 
wofee., 





KESTER 
SOLDER 






KESTER RADIO SOLDER, Plastic 
Rosin-Core, is also available in 
the small, handy size package and is 
packed ten boxes to a display 
carton. The finest solder made for radio 
and electrical work. 













STOCK THESE OUTSTANDING KESTER ITEMS 
Kester Metal Mender 

ae Acid-Core Solder 

Kester Radio Solder 







Plastic Rosin-Core Solder 
Solid Wire and Bar Solder 
Soldering Paste 





Soldering Salts 






Soldering Fluxes, Liquid 






Soldering Accessories 








Increased Kester sales are assured by 
a vast national advertising program. 


KESTER SOLDER COMPANY 
4201 Wrightwood Avenue, Chicago 39, Illinois 





Factories Also At Newark, New Jersey * Brantford, Ca 











BUSHMAN SWEDISH BOW SAWS 


TA 


214 





EVERY ITEM 


MOVES 


IN THE 


GENS(D 


LINE 


MADE IN SWEDEN 


Ne ee 





The All-Purpose Saw for Ho 









me, 


Farm, Ranch, or Cabin. Patented 
blade is razor sharp, cuts faster and 


easier. 24, 30, 36, 42, 48 inch leng 


ths. 


Replacement blades for all bow and 


buck saws. 





BUSHMAN SWEDISH 
PRUNING SAWS 


Patented Bushman blade cuts 
both forward and back. strol 


on 


Kes. 


Charcoal alloy blades. Iolding, rigid 


and tubular extension handles. 


2. 


edge. 10 sizes and styles. 


NY 
GENSCO SWEDISH 
WOOD CHISELS 
Tanged butt wood chisels in- 
dividually heat treated, tem- 
pered and honed to razor sharp- 
ness. Curly birch reinforced 
handles. Sizes from %” to 2” 


widths. 
Available from Your Jobber. 


Write us for complete Literature, 


ct a hice, 


MORA SWEDISH 
HUNTING KNIVES 


Popular priced knives with Swedish 
charcoal alloy steel blades, curly 
birch handles with cross guard and 
leather sheaths with metal safety 
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TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC 


2 N. KOSTNER * CHICAGO 39, 


ILLINOIS 





to get him talking and see how he 
impresses me. Any hardware man 
knows something about human 


| character and values. He’s got to 
| learn it to make a success in this 


business where you must meet and 
deal with so many different kinds 
of people. I use my own judgment 
of character in sizing up whether 
a prospective employee is steady 
and has the ability to stick with 
any task I assign him. Instead of 
jotting down notes on his experi- 
ence. or having him fill out an 
application I bought at the corner 
stationery store, I take a few min- 
utes to talk with him about every- 
thing from the weather to the 
state of politics, in an effort to ar- 
rive at a decision as to his charac- 
ter and the traits of steadiness that 
will make him valuable to me.” 


Appearance Important 


Good appearance. Dressing 
neatly is a “must” with every per- 
son who meets the public. Many 


hardware dealers insist upon it in 


their employees. But good appear- 
ance is more than an asset when 
representing you to your custom- 
ers. It is a “tip-off” to traits that 
can be valuable to the hardware 
dealer who hires the job applicant. 


The man who takes some pride 


| in his appearance shows that he 
| has self-respect and that he not 


only cares about what people think 
of him, but that he thinks enough 
of himself to want to put up a good 


| front. Self-respect is necessary -in 


| any man you hire. Unless he re- 


spects himself, he can’t respect you 


or your customers. 
Ambition. The person who is 
anxious to get ahead makes the 


| best possible type of employee. If 
| his ambition is coupled with adap- 


tability and steadiness, you can bet 
dollars to thin doughnuts that you 
have made a ten strike in hiring 
him. The ambitious employee 
wants to do his job well. He wants 
to learn all he can about the busi- 
ness, and to become valuable to 
you. He desires to get ahead, and 


| in getting ahead he is sure to help 


increase your own sales volume 


| and profits. 


How can you spot ambition in | 


a man who applies for a job? The 
best way, again, is by study of his 


THE ORIGINAL... 


Coyner 
Calf 
Feeder 
Pail 


| FAST SELLING! 





’ 


Your customers will say “thanks” for 
supplying them with the original Coynet 
Calf Feeder Pail because it’s the easy, 
time-saving calf feeding method ... 
eliminates the struggle of teaching calves 
to drink from an open pail. Allows calves 
to take milk the ‘‘natural’’ way through 
a life-like, valve-controlled rubber nipple. 

Thousands of farmers have found 
Coyner Pils their solution to calf feed- 
ing problems. That’s why the demand for 
this sturdy, fast-selling pail is increasing 
with leaps and bounds! That’s why yom 
should stock the Coyner Pail ‘oday! 

| Write for prices. 


ARMOUR 





AND COMPANY 


ANIMAL FEED DEPARTMENT 
UNION STOCK YARDS 
| CHICAGO 9, ILLINOIS 
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past record to see just how far his 
ambition has already driven him, 
and by forming sound impressions 
from a talk with him. 

Friendliness. In any business, 
and particularly in a hardware 
store, you've got to get along with 
all sorts of people, from the cus- 
tomers to the suppliers and fellow 
employees. An ability to get along 
with people, and especially to 
make an employee valuable to the 
hardware dealer who hires him. 

Intelligence. Unless it is coupled 
with a sufficient supply of little 
gray cells, and the ability to use 
them in thinking through to sound 
conclusions, all the ambition, 
friendliness, adaptability, good ap- 
pearance and reliability in the 
world won’t get a man very far. 
and it won’t make him a valuable 
employee. But the chances are that 
the man who has the other attri- 
butes is also intelligent. 

It isn’t practical for a hardware 
dealer to give his job applicants 
mental tests to establish their 
1.Q.’s. But he can use judgment in 
sizing up prospective employees to 
get an idea of their intelligence. 

There are other advantages and 
traits that hardware dealers want 
in their employees, but these are 
the principal tip-offs to the char- 
acter of a man who asks you for a 
job. 


Two Other Points 


Two other useful things to find 
out when you interview a man you 
may hire are these: Why does he 
want this job? Does he ask ques- 
tions and otherwise show alertness 
and interest in the job he may get? 

The way to approach scientific 
accuracy in using the information 
about your employees is to make a 
job chart. Here is how one west- 
ern hardware dealer does it: 

“First,” he says, “I set out to de- 
termine the qualifications and 
characteristics that would be valu- 
able in each job. To do this, | 
listed all of the functions of every 
job, and then I sat down one night 
to compare this list with the list of 
human characteristics that fitted it. 

“Opposite each job function, I 
listed the traits and the experience 
qualifications necessary to do the 
job efficiently. When I had com- 
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REASONS WHY UTICA TOOLS ARE BETTER | 





110A T0045 have 
aan -working jo fs 


The smooth-riding balanced 
pivot gives UTICA TOOLS 
a joint that works easily ... 
lessens wrist fatigue .. . as- 
sures thousands of cleancuts 
with a minimum of effort! 


And UTICA quality does 


a sales job too! 



















Six precision machining TOOL No. 259-P 
New England 
Head Lineman’s 
Side Cutting Pliers 
7” and 8” 


operations on the joint 
are completed at one 
setting on this machine 





... three-thousands of 
an inch accuracy! 


DOL LEADE SHIP 





. Special alloy steel 
. Electronically hardened edges 
. Smooth working joint 


. Complete variety of tools 
. Hand-honed cutting edges 





Sold Through UTICA DROP FORGE and TOOL CORP. 
Recognized Distributors UTICA 4, NEW YORK 
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ORDER THEM NOW! © 









@ For FAST SALES 


@ FOR QUICK PROFITS 


e FOR " 
STOPpER., DISPLays 
















Sells on sight because it is so prac- } 
tical. Provides 50’ of drying space, 
yet uses only 2’ by 2’ of floor space. 














Light to carry; can be set up in a ed 
jiffy anywhere in the house; compact ew 
to store. Women use it when they ir 
iron, when they wash, for drying eet 


baby clothes. It’s snag-proof, warp- 

proof—should last a lifetime. Perfect | 

for the apartment or the home utility 

| The first Multi-Line room. Shipping weight, 12 pounds, packed | 


Clothes Dryer was 
made 12 years ago three to a carton. CATALOG NO. HW 1229. 


and is still in daily 
_ LOOK AT THESE FEATURES: 

50 Feet of drying space when open, 25 with top collapsed 
| -.. Storage space only 7“ deep...Set up in one motion... 
Bright rust-proof Kromolite finish for easy cleaning... 
No splinters, nails or screws. 





Hi-Lo PICNIC STOVE 


A must for anyone who ever cooks 
a meal outdoors. Cooks complete 
meal without pans. Has 4 heat levels 
, — broils, fries, grills and boils. Easy 
] f as cooking in the kitchen. The only 

inexpensive outdoor grill with instant 

s heat control. } 
HW1300. 1142” x 18”. Furnished with 
strong carrying case. 


~SELL-ON- SIGHT” 





< 
| 
t 













H 
RUBBISH BURNERS wit 





“FOLD FLAT” 


Easy to display, easy to 
stock, easy to sell. Quick- 
Burn “tunnel” draft lets air 
get under rubbish for com- 
plete, faster burning. Non- 
losable top opens at flick 
of a finger. Strong 1° mesh. 
Galvanized finish. 

CATALOG No. HW1310. 


“ZIPPER TOP” 


The unique burner with non- 
losable “push-pull” top and 
sag-proof “Volcano” bottom 
that’s 300% stronger. Conical 
shape gives powerful draft for 
HI 1] complete burning. Shipped 
HL A HU nested, dozen to a bundle. 


























mZ 
fe Aiy 
Pull Any Ys Push Any KE si, Folds down to 
Loop... HI | Loop... : KY » 3134! x 28" x 11/4" 
IT'S OPEN! Fr IT'S CLOSED! . PPA, for storage. 


Two Models. Heavy Duty, HW303. 
Price Leader, HW1270. Both have 
rust-resisting galvanized finish. 





Quick- Burn k 

Draft for Per- ™* 

fect Burning. oy 
t Af | 


| 
| 
UNION STEEL PRODUCTS COMPANY 
ALBION, MICHIGAN 

| 





pleted the task, I had a pretty 
good picture of what sort of per. 
son I needed in every position. | 
had a hiring blueprint that proved 
immensely useful in interviewing 
applicants for a job opening.” 

Of course, it is never possible 
to hire perfection. The person you 
finally put on the payroll will sel. 
dom fit your job blueprint as 
neatly as your glove fits your 
hand. The perfect man for the job 
won't always answer your class- 
ified “Position Open” 
ment. You must compromise with 
the practical all along the line. 


advertise- 


But by using scientific job 
analysis and interviewing, as out- 
lined here, you can fit the best 
possible employee into the job with 
far greater success than you would 
by slipshod hire 
methods. 


’em-fire ’em 


In these times of growing com- 
petitive pressure, that is impor- 
tant. 


Husband-Wife Team 
Develops Small Town 
Hardware Store 


(Continued from page 166) 


fencing; garden tools, and hard- 
ware cloth. The wheelbarrow as- 
sortment numbers six: three types 
for home use, and an equal selec- 
tion for cement workers and con- 
tractors. 

There’s another important rea- 
son why Paterson Hardware is en- 
joying steady growth. M. C. Pater- 
son checks up on his advertising. 
Not long ago, he bought 1000 
fancy yardsticks and went out in 
person to distribute them to neigh- 
borhood dwellers. 

Instead of just giving them to 
people already coming to the store, 
he went “a-callin’ ” on people with- 
in his shopping area. His favorite 
visiting time was a little after five 
in the evening. The husband would 
be home at this time. 

“When I made a call on a 
home.” he says, “I'd ask some 
questions. After I’d given them a 
yardstick, and introduced myself, 
I’d find out if they had heard of 
us. If they knew we had built a 
new building and opened a new 
hardware store. 
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“This was the way I found out,” 
he continues, “that an expensive 
radio program was not bringing 
in results. We were paying $300 a 
month for combined hardware and 
scooter advertising but our pro- 
gram wasn’t reaching enough of 
our people. 

“When I learned that some peo- 
ple from just four blocks away 
weren't aware there was a new 
hardware store in the neighbor- 
hood, I decided we’d have to do 
more ‘missionary work’ get more 
circulars and handbills into homes 
in our area.” 

\s a result of his own survey, 
M. C. Paterson has been distribut- 
ing advertising material to about 
3000 potential customers in his dis- 
trict. Every month he enlists the 
aid of his “scooter club” to help 
with the distribution. 


“Shopping News" 


In addition to distributing his 
own circulars, he has been using a 
tabloid size “shopping news” ad- 
vertising program which one of 
his wholesale sources offers to 
dealers. This too has proved ef- 
fective. This tabloid size “shop- 
ping news” carries _ illustrated 
hardware and appliance items with 
prices showing in plain, clear print. 

‘When he is distributing the 
“shopping news” advertisements, 
he usually encloses a “stuffer” of 
his own with it. This personal sur- 
vey of the effectiveness of adver- 
tising and the steps he’s taken as 
a result of it, have been important 
factors in the steady, healthy 
growth of M.-C. Paterson Hard- 
ware. While he maintains news- 
paper advertisements in the local 
weekly paper, he says the best re- 
sults are always obtained when 
they are supplemented with accom- 
panying direct-to-home distribu- 
tion of handbills. 

There are other factors in the 
new store’s growth. Mr. Paterson 
believes in carrying a wide selec- 
tion of stock: He believes this 
builds the reputation “Paterson 
will have it in stock.” This, he 
says, is the most important factor 
in bringing people back to the 
store. 

As already mentioned, he carries 
six types of wheelbarrows, and he 


REAL SELLING PRICES 





MODEL 850 * ...A FAMOUS NAME MOWER 
| = RETAILING FOR LESS THAN 


| 100° 
s\ a 


—_ 





WORCESTER 


POWER MASTER 


.. . GIVING YOU MORE SELLING FEATURES 
MORE POWER MOWER SALES 


Trim eye appeal... efficient “Power Products” engine ... anda 
new, sensationally Jow power mower price! Your prospects /ook 
for all three features . .. Your Worcester national advertising tells 
*em you have all three in the Power Master. Tie in! See your Worcester 
jobber NOW. Learn how this triple-weight package of selling 
dynamite is primed to push your mower volume higher than ever 
before. 


*Worcester Model 750 with Briggs& Stratton engine—$119.50, F.O.B. Factory. 


“Beste lin FREE ILLUSTRATED FOLDER describing complete 1949 
| 19 Worcester power and hand mower line, now available. Write 


for it — and name of nearest Worcester jobber. Address Dept. 
AG-2. 


WORCESTER LAWN MOWER COMPANY 
Division of SAVAGE ARMS Corporation 
Chicopee Falis, Massachusetts, U.S.A. 
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The Story of 


Family Fun 


with 


SouTH BEND Croquet! 


is being tid to 


4 ¢ 


FAMILIES 





HOLIDAY 


| and 


PARENTS’ 


SALES REPRESENTATIVES 
Eastern — Julius Levenson, 7 E. 17th St., N.Y. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bewed Toy Mfg., So. Bend, Ind. 


So. Calif. & S. W.— Anderson Sales Compery, 
730 W. 10th Place, Los Angeles 15, Calif. 


No. Calif.— Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.— Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


‘SOUTH BEND 


AMERICA’S FAMILY GAME 





218 


sells unusual quantities for a small 
store as a result. Similarly, he 
carries many sizes of machine and 
carriage bolts which other mer- 
chants do not stock. This too 
brings him customers. He also 
has a selection of about 90 sizes 
and types of fractional-horsepow- 
er industrial belts. He stocks these 
on a special rack which is 6 ft. 
wide and 8 ft. high. The rack con- 
tains 80 hooks on each side. 

“The underlying principle of 
having a good selection of stock,” 


he says, “is that we want our peo- 
ple to know they don’t have to go 
to the city to buy hardware. That's 
what we aim for.” 

Before moving his business into 
his own building on the corner lot 
in the southern section of Nation- 
al City, Mr. Paterson was in the 
scooter business exclusively in an- 
other section of town. In January, 
1948 he moved his scooter busi- 
ness in to its new “home.” One 
month later he and Mrs. Paterson 
opened their hardware store. 


“Old Fashioned Opening for 
A New Fashioned Store" 


(Continued from page 171) 


“We hope they'll be with us for 
at least another twenty in The New 
Westport Hardware Co.” 

Another interesting full page, re- 
produced in these pages, was the 
company’s invitation to the “Old 
Fashioned Opening Of A New 
Fashioned Store,” which showed 
figures of people in old time attire 
rushing to attend the festivities, 
and called attention to the West- 
port Galleries. Souvenirs were of- 
fered as well as refreshments for 
all visitors, more than 10,000 peo- 
ple taking advantage of the invita- 


tions. | Numerous’ merchandise 
demonstrations were conducted. 
Guest registration during the two- 
day opening provided an expanded 
mailing list for the store. 

The full page advertisement 
used by the company in local and 
neighboring communities were 
supplemented by 5000 personally 
addressed invitations. More than 
2000 orchids flown from Hawaii 
were presented during the open- 
ing to visiting ladies and square 
dancing and other entertainment 
enlivened the program. 





Pet lovers find a complete stock of equipment here for both animals 
and birds. Like other departments, this one encourages self service. 
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SHALLOW WELL PUMP 
MARKET WITH 


AUTOMATIC WATER 
PUMPING SYSTEM 


Here is a pump that answers every 
tural home need...most farm needs 
... for running water. 

The simplified LERIO 
PRINCIPLE makes instal- 
lation and maintenance 
easy as ABC. The LERIO 
screws directly onto the 
well pipe or casing...re- 
quires no separate storage 
tank. Thus plumbing 
problems are eliminated 
and fresh water is deliv- 
ered right 
from the well. 





















The LERIO 


Simplicity of design . . . 






Sturdiness of construction 
. . . brings to your customers 


1. LOW INITIAL COST 
2. LOW ‘OPERATING COST 
3. LOW MAINTENANCE COST 






SELL 
rion WILL 
aad nn NEIGHBORHOOD! 


The main features of the LERIO Pump are 
covered by U.S. Pat. Nos. 2091499, 2394191 





CORPORATION 


MOBILE 6, ALABAMA 


tHE Lecco 
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RETAIL AT 
$24.95 






AUTOMATIC 
CREEPING SPRINKLER 


A broad market awaits this reliable, inexpen- 
sive traveling sprinkler... Designed, built, 
AND PRICED to offer big value to owners of 
lawns and gardens. Fully warranted! Has 
all the desired features... Works like a 
charm... Each user will sell more for you! 


FIRMLY GRIPS ANY STAND- 
ARD GARDEN HOSE; RIDES 
OVER COUPLINGS 

% 


FOLLOWS HOSE AROUND 
TURNS, UP TO AND INCLUD- 
ING RIGHT ANGLES. GLIDES 
OVER ANY FOOTING 

id 


POWERFUL — WILL PULL A 
LONG LENGTH OF HOSE 
@ 


AUTOMATIC, LEAKPROOF 
BALL-TYPE SHUT-OFF 

® 
GOES ANYWHERE HOSE 
CAN BE LAID ... HILLS, ETC. 


WEIGHS ONLY 5 POUNDS 
= 


RAINLIKE SPRINKLE OVER 
AN 8-to-50-foot CIRCLE; 
CREEPS 35 TO 50 FEET PER 
HOUR AT 35 TO 50 LBS. 
WATER PRESSURE 

e 


ANY WOMAN, OR ANY 
CHILD CAN EASILY USE IT 
a 


FULL-ENCLOSED POWER 
UNIT,"LIFETIME LUBRICATED” 
* 


SIMPLE TO RESTART...PUSH- 
BUTTON CONTROLS 


PRICED TO RETAIL AT $24.95 
(Slightly higher west of the Rockies) 
(Stop-plate and two turn-stakes included) 


Sold through recognized jobbers at regular discounts. Only one 
model to stock. Packaged singly; gross weight 6'4 Ibs. Warranty 
and display tag with each sprinkler. Other powerful FREE sales 
aids include newspaper mats, leaflets, postcards for you to mail. 


If your jobber doesn't have Lawn Master, write for our help in getting it. 


CAMPBELL-WYLLIE CO. 


1007 CHAPIN STREET, SOUTH BEND, INDIANA 
SALES DIRECTORS FOR MASTERBILT PRODUCTS CORP. 









1948 Line Apex 


The Apex Electrical Mfg. Co., Cleve 
land, Ohio, is offering three Wash-a- 
Matic models, the DeLuxe which is 
fully automatic, employs the Apex 





water-balance system and requires no 
bolting; Standard has all the features 
of the DeLuxe except the lighted in- 
terior and the safety lid; and the Spe- 
cial which is semi-automatic with the 
Apex wash, rinse, spin-fluff cycle con- 
trolled by a foot pedal. Suggested re- 
tail prices are. $339.75, $299.75 and 
$199.75. Also available is the Dish-a- 
Matic sink, illustrated, which combines 
a modern sink unit with the dishwasher 
equipped with a built-in hot water tank. 
Fully automatic dishwasher has the ca- 
pacity for the dinner dishes of a family 
of six and, says the maker, also thor- 
oughly cleans pots and pans. Unit com- 
pletes wash, rinse, dry cycle in 30 min- 
utes and shuts off automatically. Sink 
has a stainless steel top with porcelain 
sink and work surface. It is 48 in. wide, 
25 in. deep and 36 in. high. Automatic 
clothes dryer features radiant electric 
heating, smooth tumbling action and a 
large front opening. Other units which 
complete the line are the Fold-a-Matic 
and standard cabinet type  ironers, 
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Spiral Dasher wringer type washers and 
the cylinder, upright and handtype 
Apex home cleaners. 


Fluted Masonry 
Drill Folder 


A new folder has been prepared by 
Super Tool Co., 21650 Hoover Road, 
Detroit 13, Mich., describing applica- 
tions and advantages of its new line of 
spiral fluted carbide tipped masonry 
drills. The folder lists sizes, diameter, 
shank length and overall length, and 
gives prices on each size. Sets and kits 
of assorted sizes are also illustrated 
and priced. 


Bevel Die Tile Cutting 


Fremont Rubber Co., 291 McPher- 
son Highway, Fremont, Ohio, is featur- 
ing the bevel die cutting of regular 
9 by 9 in. sq. of rubber floor tile so 
that a 6 by 6 in. sq. can be removed 
from the inside and the space used to 
accommodate an insert of another color. 
Known as “Duo-Cut” tile it affords un- 
limited possibilities in pattern design- 
ing and color schemes. Available in 13 
plain and marbleized colors. Illustrated 
brochures will be sent upon request. 











All Plastic 
Window Ventilator 


“Windo-Lier” is an all plastic combi- 
nation ventilator with a 34 in. frame 
said to fit all conventional windows pro- 


Windo-lier 


ek bee 


RT 





viding year round protection against 
rain, sleet, storm, insects, soot and dirt 
particules, #ays maker. Unit features— 
durability, no noise, transparency, ease 
in cleaning, no snagging on drapes, etc. 
Colors are said neither to fade, run or 
streak. Available in red, green, clear, 
and amber. Suggested to retail for 
$4.50 except the clear unit which sells 
for $3.95. Sole distributor for Pottsville 
Plastics, Inc., Pottsville, Pa., is Lee- 
Edward, Inc., 1150 Broadway, New York 
City 1. 


Reo Lawn Mower 
Booklet 


Lawn Mower Division, Reo Motors, 
Inc., Lansing 20, Mich., is offering to the 
trade a 16-page booklet, “What You 
Should Know About Reo,” which out- 
lines engineering, production and com- 
plete product details on each Reo power. 
Booklet is presented in two colors. 
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Free of die-castings—inside 
parts of rust-protected 
steel — trim of solid brass. 


DEXTER-TUBULAR 

































they'll bless you for this 


WHO GETS THE DICKENS when the door knobs you 
sold come loose? Sure, we know it’s you. That’s 
why you'll like the way Dexter Tubulars have licked 
this annoyance. That clever little Dexter set screw with 
the grip-lock coil spring puts the knob in place — and 
keeps it there! 


Be sure to point out that feature when selling 
Dexter Tubulars. Customers will bless you for it! 
They like such thoughtfulness. Also, it makes them 
interested in the other fine features found only in 
Dexter Tubulars — the Dexter exclusives that add up 
to a lifetime of satisfaction, with a guarantee that says 
so in straightforward words. 


And while you're talking about Dexter’s foolproof 
simplicity, don’t overlook the simplest thing of all — 
the way a Dexter Tubular can be completely installed 
in less than six minutes—from scratch! That’s the kind 
of cost cutting which really rings the bell nowadays. 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 


‘les Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
byt DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
LEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
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for 
DEPENDABILITY 


Dependability sells ladders . . . and 
Famous ladders have those construc- 


tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 
and prices. 


LADDERS 


A size, style and type 
for every job. 


IRONING TABLES 


A complete line, quality built, 
at a selling price. 


Leaders in Quality Woodenware over 47 years. 


GOSHEN CHURN & LADDER INC. 


GOSHEN, INDIANA 














A star in the medium- 
price field. You can 
give your customers 

no better guarantee 

of satisfaction than 

to tell them that 

seventy years of 

experience is be- 

The hind every Blair 
Homestead lawn mower. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 














WHAT'S NEW 








Crosley Shelvador DA-9 


One of the models of the new 1949 
Crosley Shelvador line is illustrated, 
DA-9. Model offers 8.5 cu. ft. of re- 











frigerated storage plus 1.53 cu. ft. of dry 


storage in the Storabin. In addition to 
the Shelvador, this model has an extra 
large frozen food storage space and a 
secondary refrigerating system which 
furnishes high humidity for vegetables, 
pastries, leftovers and leafy greens. A 
newly designed insulated plastic door 
to the freezer forms a convenient re- 
arranging shelf when open. This model, 
one of eight new Shelvadors in the line 
provides 15.18 sq. ft. of shelf area and 
is 61% in. high, 30%4 in. wide and 25% 
in. deep. Crosley Corp., Cincinnati, 
Ohio. 


Magnetic Fly Box 


Don Gapen, Inc., Dept. 301, Lapeer 
Mich., offers a magnetic fly box made 
of red cedar that floats. Box is moth re- 
pellent. Has a concealed magnetic catch 
and piano hinge so it easily slips into 
and out of pockets. Permanent type 
Alnico magnets are used throughout and 
the manufacturer claims the box itself 
is strong enough to withstand a man 











sitting on it. Size 744 by 3% by 1% 
in. Suggested to retail for $5. Magnetic 
bars are staggered so hackles and wings 
on flies are not crushed when box is 
closed. 


Nashua's Heat Seal 
Paper Manual Edition 


Nashua Gummed & Coated Paper Co., 
Nashua, N. H., has issued the third 
edition of the technical manual on its 
heat seal papers. It is concerned with 
the subject of dry labeling, taping and 
wrapping with heat instead of water 
moistenable adhesives. 


Complete Packaged 
Sump Pump 


The Gorman-Rupp Co., Mansfield, 
Ohio, is introducing an all-purpose sump 
pump in a convenient package form. 
“Big Inch” sump pump, complete with 
electric motor, combination strainer and 





food valve ready for service, is packed 
in a small light carton. This model is 
a self-priming pump operating at high 
efficiency at suction lifts up to 20 ft., 
working heads up to 40 ft. and capaci- 
jies up to 40 gal. a minute says maker. 
Weighs 23 lb. and may be moved from 
job to job and quickly set up for emer- 
gency dewatering. 


Installation Manual 
For Garbage Disposer 


Mullins Mfg. Corp., Warren, Ohio, has 
issued a manual containing full instruc- 
tions for installing the Mullinaider elec- 
tric garbage disposer. Designed for 
dealers, plumbers and electricians, the 
12-page book is illustrated with line 
drawings of the essential steps in in- 
stallation to the sink. Strongly empha- 
sized is the necessity for rodding out 
existing drainlines from sink to sewe! 
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Patton Router-Shaper 


Patton Tool Co., West Springfield, 
Mass., is offering a router-shaped de- 
veloped for the small workshop. Claimed 
to be ideal for converting any drill 
press into a shaper. Has oil hardened 
tool steel blades and all types Patton 
blades may be used interchangeably in 





the Router-Shaper. Blades are changed 
quickly and easily. Blades notched for 
safety in operation and for true align- 
ment and balance at all times. Flanged 
locking nuts lock blades safely in posi- 
tion. Base of spindle machined to 5/16 


in. has 1 in. long shank for insertion in - 


oilite bearing, permitting maximum 
flexibility of cutting position. A 1% in. 
spindle with 14-24 thread, permits use 
of blades up to 1% in. wide and allows 
for raising or lowering of blade. Has 1 
in. long machined shank for insertion 
into chuck. Maker claims tool is ideal 
for window screen moulding, can be 
used for picture frame moulding, cabi- 
net cornices, and is adaptable for wall 
board mouldings. 


-—_— 


G.E. Radio Phono 
Table Model 


General Electric Co., Syracuse, N. Y. 
is offering a table model radio-phono- 
graph equipped with an automatic 
record player and the G-E electronic 
teproducer. Suggested to retail in the 
East for $99.95. Mahogany cabinet with 
4 full-length lid is trimmed with a metal 
grille which forms the entire front. 
Phono and radio controls are beneath 
the lid. Powered by five tubes in addi- 
tion to the rectifier, this receiver has 
45% in. Alnico 5 G-E loudspeaker and 
a built-in Beam-A-Scope antenna. The 
tecord-changer will play automatically 
12 10-in. or 10 12-in. records. The single 
control, located near the tone arm, in- 
cludes a start-stop switch and a means 
by which any record may be rejected 
after it has begun to play. 
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SALES COME EASY 
wit ACME 


GARDEN SHEARS 





Quality Shears to Build 
Your REPUTATION 






Kleencut Flower Shears (No. 175) 


They snip and grip in one motion. Unique 
device holds flowers firmly after cutting. 
Nickel plated blades, green enamel handles. 
63/,”. Each shear mounted on attractive card. 
Retail price $1.49. 


Home Gardener (No. 6) 






serviceable shear, with © 


A strong, 
hardened and tempered steel blade, 
green lacquered handles. 9”. Packed in 
individual boxes. Retail price $1.50. 


See your jobber or write .. . 


The ACME suear co. 


BRIDGEPORT 1, CONN. 





World's Largest Manufacturer of Scissors and Shears 
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@ set ‘em up or 
@ take ‘em down. 

ine Sitly 
NO NAILS—NO BOLTS—A 
strong, simple bracket for 
making up Sawhorses! Use 
ordinary 2” x 4” for legs and 
2” «x 4-6"-8"-10" of 12” for 
the crossbar. 
Boxed, one pair in 
counter display. 
lee . w OOD 


West of the 
Rockies . $1.60 








ORDER PROM YOUR JOBSER OR WRITE TO US: 
GRAND HAVEN STAMPED PRODUCTS CO. 
é ; GRAND HAVEN, MICH. 





Machined from special alloy tool steel, oil 
tempered and hardened Arwstaonc Bros 
Knife Blade Cutter Wheels, penetrate pip: 
easily, cut smoothly and rapidly, and hold 
their keen edge. They come in sizes an! 
types for all makes of pipe cutters, and are 
stocked by leading tool departments every 
where. 


Write for New S-48 Catalog just released. 


ARMSTRONG BROS. TOOL CO. 
5214 W. Armstrong Ave., Chicago 30, U.S.A. 
Eastern Whse. & Sales: (99 Lafayette St. 

N. Y. 12, N. Y. Pacific Whse. and 
Sales Office: 1275 Mission St. 

San Francisco 3, California 
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WHAT'S NEW 








Improved 'Freez-All' 


Refrigeration Division, Portable Ele- 
vaior Mig. Co., Bloomington, IIL, is of- 
fering an improved model 80 “Freez-All”, 


seal 
‘a 





the drawer type freezer. Unit is pow- 
ered by a % h.p. hermetically sealed 
unit. Interior redesigning has increased 
the freezing and storage capacity to 8.8 
cu. ft. Cold plate assembly is said to per- 
mit better natural air circulation. A new 
type gasket and breaker strip is being 
used to assure the tightest door seal 
possible and an aluminum die-formed 
door pan has been added. Other changes 
include a sharp freeze compartment door. 
Outer door is provided with a lock which 
when closed prevents access to the power 
unit and cold control by unauthorized 
persons. Three storage drawers, mounted 
on ball bearing rollers, open easily, says 
maker. Entire cabinet is finished in 
white Dupont Dulux enamel. Company 
is distributing a 28-page book, “The 
How Book on Home Food Freezing & 
Storage,” a copy of which will be placed 
in each Freez-All. The sub-zero, sharp 
freeze compartment processes 50 to 100 
lbs. of food at one time, says maker. 


Sherman ‘Jumbo Bags’ 


A new improved type of large paper 
bag similar to those formerly made by 
hand, is now being manufactured on a 
new machine just completed by Sher- 
man Paper Products, Newton Upper 
Falls, Mass. Machine will manufacture 
flat-type bags with sealed bottoms and 
ends, by a high-speed continuous proc- 
ess. Chief feature of the machine is an 
accordion-pleating operation, which 
produces bags up to 60 in. high, and up 
to 24 ft. in circumference, delivered in 
a folded form six inches wide. Special 
methods of sealing and cutting are em- 
ployed. Bag can be snapped open to 
its full dimension in a single operation. 
The flat-type construction will permit 
any individual bag size to be used for 


a variety of product shapes and sizes. 
An air vent in each corner permits the 
escape of pocketed air, but does not 
effect the dust-proof qualities of the bag. 
Sherman bags are produced from a 
variety of kraft papers, including 
creped, waterproofed, and  jute-rein- 
forced. Six standard stock sizes are 
offered now, covering the most used 
items, 


Concrete Floor Paint 


The Tremco Mfg. Co., 8701 Kinsman 
Rd., Cleveland, Ohio, is making an 
alkali-resistant floor enamel. “Color- 
floor XX” for painting concrete floors 
on and below grade. Maker says this 
rubber base interior enamel may be 
used safely for this purpose as long as 
nohydrostatic pressure exists. Recom- 
mended for recreation rooms in base- 
ments and concrete floors built on the 
ground. Finish is claimed to resist 
acids, alkalies, soaps, oil, grease, alcohol 
and it also offers good abrasion resist- 
ance. It is reported that no special 
primers or sealers are necessary. Floors 
painted in one day may be used the 
following day. Furnished in red, gray 
and dark green. 


‘Balance Aid’ 


Roy A. Millot, 1406 Birch Rd., Home- 
wood, IIl., is introducing an attachment 
for the top of a conventional stepladder, 
designed for the safety of persons work- 
ing on walls or ceilings. “Balance Aid” 





is designed so as to permit the pail or 
other articles to be placed on the top step. 
Suggested to retail for $1.25. 


Price Correction 


Work Savers Industries, formerly Cap 
son Products Co., 28104 Orchard Lake 
Rd., R. 4 Farmington, Mich., has issued 
a correction of the price of the food 
shaver and nut meat chopper which was 
described in the Feb. issue. Instead of 
$3.45 the item is suggested to retail for 
$4.95. 
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SELL MORE 
STEEL TAPES 


~Maaorasd 


STEEL TAPES || 
& TAPE RULES 


Kee | 











Front and rear views of the new all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


| gegen your sales of WYTEFACE* Steel tapes and 
Tape Rules by putting this new merchandiser to work in 
your store. It takes less than 1 square foot of space, yet: 
e It displays a popular assortment of WYTEFACE Steel 

Tapes and Tape Rules where more customers 


jobber for either one of the two assortments which come 

to you packed in this handsome display. 
You, as a hardware dealer, already know the sales ad- 
vantages of WYTEFACE Tapes. The black markings on 
the white background are easy to read in any 





will see and buy them. 

* Its glass front and sturdy metal construction 
discourage pilfering. 

* It has a roomy back compartment which 


® It has sales helps printed on the back to aid 
your clerks in making sales. 


Next time you order WYTEFACE Steel 





Kee 


holds a complete stock. Drafting, 
Reproduction, 
Surveying Equipment 
and Materials. 
Shide Rules, 
Measuring Tapes. 


light. The patented white surface prevents rust- 
ing and will not crack, chip or peel off—and 
it is easy to keep clean. 

Now, with this new merchandiser, you can 
sell WYTEFACE Steel Tapes and Tape Rules 
faster than ever before. For complete details, 
ask your jobber or write Keuffel & Esser Co., 
Hoboken, N. J. 


*Trade Mark, Wyteface Steel Tapes are protected by 
U. S. Patent 2,089,209. 








Tapes and Tape Rules and Refills ask your 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK © HOBOKEN,N.J. © CHICAGO °* = ST. LOUIS 
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SOLID BRAIDED COTTON CORDS 
and PLASTIC CLOTHES LINES 








These 5 colorful Samson Display 
Containers deserve a place on your 
counter for this all-important reason 
— they will boost sales and increase 
your profits. They spotlight Samson 
quality, suggest uses — make it 
easy for customers to buy more solid 
braided cotton cord for hanging 
windows, for clothes lines and for 
hundreds of other uses — also, the 
finest plastic clothes lines made. 


Full Information and Samples on Request 
Pe 
WHALE 


CLOTHES LINE 


ie 





ANN 


WHALE 


# 





SAMSON 


SAMSON CORDAGE WORKS sosrTon 10, MASS. 





Smart dealers will 
maintain stocks 
geared to 1949’s NEW 
Housing demand. 


Be ready for this un- 
precedented volume. 
Plan NOW. Order 
NOW. You'll get the 
business if you have 
the ready stock. 















Ye Ready! Thousands now in use 

for in Housing develop- 

la HOUSING ments everywhere. 

Peerless is a natural 

GOVERNMENT AND PRIVATE for government and 
Ke ep your private projects. 


stocks PSE TG Sizes and types for 
for mass sales of every need. With or 


without automatic 
controls. 





GAS CIRCULATORS 






No 


7780 Series 


Write for 
complete 
catalog on 
this top 
quality line 
. sold thru 
better 
distributors 
everywhere. 


3 | 
(et 6 een edaieescnnn x 





No. 7770 Series 


PEERLESS MANUFACTURING CORPORATION, LOUISVILLE 10, KY. 
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Powder Extinguisher 


Walter Kidde & Co., 40 E. 34th St, 
New York City 16, offers a dry chemical 
powder extinguisher designed for use 
against flammable liquid and electrical 





fires. Available in 20 and 30 lb. capaci- 
ties, the unit contains a special dry pow- 
der mixture that is said not to pack or 
obstruct discharge. One hand operation 
with trigger-finger control is combined 
with overall light weight construction for 
effectiveness in combating class B and C 
fires, it is claimed. Fine powder is dis- 
charged in a stream through the hose and 
nozzle that carries 20 ft. or more. As 
the powder discharge valve and hose con- 
nection are at the top of the main cylin- 
der, powder does not clog discharge hose 
and passage. 





’Pelletized' Seeds 


Henry A. Dreer, Inc., Philadelphia, 
Pa., offers “Pelletized” seeds in some 
of its tested varieties of the most popu- 
lar vegetables and flowers. With these 
bigger and better seeds, Dreer says you 
can actually plan and plant the garden 
in one operation. A coating of bene- 
ficial chemicals and inert material for 
bulk makes each seed a uniform pellet, 
the shape of a pea and somewhat 
smaller. Therefore, hard-to-handle seeds 
can be space planted. Other seeds which 
one would normally plant early in flats 
can be sown directly in the garden. 
Thinning and transplanting are prac- 
tically eliminated. 


Roller Chain Catalog 


Atlas Chain & Mfg. Co., Caster & 
Kensington Aves., Philadelphia, 24, Pa., 
offers an eight page catalog entitled, 
“Atlas Roller Chain.” List prices and 
specifications for single and multiple 
chains ranging in size from #25 to 
#200. Prices and specifications for lug 
type attachments covering this range are 
also included. Several improvements in 
design and production of this type 
chain have been added and these are 
discussed in the catalog by engineering 
drawings and photomicrographs. 
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New Models Remington 
Autoloading Shotguns 


Streamlined inside and out, two com- 
pletely new autoloading shotguns have 
been announced by the Remington Arms 


Rn 


Co. Bridgeport, Conn. Known as 
Model 11-48 (five shot) and the Sports- 
man °48 (three shot), the guns will be 
furnished in 12, 16 and 20 gauges. A 
plug can be put in the five shot model 
to make it a three shot model. A com- 
bination of advanced design and new 
materials has produced a definite sav- 
ing in weight in both guns. In the 
12 gage the saving in weight amounts 
to about one pound. Yet despite the 
lighter weight, the recoil is astonish- 
ingly light, says the maker. The latest 
research techniques played an impor- 
tant part in the development of the new 
guns. Aiding in the design of minimum 
size parts of maximum strength was 
“stress coating,” a new method of lo- 
cating the strains to which metal is 
subjected. Illustrated is the Sportsman 
48. 





Chrome Towel Bar 


General Chrome, Bridgman, Mich., of- 
fers a chrome towel bar which also may 
be used as a tie rack. “Bridgman” bar 
consists of two parts. Towels are said 
to drape easily and evenly over the open 
ends, and also to cling to this type of 
bar. Only one solid attachment is re- 
quired with this center mounting. One 
box contains the whole units. Screws 
are inserted in base. Small bars ideal 
for guest towels and rights and lefts good 
for odd spaces. 





Measuring Spoon 


Columbus Plastic Products, Inc., 1625 
W. Mound St., Columbus 4, Ohio, is 
offering a Lustro-Ware 4 in 1 measur- 
ing spoon featuring one piece construc- 
tion. Top side of spoon has tablespoon 
and teaspoon measures with the oppo- 
site sides having % and %4 teaspoon 
measures. Each measure is identified 
with permanent molded in lettering. 
Spoons are molded of Dow Styron which 
is said not to contaminate foods, neither 
will it rust nor corrode. Rounded sur- 
faces permit easy cleaning and it may 
be washed in the hottest faucet water. 





HARDWARE AGE, MARCH 10, 1949 














CHICAGO SAW WORKS 


Presents its line of 






AFT 


TRADEMARK 





Now you can offer 
Hand Set, Hand Filed Saws 
to your home workshop trade 
at reasonable prices. 


When you hand your customer an 
attractively packaged Bo-Craft saw 
. .. you know you’ve sold quality. 
You know he will get many, many 
clean accurate cuttings before 
sharpening is necessary. And since 
quality Bo-Craft saws cost no more 
than ordinary home workshop saws 

- you'll be building customer sat- 
isfaction and increased circular saw 
blade sales. 


Bo-Craft saws are made by the 
same skilled craftsmen who have 
made top quality “Chicago Saws” 
since 1921. 

Stock and sell the Bo-Craft line 

. offer the best in home workshop 
saws at attractive prices. 


Jobbers Attention: 
Write today for full details 
regarding available territories. 






HOME 
WORKSHOP 


SAWS 


ASK YOUR JOBBER OR WRITE. 






CHICAGO SAW WORKS, Inc. 


5044 S. WENTWORTH et iler Velo van) && 















> Have your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association @¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incerporated 1894 


Hospital Confinement Not Necessary to Receive Benetits 
ACCIDENT POLICY PAYS POLICY PAYS 
$5,000,00—$10,000.00 $25.00-—$50.00 $10.00 PER WEEK 
R ACCIDENTAL R WEEKLY FOR NON-CONFINING 
DEATH DISABILITY s SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 
MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


Why Not? 











SI 
$25.00 PER WEEK 
FOR CONFINING 





SEND THE John S. Whittemore, Sec-Treas. 
UPON Eastern Commercial Travelers 
ea D = Y 80 Federal St., Boston 


H 

: Without obligation, please send complete information and 
a application for membership to 

' 

' 

' 

' 




















Name 

Address. 

City. State. 
HA-49 __ (Ne Solicitors Will Call 








Tov buretire Sales! 


TELL YOUR 
CUSTOMERS... 






FEED 


VIGORO 


TO EVERY 


GROWING THING! 


e LAWNS 
@ VEGETABLES 
@ FLOWERS 

@ TREES 
@ SHRUBS 



















{ 496000" 05 sey) 


)y\ ViG0R0 





The home beautification movement ... a 
continued interest in vegetable garden- 
ing ... the most powerful Vigoro adver- 
tising campaign ever run — all these are 
your assurance of bigger Vigoro profits 
Make the most of this 
unusual opportunity by displaying Vigoro 


than ever before. 


in your windows and in your garden- 
supply department. Mail out the colorful 
Vigoro folders. Put up the Vigoro dis- 
play material available without charge. 
Above all, explain to your gardening cus- 
tomers that Vigoro is the ideal plant food 
for every growing thing. That’s the sure 
way to reap those extra sales and profits. 
VIGORO is the trade- 


mark for SWIFT & 
COMPANY'S complete, 


\ ea balanced plant food. 






SWIFT & COMPANY 
“Plant Food Division 
U. S. Yards 
Chicago 9, Ill. 
Sell those profitable 
companion products 


EndoPest-EndoW eed 


















WHAT'S NEW 





'Fyre-Freez’ Extinguisher 


Walter Kidde Co., 40 E. 34th St., 
New York City 16, is offering a “Fyre- 
Freez” extinguisher which is claimed to 





weigh less than 5 |b., and is intended 
for use against home fires started in 
kitchens, basements, garages and work- 
shops. Wall bracket makes installation 
a simple matter, leaves the extinguisher 
easily accessible for instant action. 
Consists of a slim steel cylinder con- 
taining liquid carbon dioxide under 
pressure and equipped with an insulated 
nozzle at one end. When nozzle is 
turned with one hand, valve opens and 
releases a rush of carbon dioxide gas 
in the form of a fire-smothering cloud 
of dry ice snow. Expanding to many 
times its stoted volume, the carbon 
dioxide dilutes the oxygen content of 
the air around the fire and smothers 
the blaze before it can spread, says 
maker. Carbon dioxide is a non-con- 
ductor of electricity, will not damage 
fabrics and puts out cooking fires with- 
out spoiling taste of food being cooked. 
Instruction booklet furnished with each 
extinguisher measures 3 by 4 in. Sug- 
gested to retail for $9.95. 





Westinghouse 1949 
Refrigerators 


Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh 30, Pa., is of- 
fering five refrigerator models in 1949 
using the Automatic Hold-Cold control 
for maintaining colder cold in the freez- 
ers and steady temperatures in the main 
food compartments of refrigerators. 
Models include a 10-cu. ft. combination 
refrigerator freezer with an across the 


top freeze chest, “Aristocrat;” a 9- and 
ll-cut. ft. refrigerator freezer with a 
side-mounted vertical freezer, “Deluxe,” 
and a 7- and a 9-cu. ft. model with a 
side-mounted vertical freezer, “Super.” 
New control does two jobs, says maker. 
Provides colder cold in the freezers and 
maintains a steady cold in food com- 
partments, automatically. System is 
based on a control to automatically 
turn the unit on and off in response to 
need for refrigeration and a baffle below 
the freezer to control the flow of cold 
air from the freezer section to the bal- 
ance of the refrigerator. Styling fea- 
tures horizontal treatment with longer 
doors for balance and design. Construc- 
tion features common to all models in- 
clude the all steel, welded one-piece 
construction of cabinet with Fiberglas 
insulation. Exterior finish in synthetic 
enamel on a rush-proof treated steel. 
Food liners are white vitreous enamel 
with acid resistant bottom. All use the 
hermetically sealed Westinghouse econ- 
omizer mechanism powered by a 1/6-hp. 
compressor and protected by a Built-in 
Watchman which automatically resets 
after overload. All models have dropped 
food liners. 


Guide to Economical 
Water Heating 


Clark Division, McGraw Electric Co., 
5201 W. 65th St., Chicago 38, IIL, has is- 
sued a booklet entitled, the “Guide to 
Economical Water Heating,” which dis- 
cusses the advantages and disadvantages 
of all types of water heaters, including 
furnace coils, pot stoves, indirect water 
heaters, gas, oil and electric water heat- 
ers. Also offers several pages of sugges 
tions for improving outmoded hot water 
systems and illustrates plumbing systems 
which promote maximum economy. Sev- 
eral methods of preventing rust inside a 
water heating tank are discussed in de- 
tail. Includes a glossary of terms. Avail- 
able for 10 cents. 


Cushman Motor Scoofers 


Cushman Motor Works, Inc., Lincoln 
1, Neb., offers model 62 which features 
an improved engine, “Permalite” light- 
ing system, Cushman “100” tires, new 
engine mounts and new oiling systems. 
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to sell § 
for only... 





eh 


IT’S MAKING SALES HISTORY 


already ...a top quality Toro with famous 
Toro features... backed by a nation-wide 
network of Toro service facilities... to sell 
for only $99.50! Self propelled by a dependable 
% h. p. Briggs & Stratton engine. V belt and 
chain drive. 5-blade 17” reel and bed-knife of 
Disston chrome-vanadium steel. Precision ball 
bearings. Clutch and throttle controls on 
handle. Fully adjustable, exceptionally easy to 
operate. Ample power for steep terraces. Write 
for information! The Sportlawn is a new mem- 
ber of this great Toro family... 








— at 


FOR SMALL LAWNS AND TRIMMING...the 17” FOR AVERAGE LAWNS...the Toro Homelawn. FOR ESTATES...the Toro Starlawn. Heavy 
Toro Sportsman hand mower. Built to cham- Lightweight, dependable, easy to operate. duty power mower with floating axle for 
pionship golf course standards. Smooth and Cuts 21-inch swath. Voted outstanding for smooth cut on uneven ground, and high-low 
silent, precision engineered with molybdenum value and performance in independent con- cut angle adjustment. Available in 24”, 27 
steel blades and bed-knife. S-h-e-a-r-s grass, sumer tests. Pressed steel construction, with and 30” widths. Finest pressed steel construc 
never pulls or tears. Rigid construction. Tu- cast iron side plates. Continental 1% h. p. tion, simply and ruggedly built. Independent 
reel and traction controls. 


bular steel handle. engine. 
, 
| 4 
; Ft 
tif 
i +i 








FOR WEEDS AND TALL GRASS... Toro Zipper FOR ALL PURPOSE MOWING... the Whirwind, AMERICA'S MOST COMPLETE LINE of power 
sickle bar mower. A remarkable performer at available in three home-size models. All cut mowing machinery ...the Toro-Whirlwind 
cutting weeds and rank growth. Self propelled 20-inch swath. A 16-year favorite built by line. Everything from lightweight hand and 








traction drive with husky 36-inch cutting bar. 

Quick starting 114 h. p. engine.Sturdy p’ 

steel construction. Cuts close, operates easily 

fe banks, highway ditches, under fences and 
es. 
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Toro’s new subsidiary, Whirlwind, Inc., Mil- 
waukee. Rotary scythe design with suction- 
lift cutting action makes the Whirlwind 
excellent for cutting tall grass and weeds as 
well as lawns. “‘Mulchifies”’ clippings. 


power models to the finest of heavy-duty 
equipment for golf course, park and institu- 
tional use. Write for literature and full 
particulars. Toro Manufacturing Corpora- 
tion, Dept. HA-1, Minneapolis 6, Minn. 
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DainlmarX IwHaT’s NEwWl 


A PERMANENT WEATHERPROOF ee ee 









Permanent 
as paint 


Use on metal, 


wood, glass— A 

or any surface 

that will COMPLETE 

take paint LINE OF 
MARKERS 
each one 
engineered 


for its job 


Send for FREE 
catalog 


Dept. HA-27 




















CASEMENT 
OPERATOR 























eh Ate eke better grade 


operator in the field. 


Leelee eee m@ Hos steel channe! arm, 


steel sash bracket, fibre slide and high 
grade brass finish on handle and 
screen escutcheon. 


ae SEAS: Ye Can be used with 


either right or left hand windows. 
LS 4a88 in operation and unusually 
strong. 


Write for folder covering other items of 
builders’ hardware. 


PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 
1126 Chico Avenue, El Monte, California 


Warehouses in New York - Boston - Chicago 
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Bird Nursery Patterns 


Bird & Son, Inc., East Walpole, 
Mass., is featuring nursery patterns in 
its Armorlite line. Pattern numbers 


6345 and 6343 background colors of | 


pink and blue respectively have been 





correlated to a selection of nursery 


items. Simplicity is keynote and rug 


sizes were developed to give proper | 


design proportion throughout. 
plates of patterns which will appear in 
the 1949 pattern book will show sketches 
of each size to illustrate design ar- 
rangement. 


Jointed Fishing Poles 


J. H. Alexander & Son, 1605 Madison 
Ave., at Avalon St., Memphis, Tenn., is 
offering jointed fishing poles with screw 
in ferrules, pinned and braded. Avail- 
able in two and three pieces. Made from 
genuine imported Bamboo, fire hard- 


Color | 


ened, striped and waxed. Packed 12 to | 


shipping bundle. Assorted lengths, 10 to 
12 ft. bundle. Suggested to retail for 
$3. Two piece bream poles with handle: 
contains end guide for line. Smaller 
pole for those catering to bream fish- 
ing, using worms, grasshoppers and 
roaches. 


Boston Varnish 
Color Recipe Promotion 


Boston Varnish Co., Boston, Mass.. 


is offering a three-piece window display | 


40 in. high and printed in seven colors, 
a counter display, mailing pieces and 


newspaper advertisements promoting the | 


Color Recipes, which are published each 
month giving specific instructions as 
to what Kyanize paints to use to re- 
produce effective room color schemes 
featured in national magazines of that 
month. In addition Kyanize dealers 
keep color recipe scrap books with the 
pages from the magazines and the cor- 
responding color recipes. The scrap 
books are about 15 by 15 in. 


Oue Good Kule 


_ deserves another ! 


Ruggedly Made ! 

Thoroughly Reliable 

Known Since 1876 ! 
PATCHOGUE, N.Y 


ROE COURT 



















GREAT 
NECK 


Quality in 
every tool— 
A at popular prices! 





a 
L 
0 
N 
G 
W 


X Create VOLUME SALES! 


Great Neck 
tools are being 
sold to millions 
each year. Ask 
your jobber for the 
Great Neck cotalog— 
key to sales ot profit- 
able prices. 


GREAT NECK SAW MERS., Inc. 


Mineola, New York 
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Electric Sprayer 


Burgess Battery Co., Handicraft Di- 
vision, Lake Zurich, IL, is offering the 
1949 model electric sprayer for lacquer, 
gloss enamel, insecticides and disin- 





fectants. VS-500 Burgess Vibro-Sprayer 
is a self-contained unit weighing 1% Jb. 
and operates without the aid of a com- 
pressor or other extra equipment. En- 
tire operating mechanism, including 
pressure source, is encased within the 
molded housing. Said to be ideal for 
the home and the farm. Also useful 
as a portable utility sprayer in factories 
and maintenance shops. 





Welded Aluminum Boats 


The Southwest Mfg. Co., Little Rock, 
Ark., offers aluminum boats with all- 
welded seams. Heliarc inert gas shield- 
éd arc welding process is employed. In 


the process, electrode and the weld are. 


blanketed in argon. This is said to pre- 
vent oxidation of the electrode and the 
weld metal. Characteristic of the process 
is that, with the exception of copper, 
% in. of thicker flux is not required 
in the welding of any of the common 
commercial metals and alloys. This elim- 
inates corrosive flux inclusion and welds 








“BEST’’ suy ao]: am Ao] | Re 


YOUR CUSTOMERS TOO 





IMPROVED ! 


FLEXISEAL 


GLAZING COMPOUND 


BEST: For You . . . Because FLEXISEAL GLAZING 
COMPOUND is superior in quality to putty. This makes a 
hit with customers which means more sales — more repeat 
business — more profits for you. 

As a related sales item, Flexiseal Glazing Compound 
pays extra dividends displayed and suggested when paint 
or glass is sold. 


BEST: For Your Customer . . . Because FLEXI- 





























are clean and non-porous. Boats are | SEAL GLAZING COMPOUND lasts longer, is more pliable 
‘AT made from 2S, % H aluminum; .040 in. | ula th k better th tty, Iti df _ 
j thick for the sides and .051 for the | sa rat a a oe Y +e oo 
bottom. Parts are sheared to shape. No | OF reglazing wood, steel or aluminum sash; for general 
CK finishing is necessary after seams are | maintenance work, as a knife caulking compound, and for 
ty in welded. Boats are available in 12 and | all uses where high grade putty has heretofore been used. 
tlhe 14 ft. lengths. Air chambers are added 
—_ to the bow and to the middle of the BETTER BY FAR THAN PUTTY 
r prices! home ey Cn GND CRED CANES GD GUND GED GREED GED Guin Gu UES que Gm oom 
eres Proven Features of FLEXISEAL GLAZING COMPOUND * 
‘ Easil lied Flexiseal, set ickly, adh i % 
: SALES! Automatic Glass @ Easily appli lexiseal, sets quickly, adheres tenaciously 
C M hi | @ Remains firm on surface — pliable underneath. 
utting acnine @ Doesn't crack, crumble, blister or wrinkle. 
The Fletcher-Terry Co., 101 South @ Has longer string, improved workability at normal temperatures, better 
— St., a Conn., is oe ba mobility than putty at low temperature. *Attested fe by Powdered 
reat Ne altomatic glass cutting machine. n Contai . loil eterial Kesearch Lavora- 
js are being automatic cutting head is preset by the Pn te ne ane 
+ manufacturer for cutting average glass. -_ 
y ° . ° . . . 
a fas ra it contains an adjusting mechanism FREE: LANDEN PUTTY WORKS, Malden, Mass. 
k catalog— or increasing or decreasing the cutting | e 
s at profit: Pressure of the cutting wheel. Cutting | Firm 
wheel is made for machine use and is | Send for sample 5 
sid to be easily replaceable. Machine | Se dae 7 
% intended for vertical mounting to POUND. Try it! City 
‘onserve space and is made in two sizes Then buy it! , 
% cut glass up to 36 in. and 48 in. Attention of 
Tespectivel.y. 
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SENSATIONAL 
SAVING! 

2 OZ. CAN 
RETAILS 
FOR 15¢ 


LUBRICATES 
PENETRATES 
PREVENTS RUST 
POLISHES 


A SUPERIOR SMALL ARMS AND 
GENERAL DUTY LUBRICANT 


) 


PRICES F.OB. NEW YORK 
1-10 GROSS - 
10-50 GROSS - i 
50-100 GROSS” - - 
100 GROSS UP - - - - 


4c per can 
3'2¢ per can 
3'4¢ per can 
3c per can 








ORDER DIRECT FROM 


ARTHUR CAPLAN & CO. 
464 BROOME STREET 
NEW YORK, N.Y. 








DUROCO RAKES 
ARE BACK AGAIN! 


Smooth-finished, lacquered hardwood han- 
dies. High carbon tempered spring steel 
tines. Patented Features. 


$1.30 RETAILERS 


At left the DUROCO 
MASTERBILT RAKE. 
Unbreakable, due to 
patented construction. 
Flexible, but strong 
and durable in use. 


Green lacquered. A 
15 years. 


leader for 


DUROCO 
ADJUSTABLE 
Opens to 18''—for 
lawn usage—closes 
to 9"'"—for cleaning 





around = shrubs. 
Light, strong, flex- 
ible, easy to use. 


IMMEDIATE SHIPMENT 


Order @ dozen or more of each number from 
your jobber today or write us direct. 


DURO CO., INC. 


MANCHESTER CONN. 
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WHAT'S NEW 


‘Solderweld' 


This tool is designed to weld with 
solder. It is reported to heat metals 





to such necessary temperatures that the 
solder flows into them. Ccnsumption of 





current is realized only during the ac- 
tual soldering operation. “Solderweld” 
weighs about 6 ozs., and the carrier 
tube is so shaped as to make it pos- 
sible to see the work to be done without 
difficulty. Maker says the tool does not 
give off an appreciable amount of heat, 
therefore making it safe for working in 
tight places. Iron cannot be short-cir- 
cuited because it is separated galvani- 
cally from the main line. Iron is con- 
structed so that an interchange of 
electrodes is possible with a _ screw- 
driver. As the operation of “Solderweld” 
is realized on six volts, obtainable from 
batteries, iron is a portable unit; also 
gun is 10 in. long and it is suggested 
to retail for $3. Palmer Mfg. Co., 366 
Madison Ave., New York City 17. 





'Hold-E-Zee' 
Screwdriver 


Upson Bros., Inc., Rochester 4, N. Y., 
is offering a screwdriver with an auto- 
matic spring action grip. Blades are 
made of chrome vanadium hexagon 
steel, tempered entire length. Features 
handground bits and insulated unbreak- 
able hexagon handles with concave sure- 
grip design, according to maker. Trans- 
parent amber material is reported to 
provide perfect insulation. D-17 assort- 
ment is an attractive, sturdy, three-color 
display for counter or display wall. 
Permits quick refill from small back-up 
stock. Front holds one each of TH-8, 
TS-7, TS-4, R-2, TR-4, TR-6 and TR-8 
types with back-up stock of 10 drivers, 
two of each except TH-8 and TR-8. Sug- 
gested to retail for $12.70; weight, 3% 
lb. 


‘Nam-O-Plate’ 


The Outlet Co., Providence 2, R. L., 
offers the name plate made of black 
bakelite which holds up to 11 letters. 
Blanks are used to fill spaces in short 
names. Ideal for homes, apartment 
doors, offices, lockers, boats, etc. Let- 
ters are white enamel. Maker claims 
unit is weatherproof and rustproof. Re- 
quires no polishing. Size 3% by 2 in.; 
¥% in. block letters. Retail price is $1. 











— 
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AUTOMATIC DRINKING FOUNTS 
FOR BABY CHICKS AND POULTRY 


BABY CHICK FOUNT 


Here’s a brooder house 
must. Mace of brass 
and durable plastic; 
provides a constant 
level of clean, fresh 
water at all times. 
Promotes faster, surer 
urowth. Bowl 7 inch 
diameter. Saves time. 
Saves work. Sells for 

stand 

extra 


S43 | 
N 7 









POULTRY FOUNT 


Automatically 
provides clean, 
fresh water at 
all times. Pro. 
motes increased 
egg output 
Works on gravity 
or pressure wa- 
ter systems 





Made of bras: 
and durable plastic. Bowl 7 inch 
diameter Make more sales, nore 


$4.35 
profit. Sell Little Glant. 4 ™ 


ORDER FROM YOUR JOBBER OR WRITE FOR FOLDER 


AILLER MANUFACTURING COMPANY 


Dept. 6, 251 W. Kellogg Bivd., St. Paul 2, Minn. 








When Going is Toughest 


DIETZ LANTERNS 


Brighten the Way 


|R.E. DIETZ COMPANY 1840 
Se NEW YORK 


OUTPUT DISTRIBUTED THROUGH THE J0BBING TRADE EXCLUSIVELY 
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Prefocused Spotlights, 


Searchlights 


Bright Star Battery Co., Clifton, N. J., 
js offering the No. 2500 assortment of 
prefocused spotlights and searchlights. 
Assortment contains two No. 2516 2-cell 
prefocused chrome spotlights, one No. 
9523 3-cell prefocused chrome sport- 
light, one No. 2524 3-cell prefocused 
chrome searchlight and one No. 2526 
5-cell prefocused chrome searchlight. 
Suggested retail value of complete No. 
9500 assortment less batteries is $14.40. 
Lights have a highly polished chrome- 
plated finish on heavy gage seamless 
drawn brass tube. Features non-slip 
ribbed design on tube. Three-way 
switch for continuous, intermittent and 
lockoff positions. Shock absorber pro- 
tects lamp. Heavy silver-plated and 
highly polished reflector provides max- 
imum light. Display is claimed to be 
pilfer -proof. 





FOUNTS 
POULTRY 








OULTRY FOUNT 
rovides ta! E ‘Florian’ Pinker 
h tt 
i times. Pre Florian Mfg. Co., Plantsville, Conn., 
— ool is offering a pinking shear that pinks as 


Norks on gravity & it rolls. Maker claims it never need- 
r_ Pressure ma Hf sharpening. Designed for left and right 


er systems. 

fade of bras & hand use. Light and compact, pinker 

435 std | has a free service guarantee. Each 
exit @ pinker is packaged in an eye-catching 

FOR FOLDER individual box. Pinkers have an ad- 


justment which is reported to compen- 
sate for any possible wear over a long 
period of use. Made of cast aluminum 
it has two rotating wheels, one smooth 
surfaced, the other with crimped zig- 
ugged edges. Maker claims this pinker 


‘aul 2, Minn. 


ug in cloth by means of two steel discs. 





Tubular Ice Skates 


Joseph T. Wood Co., Ware, Mass., 
ders a line of ice skating outfits. Shoes 
we made on scientifically designed lasts 
vhich are said to assure perfect fit and 
skate control and provide the utmost 
shoe comfort on the ice. Tubular skates 
developed by the Union Hardware Co., 
Torrington, Conn., consist of four parts. 
Toe plate and cup are made from one 
piece of material as is true of heel plate 
aid cup both of which are joined to 
‘waterproof tube by an electronic sil- 
ver braze. Figure skates are of one- 
piece construction with all parts joined 
logether electronically. Runners are all 
diamond tested for correct hardness. 








produces its non-raveling bias-cut zig- - 
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Seven new planes completed 
eee at a cost of 44.30! 








New planes can’t fly without control cable, and this manufacturer needed some 
—fast. He got it the same way he regularly gets many supplies and parts—by 
Air Express. Ordered in A.M., delivered to plant same day. 500 miles, 28 Ibs., 
Air Express charge only $4.30. So production continued without a break. 


$4.30 included pick-upand delivery at 
no extra charge—and receipt for ship- 
ment. All this, plus the world’s fastest 
shipping service. That’s Air Express— 
used with profit by every business. 





Shipments go on all flights of Scheduled 
Airlines. Speeds up to 5 miles a min- 
ute—no waiting around. Direct ser- 
vice to over 1,000 airport cities, air- 
rail for 22,000 off-airline offices. 


Facts on low Air Express rates: 


22 lbs. of new fashions goes 700 miles for $4.73. 
6-lb. carton of new jewelry line goes 1,000 miles for $2.24. 
Same day delivery in both cases if you ship early. 


Only Air Express gives you all these advantages: Special pick- 
up and delivery at no extra cost. You get a receipt for every shipment 
and delivery is proved by signature of consignee. One-carrier re- 
sponsibility. Assured protection, too—valuation coverage up to 
$50 without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 
Express Agency. And specify “‘Air Express delivery’’ on orders. 














Rates include special pick-up and delivery 
door to door in principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of tHE u.s. 
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HANDS THAT KNOW TOOLS — 





To the craftsmaa who knows tools— 
whose hands recognize the “feel” of 
true-balance—whose ears are attuned 
to the ring of carefully tempered steel 
—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 


To such a person one can’t sell a V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan SQuARE Punches and Chis- 

els, forged from extra refined, 

| beveled square alloy steel | 
it — carefully tem- | 
} 






} pered and indi- 
| * vidually tested. 
r-~ 
q 
{ } 


r 
ie 





ESTABLISHED 
1869 
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WHAT’S NEW 








Standard Aluminum 
Mail Box 


Model 1130-S mail box, designed to 
blend with the Heart design of builders 
hardware carried by Standard Bronze 





Co., 6th St. and Ave. A, Bayonne, N. J. 
is offered. This rustproof mail box is 
made of cast aluminum with wrought 
brass magazine straps and is styled in 
half polished iron finish. Suggested to 
retail for $5.95. 





’Glasstex' Utensils 


The Moore Enameling & Mfg. Co., 
West Lafayette, Ohio, has introduced 
a line of utensils finished in the “Glass- 
tex” gray texture-like finish or porce- 
lain enamel. This is the Memco glass- 
on-steel finish which is said to be re- 
sistant to fruit acids and alkalis. 
Smooth non-porous surface is easy to 
clean. Included in the line is a picnic 
set of 21 pieces, service for six. In- 
cludes six bowls for serving soups, des- 
serts, cereals, six dinner plates, six cups, 
one large salad bowl, suitable for baked 
beans or other baked dishes all packed 
in a covered water pail which may be 
used for cold beverages, water, ice and 
washing dishes when picnic is over. 
Suggested to retail for $5.95 Company 
also makes 50-cup coffee boilers as 
well as a complete line of cooking and 
kitchen utensils in the same finish. 





'Snap-Cut’ Pruner 


Seymour Smith & Son, Inc., Oakville, 
Conn., is offering the “Snap-Cut” 
pruner. Light in weight, the streamlined 
body is made of heat-treated airplane 
aluminum. “Snap-Cut” action of a ““V” 
blade slicing onto a soft metal anvil 
provides clean, quick healing cuts, says 
maker. Improved anvil is said to permit 
closer, precision cuts exactly where 
wanted. Blade is of alloy steel, hard- 
ened, tempered, ground and _ polished. 
Knurled hand-grips are the non-slip 
type. A one finger catch, built-in at a 


convenient position can be operated by 
the index finger or thumb of either 
hand. Anodized aluminum finish forms 
a hard wearing surface that will not 
stain the hands. Pruner reported to cut 
branches up to %4 in. in diameter. 





Eagle Electric Catalog 
Eagle Electric Mfg. Co., Long Island 


City, N. Y., offers its catalog which is 
now being mailed to the trade. This 45 
page book illustrates an extensive line 
of wiring devices, specialties and lamps 
in the industry, and it features many 
new additions to the Eagle line as well 
as the reinstatement of Eagle favorites, 


Great Neck Planes 


Great Neck Saw Mfrs., Mineola, 
N. Y., offer an addition to its regular 
tool series, a line of planes including 
Block planes, Bench planes, “Jack and 
Fore” planes and features materials as 
super-durable chrome alloy steel cut- 
ters, each a solid piece, fully tempered, 
ground and honed to a fine finish. Great 
Neck overall design is claimed to elimi- 
nate chatter, offering in each tool an 
easily adjusted, vibration proof unit that 
provides precision settings quickly and 
a fine consistant cut. All planes, wit' 
the exception of the Block series, are 
available with either smooth or corru- 
gated bottoms. Polished trimmings, pre- 
cision workmanship, hardwood handles 
and knobs with mahogany finish. 





Hamilton Beach's 
‘Lady Gremlins’ 


Hamilton Beach Co., division Scovill 
Vig. Co., Racine, Wis., offers novel lady 
figurines for point of purchase use with 
the new Hamilton Beach food mixer. 
These “female gremlins” point up the 
mixer’s three features, telling the ad- 
vantages of each. Simple to apply with 
especially cut Mystik tape 
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Pinking Shears 


Griffon Cutlery Works, Inc., 151 W. 
19th St., New York City 11, is offering 
an improved pinking shears that retails 
for $4.95. Shears is constructed with 
a deeper cut-out for pinking heavier 
materials cleaner. Shears is gift pack- 


aged. 


Columbian's Nursing Aids 


Columbian Enameling & Stamping 
Co., Inc., Terre Haute, Ind., offers a 
new departure in merchandising hos- 
pital and sick room enameledware. The 
entire line is pre-packaged, to provide 
display appeal, attractive packages for 
storing of articles and to carry adver- 
tising message into home. “Treasure 
Chest Package” which measures 13 by 
21% by 22% in. includes one No. 50 
covered bed pan, one each 8 and 10 in. 
emesis, two No. 40 queen bed pans, one 
irrigator with handle, two male and one 
female urinal, two enema sets com- 
plete with fittings. Packed with the 
Treasure Chest starter stock is a dis- 


play card, 11 by 14 in. showing all | 


items, newspaper mats, folders showing 
all items, merchandising sheet which 
provides display suggestions and selling 
hints, 


Independent Hardware 
Store Promotion Folder 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, has issued a folder entitled, 
“An Important Spot in Your Commu- 
nity — Your Independent Hardware 
Store,” which is available to all inde- 
pendent hardware dealers. Emphasizes 
such a store carries quality merchandise, 
features reasonable prices, complete 
tock, efficient sales attention, advice 
and information. 


New Molding Process 
For Wrenches 


Hinsdale Mfg. Co., 1720 W. Walnut 

%t, Chicago 12, Ill, has developed a 
nolding process which is claimed to 
make its ignition wrench set stronger 
ad lighter than previous” models. 
Wrenches are made of stainless steel 
iid are rustproof. Available in four 
aw sizes: 13/64 in. by 7/32 in., 15/64 
® by 44 in. 9/32 in. by 5/16 in. and 
1/32 in. by 4 in. In length the four 
"tenches are graduated in size from 
33/16 in. up to 3% in. 
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Absolutely N EW Exclusive! 


CHAPIN 


GAS 
OPERATED 


SPRAYE 








PRESSURE NEVER VARIES 
HOLDS MORE SPRAY 












 swessor | 

















Model No. 2/5 
120-7 FULL FULL 
OPERATING 
CAPACITY 
THE THE 
OLD WAY CHAPIN WAY 








Eliminates 


HAND 
PUMPING 


because 


PRESSURE 
Is In 

THIS 
Cylinder 





Saves time and work... as- 
sures even, steady spray. Pat- 
ented valve regulator on CO, 
cylinder controls flow of gas 
to tank,—30 lbs. pressure at 
all times. Cylinder contains enough gas 
for spraying up to 15 gallons . . . easily, 
inexpensively refilled. Full 3 gallon tank 
may be used . . . 30% more operating 
capacity than ordinary sprayers of its 
size. WRITE NOW for Bulletin. 


R. E. CHAPIN 


MANUFACTURING WORKS, Inc. 
200 Chapin St. Batavia, N. Y. 





Manufacturers of a complete line 
of compression and hand sprayers since 1887 





bith Betta Cot Liz 


EXPANSIVE BIT 





















edge longer. 


slippage. 


| MADE BY THE MANUFACTURERS 
OF CLARK CUTTING TOOLS 


This new CC Expansive Bit with its specially engineered 
cutting blade sets a new standard of accurate, fast, clean, 





smooth cutting in hard or soft wood. 


FULLY GUARANTEED 


CUTS EASIER. Simplified design; tilted blade; no center lip. 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 


ALL CHROMED BODY. No rust: looks better; lasts longer. 
QUICK, ACCURATE ADJUSTMENT. Positive lock; no blade 


SELF-CLEARING LEAD SCREW. Constant feed; no loading. 














CC EXPANSIVE BIT SPECIFICATIONS 
MODEL OR LENGTH | EXPANSION RETAIL 
PART NO. OVERALL | CAPACITY PRICE 

7%” Ya" to 
250 | sq. shank] 1A" = i 
Short Blade "a" to 
250-5 oe. 
Long Blade %" to 
250-L 14" = 
8%" ’" to 
251 | 3q. shonk i 1.89 
Short Blade A" to 65 
251-S = 1~" ee 
~ bong Blade ee * to. 
251-L 75 























*‘Measured for Greater Efficiency .. . 
Built for Better Service” 


"THE STELLAR’ een _ 


all aluminum 6 ft. rule 





Here is unmistakable evidence of the finest Rule on di 

market today, designed to serve the needs of CARPENTERS, 

BUILDERS, ENGINEERS, ARCHITECTS, PLUMBERS and many 
others. Here is a double duty Rule all in one at 
the same price. Precision made for 100 per cent top per- 
formance and traditionally accurate the whole length of 
the way. 


nditionally guaranteed to 


MECHANICS AND TOOL MAKERS SQUARE 
For the first time anywhere, here is an offering of un- 
precedented value, an all aluminum combination metric 
and inches square that will be welcomed by Mechanics, 
Toolmakers and’ many others. It contains a vial to insure 
flatness and a hardened ground steel scriber. This su- 
perior square is precision made for guaranteed accuracy. 


WRITE FOR COM 


STELLAR TOOL & MFG. CO., Inc. 


LETE INFORMATION 
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f 





J 


93-34 





170th St., 


e Reinforced with Ma- 
chine Brass Hinges 


Held Together by 
Machine Brass Rivets 


Numerals Embossed 
and Lacquer Filled 


Greater Thickness 
than Average Rule 


USUAL DEALER 


Jamaica 3, L. | 
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WHAT'S NEW 


Sprayer Merchandiser 


Universal Metal Products Co., Sar- 
anac, Mich., is offering without charge 
to dealers with the purchase of three 
dozen hand sprayers. Merchandiser will 
also accommodate any of the Universal 








select. 


tank sprayers the dealer may 
Four hand sprayers displayed on the 
merchandiser, according to the makers, 
are all proved “best sellers.” 


Wall Chart Shows 
Tap Drill Sizes 


South Bend Lathe Works, 206 E. 
Madison St., South Bend 22, Ind., offers 
a wall chart, fourth in the series, which 
is 13 by 19 in. with white lettering 
on a dark blue field. Covers American 
National screw thread pitches as estab- 
lished by the National Screw Thread 
Commission. Sizes of threads, threads 
per inch, outside diameter of screw, 
tap drill sizes and decimal equivalent 
of drill are given for National. Coarse 
standard threads, N. C., formerly 
U. S. S., National Fine Standard 
Threads, N. F., formerly S.A.E., and 
Special Threads, N. C. Copies available 
for 10 cents in coin each. 


‘Keel’ 


Olson Co., 201-203 S. Kendall St. 


Battle Creek, Mich., is offering “Keel” 
which is said to double the bait action. 
Said to eliminate twisting of line, troll- 
ing or casting. Each Keel is mounted 
on card. Made of transparent plastic 
with name imprinted on each one. Sug 
gested to retail for 25 cents. 
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Disston Hack Saw Frames 


4 line of hack saw frames has been 
offered by Henry Disston & Sons, Inc., 
Philadelphia, Pa. Four frames are be- 





.) Dar: 
charge 
f three 
er will 
niversal 








Packaged attractively for easy 


ing made of polished nickel-plated steel 


with plastic handles designed for com- | display and handling, JOHN- 
fortable grip and easy handling. May | SON XLO Music Spring Wire 


be used with all standard blade sizes, | is a handy hardware item. 
and are adjustable to four cutting posi- | 
tions, teeth facing right or left, up or | 
down. Individually packed, frames are | 
33, 348, 358 and 368. Suggested retail | and 1 Ib. units. JOHNSON 
prices are $1, $1.50, $2 and $3. us will help you to specify the 


The Wire of a Thousand Uses 


comes to you in 4 Ib., 1/2 Ib., 


> 1 popular wire size in the hard- 
Solving Steam ware trade. Contact your 
Trap Problems nearest JOHNSON office for 


The V. D. Anderson Co., 1935 W. 96th | 
St, Cleveland 2, Ohio, has issued a 





immediate action. 

















faye booklet, “Solving Steam Trap Prob- | 
lias lems,” as a guide to users who con- | 
, template the purchase of steam traps | 
or who are called upon to solve steam | 
trap problems. It is a 36-page revised | 
edition of “How to Choose a Steam 
Trap.” Includes information aiding | 
user in selecting right size trap and | 
206 E. in following the correct trapping prac- | 
., offers tice for unit heaters, jacketed kettles, | 
, which steam mains and other units. Provides | 
ettering trap capacity factors, how to determine 
merican lift of a trap and condensation rates. A W KWA we DJ oO BS MADE E A Ss Y wi T H 
s estab- -— 


thesd | Tyo.Beater W | S S OTA'S NEW ELECTRICTOOL 
screw, Hand Mixer and SICKLE GRINDERS 









seen John Oster Mfg. Co., 1 Main St., * The Farmer oy Buy $4925 The Most Practical 
emerly Racine, Wis., offers an electric two it at only... Grinder for the Farmer 
scoala beater hand mixer which is claimed to e Always Ready for All Sharpening Jobs and Service Shop 
Z. onl mix, wash, whip and beat. One beater | * No Changeovers or Adjustments , 
vailable or both may be used, according to mix- | 

ing requirements. No special bowls or 

stands required. Beaters are stainless | 

steel, Features shock-proof white plas- | 

tic housing, made of flame-resisting cel- | 

lulose acetate. Switch is placed for easy 
jall St. thumb-tip control. No oiling or greas- | 
“Keel” ing necessary. Equipped with wall | 
+ ection. bracket. Shipping weight, 2% lb. Uni- | 
re, troll- versal motor for operation on 110-120 | 
mounted volts, AC-DC all cycles. 
: plastic 
ne. Sug 













Backed by most years experience in 
design and manufacture of tool grinders 
Practical in design. Shielded, heavy |/3 H.P. motor is adjustable 
behind abrasive wheels on one piece streamlined frame. Acces- 
sibility to wheels 100%. Wheels can be worn down to the core 
An ideal sharpener for the farm, garage, home workshop and 
shops where awkward grinding jobs are encountered. Big and 


husky—top quality vitrified wheels—attractively 
priced—a fine sales builder. Supplied as illus- WRITE Fo 
trated or with two tool wheels. Ask your jobber. DESCRIPT) ye ( 
| CAT. 
| A FULL LINE OF TOP QUALITY TOOL GRINDERS & WHEELS ALOG 





| WISSOTA Wacafacturing Co. Ninos’ 
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VLCHEK 


Double E nd 
Wrenches 


MAXIMUM STRENGTH 
— MINIMUM BULK 


HIGHEST 
GRADE ALLOY 
STEEL 


NARROW 


STREAMLINED 


JAWS 

















WHAT’S NEW 


Huffman Proportion 
Built Bicycle 


Huffman Mig. Co., Dayton, Ohio, has 
introduced a proportion built juvenile 
two-wheel size bicycle for safe riding 
handling by three-and-four- 





and easy 





Called the “Huffy- 
model is scaled down from 
models. It is one 
and one-half inches shorter from seat 


year-old youngsters. 
Byke.” the 
streamlined adult 
to ground than most regular 16-in. 
two inches less from seat to 
crank an between seat 
post and handlebar stem. Has a two- 
wheel base for easier 
balancing. Has a coaster brake and 
incorporates all the features of larger 
Huffman models with a special wide- 


models, 
inch shorter 


inch longer 


base parking stand, making indoor 
“rainy day pedaling” possible. From 


the juvenile 20-in. to the super deluxe 
26-in. size, Daytons are built alike, dif- 
fering only in size and price. All bear- 
ing surfaces have been designed to 
permit easier turning and lower rolling 
resistance. They are turned from bar- 
stock, burnished, heat-treated and have 
chrome-plated head and crank cups and 
cones. Head adjusting cone covers top 
of head cup and makes head set water- 
proof. 


Cement Trowel 


Dearosa Mfg. Co., Brooklyn 32, N. Y., 
has designed a cement trowel, said to be 
flexible and light in construction yet 
strong and durable for hard work. 
Blade is constructed from high carbon 
special trowel steel, hardened and tem- 
pered. Handle bracket is made from 
a special tough aluminum alloy, heat 
treated for strength. Blade is fastened 
with 12 hard steel rivets. Surface of 
blade is ground smooth with the rivet 
heads countersunk and finished flush. 
Handle is made of hard wood, 4% in. 
long, with ample knuckle room under 
the handle. Rib of aluminum extends 
through the wood which is fastened 
with a rust-proof hexagon nut and 
washer. Suggested to retail for $3.50. 





The Capitol 


[.Me” REG. 


TRIMMER AND EDGER 


Every Lawn Mower 
user should 
have one. 





DOES THE WORK LEFT UNDONE BY 
THE LAWN MOWER. 


A new Streamlined Model No. 480 
5 Blades—6 inch cut 


GRANITE STATE MOWING MACHINE CO. 


HINSDALE, N. H. 


Fine Lawn Mowers Since 1856 



























FOR 
IN ’ HOMECRAFTERS 


Popularly 


WOODWORKERS Priced at 
SCHOOL SHOPS $1620 
BIG FARMERS _— 
sethantes LOCKSMITHS oe ahd 
RESTAURANTS of 6 
DEMAND HOTELS 7 
MEAT MARKETS 


Attractive Simplified self-adjusting fF 4 
Profits for You! tion roll drive.  Periphers : 
consta 


speed remains 
wheel wears. No water thrown 
on operator. Operator takes § 
comfortable standing position 
and works on top of the wheel. 
5” x 2%” tool rest, perfect 
for long, slim knives, wide tools. Adjustm rent all 
bevels 0-30°. 8” diameter and 1%” face sandstone 
wheel. 

Attractive literature for producing sales. 


Order today. Immediate delivery. 


BOICE-CRANE COMPANY 
990 CENTRAL AVE. TOLEDO 6, OHIO 
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itol WIRE PRODUCTS 


STOVE PIPE WIRE 





Bassick 











:DGER COIL AND SPOOL 
ASSORTMENT HELPS YOU SElLl 
STRANDED C A S T E R S 7 
AND SOLID 





CLOTHES LINE WIRE 





Fireplace Ensemble 


Wilshire Mfg. Co., 4550 Cutter St., 
Los Angeles 26, Cal., offers a fireplace 
ensemble as a special promotion item, 
which consists of a “Pull-o-mat” cur- 
tain screen, 38 by 31 in. with brass 
finish frame, black mesh, pull chain 
BRAIDED andiron openings; set of 18-in. solid 

PICTURE WIRE brass andirons and solid brass fireset 


consisting of four pieces, poker, hearth, 


BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED __ 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 




















STRANDED | broom, shovel and stand. Line runs 
AERIAL WIRE from early American and Colonial 
RADIO pieces to the most modern ensembles. 
ACCESSORIES — With This NEW, 
SOLDER AND PASTE . ‘ 5 
IDONE BY SOLD THRU JOBBERS ONLY Valet’ Whisk Broom Compact, 
SEE YOURS FOR PARTICULARS Empire Brush Works, Inc., Portches- . . 
| No. 480 Ee with Comettpen ct ter, N. Y., offers a 7%-in. palmetto Attractive Display 
ut fiber whisk broom, the “Valet,” which : 
hy a  @) R is packed in an eye-catching counter Showing ten of the speed 3 
CHINE CO. wi RE CORPORATION display which holds 12 items. Features ular Bassick types and sizes, this 
cae aes a 2%-in. solid wire wrapped handle colorful new Display is a real, 
e 1856 she nnts 3 Ay 0 M ; ISLAND, NEW YORK with a metal ball top and hanging ring. fast-selling “‘caster-department” 





Shoulders are 2% in. wide and double 
stitched. May be used in car, office or that takes care of 90% of your 


workshop as well as for whisking soil customers’ needs — in just 12” 
and lint off clothes. Suggested to re- x 6%” of space 
tail for 49 cents. 





A small stock order brings 
i te you this eye-catching, profit- 
SPRING Voit BT/ Batting Tee building Display, without 
TONIC W. J. Voit Rubber Corp., 1600 E. 


FOR PROFITS 25th St., Los Angeles, Cal., offers the your Distributor, or write to 
“Voit BTI batting tee. Simply set a THE BASSICK COMPANY, 


Bridgeport 2, Connecticut. 


charge. Get full particulars from 






* softball atop the soft rubber tip of the 


tee, aim and swing with all your might 
bs 994 and the ball is in play, permitting more 
A L U M A L iD | hitting, fielding and base running and 
SARE BALE eliminating the waste of play time small 
161-444) 1010) 4 boys lose trying to get the ball over I'm the famous Rolly Bassick 
BRACES the plate. Flexible rubber neck absorbs Who goes from coast to coast 




















the shock if you miss. Adjustable from Talking to your 
f 21 to 39 in. heights. Voit BTI makes customers 
taal : : 
Dread 2 . it possible for four or five times more In The SATURDAY 
REG. TM youngsters to bat each ball period. EVENING POST 
$1652 Sturdy, won’t rust, won't corrode — } 
Alumaloy Braces are quality items that - 
Costs You $1! are priced to sell — retail at 20c uncarded, bi 
Each in Lots 25¢ individually mounted on display cards. 
42 inches long, packed in dozens and six 
dozens. Order today from your distributor | 
or welts os. THE BASSICK COMPANY 
fel *1261 @n Zell] Ecunelel 4 | Bridgeport 2, Conn. 
dusting frie OF THESE YEAR DIVISION OF STEWART-WARNER CORP. 
ane ‘ROUND BEST. SELLERS In Canada—BASSICK. DIVISION, 
ator takes ‘ Turnbuckles wrought Stewart-W arner-Alemite Corp., Ltd., Belleville, Ont. 
ding position nut EYE BOLTS and 
of the wheel. EYE ond EYE or EYE 
rest, perfed G HOOK TURN- 
ijustment all BUCKLES with alum . 
ace sands inum bodies | 
cing sales. aa 
ry. hurnbuchlis Inc 
PANY BOX 333, MICHIGAN CITY, INDIANA MAKING MORE KINDS OF CASTERS 
D 6, OHIO FACTORY: GRAND BEACH, MICHIGAN . .. MAKING CASTERS DO MORE 
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Merchandising to Be Theme 
Of Pacific Coast Regional 
Builders’ Hardware Meeting 


“Merchandising Builders’ Hard- | Los Angeles, George E. Tup- 
ware” will be the theme of the | per, manufacturers representative, 
fourth annual Pacific Coast re- | Los Angeles; Ralph J. Compton, 
gional conference of the National | American Wholesale Hardware 
Contract Hardware Assn. and the | Co., Long Beach, Calif.; Louis J. 
American Society of Architec-|Du Fresne, Schlage Lock Co., 
tural Hardware Consultants, to | San Francisco, Calif.; Charles S. 
be held April 11-13, 1949, at the | Smith, Jr., The Stanley Works, 
Arizona Biltmore Hotel, Phoenix, | San Francisco; Richard N. Kuist, 
Ariz. Victor H. Nelson, hardware | Seattle, Wash., The Stanley 
manager, Foxworth-McCalla | Works, and D. R. Morris, West- 
Lumber Co., Phoenix, will be | ern Door & Plywood Corp., Port- 
general chairman of the confer- | land, Ore. 
ence. — 


Registration will be from 9:30 INDEPENDENT LOCK, 
to 10:30 am., April 11, with 
LOCKWOOD HDWE. HAVE 


meetings from 11:00 to 1:30 p. m. 
that day and from 9:30 a. m. to NEW MERCHANDISE MGR. 
The Independent Lock Co. 


1:30 p. m. the other two days. 
Speakers will discuss the mer- | Fitchburg, Mass., has announced 
chandising of builders’ hardware | the appointment of Burton A. 
from the viewpoint of the fac-| McCuen as merchandising man- 
tory, the wholesale distributor, | ager for both the parent company | 
the contract hardware distrib- 
utor, the architect, and also will 
consider maintenance of pub- 
lic buildings. Economics of the 
Southwest will be the subject of 
a banker from Phoenix. Each 
meeting will conclude with a 
period for informal discussion. 

Assisting Mr. Nelson on the 
committee for the conference are: 
Richard E. Philabaum, Fox: | 
worth-McCalla Lumber  Co., | 
Phoenix; Arthur H. Uhler, The 
Stanley Works, Los Angeles; 
Lucian A. Childs, West & Co., 
Los Angeles; Clarence O. Win- 
terstein, Harper & Reynolds | 
Corp., Los Angeles; 





| 








Robert | 
Skeels, Robert Skeels & Co., Los 
Angeles; Albert H. Morgan, 
Baker & Hamilton, San Fran- 
cisco; Maynard H. Williams, 
San Francisco, Corbin Screw 
Div.; S. G. Kirkland, P. & F. | and its subsidiary, The Lockwood 
Corbin, Seattle, Wash.; Herbert | Hardware Mfg. Co. 

C. Dill, Northwest Hardware & Mr. McCuen began his career 
Steel, Portland, Ore.; H. S.| in builders’ hardware as an as- 
Hunter, Mallco Hardware Dis- | sistant to the advertising man- 
tributors, Phoenix; Clarence O.| ager at P. & F. Corbin in 1923. 
Staggs, manufacturers’ represen- | He specialized in advertising and 
tative, Phoenix; Lawrence B.| sales promotional work there un- 








BURTON A. McCUEN 








Stuart, California Hardware Co., | til 1936. Later in that year he 
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joined the Independent Lock Co. 
as advertising and sales promo- 
tional manager. 

In 1941 he joined the Reading 
Hardware Corp., and served as| 
director of sales until 1948. 


FRED M. BECK HEADS 
WHITLOCK CONTRACT 
HARDWARE DIV. 


The directors of the Whitlock 
Corp. have announced the elec- 
tion of Fred M. Beck to the vice- 
presidency. Mr. Beck will be in 
charge of the Contract Hardware 
Division. 

For the past two decades, Mr. 
Beck’s activities have been con- 
fined mainly to the contract end 
of the builders’ hardware busi- 
ness. He has been identified 
along the above lines with the 
construction of edifices such as 
the Pennsylvania Railroad Ter- 
minal in New York City, the 








FRED M. BECK 


Essex House, the Beresford 
Apartment House, etc. The 
equipping of the Universal Film 
Building, Park Ave. and 57th 
St., being his latest installation. 


Johnson Automatic Patents Taken 
Over By Winchester Repeating Arms 


Melvin M. Johnson, Jr., Boston 
Mass., one of the country’s lead- 
ing designers and manufacturers 
of automatic rifles, has joined 
the Winchester Repeating Arms 
Co., Division of Olin Industries, 
Inc.. New Haven, Conn. 

John M. Olin, president of Olin 
Industries, Inc., stated that his 
company has taken over all fire- 
arms patents of Johnson Auto- 
matics, Inc., of Boston, of which | 
Mr. Johnson has been president | 
and technical director since 1938. | 





Mr. Johnson joins the company | 
of great sporting arms designers | 
who developed such classical fire- 
arms as the Winchester Model 70 | 
bolt action hunting rifle, the) 
Model 52 target rifle and a Model | 
21 double barrel shotgun and who 


carbine | 


also designed a U. S. | 


caliber 30 MI for the Ordnance 
Department in World War II. | 

Mr. Johnson invented the John- 
son semi-automatic rifle in 1936. | 
and between 1937 and 1940 in- 
vented the Johnson light ma- 
chine gun and Johnson automatic 








rifle. These firearms were used 


by U. S. Special Combat Forces. 

Johnson Automatics, Inc., and 
Johnson Automatics Mfg. Co., of 
which Mr. Johnson has also been 
president, have decided to aban 
don military arms production and 
will concentrate on building con- 
struction work on the West Coast 
with Latisteel, Inc., of California 
a subsidiary. 





MELVIN M. JOHNSON, JR. 
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Geo. S. McQuade Heads Dalath 
Branch for Marshall- Wells 


for 36 years, he was advanced to 
head the Seattle branch last fall. 

Mr. McQuade succeeds O. E. 
Stevens who is retiring after 16 
years with the company. Prior 
to appointment as manager of the 
Duluth branch in 1942, Mr. Ste- 
vens was successively head of the 
Spokane, Wash., and Billings 
branches. 

F. G. Brooks, formerly super- 
visor of the branch office organi- 
zation, has been named to replace 
Mr. McQuade at Seattle. 

Mr. Brooks was promoted from 


The appointment of George S. 
McQuade, manager of the Seattle. 
Wash., branch of Marshall-Wells 


ofice manager of the Duluth 
branch to the head office in 


charge of branch office reorgani- 
zation in 1946, He has been with 
Marshall-Wells 26 years. 








| JAMES H. RHODES SELLS 
SPONGE BUSINESS TO 
AM. SPONGE & CHAMOIS 
James H. Rhodes & Co., 48-02 
Twenty Ninth St., Long Island 
City, N. Y., after 50 years in busi- 
ness, has turned over its sponge 
business to the American Sponge 


GEORGE S. McQUADE 


Co.,-to head the Duluth branch 
of the company, was announced 
recently by J. H. Moore, presi- 
dent. 


| 


manager, sales manager, mana- 
ger of operations and first vice- 
president. 

Mr. Bohning started with the 
company in 191] in the electrical 
He was for many 
years buyer and _ electrical 
partment manager. \ year ago 
he was appointed general mana- 


department. 


de- 


ger. 


DEEPFREEZE EXPANDS TO | 


INCLUDE REFRIGERATORS 
IN APPLIANCE LINE 


G. H. Smith, vice-president and | 


general manager of the Deep- | 
freeze Division, Motor Products | 


Corp., North Chicago, IIl., has an- 
nounced the expansion of the com- | 
pany to include the manufacture | 
of refrigerators in addition to | 
home freezers. The company will 
soon start construction of a one- | 
story combination 
room and warehouse and a cover | 
from that building over the load- | 
ing docks to provide total addi- 
tional space of 51,000 sq. ft. to its | 
North Chicago plant. Deepfreeze 
will offer five refrigerator models, 
a 10% cu. ft. combination refrig- 
erator with eight ft. for domestic 
use and 2% ft. for home freezing, 
a 101% ft. unit, deluxe and stand- 


production | = 


His new position returns Mr. 
McQuade to his home city where 
he was sales manager of the Mar- 
shall-Wells Duluth branch from 
1932 until 1942 when he was 
transferred to managership of the 
Billings, Mont., branch. 


& Chamois Co., 47 Ann St., New 
York City 7, in business for 80 
years. 


E. F. OBERDECK ELECTED 
GEO. WORTHINGTON 





the EXEC. VICE-PRESIDENT 


At the annual meeting of The 
George Worthington Co., hard- 
ware wholesalers, Cleveland. 
E. F. Oberdeck was elected to 
the newly created post of execu- 
tive vice-president. J. J. Bohning, 


Associated with company 


general manager, was elected 
first vice-president, the post form- 
erly held by Mr. Oberdeck. 
Other officers and directors re- 
elected include P. H. Deming, 


chairman of board; A. G. Rora- 
beck, president; A. C. Maecker. 
second vice-president; N. F, 
Luekens, secretary and treasurer; 
A. W. Fullerton, H. W. Murray, 
R. C. Reul and J. W. Vickers. 
Mr. Overdeck has been with 
the company since 1906, starting 
as an order clerk. Since 1936 he 
has been successively city sales 








F. G. BROOKS 
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luxe and standard. Mr. Smith 
said that the company expects to 
install machinery ready for oper- 
ation July Ist. 


Graham Mfg. Cylinder, 


Blank Department Acquired 


William T. Warren, president 


The Graham Mfg. Co., Derby 
Conn., has announced that the 


entire cylinder and flat steel key | 
blank department, including the | 
name of The Graham Mfg. Co.. 
has been sold to Alan Wahl and 
his associates, 1150 W. Third St. | 
Cleveland 13, Ohie. Mr. Warren | 
stated that it is the intention of | 
The Graham Mfg. Co. to change | 
its name to The Warren Key Co. | 
and limit the key manufacture to | 
bit and drilled keys only. Warren 

Key is moving to new quarters | 
the location of which will be an 

nounced at a later date. | 





ard and an eight ft. straight, de- 








EDWARD F. PARRIOTT 


president of The Livingston 
Hardware Co., Livingston, Mont., 
has been elected State Senator 
from Park County. 


F. A. SMITH MFG. NOW 
FASCO INDUSTRIES, INC 
Industries, Inc., is the 
new name for F. A. Smith Mfg 
Co., Inc., manufacturer of fans, 


Fasco 


motors, ventilators, blowers and 
automotive electrical equipmen! 
The new name more 
closely to the trademark “Fasco” 
used on the company’s products. 

H. P. Toppin, president, states 
that there is absolutely no change 
structure, officers 


conforms 


in 
directors, or policies. 


corporate 


Flat Steel Ke 
By Alan Wahl 


& 





aay 


WILLIAM T. WARREN 
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THE J. A. WILLIAMS CO., hardware wholesalers, 401-435 Amberson Ave., Pittsburgh, 
6, Pa., held its first all sporting goods display Jan. 23-26 in the music room of the 
Roosevelt Hotel, Pittsburgh. More than 300 buyers attended the show during the first two 
days. Fishing tackle and accessories received most of the dealers’ attention. 
Golomb, sales manager, reported that the sales volume of the 50 year old hardware whole- 
saler in hardware and kindred lines was up 30 percent over 1947. This was the first show 
of its type to be undertaken by the company and plans call for many more such shows 
during the coming year. Arrangements have been made with J. A. Williams’ many brand 
manufacturers to offer “specials” at these sporting goods shows. Al Wagman, merchan- 


dise manager, was director of the show. 


| WARBURTON ASSOCIATES 
| MAKE TWO CHANGES 


F. M. Warburton Associates, 
manufacturers’ _ representatives, 
Western Reserve Bldg., Hudson, 
Ohio, has recently announced two 
changes in its personnel. Robert 
P. Bovard will take over the West- 
ern Pennsylvania territory. He 
was formerly district sales super- 
visor in the drug division of Proc- 
ter & Gamble in the Tri-State area, 
He had been with P & G for the 
past nine and a half years, with 
the exception of his army service. 
His headquarters will be located 
in Pittsburgh. Robert E. Gray 
has been appointed Northern Ohio 
territory manager. His past ex- 
perience includes Procter & Gam- 
ble, Dictaphone and the Dough- 
erty Lumber Co. 





HALL HARDWARE CO. 
NOW ‘OUR OWN’ 
HARDWARE 


S. P. Duffy, president and man- 
ager of Hall Hardware Co., hard- 
ware wholesalers, Mineapolis 1, 
Minn., has announced the corpo- 
rate name of the organization has 
been changed to Our Own Hard- 
ware Co. He stated that this 
change of name in no way will 


A. A. 











Elect W. C. Dabney, Board Chairman 
Jones-Dabney; Other Executive Changes 


Elliot S. Phillips, president of 
Devoe & Raynolds Co., Inc., 44th 
St. & First Ave., New York City. 
has announced many personnel 
changes. W. C. Dabney, a direc- 
tor and senior vice-president of 
Devoe & Raynolds, has been 
elected chairman of the board 
of Jones-Dabney Co. and has been 
placed in charge of all company 
plants, as well as all of its re- 
search and development activi- 
ties, with headquarters in Louis- 
ville. 

Renshaw Smith, Jr., a director 
and vice-president of Devoe, will 
supervise the sales personnel and 
policies of the Devoe and Wads- 
worth, Howland paint divisions 
of the company. This includes 
supervision of all district, branch 
retail store and warehouse per- 
sonnel, as well as the stores mer- 
chandising. In addition, Mr. 
Smith will supervise the export 
division, the wallpaper division, 
painter, trade sales training and 
educational departments, 

Andrew W. Bornhauser, elected 
a director and vice-president of 
Devoe in charge of industrial, 
marine and railroad division of 
Devoe. He also was elected presi- 
dent of Jones-Dabney Co., Louis- 
ville. 

Clarence W. Slcoum, a director, 
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has been elected a vice-president 
of Devoe in charge of Eastern 
industrial, marine and railroad 
division. 

The Peaslee-Gaulbert Paint & 
Varnish Division, Louisville, will 
be under the direction of E. P. 
Kelly, a director of Devoe. 

Truscon Laboratories Tile & 
Chemical Division, Detroit, has 
been placed under the direction 
of Dr. R. A. Plumb, a director of 
Devoe, assisted by George L. 
Turner and Earl Thompson. 

The brush division, Princeton. 
Ind., is under the direction of 
George P. Gray, a vice-president 
of Devoe, and the Bishop-Conk- 
lin Division, Los Angeles, is un- 
der the direction of Emerson C. 
Bishop. 

The Stores Merchandising Di- 
vision will be directed by F. H. 
Appleton, manager; A. J. Keenan 
field supervisor; John I. Muller 
field supervisor—headquarters in 
Chicago; Wm. A. Coffey, man- 
ager, wallpaper department; Nor- 
man Ritch, field supervisor and 
buyer of resale items; and James 
F, Allen, buyer. 

A. H. Mohrhusen, general mer- 
chandising manager, will concen- 
trate exclusively in field sales 
work, under direction of Vice- 
President Renshaw Smith, Jr. 





change the personnel, policies or 
operating structure of the com- 
pany. Many have been confused 
by the use of “Hall Hardware” in 
referring to the wholesale house 
ly acquired its own office building | and “Our Own Hardware” in re- 
at 2912 Crawford St., Houston 4, | ferring to retail outlets; hence the 
Tex. official name change. 


B. M. VAUGHN ACQUIRES 
NEW OFFICE BLDG. 


B. M. Vaughn & Co., has recent- 








~ eee 





THE THREE MEN who were instrumental in the organization 
of the Ace Hardware Corp., Chicago wholesale house, 25 
years ago, were presented with television sets at the Silver 
Anniversary Dinner-Dance which concluded the annual Ace 
Stores convention, held at the Hotel Sherman, Chicago, Jan. 
24 to 26. 

The recipients of the sets, which were paid for by the 
nearly 140 franchised stores of the Ace organization, were 
from left to right: Richard Hesse, president; E. G. Lindquist, 
secretary, and William Stauber, treasurer. 
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Bethlehem Steel Products for the Hardware Trade 


FARM FENCE * FENCE POSTS + BARBED WIRE BOLTS AND NUTS * NAILS AND STAPLES 
SILVER STAR BALE TIES * GALVANIZED ROOFING AND SIDING 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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Our Exhibit at 


Atlantic City 


(during the N.S.G.A. Convention) 


WAS A 
REVELATION 


in PROFIT-making merchandise 


That little walk from the N.S.G.A. head- 
quarters over to our exhibit at the Chel- 
sea Hotel, in Atlantic City, paid off 


handsomely for the many sporting goods 
dealers who came to see us. They saw 
and they bought. 





ATHLETIC 
GOODS 


are honestly and expertly made. Those 
who know athletic merchandise best are 
the most enthusiastic over the superlative 
values in TRUSPORT. It’s a complete line 





TED L. ROGERS 


| Go., 
| Rogers, with supervision of seven 
counties in and around Dayton 
Ohio; E. F. (Jack) Glascoe, with 
29 counties in northwest North 


is supervising seven counties in 
central New Jersey; 
non A. Bird, who takes over 12 
counties in north central 
York State. 





for every kind of sport—indoor and out. | 


Professional and amateur. 


Right now we are making deliveries on | 


Baseball Goods, Uniforms, etc. Tennis & | 


Badminton Goods. Golf Clubs, 


Balls, etc. 


Bags, 


KINGFISHER 


is a comprehensive line of everything a 





TACKLE 


fisherman uses. Fresh water and salt 
water tackle. Including rods, reels, lines, 
baits, plugs, flies, floats, creels, tackle 
boxes, etc. 


This year, men are more price conscious | 


than they have been in many years. 


KINGFISHER Fishing Tackle meets their | 


requirements for quality, expert work- 
manship and precision manufacture — 
merchandise you can sell at prices that 
make selling easy. 


Our 32 page Booklet 

of fishing tackle has been mailed. 
If you have not received it, 
please write for your free copy. 






Always TRY TRYON First! 





EDW. K. TRYON CO. 


815-819 ARCH ST.) PHILADELPHIA 5, PA. 


Est. 181) 
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FISHING | 





E. F. GLASCOE 


Ted L. Rogers, the 
Southwestern Co, president, Wal- 
ter R. Rogers, has been named 
a Maytag regional manager at 
Dayton, Ohio. He has held al- 
most every job in his father’s 
| Maytag office at Dallas, Texas. 
For the past several years, he has 
| been a regional manager for the 
| Dallas distributor territory. Dur- 
ing the recent war, Mr. Rogers 
served with the U. S. Marine 
Corps in the Marshall Islands 
with the Fourth Marine Air 
Wing. 


Mr. Glascoe, until his appeint- 


son of 
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MAYTAG APPOINTS FOUR 
REGION SALES MANAGERS 


The recently named regional 
sales managers of the Maytag 
Newton, Iowa, are Ted L. 


Carolina: George Playford, who 
and Ver- 


New 





GEORGE PLAYFORD 


ment as Maytag regional man 
ager in northwestern North Caro 
lina, was a Maytag dealer in 
Rutherfordton, N. C. Previous 
to that he was a retail salesman 
for the Pendleton Sales Co. at 
Greenville, S. C. He was also a 
regional manager for Maytag 
East Coast Co. 

Mr. Playford was previously a 
division manager. for an appli 
ance manufacturer in New Jersey 
and New York for a number of 
years. In this capacity he gained 
extensive experience in promot 
ing and merchandising electrica 
appliances. Mr. Playford 
work under C. B. Mason, mana 
ger of the Newark Branch of 
Maytag. 


wil 





| Vernon A. Bird has joined the 
| Maytag organization with an ex 
pene background of appliance 
Previous te 


| selling experience. 
| his becoming a regional manager 


| 





VERNON A. BIRD 


he was a sales manager for a 
New Jersey firm which makes 
steel kitchens. His experience 
also includes house-to-house cal 
vass for an appliance firm in the 





same state. 
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sales manager in charge of IIli- 
nois, Missouri, Wisconsin, Michi 
gan, Indiana and Ohio. Some 
years later he was relieved of 
all but Illinois and Missouri. In 
1933 he became a director of the 
company. After Shapleigh ac- 
quired Simmons Hardware. He 
was relieved of Missouri, 1941. 


BOYLE-MIDWAY 
ADVANCES SALES 
EXECUTIVES 


| Eugene A. Lesher has been 
appointed assistant sales manager 
of the Boyle-Midway Inc., New 
York City, southern sales region 
headed by L. G. Feirtag. 

Mr. Lesher joined Boyle-Mid- 
; way in 1930. From 1934 to 1939, 
he represented the company in 
the department store field. In 
1942 he was named sales man- 
ager of the Cincinnati division 
and two years later, sales man- 
ager of the Boyle-Midway south- 


lllinois and Wisconsin for Shap: | — division, including territory 
leigh Hardware Co., wholesalers | on Florida, coorgee, Alabama, 
90 Spruce St., St. Louis, 2, Mo.,| Mississippi, Louisiana, and Ten- 
has recently retired. He has made ‘ieee 

no definite plans for the future. 
but expects to take a vacation be- 
fore considering any business 
plans. 

He started his hardware career 
with Simmons Hardware Co. in 
1894 serving until 1903. He later 
joined Norvell-Shapleigh Hard- 
ware Co., and traveled in Central 
illinois from Nov. 1903 until Dec. 
1917. A year later he became 





STANLEY QUISENBERRY 


§. QUISENBERRY RESIGNS 
FROM SHAPLEIGH HDWE. 
Stanley Quisenberry, director 
and sales manager in charge of 
Division 2, covering the States of 


KOHLMEIER HANDLES 
AMERICAN BRAND ROPE 

The American Mfg. Co., Noble 
& West Sts., Brooklyn 22, N. Y., 
has recently announced the J. M. 
Kohlmeier, Inc., 27th St. & Bridge 
Plaza, Long Island City, hardware 
wholesalers, will handle its Amer- 
ican Brand rope and other cord- 





age items. 








JOHN FINNEGAN, field sales manager of Masback, Inc., 

330 Hudson St., New York City, received a wrist watch for 

25 years of faithful service to the New York wholesaler. 

E. R. Masback, Sr., chairman, made the presentation at a 

dinner following the Spring sales convention held in the 
Hotel New Yorker in New York recently. 
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4 petor 
COMPLETE DOOR UNITS 
ARE NOW AVAILABLE IN 


4 SIZES 


WITH WOOD OR ALUMINUM DOORS 





@ Here’s the way to give home owners the extra 
convenience of overhead garage doors at sur- 
prisingly low cost. Use “Over-the-Top” Com- 
plete Units, with wood or aluminum doors. 
They'll fit any building budget and specifica- 
tions; styled for today’s architecture. - These 
Frantz Units come complete with hardware and 
are prefitted . . . even bolt holes are bored. 
They require only 2” of headroom; door is car- 
ried completely in, out of the weather. Alumi- 
num door units offer light, sturdy construction, 
plus ‘“‘Over-the-Tep” smooth, trouble-free oper- 
ation. Write today for full details. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 











Z. G. PECK 


GLIDDEN PACIFIC COAST 
PAINT, VARNISH DIV. 
HEADED BY Z. G. PECK 


Z. G. Peck has been appointed 
regional director of the Glidden 
Cleveland, Ohio, Pacific 
coast paint and varnish division, 
it was announced recently. 

Mr. Peck has served Glidden 
in various important capacities 
since 1920 and has been regional 
director of the company’s Adams 
& Elting Division in Chicago for 
the past 16 years. He is a native 
Californian and has spend many 
years in the paint and varnish 
business on the West Coast. 

He Earl L. Ehrke, | 


who has been named supervisor 


Co.’s 


succeeds 





of industrial sales for the Pacific 
Coast. 

Herman F. Winger, who be- 
came associated with Glidden in 
1933, has been appointed acting 
regional director of the Adams & 
Elting Division, replacing Mr. 
Peck. Mr. Winger has had wide 
experience in that division, both 
as a salesman and as division 
sales manager. 





JANNEY-SEMPLE-HILL 
SALES MEET OUTLINES 
PROMOTIONAL PROGRAM 


Allan J. Hill, president, Jan- 
ney-Semple-Hill & Co.’s overall 
promotional program was outlined 
at a recent four-day general sales 
meeting of the Minneapolis, | 
Minn., hardware wholesaler. The 
sales force of 180 men who travel 
23 states in this country, as well 
as Alaska and Canada, were rep- 
resented at the meeting. 





C. L. BRYANT APPOINTS | 
SALES MANAGER 


The C. L. Bryant Corp., 4610 
St. Clair Avenue, Cleveland, Ohio 





has announced the appointment 
of C. H. Strack as general sales | 
manager. 
a large part of his time to con- | 
tacting trailer manufacturers, dis- | 
tributors and dealers to present 
the company’s new Model 33 
Trailer Heater for large house- | 
trailers. 

Mr. Strack joins C. L. 





Bryant 


Mr. Strack will devote| _—__ 








THE NEW PRESIDENT OF THE NEW YORK STATE RE. 
TAIL HARDWARE ASSOCIATION, Lyle J. Walter, Remsen, 


N. Y. (2nd from left), receives the congratulations of his 


predecessor, Harry P. Hoblin, Bronxville, N. 
Montena, Rome, N. Y. (left), 


H. Leo 


was elected Ist vice pres., at 


the 47th annual convention, held Feb. 15 to 17, at the Hotel 


Statler, Buffalo, N. Y. 


Nicholas H. Kiley, Syracuse, secre- 


tary-treasurer, is at Mr. Hoblin’s left. Not shown is H. K. 
Ruschmeyer, New York, who was elected 2nd vice pres. 


New directors are: 


George Kern, Dansville, N. Y. 


C. Christman, 
, and R. R. Woodruff, Saranac 


m. Ts 


Canajoharie, 


Lake, N. Y. Mr. Hoblin automatically becomes a member of 
the Advisory Committee, other members of which are Rus- 
sell Selkirk, Cobleskill, N. Y., and Frank J. Smith, Hamburg, 
N. Y. Among the resolutions passed was one that urged that 
members of the New York Legislature is requested to care- 
fully check the proposed budget, curbing expenditures 


wherever possible. 


Corp. after five years previous 
experience as sales manager with 
Remington Rand at Cleveland 
and two years as sales manager 
of H-P Products, Inc., making 
gas and oil heating equipment. 





PANHANDLE ASSN. RENAMED TRI-STATE ASSN. The recent 40th annual conven- 


tion of the Panhandle Hardware and Implement Assn., unanimously voted to rename the 
association, the Tri-State Hardware and Implement Assn. The widening area of member- 
ship in the association was given as the reason for changing the name. Territory now 
covered by the association includes in addition to the Panhandle, the eastern part of New 
Mexico and the western part of Oklahoma. Mrs. C. L. Thompson, Canyon, Tex., also an- 
nounced her retirement as secretary effective in June W. D. Shephard, Canyon, Tex., was 
selected to succeed Mrs. Thompson. 

Officers elected by the association are: front row, left to right: W. D. Shephard, execu- 
tive secretary elect, Canyon, Tex.; Grady Thompson, vice-president, Hobbs, New Mexico; 
Sam Hergert, president, Perryton, Tex.; Carl Harrison, retiring president and new mem- 
ber of advisory board, Memphis, Tex.; Mrs. C. L. Thompson, retiring executive secretary, 
Canyon, Tex. 

Second row, left to right: L. A. French, Quanah, Tex.; R. P. Isaacs, Clayton, New 
Mexico; E. W. Brasch, Levelland, Tex.; E. C. Armstrong, Clovis, New Mexico; A. S. 
Meinecke, Lubbock, Tex.; C. L. Thompson, Canyon, Tex., and Julius Cox, Boise City, Okla., 


board members. 


246 


HARDW 


ACME STEEL NAMES 
MACNAIR CONSULTANT, 
PRODUCT DEVELOPMENT 


Acme Steel Co., 2840 Archer 
Ave., Chicago, IIl., recently an- 
nounced that C. S. Macnair has 
joined the company in the capac- 
ity of consultant on product de- 
velopment. 

Mr. Macnair has been operating 
his own package engineering busi- 
ness, C. S. Macnair & Associates, 
Chicago, since 1926, so he brings 
to Acme a general background in 
all phases of materials handling, 
shipping and packaging. 

During the war Mr. Macnair 
did special work in connection 
with the Navy Subsistence Re- 
packing Program. Later he was 
in charge of all packing and con- 
tainer work for the 8th Naval Dis- 
trict and established a laboratory 
to analyze packages. Since the 
end of the war he has continued 
to work on contracts for various 
government agencies in addition 
to the firm’s regular industrial ac- 
| counts, 





| Now that he has disposed of 
his interests in Macnair & Asso 
| ciates, Mr. Macnair will devote 
| full time to his new job at Acme 
Steel, where he will be principally 
| occupied with the consume: prod- 
ucts division, which specializes in 
| a host of products and services 
devoted to the interests of better 
shipping and packing of the prod- 
ucts of American industry 


ARE AGE, MARCH 10. 1949 











HAG 
HIN 


HARDWAR 





\TE RE- 
Remsen, 
s of his 
H. Leo 
pres., at 
he Hotel 
*, secre- 
is H. K. 


ce pres. 


Saranac 
mber of 
ure Rus- 
amburg, 
ged that 
to care- 
nditures 


AMES 
«TANT, 
IPMENT 


10 Archer 
cently an- 
icnair has 
the capac: 
roduct de- 


operating 
ring busi- 
\ ssociates, 
he brings 
ground in 
handling, 
. 
Macnair 
onnection 
rence Re- 
or he was 
- and con- 
Vaval Dis- 
laboratory 
Since the 
continued 
1r various 
addition 
ustrial ac- 


sposed of 
- & Asso- 
ll devote 
at Acme 
rincipally 
ner prod- 
ializes in 
services 
of better 
the prod- 


ry 


), 1949 




















































STAN HUNT 
FAMOUS SATURDAY EVENING POST 
AND COLLIER’S CARTOONIST 


‘Raiding these new-fangled ice boxes 
is a cinch... now that — 
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C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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BRAIDED’ GARDEN HOSE LINES 


by Sttlantic 





4 





ALL WITH THE 


NEW |.. BETTER... STRONGER 
ATLANTIC Woven CENTER™ 


OF DUPONT ‘‘CORDURA” RAYON CORDS 


*Not just a braid... but a 
DURABLE, MORE FLEXIBLE 
WOVEN MESH! 
FULL-FLO COUPLINGS 
deliver ALL the water the 
hose carries. 





Atlantic Garden Hose is made to exacting laboratory stand- 
ards in three grades, all °s” inside diameter. STANDARD 
grade is *%2"’ outside, in Black only. ATLANTIC grade is '%«” 
outside, in Black, Red and Green. CRANSTON grade (heavy 
duty) is 1” outside, in Black, Red and Green. All are packed 
in both 25’ and 50’ lengths. 

Atlantic also makes all-rubber hose and “Aqua Lite” plastic 
hose .. . your wholesaler can supply you with all your hose 
requirements, all with the Atlantic label. 


TLANTIC 


Y 
BER COMPAN 
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TUBING 
CRANSTON S$ 
THRU WHOLESALERS 




















WISCONSIN CONVENTION: The Wisconsin Retail Hard- 
| ware Assn., meeting in convention, Feb. 1-3, 1949, at Mil 
waukee, Wis., elected the following officers: president, Ger 
ald Zens, Lancaster; vice-president, S. V. Kubly, Madison; 
directors, Gerald Zens; C. A. Kildow, Whitewater; J. O 
Gilbertson, Whitehall; Ray C. Kornely, Milwaukee; Carl P 
P. Nelson, Park Falls; R. L. Lendved, Clintonville (newly 
elected). Advisory board members are Joseph H. Kitz. Osh- 
kosh; W. T. Johnson, Rice Lake, and retiring president, 
B. F. Strong, Eagle River. 

Resolutions adopted by the convention urged full support 
of Fair Trade by manufacturers and dealers; requested ex- 
emption from Wages-Hours Law provisions; called for lezis- 
lation clarifying the situation on delivered pricing and urged 
legislation imposing equal taxation of businesses of like kind. 

Wisconsin officers shown in the photo are, left to right: 
H. A. Lewis, secretary; Gerald Zens, new president, and B. F. 
Strong, retiring president. 











PRIMA, LITHOGEN NAME 
VICE-PRES. OF SALES 


Richard M. Scanlon has been | 
elected vice-president in charge na 


of sales of both Prima Products 
and the Lithogen Corp., 10 E. ene Soe ARS. OR, 


he was sales and advertising man- 
| ager for Steam-O-Matic Irons and 
for Prima Products’ Aquella 


40th St., New York City, it was 
announced recently by Milton P. 
Schreyer, president of both com- 
panies. Mr. Scanlon comes to his 
| new position from the stores mer- 
| chandising division of Devoe & 





| 
| 
} 
| 
| 
| 
| 





RICHARD M. SCANLON 
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| Raynolds Co., Inc. Before that, | 





C. D. ROSELIUS, PRES. 


Chas. D. Roselius, formerly 
vice-president, treasurer and gen- 
eral sales manager of S. S. Staf- 
ford, Inc., for 31 years, has or- 
ganized the Shield-All Co., mak- 
ers of the Wright furniture cream, 
CDR Furniture Polish, etc. Jos. 
| B. Wright, who represented S. S. 

Stafford in New Jersey and else- 
where for 26 years, has resigned 
| that connection and has joined 

Mr. Roselius. Also associated 
| with Shield-All were several other 

Stafford salesmen who resigned 
record 





with a combined service 
of over 300 years. 


SANSON & ROWLAND 
OPEN NEW PHILA. 
WAREHOUSE 


Sanson & Rowland, Irc., 505 
| Commerce St., Philadelphia, Pa.. 
distributor of metal fastenings, 
have recently opened an addi- 
tional warehouse at 26 N. Fi‘th 
St., Philadelphia. 
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program for. special non-paint | 
household products in the drug | 
and grocery fields. In his new 
capacity he will continue to di- 
rect the Home Products sales 
division which has just been 
made part of trade sales opera- 
tions and is launching a com- 
pletely new line of household 
products, bearing the Sherwin- 
Williams label. 

The other changes in personnel 
included the appointment of 
George D. Wartman as manager 
of the Los Angeles division with 
headquarters in Hollywood, Cal.: 
George E. Rost as manager of 
the Portland, Ore., division; Dale 
WARREN CARROLL | M. LeClare as manager of the | 

| Minneapolis, Minn. division and 
David W. Drummond as manager 
of the Pittsburgh, Pa., branch. 





BIGGEST 
Advertised—and 
LARGEST Selling 

Mothproofer! 


Timely, hard-hitting ads like this 
run continuously during the moth 
season in leading national maga- 
zines. With backing like this, you 


WARREN CARROLL HEADS 
DEALER SALES FOR 
SHERWIN-WILLIAMS 


The appointment of Warren 
Carroll as manager of dealer and 
department store sales of The 
Sherwin-Williaras Co., Cleveland, 
has been announced as one of 
several changes in the company’s 


H. B. SINGLETON, L.&H. 
DIV. SALES MGR. 

H. R. (Bob) Singleton, 
erly assistant general sales man- 
ager of the Florence Stove Co., 
has been appointed sales mana- | 


form- 


sales organization. ger of the electric range and | con's wanna 
Mr. Carroll has been with | water heater division of the A. J. ‘ 
Sherwin - Williams since 1946] Lindemann & Hoverson Co., Mil- It’s the ONLY 





when he was placed in charge | waukee, Wis. 


| Safe, sure PROVEN way 
- =e eee to mothproof woolens— 


| 


used for years by big woolen 
mills and now sold for home use. 
LARVEX enjoys top popularity with 
housewives because it gives POSI- 
TIVE PROTECTION against moth 
damage. Plug LARVEX steadily 
and LARVEX will send your profit 
curve climbing! 


Make a big splash— 


give LARVEX plenty of window 
and counter space! 


Everyone knows and needs 
LARVEX, so hit your customers 
right in the eye with a prominent 


window display and a counter or 
floor display. You'll find chat 
PUSHING LARVEX PAYS OFF! 


IOWA DEALERS ELECT: At its recent annual convention, 


x se company's mercansning| AMR, HARDWARE DEALER—Big 
19¢9 Moth Season Coming! 


Stock plenty of 
HIGH-PROFIT 


LARVEX 





Heres the SURE, 
Positive way to 


OTHPRO 
WOOLENS { 


used for years 
mills_Now ae | 9 
bm 'Or home use! 
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Feb. 8-11, in-Des Moines, lowa, members of the Iowa Retail 
Hardware Assn. elected G. W. Aspinwall, Hawkeye, to the 
presidency and J. E. Tull, Eldora, to the vice-presidency of 
the association. Newly elected to the directorate were: G. 
Aspinwall, Raymond Bloedel, Melvern, and L. D. Reinbrecht, 
West Branch. Hobart Thomas, Creston, was named associate 
director and H. C. Osborn, Bloomfield, retiring president, 
was elected to the advisory board. Philip R. Jacobson, Mason 
City, is secretary-treasurer. 

In resolutions, the association urged Congress to exempt 
retailers from any broadening of the Wages-Hours Law; 
sought tax law changes providing equal taxation of busi- 
nesses of a like kind; greater support of Fair Trade by 
manufacturers and dealers and requested legislation clarify- 





FREE DISPLAY 


Send for this snappy 
window display, showing 
LARVEX in action. It’s 
free and it’s fetching! 
It'll pull people into your 
store — and LARVEX will 
do the rest! 








ing the situation with regard to delivered pricing. lowa 
dealers were also urged to fight a contemplated change in 
the state's sales tax which would exempt consumers from 
paying the tax within the lowest bracket but would sstill 
require dealers to pay the tax within that bracket. Taxation 
and removal of subsidies from such Farm Bureaus as sell 
merchandise to consumers was also requested. 

lowa officers shown in the aa are, left to right: 
G. W. Aspinwall, new president; H. C. Osborn, retiring presi- 
dent, and J. E. Tull, vice-president. 








ZONITE PRODUCTS CORPORATION 
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LARVEX 


ASK YOUR WHOLESALER! 


The safe, sure 
PROVEN way to 
MOTHPROOF 
¢ NEW BRUNSWICK, N. J. 








F. A. HEITMANN 
CELEBRATES 90TH 
BIRTHDAY AT OFFICE 
When F. A. Heitmann, presi- 
dent of F. W. Heitmann Co., 113 
Main St., Houston, Tex., hard- 





A. HEITMANN 


ware wholesalers, was 90 years 
of age on Dec. 31, 1948, he “ob- 
served his ninetieth birthday .. . 
by reporting to his office as 
usual,” according to the Houston 
Chronicle. That newspaper went 
on to say that: “In the best of 
health and looking fine, Mr. 
Heitmann took a short recess 
from his business and allowed his 
mind to trail back over the past. 
But he is too forward looking 
not to take a glance at the future. 

President of F. W. Heitmann 
Co., since 1899, when his father 
passed away, Mr. Heitmann 
served the National Wholesale 
Hardware Associatioa—then 
known as the National Hardware 
Association—as president from 
1922 to 1924 and has since been 
a member of the association’s 
advisory board. He joined the 
F. W. Heitmann Co. in 1881, the 
day after his 23rd birthday. 

Civic affairs and banking have 
long been among his outside in- 
terests. He was an organizer and 
director of the Guardian Trust 
Co. of Houston and has served 
as a director of the South Texas 
Commercial Bank. He is a past 
president of the Houston Cham- 
ber of commerce and a member 
of the Harpware Ace Fifty Year 
Club. 





R. W. CARNEY HEADS 
COLEMAN’S NEW 
MARKETING DIV. 


The creation of a marketing 
division to consolidate all sales, 
advertising and promotional ac- 
tivities of The Coleman Co., Inc., 
has been announced by Sheldon 
Coleman, executive vice-president 
and general manager. 
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R. W. Carney, for many years 
an officer of the company and its 
sales manager, will head up the 
new division with the title of 
vice-president in charge of mar- 
keting. 

Reporting to him are C. L. 
Burrows, recently appointed na- 
tional sales manager; A. W. 
Boyer, advertising manager; and 
C. B. Corbin, market research 
manager. Mr. Burrows will di- 
rect a staff of four assistant na- 
tional sales managers. 

\. O. Beyer, formerly regional 
sales manager in the south cen- 
tral and southwestern states, has 
been made assistant national 
sales manager in charge of the 
Coleman open market division. 

F. W. Richards, formerly man- 
ager of the major appliance di- 
vision, will direct the internal 
operation of the sales depart- 
ment, with the title of assistant 
national sales manager. 

Mr. Coleman said that the 
Coleman branch office in Phila- 
delphia is being closed, and key 
personnel is being transferred 
to the general offices in Wichita. 

The Los Angeles branch will 
continue under the management 
of F. R. Stephens. 


HONEYWELL TO ACQUIRE 
VALVE COMPANY 


Minneapolis-Honeywell Regu- 
lator Co. has announced that it 
has entered an agreement for the 
acquisition of the assets of the 
H. Belfield Co., manufacturers of 





control valves, founded in 1836. 
Harold W. Sweatt, Honeywell 
president, said that Howard L. 
Murray, president of Belfield, 
would be elected a vice-president 
of Minneapolis-Honeywell and 
would be in charge of the new 
acquisition which will be known 
as the Belfield Valve Division of 
Minneapolis-Honeywell. 

The Belfield company, occupy- 
ing a five-story building in Phila- 
delphia, manufactures certain 
types of automatic control valves 
not previously made by the 
Honeywell company. 

Products of the division will be 
distributed nationally to the 
trade generally through Honey- 
well branch offices in this coun- 
try and abroad through its for- 
eign subsidiaries, it was said. 

All personnel of Belfield will 
continue with the company in 
their same capacities. 





STAMINITE ESTABLISHES 
NEW YORK SALES OFFICE 


The Staminite Corp., New 
Haven, Conn., has announced the 
appointment of The Wellington 
Products Corp., with offices and 
showrooms at 261 Fifth Avenue, 
New York City, as its New York 
sales office. 

B. M. Brody, Wellington presi- 
dent, with his staff of five men, 
will take over all sales activities 
for Staminite Products in Metro- 


politan New York area and the| 


states of New Jersey, Pennsylva- 
nia (Harrisburg and east), Mary- 
land, Delaware, and the District 
of Columbia. 





G. C. EGGLESTON NAMED 
SOUTHWEST REGION MGR. 
DELCO HEAT-WATER 
C. Curt Eggleston, regional 


field service engineer for Delco 
Appliance Division of General 





G. CURT EGGLESTON 


Motors Corp., Rochester, N. Y., 
since 1939, has been recently 
named to the position of South- 
western regional manager for 
Delco-Heat and Delco Water Sys- 
tems sales. 

Mr. Eggleston entered the field 
of application and research engi- 
neering in 1935, and in 1947 was 
appointed to the position of ap- 
plication engineer for the Deleco- 
Frigidaire Conditioning Division 
of General Motors at Dayton 
Ohio. 











TENNESSEE ASSOCIATION ELECTS: Officers elected by the Tennessee Retail Hard- 


ware Assn., at its annual convention, Feb. 


21-22, are, front row, left to right: R. G. 


Wright, Jr., Dick Wright Hdwe., Knoxville, vice-president; John Hancock, Timberlake- 
Buckley Hdwe. Co., Lexington, president; J. H. Wright, Wright Hdwe. Co., Sweetwater, 
retiring president and advisory board member; J. R. Cox, J. R. Cox Hdwe. Co., Nashville, 
vice-president; rear row, left to right: Wayman Hillis, Hillis Hdwe., McMinnville, advisory 
board; J. C. Greer, Greer Hdwe., Louden, director; Martin Keatts, Stewart Bros. Hdwe. 
Co., Memphis, director; R. N. Vincent, M & W Hdwe. Co., Union City, director; E. B. 
Thweatt, Keith-Simmons Hdwe. Co., Nashville, director; J. O. Kelso, Jr., Kelso Hdwe Co., 
Brownsville, advisory board; Bon Hicks, Cash Hdwe. Co., Sevierville, director, and C M. 
Porter, Porter-Walker Hdwe Co., Columbia, director. Morris Jones, Nashville, secretary- 


treasurer, is not in photo. 
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Built to Protect! Priced to Self! 


Curcaco Locks really do a job—for 
your customers and you. That’s because 
they’re engineered for maximum secur- 
ity, and sensibly priced to move fast for 
steady profits! 

Built to resist all known types of 
hazards and abuses. Stay smooth-func- 
tioning in spite of dust, frost, salt 
air and other unfavorable climatic 
conditions. Designed for quick, easy 
installation. 

Wide choice. Just name your need— 
you'll find a CHICAGO Lock for prac- 
tically every new and replacement use. 


BETTER BUILT — INSIDE AND OUT 
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Drawer, Locker, Cabinet Locks. Pad- 
locks with double-locking case-hardened 
shackles. Utility Cylinder. File Cabinet, 
Luggage, Switch Locks. ° 

You even have a choice of locking 
mechanism on most models — single- 
bitted disc tumbler, double-bitted. criss- 
cross tumbler, regular pin tumbler and 
the famous ACE 7 pin tumbler mech- 
anism. 

So for top protection—priced to sell 
—stock CHICAGO Locks. Ask your 
jobber or write for Catalog and Price 
Sheet HA. 


2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 
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PUTS SIX GREAT SALESMEN 
TO WORK FOR YOUR STORE 





ART FLICK 
Author of Streamside Guide, one 
of the most authoritative books 
ever written on the dry fly, is a 
“trout specialist’—an acknowl- 
edged authority on stream lore 
and fly fishing. 








JASON LUCAS 


Often called one of “the coun- 
try’s greatest fresh water fisher- 
» Lucas is angling editor of 
Sports Afield Magazine and 
author of “Lucas on Bass Fish- 
ing’’—America’s No. 1 book on 
catching bass. 





MORT NORTON OLLIE RODMAN 


Angling editor of the Outdoor Publisher of Outdoors, the Open 
Sportsman and known to thou- | ello ey Pa 
sands of fishermen as “Old Hi”, Outdoor Writers’ Association of 
author of the popular books America; member of the execu- 
“Fishing for the Millions” and tive committee of the American 


Wildlife 
ganizer of 


Foundation and _ or- 


“Salt Water Sports Fishing.” 
Better Fishing, Inc. 





JACK BRAWLEY 


ERNIE POOLE 


Canadian Director of Outdoor Veteran outdoor columnist of 

Life. For 30 years he’s been the New York Journal American 
‘ $ , a 

covering all sections of Canada “practices what he preaches.’ 


by canoe, saddle horse, train and His 40 years’ experience in “big 


; : water” fishing—from Florida to 
plane, fishing and getting first- Canada—makes him one of the 
hand information on where to deans of America’s salt water 
catch the “big ones.”’ sportsmen. 


All of these famous fishing authorities are working 
for you when you stock H-I tackle. They’re telling 
their exciting, true-life fishing experiences to mil- 
lions of tackle prospects—in sales-producing H-I 
ads... appearing in 13 leading magazines through- 
out your peak selling season. Cash in! See your 
H-I salesman, or write us direct for new 1949 cat- 
alog and volume-building promotional material. 


HORROCKS IBBOTSON COMPANY 
UTICA, N. Y. 


Manufacturers of the Largest Line 
of Fishing Tackle in the World 








EMERSON APPOINTS TWO 
NEW SALES MANAGERS 


Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New York 
City, has apfointed two sales 
managers, it was announced to- 
day by Charles Robbins, vice- 
president in charge of sales. 
Stanley M. Abrams is the sales 
manager of the Television Divi- 
sion and Harold E. Karlsruher 
will head the Home Radio Divi- 
sion. 

Mr. Abrams has been serving 
in the capacity of Emerson’s sales 
promotion manager while Mr. 
Karlsruher has been Eastern re- 
gional sales manager during the 
past two years. 

In making the announcement. 
Mr. Robbins revealed that the 
Emerson sales department has 
been reorganized functionally 
into two main divisions to pro- 
vide a closer working relation- 
ship in the field between head- 








R. T. CALMER 
CROSLEY ADDS CALMER 
TO SALES STAFF 


The appointment of a 
Crosley sales staff member was 


new 








quarters and nationwide dis- 
tributors. 


announced recently by W. A 
Blees, vice-president of the Avco 

ae Mfg. Corp., Cincinnati, Ohio and 
LEN LEAVIS APPOINTED 


general sales manager of the 
LAUNDERALL REGION Crosley Division. 
SALES DIRECTOR R. T. Calmer has been ap 


pointed an assistant to the gen 
eral sales manager. 

Mr. Calmer was previously 
with Consolidated Vultee Air 
craft Corp. at San Diego, Calif 
During his association with that 
firm, which began in 1942, he was 
supervisor of industrial engineer 
ing, assistant to the vice-president 
of finance, and assistant to the 
vice-president of sales. 


Appointment of Leonard Leavis 
as a regional manager of sales 
for Launderall, was announced 
recently by the director of sales 
in the appliance division of F. L. 
Jacobs Co., Detroit. His territory 
will include all of the eastern 
states, 

He has been associated with 
Electromaster, Inc., Mt. Clemens 
Mich., for the past 18 years. 














NEBRASKANS ELECT: Center of photo is Louis Grimm, 
Grimm Hardware, Wauneta, Neb., elected president of the 
Nebraska Retail Hardware Assn. at its annual convention in 
Omaha, Feb. 15-17. At his left is John Lambert, Lambert 
Hdwe., Scribner, first vice-president, and at the right of the 
photo is Richard White, Baker Hdwe. Co., Lincoln, second 
vice-president. Standing is Ralph Hawkins, Hebron, retiring 
president. Not in photo are the following new directors: 
Leighton McGrath, McGrath Hdwe., Superior and Binderup 
Hdwe., Hastings; Robert Benson, Benson Hdwe., Bancroft; 
hold-over directors are Wayne Towner, Scotts Bluff, and 
Victor Boland, Omaha. C. A. McCoy, Lincoln, is secretary. 

In resolutions the association opposed extension of the 
Wage-Hour Law to include retailers; urged Congress to pass 
legislation providing for equal taxation of business of a like 
kind; pressed for wider support of Fair Trade by dealers and 
manufacturers; and request Congress to provide legislation 
clarifying the delivered pricing situation. 
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NORTH COAST CONVENTION: Photographed at the re- | 


cent annual convention of the North Coast Retail Hardware 
Association are the association's official family. Front row, 
right to left, are: D. D. Stewart, Seattle, Wash., secretary- 
treasurer; Raymond Allen, George E. Allen Hdwe., Salem, 
Ore., vice-president; Raymond L. Miller, Miller's, Inc., Forest 
Grove, Ore., president; Neil M. Cochran, Cochran Hdwe.. 
Snohomish, Wash., retiring president and ex-officio director. 

Second row, left to right: E. J. Anderson, Anderson Hdwe., 
North Bend, Wash.; Carl Hane, Hane Hdwe., Port Townsend, 
Wash.; Mel Johansen, Fisher Bros. Hdwe. & Furniture, 
Enumclaw, Wash.; G. B. F. Sprague, Sprague Hdwe., 
Tacoma, Wash. 

Rear row, left to right: Chet Hubbard, Hubbard Bros., 
Medford, Ore.; Jim Maple, John Day Hdwe., John Day, Ore.; 
F. L. Moon, Moon’s Hdwe., Myrtle Point, Ore.; Xavier Baker, 
Baker Bros., Kelso, Wash. 

Officers not shown in photo are Robert K. Waage, Craw- 
ford-Waage Hdwe., Seattle, Wash., vice-president, and the 
following directors: E. A. Green, Green’s Hdwe. & Supply, 
Creswell, Ore.; Jack Heise, H & H Hdwe., Seattle, Wash.; 
Kenneth Musser, Musser Hdwe., Mt. Vernon, Wash. 








HERBERT STUMPF NAMED 
COOLERATOR DIST. MGR. 


Herbert Stumpf has been ap- 
pointed Coolerator district man- 
ager for Buffalo, N. Y., it was 
announced recently by William 
C. Conley, Jr., sales manager for 
The Coolerator Co., Duluth, 
Minn., supervising sales in north- 
ern N. Y., and Vermont. 





SHELBY D. HIMES, Coolerator district manager for 
the eastern half of Canada until 


Bailey & Himes, Champaign, the Canadian embargo on im- 
lil., who was recently elected | PTs. Since May, 1948, he has 
president of the Sporting Goods | been associated with The Coole- 
Association. In the Feb. 24th|rator Service Department in 
issue Charles M. Evans, Evans | Duluth. 

Sporting Goods Co., Shreveport, 
La., a director of the associa- 
tion was erroneously referred to | 
as the new president. | 











WIPE-ON APPOINTS 
WEST COAST AGENTS | 


Embree Mfg. Co., Elizabeth, | 
N. J., makers of Wipe-On plastic- | 
base coating, have announced the 
appointment of the Saxon-Russell 
Co., 112 So. LaBrea Avenue, Los 
Angeles 36, Cal., as sales repre- 
sentative for Wipe-On on the West 
Coast. 

The firm will cover the states | 
of California, Nevada and Ari- 
zona and will represent the Em- 
bree company on its new prod- 
uct Zoff dewaxer and surfacer 
restorer, as well as on Wipe-On. HERBERT STUMPF 
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Mr. Stumpf was formerly | 
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195. best-built Toys 


¢ 
Me” best-selling Toys! 


\ fa 
Model / 7 fi 2 


BUCKET LOADER 
Loads and’ fills 
trucks; packed 
with action! Cat- 
erpillar tread. 
Overall height, 
18”; weight, 
10 Ibs sulle 



















oO Fy | Built to outlast the average toy 
3 to 1... indoors or out! Elec- 


trically welded heavy - gauge 
steel! Model TOYS are working miniatures of actual 
construction equipment. Exact replicas of nationally- 
famous tires, Parents buy them because they train 
young hands and minds, Children go for them because 
they're fun! 





Model ROAD GRADER —~——> 
Scraper blade ond 
= wheels fully adjustable! 
\| Length, 26°; waht. 14 Ib 









Model EARTH HAULER 
loads and dumps with 
flick of lever! Length, 
25°; weight, 10 Ibs _ 





| 
Model CONCRETE MIXER I s 
Actually loads, mixes, a 
ond dumps real concrete! 
Length,15°; waht. 8 Ib. 





ORDER EARLY FOR SURE D 


WEST EAST 
Mr. Ken Roberts Mr. Joseph J. Barnett 
Western Merchandise Mart 200 Fifth Avenue 
1355 Market Street Room 559 and 553 
San Francisco 3, California New York 10, N. Y. 
MIDWEST SOUTH SOUTHWEST 
Mr. Hugh D. Kenney Mr. William A, Yarborough Forrest & Thigpen 
1443 Merchandise Mart Atlanta Toy Mart 6002 Worth Street 
Chicago, Illinois 1022 Juniper Street, N. E. Dallas, Texas 


Atlanta, Georgia 
As Advertised in LIFE, SATURDAY EVENING POST, PARENTS, 
HOLIDAY, HOUSE BEAUTIFUL and others 


THE CHARLES WM. DOEPKE CO., INC. + ROSSMOYNE, OHIO 
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FIRST IN QUALITY AND 
<a 
, 


gn? 


Yj" 





UY 


IN SALES! 





AMERICA’S 
LOW PRICED 


Lithographed Stove Pad 


This high quality, low-priced lithographed pad 
is a sure bet to please value-conscious house- 









wives. Beautifully designed by a prominent 


designer, it is bright, cheerful and universal in 
appeal. The sparkling red on white pattern 
comes in a variety of sizes: 18x20", 14x17", 


8!/,x20", 7x7" and 7" round. 





PRE-WAR QUALITY IN 
GENUINE TIN-PLATE 


NU-TOP Bright Metal stove pads are plated with the finest 
pre-war quality genuine tin-plate — never any substitutes. 
Their modern embossed design enhances the appearance of 
stove and table tops . . . adds extra ‘'work top’’ space to 
crowded kitchens. Available in six popular sizes: 18x20"’, 
14x17", 82x20", 5'%2x8Y2"", 7'* round and 7'' square. 


The NU-TOP complete line includes Stainless Steel and Chrome plated pads 


THE METALOID COMPANY 


y Creators of The Dual Dispenser 


Uy 
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INDIANA'S OFFICIAL FAMILY: Front row, left to right, 
are officers elected at the annual convention Feb. 15-17, of 
the Indiana Retail Hardware Association: Herman J. Keller, 
Keller's Hdwe. Co., Jeffersonville, vice-president; Court Max- 
well, Maxwell Hdwe. Co., Martinsville, president; Robert F. 
Everett, Horst’s Hdwe.*%Co., Crown Point, retiring president 
and new member of advisory board; G. F. Sheely, Indianapo- 
lis, secretary-treasurer. Rear row, left to right, are: Darrall 
R. Parsons, Ballard Hdwe. Co., Muncie, advisory board; Fred 
W. Kuester, Kuester Hdwe., Evansville, director; Clair R. 
Reed, Raupfer’s Hdwe. Co., Columbia City, new director; 
Charles L. Hancock, Irvington Hdwe., Indianapolis, director; 
and Lorie C. Powell, Powell's Hdwe. Co., Plymouth. 

Resolutions adopted by the convention opposed extension 
of the Wage-Hour Law to include dealers; favored tax 
equality; urged wider support of Fair Trade by dealers and 
manufacturers; requested Congress to pass legislation clarify- 
ing the delivered pricing situation; opposed any further taxes 
on retailers and changes in the Workman's Compensation 
Law which would add to the cost to employers. 








C. J. GILLMANN, GENERAL | national selling organization ac- 
SALES MGR. SETH tivities. 


THOMAS DIVISION a Ee 
WOOSTER BRUSH HONORS 
Charles E. Somers, Jr., general 


manager of Seth Thomas Clocks ‘POP’ MILLS ON 81ST 
Division of General Time Instru- BIRTHDAY WITH PARTY 


ments Corp., Thomaston, Conn.,| The office employees of The 


eal 


has announced the appointment 
of Charles J. Gillmann as gen- 
era] sales manager of Harold E. 
Blackburn as sales manager of 
the Seth Thomas Division. Mr. 
Gillmann has been with divisions 
of the General Time organization 
for more than 40 years. Mr. 
Blackburn comes to Seth Thomas 
from Telechron, Inc. 

Mr. Gillmann was domestic 
sales manager at Westclox Divi- 
sion prior to becoming sales man- 
ager at Seth Thomas Oct. 1, 1945. 
In 1930 he was named divisional 
sales manager at Westclox and in 
1933 he was made sales manager 
of the New York Division of 
Westclox. In 1939 he became do- 
mestic sales manager at West- 
clox. 

Mr. Blackburn’s experience in 
the clock industry covers field 
sales work, as a district manager; 
field sales manager and western 
sales manager for Telechron. He 
also served in administrative 
capacities in connection with 
product design, market analysis. 
advertising and merchandise plan- 





ning, as well as the directing of 





Wooster Brush Co., Wooster, 
Ohio, tendered an informal recep- 
tion to “Pop” Mills in celebra- 
tion of his 81st birthday recently. 
At the same time Mr. Mills 
chalked up a record of more than 
39 years as a salesman for the 
company. His present territory 
covers the Southeastern United 
States. 





M. H. MILLS 
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PHILCO APPOINTS 
REGION SALES MGRS. 


The appointment of three new 
regional sales managers, who will 
serve with two managers already 
holding similar positions to head 
the Philco sales organization in 
the major geographical areas of 
the country, was announced to- 
day by John M. Otter, vice-presi- 
dent and general manager of 
sales, Philco Corp., Philadelphia, 
Pa. 

Stuart A. Falk, east-central 
sales manager with headquarters 
in Cleveland, will handle the 
company’s Allegheny and eastern 
sales divisions. C. E. Lindstrom, 
new eastern sales manager with 
offices in New York City, will be 
responsible for Philco sales in 
the Atlantic, Capital and New 
England divisions. John E. Ram- 
sey, southern sales manager in 
Atlanta, will supervise the com- 
pany’s Delta, southern and Texas 


Clifford S. Bettinger, western 
sales manager with headquarters 
in San Francisco, is responsible 
for sales of Philco products in 
the company’s North Pacific, 
Rocky Mountain and Southern 
California divisions. William E. 
Kress, middle-west sales manager 
in Chicago, is in charge of ac- 
tivities of four Philco sales divi- 
sions, the central, Great Lakes, 
northwest and southwest. 


NEW ENGLAND 
HOUSEWARES SHOW 
HELD FEB. 21-25 


The New England Housewares 
Show, sponsored by the House- 
wares Club of New England, was 
held at the Bradford Hotel, Bos- 
ton, Mass., Feb. 21-25. According 
to J. R. Hildreth, committee 





chairman, more than 2,000 buy- | 


ers registered during the first 
three days of the show. Exhibit- 
ors, numbering 155, occupied 210 











"DIAMOND 





TOED AND 
HEELED 


HORSESHOES 








sales divisions. booths and rooms in the hotel. | 


ahaa 











NEW ENGLAND ASS’N HOLDS 56TH CONVENTION: 
The New England Hardware Dealers’ Associaticn convention 
and exhibit, held at the Hotel Statler, Boston, Mass., Feb. 22- 
24, elected officers—Raymond C. Crompton, W. R. Sharpe 
Hdwe. Co., Inc., East Greenwich, R. I., president; D. W. 
McMahon, Hatch Hdwe. Co., St. Albans, Vt., vice-president; 
Russell R. Mueller, 185 Dartmouth St., Boston, Mass., ex- 
ecutive secretary. The directors are A. L. Averill, C. W. 
Averill Co., Inc., Barre, Vt.; C. B. Coburn, C. B. Coburn Co., 
Lowell, Mass.; J. P. Gallagher, Gallagher & Mooney, Paw- 
tucket, R. I.; James P. Mackey, Mackey & Meade, Inc., 
Brookline, Mass.; Victor L. Hubert, W. C. Fuller Co., Mans- 
field, Mass.; Arthur Moreau, J. J. Moreau & Son, Manches- 
ter, N. H.; Merritt Treat, Clapp & Treat, Inc., Hartford, 
Conn.; Carl E. Williams, J. B. Sibley & Son, Ware, Mass.; 
Henry W. Rollins, Rollins-Dunham Co., Waterville, Me.; 
Henry E. Fournier, H. E. Fournier Co., Livermore Falls, Me.; 
J. C. Curtis, Curtis Hdwe., Berlin, N. H.; and Herman Car- 
lisle, Carlisle Hdwe., Springfield, Mass. In the photo above 
are, left to right, J. G. Curtis, retiring president; D. W. 
McMahon, vice-president; Herman Carlisle, newly-elected 
director and R. R. Mueller, executive secretary. Mr. Cromp- 
ton, president, was absent due to illness. 

In resolutions passed at the convention, the association 
urged upon Congress the exemption of retailers, clearly and 
completely, from the expected revision of the Fair Labor 
Standards Act (Wage-Hour Law), and renewed its support 
of tax equality so that “all competing businesses be taxed 
alike”. The association commended those manufacturers 
who have established fair minimum prices under the Fair 
Trade Laws, urged their vigilance in enforcing their agree- 
ments, and proposed that other manufacturers of branded 
merchandise utilize the privilege of price agreements under 
these laws. It asked members of Congress to support amend- 
ments or other bills that will clarify the rulings in effect on 
Pricing and delivery practices. 
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Hind 


Diamond Shoes for long wear — toed, 
heeled — ready to nail. Front patterns 
form 1-8 inclusive, hind 0-7 inclusive. Well 
balanced — Shaped to fit easily. Also 


mule and bronco shoes. 


Unite tor Catalog/ 








DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand Ave. o __ Duluth, Minn. 
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MOORE-HANDLEY SETS 
UP ADVERTISING UNIT 
UNDER SHELDON TOOMER 
Moore-Handley Hardware Co., 
Inc., Birmingham, Ala., whole- 
salers, has recently added an ad- 





SHELDON TOOMER 


vertising and sales promotion 
department. Sheldon Toomer, 
graduate in advertising from Ala- 
bama Polytechnic Institute and 
a former chain department store 
advertising manager, heads the 
new department. 

Moore-Handley’s new depart- 
ment will supplement manufac- 
turers’ programs with its own 
service to dealers, including news- 
paper, direct mail and circular 
matter, as well as display mate- 
rials and varied merchandising 
suggestions. 


FREIGHT RATE BOOK 
SHOWS INCREASES 


For the use of shippers the 
freight traffic department of Union 
Pacific Railroad has issued a 62- 
page booklet of increased rates 
and charges. 

The unofficial booklet is based 
on tariffs of increased rates and 
charges No. X-162-A and No. 
X-166-B. 

Feature of the publication is a 
map of the United States showing 
boundary lines of various increase 
territories. 

A copy may be obtained free of 
charge by writing to the freight 
traffic department, Union Pacific 


Railroad, Fifteenth and Dodge | 


Streets, Omaha. 





ED JONES SALESMAN 
FOR UNIVERSAL HOME 
CLEANING EQUIPMENT 
B. C. Neece, president 
and general sales manager of 
Landers, Frary & Clark, New 


include: Stanley F. Stowers, first | White, J. Paul Enck, Harold J. 
vice-president; George F. Sie-| Snyder. Ted Dinger, Ed. L. Shipp. 
mers, second vice-president; M.|G. E. Klier, E. H. Vanderwall, 
H. Swanman, treasurer, and B.| Carl W. Sharp, Hy R. Koslowsky, 
M. Asch, secretary. The directors| Elion M. Eldredge, Sid C. Ber-| 

| include: Philip A. Gahm, Charles} wanger, George W. Gille, and 
Spivack, S. E. Fuchs, Fred C.| George Langstry. 


vice 




















AUTOMOTIVE AFFILIATED | 
REPRESENTATIVES ELECT | 


GEO. WORCESTER, PRES. 


At a recent meeting the Auto- 


motive Affiliated Representatives, 
associated members, M.E.M.A., 
17 W. 60th St., New York City 
23, elected George E. Worcester, 
president. Other officers elected 
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Westinghouse Executive Predicts 


Continuous Appliance Production 


With a record-breaking year of 
more than 2,500,000 electric ap.- 
pliances produced and sold and 
with the lowest inventory of 
major appliances on hand in the 
history of the company, the West- 
inghouse Electric Appliance Di- 
vision has entered the new year 
in a very strong position, accord- 
ing to J. H. Ashbaugh, vice- 
president, Westinghouse Electric 
Corp., Pittsburgh, Pa. 

Mr. Ashbaugh spoke in Chi- 
cago recently before a meeting 
of Northwestern district distribu- 
tors, one of the first of 80 dis- 
tributor and dealer meetings to 
be held to introduce the 1949 line 
of Westinghouse ranges and re- 
frigerators and to announce sales 
plans for the new year. 

“We look forward to a period 
of continuous production and em- 
ployment,” the appliance execu- 
tive told distributors, both in our 
Mansfield, Ohio, and East Spring- 
field, Mass., plants. And we may 
exceed our production goals of 
1948 in the new year, if the steel 
supply situation eases. 

“We have been going through 


a transition period in the last} 


quarter of this year as the ap- 





pliance industry has met the tre- 


| 
| 


nvendous postwar pent-up demand | 


for its products. We fully realize 
that the increased production out- 
look will bring a more highly 
competitive market.” 

Mr. Ashbaugh also pointed out 
that by comparison with other 
commodities, price structures on 
electric appliances have been 
maintained at a relatively low 
level. 

“Westinghouse,” he said, “has 
continued its objective of keep- 
ing prices at the lowest possible 
level. We have priced our new 
1949 appliances on the basis of 
today’s costs and believe them 
to represent real value with con- 
sumer assurance of investment 
security. We cannot, at this time 
visualize any immediate price re- 
ductions and we sincerely hope 
that no further increased cost 
factors will necessitate an upward 
trend.” 

Mr Ashbaugh predicted that 
more than 1,500,000 __ electric 
ranges will be sold in 1949, and 
declared that the consumer in 
1949 will show a market prefer- 


‘ence for large sized refrigerators, 


particularly the nine-cubic foot 
size. 








EDWARD JONES 


Britain, Conn., has announced 


the 


Jones as sales representative for 


appointment of Edward 
the home cleaning equipment di- 
vision of the company in Texas, 
Oklahoma, Arkansas and Louisi- 


ana. Mr. Jones, who formerly 
was associated with General 
Motors Co., as an_ expeditor, 


served in the United States Ammy, 
attended Connecticut University 
and until his appointment with 
Landers, Frary & Clark was con- 
nected with Stern & Co., Hart: 
ford, Conn. 





VIRGINIA’S NEW OFFICERS: Elected at the annual convention of the Virginia Retail 
Hardware Assn., were: left to right, directors, Chester A. Hobert, Coiners Dept. Store, 
Berryville, Irvin C. Blanchard, Blanchard & Turner, Inc., Portsmouth, and L. W. Heart- 
well, Jr., Thomas Hdwe. & Furniture Co., Lawrenceville; Earl J. Clowser, John S. Miller 
Co., Winchester, retiring president; Fred Cook, II, Hamilton-Cook Hdwe. Co., Waynes- 


boro, director; J. 


B. Carpenter, Central Hdwe. Co., Culpeper, vice-president; George 


T. Omohundro, Scottsville, secretary, and C. M. Hayter, Pulaski, president. E. C. Wine, 
Rockingham Milling Co., Harrisonburg, director, is not in the photo. 

Resolutions passed by the convention favored tax equality; opposed extension of the 
Wage-Hour Law to include retailers; requested legislation by Congress clarifying the 
delivered price situation; urged wider support of Fair Trade by manufacturers and dealers. 
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DU PONT ANNOUNCES 
IMPROVED NYLON BRISTLES 





Now—Du Pont nylon bristles are better than 
ever before! Improved equipment and produc- 
tion methods, at a new Du Pont plant at 
Parkersburg, West Va., have made this pos- 
sible. This plant has special machinery for 
spinning, drawing and conditioning tapered 
nylon filament for paint brushes. Special qual- 
ity controls give maximum uniformity to this 
higher-standard nylon. 

Manufacturers have gained much experience 
in recent years in the technique of making fine 
nylon-bristled paint brushes. Today, with this 
experience and improved nylon bristles, they 
can make a better paint brush . . . the most 
economical paint brush you ever used. 


HOW TO BUY A FINE 
NYLON -BRISTLED PAINT BRUSH 


Professional painters are craftsmen. They de- 
mand good brushes. Here’s what they look for 
when they select good nylon-bristled painting 
tools: 1) Tips should be well sanded to long, 
thin points—should feel soft to the touch. 2) 


Sanding should start well back from the tip of 


the brush. 3) Brush should contain a good 
blend of nylon bristles of various lengths in a 
good setting. 4) Nylon should feel firm and 
resilient when bent by hand. 5) Brush should 
have the marks of quality construction 
throughout. 

Be sure you’re buying genuine nylon-bristled 
brushes. Look for the word nylon stamped 
plainly on the handle. E. I. du Pont de 
Nemours & Co. (Inc.), Plastics Depatt- 
ment, Room 293, Arlington, N. J. 


ADVANTAGES OF PAINTING WITH 
NYLON-BRISTLED PAINT BRUSHES 


1. Easy application 
2. Easy to clean 
3. 3to 5 times longer wearing 


4. Lower cost 
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DU PONT 
NYLON BRISTLES 


REG. Us. PaT. OFF 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 


=o) 


FOR YOUR NEXT DEALER MEETING 





If you haven't seen the 16 mm. sound and 
color movie, “’Painting with Nylon,’’ you're 
missing something. Fifteen minutes of inter 
esting, educational entertainment — spiced 
with humor. Write on your business letter 
head giving three possible showing dates 
Print will be sent free of charge — postage 
paid both ways. 


zxkKeaeawe we ke KK 
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HARDWARE BRIEFS 








ARIZONA 


Hubert A. Fant has recently 
sold Fant’s Hardware, Scottsdale 
Rd. at Thomas Rd., to Imon 
Gammage. 


ARKANSAS 


Roys Hardware Store, Russell- 
ville, recently celebrated its Dia- 
mond Jubilee. The store at pres- 
ent is operated by George Roys, 
a grandson of the founder, M. B. 
Roys, and a son of R. F. Roys, 
who operated the store for about 
50 years. 

The hardware store of the Fair- 
way Store, Camden, has been re- 
cently purchased by Ben J. Own, 
Hope, and will be moved to a 
new location. 


CALIFORNIA 


Plans have been completed for 
the construction of a new build- 
ing for the Fisher-Glassford 
Hardware Co., Fresno, at Fulton 
and Calaveras. Sts. Included is a 
basement, to be used for storage, 
and a balcony, on which the ap- 
pliance department will be lo- 
cated. A visual glass front will 
afford maximum display. The 
store is said to be one of the old- 
est hardware stores in the San 
Joaquin Valley. 





Eliot Hardware Co. has been 
established by Eliot Larence at 
12436 Ventura Blvd., North Hol- 
lywood. 


The Lynwood Paint & Hard- 
ware Store, 11431 Long Beach 
Blvd., Lynwood, Cal., has been 





sold by Claud Yelton to Linwood 
K. Ruth and LeRoy B. Everett, 
Jr. 





DELAWARE 
Blackwell & Son, Inc., Wil- 


mington, has been organized by 


Hugh V. Blackwell. 





GEORGIA 


Mr. and Mrs. Jack L. Arring- 
ton, Columbus, have purchased 
the Brookwood Hardware Co., 
1929 Peachtree Rd., N.E., At- 
lanta, Ga. The Arringtons had 
been associated with the hard- 
ware field in Columbus for many 
years. 





Wheeler Jordan, Atlanta, has 
purchased LaVista Hardware Co., 
2301 Buford Rd., Atlanta, from 
Mrs. A. J. Powell. 





IDAHO 
Kellogg Hardware Co., Kellogg 
has added a large modern paint 
department to its main floor. 





INDIANA 


The Main Hardware & Plumb- 
ing Supply, Fort Wayne, has been 
incorporated by Jack and Anna 
G. Dubrove at 201 W. Main St. 

ILLINOIS 

William H. Brunkow and Ar- 
thur K. Hamlin are co-own- 
ers of the J. M. Bean Elec- 
tric & Hardware Corp., 101-103 
West Main St., Urbana. Mr. 
Brunkow has taken over the elec- 
trical contracting department and 
Mr. Hamlin will continue to 








CALIFORNIA CONVENTION: At the annual convention 
of the California Retail Hardware Assn., Feb. 14-16 at San 
Francisco, the following officers were elected: pregident, L. 
D. Peer, San Jose, succeeding R. E. Dahlberg, Auburn, re- 
tiring president; vice-president, T. L. Becker, Redding; sec- 


ond vice-president, N. E. Zimmerman, Modesto. 


Le Roy 


Smith, San Francisco, is secretary-treasurer. Retiring presi- 
dent R. E. Dahlberg was named to the advisory committee 
which includes H. L. Howse, Antioch, and A. T. Jones, Grass 
Valley. Van Noy was elected to the directorate which in- 


cludes 


R. H. Tieman, Mill Valley; K. H. Cooper, Vallejo; 


F. M. Hoopes, Delano; C. E. Ruggles, Guerneville; and J. D. 


Chappell, Gilroy. 


In the photo are, left to right: Messrs. Peer, Becker, and 


Smith. 








maintain the retail sales of elec- 
trical supplies, hardware and 
electrical appliances under the 
name, J. M. Bean Electric & 
Hardware. 


IOWA 


J. H. Williams Co., Stuart, has 
been sold to B. J. Griffin by Bard 
Williams and Mrs. A. W. Lee. 
Mr. and Mrs. Frank Lee, em- 
ployees of the company, will con- 
tinue to handle the store. 





MISSOURI 


The Thrift Hardware & Supply 
Co., St. Louis, has been opened 
at 109 S. Poplar St. 





WEST VIRGINIA CONVENTION: At the annual convention of the West Virginia Hard- 
17-19, officers were elected as shown, left to right, in the 
photo: W. E. James, Sutton Hdwe. Co., president; H. Bruce Bacon, Southside Hdwe. Co., 
Charleston, first vice-president; J. C. Mallory, Southern States Cooperative, Princeton, sec- 


ware Ass'n. in Bluefield, Feb. 


ond vice-president; 


James C. Fielding, Allith-Prouty Co., Charleston, secretary-treasurer; 


Rymer Law, Grantsville, executive committee member; H. O. Cruikshank, Charleston, retir- 
ing president and ex-officio member of the executive committee; E. E. Bibb, Beckley, execu- 
McCoy, Ravenswood, executive committee member, does not 


tive committee member. R. L. 


appear in the photo. 
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NEVADA 


The Wells Hardware Store, 
owned and operated by Mr. and 
Mrs. E. L. Reed, held a reopen- 
ing ceremony recently after two 
months of remodeling. The store 
has a new brick and glass front, 
new interior display and storage 
space installed. 





NEW YORK 


Robert Ferguson has purchased 
the Taylor Hardware & Appli- 
ance Co., Alden, and has changed 
the name to the Alden Appliance 
& Hardware, Inc. The firm has 
been operating for the past 50 
years. 


OHIO 


The Carroll-Ames Hardware 
Co., Bryan, was recently de 
stroyed by fire with an estimated 
loss of more than $250,000. 





PENNSYLVANIA 


Stetson Bros. Hardware Co. 
has erected a new building on 
West Main Rd., North East, 
which it now occupies. 





TEXAS 


The Edwards Hardware-Music 
House, San Saba, has opened re- 
cently. 


WYOMING 


The Brog & Hemmert Hard- 
ware Store, Afton, has been re 
cently completed. The store is 
well lighted, attractively built and 
has the most modern features in- 


| stalled. 
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~ OBITUARIES 








GEORGE L. TURNER 


George Lynch Turner, 315 West 
Twentieth St., president of George 
L. Turner Implement Co., Little 





GEORGE L. TURNER 


Rock, Ark., died at his home 
February 23. 

Mr. Turner was secretary of the 
Arkansas Retail Hardware Asso- 
ciation for many years. He or- 
ganized the George L. Turner 
Implement Co., after being asso- 
ciated with the John Deere Plow 
Co. for several years. 

Mr. Turner was a past presi- 
dent of the Little Rock Rotary 
Club, member of First Christian 
Church, Trinity Lodge, No. 694, 
F. & A. Masons, and Bendemeer 
Grotto, and a 33rd degree mem- 
ber of the Arkansas Consistory, 
Scottish Rite Masons. 


OMER DE SERRES 


Omer De Serres, 67, founder 
and president of Omer De Serres, 
Ltd., Montreal, Canada, died at 
his home there recently. Son of 
the late Hon. Gaspard De Serres, 
he entered the hardware business 
in 1906. He was a governor of 
Notre Dame hospital, Montreal, 
and a former president of the 
Canadian Institute of Plumbing 
& Heating Engineers. 


R. H. HORSBURGH 


R. H. Horsburgh, 65, retired 
vice chairman of the board of the 
Glidden Co., Cleveland, Ohio, died 
there unexpectedly of a heart at- 
tack, 

Mr. Horsburgh was one of the 
original group of associates who 
aided Adrian D. Joyce in founding 
the Glidden Company in 1917. He 
Played a major part in the growth 
of the company. 

Mr. Horsburgh had been in re- 
tirement since last November and 





at the time of his death was plan- 
ning a trip to Europe with Mrs. 
Horsburgh. He had continued to 
serve as a director of the company, 
however, and had attended Glid- 
den’s annual meeting the day be- 
fore his death. 

Mr. Horsburgh’s career spanned 
a period of 50 years, during most 
of which he was a prominent in- 
dustrial leader. 





JOHN CRAVER 


John Craver, 49, for 20 years a 
senior salesman for Henry Disston 
& Sons, Inc., Philadelphia, died 
recently in Charlotte, N. C. 

Mr. Craver joined the Disston 
organization in 1927 as a junior 
salesman covering territories in 
the eastern part of the country. 
Two years later he became a se- 
nior salesman. His territory in- 
cluded Alabama, Florida, Georgia, 
Mississippi, Tennessee, Virginia, 
North and South Carolina and 
Washington, D. C. 

Active until his sudden death, 
Mr. Craver is survived by two 
brothers and a step-daughter. 


PETER A. CAWLEY 


Peter A. Cawley, 69, president 
and founder of the Bristol Hard- 
ware Co., Bristol, Conn., died re- 
cently at home after a brief ill- 
ness. A native of Ireland, he 
worked at the Bristol freight 
office of the New Haven Railroad 
before establishing his business. 
He was a member of the Elks, the 
Rotary International, the Knights 
of Columbus and the Bristol Fish 
& Game Club. Mr. Cawley is 
survived by his widow, Mrs. Eliza- 
beth Cawley, a daughter, and two 
sons, one of which, Joseph, was 
associated with his father in the 
business. 


HERMAN D. SCHMIDT 


Herman D. Schmidt, 79, who 
retired last March from the 
Kruse Hardware Co., Cincinnati, 
wholesalers, died recently at his 
home in Newport. Mr. Schmidt 
was a member of the York Street 
Congregational Church, Newport. 


ERTIE L. FOREMAN 


Ertie L. Foreman, 55, manager 
of Whitman & Barnes, Detroit 16, 
Mich., died suddenly on Feb. 9 
after suffering a heart attack while 
engaged in a phone conversation 
with his home office. In 1910, Mr. 
Foreman started his career as a 
factory employee with Detroit 
Twist Drill Co. He was advanced 
to foreman and in 1922 was made 
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director of the Canadian Detroit 
Twist Drill Co., Walkerville, 
Ont. He continued in this capac- 
ity following the merger with 
Whitman & Barnes and in 1930 
was transferred to Detroit as plant 
superintendent. In 1932 he en- 
gaged in sales work and after 
several years as sales representa- 
tive in Michigan was sent to Phil- 





ERTIE FOREMAN 


adelphia and shortly thereafter 
became manager of the New York 
office. In 1941 he transferred to 
the Pacific coast and in 1944 was 
appointed manager of the com- 
pany’s branch office and ware- 
house. 


H. BURDETT HERR 


H. Burdett Herr, operator of 
the Smalley Hardware Co., Dunel- 
len, N. J., died recently in Muhlen- 
berg Hospital, Plainfield. Mr. 
Herr had been in the hardware 
business in Dunellen for 16 years. 
His survivors include, Mary Bo- 
dine Herr, his widow, who has 
taken active charge of the hard- 
ware business during her hus- 
band’s long illness, and who will 
continue in that capacity, and four 
daughters. 


GEORGE FAZIO 


George Fazio, 50, who operated 
a hardware store for 25 years at 
415-5th Ave., Brooklyn, N. Y., 
died recently. Mr. Fazio had 
opened the store in partnership 
with his brother Edward. He is 
survived by Helen T., his widow, 
and a son, Charles. 


P. O. BEAULIEU 


P. O. Beaulieu, 70, pioneer 
Winner, S. D., hardware dealer, 
was found dead at his home re- 
cently, apparently having suffered 
a heart attack. He was a member 
ot the State Game, Fish & Parks 
Commission, having served from 
1937 to the time of his death. 








FRED T. WORTMAN 


Fred T. Wortman, 72, presi- 
dent and owner of the Ionia Hard- 
ware Co., Ionia, Mich., and former 
mayor of the town, died suddenly 
following an operation at Ann 
Arbor early in Feb. He had oper- 
ated the hardware store in Ionia 
for 56 years having been associ- 
ated with the original group that 
formed the hardware firm. 

Mr. Wortman became a member 
of the directors of the Ionia Free 
Fair when it was organized in 
1915 and was vice-president of the 
Fair association upon his death. 
He was also the oldest remaining 
charter member of the Ionia Elks, 
organized in 1900, and was a past 
exalted ruler. 





H. H. LONGBRAKE 


Pioneer hardware merchant H. 
H. Longbrake ofBrownfield, Tex., 
died Feb. 12 in a Brownfield hos- 
pital. Retired since 1937, Mr. 
Longbrake opened a hardware 
business in Brownfield in 1907 to 
become one of the first hardware 
merchants in West Texas. 

When Mr. Longbrake retired he 
sold his Brownfield Hardware to 
J. B. Knight, who still operates 
the store under the name, J. B. 
Knight Hardware & Furniture Co. 

He was a Methodist and past 
grand master of the Brownfield 
Masonic Lodge. 


IRVIN B. THIELE 


Irvin B. Thiele, 40, founder and 
president of the Dayton Hard- 
ware & Supply Co., 28 N. Irwin 
St., mill supply distributors, Day- 
ton, Ohio, died recently of a 
heart attack at his home. In 1918 
he joined the sales force at the 
S. T. and G. A. Gephart Co., 
dealers in heavy hardware. In 
1925 he opened a small shop in 
the basement at his home which 
later became the hardware com- 
pany he headed. He was a mem- 
ber of John Durst lodge, F. & 
A. M., Mt. Moriah chapter, Reed 
Commandery, Scottish Rite and 
the Shrine. 

RICHARD 

CHRISTOPHER CADE 


Richard Christopher Cade, 89, 
429 S. Grande Vista Ave., East 
Los Angeles, Cal., retail hardware 
dealer, died recently. He estab- 
lished a store at 3017 E. Fourth 
St. in 1910. 


SHERMAN E. HUSTON 


Sherman E. Huston, 83, who op- 
erated a hardware store for many 
years in Wharton, Ohio, prior to 
his retirement, died recently. He 
served also as vice-president of 


the Wharton Bank. 
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RIM-MORTISE BRASS-STEEL 











SAFE 


PADLOCK AND HARDWARE CO. 
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PENNSYLVANIA 
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CAMILLE L. GAI- 
ROARD, president of Kraeu- 
ter & Co., Inc.. Newark, N. J. 
tool manufacturers, and the 
Kroydon Golf Club Co. 
Maplewood, N. J., entered the 
hardware business in 1896 as 
a clerk for Charles R. Rueg- 
ger, who conducted a hardware 
store and imported hotel sup- 
plies in New York City. In 
1897 he took a position with 
John H. Graham & Co., in 
New York. Two years later 
he became office manager of 
the National Shear Co., which 
at that time controlled all the 
scissors and shears manufac- 
turers in the country, with one 
exception. When that company liquidated in 1900 he 
joined J. Wiss & Sons Co., as its only salesman. He later 
became sales manager. In 1906, in addition to the Wiss 
line he took charge of the sale of the Kraeuter line of 
pliers and hand tools and became sales manager and trea 
surer of the corporation. In 1921 he took charge of the 
sales of the Kroydon Golf Club Co., a subsidiary of Kraeu- 
ter & Co. In 1943 Mr. Gairoard resigned from the Wiss 
firm with which he had been affiliated as manager of 
sales for 43 years, and since then has devoted all his time 
to the Kraeuter and Kroydon businesses. Until the time 


CAMILLE L, GAIROARD 
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of his resignation from Wiss he was president of the 

Shears and Scissors Manufacturers Association. As an™ 
executive of the American Tariff League of New York 

he was influential in getting tariff protection from the 

cheap lines of European cutlery and hand tools. 


oe & 


CHARLES F. GANG- 
LOFF, the oldest employee 
of Patterson Bros., large New 
York City hardware store, 
can't remember exactly when 
he started work with that com- 
pany but recalls that he had 
been working there a couple 
of years before the sinking of 
the Maine, in 1898. He was 
younger than 15 when he 
started as the fourth office boy. 
When there was an opening 
for a telephone order clerk 
Mr. Gangloff won the “posi- 
tion” when the other three 
boys passed it up as being too 
“sissy.” In those days there CHARLES F. GANGLOFF 
was no central switchboard in 
the store, so phone order clerks had to run up and down 
eight flights of stairs to bring salesmen or store officials 
to the phone. Mr. Gangloff was promoted in turn to sell- 
ing heavy hardware, then general and cabinet hardware, 
and for the past 10 years has headed the tool department. 
At one time he was in charge of a big motorboat depart- 
ment. He was captivated by this sport and “because of 
all the time I spent at it I nearly lost my happy home,” 
confesses Mr. Gangloff. He now finds pleasure in his 
spare time in making repairs and improvements to his 
home at New Dorp, Staten Island. Mr. Gangloff is 66 and 
is enjoying good health. 





oo & 6 


A. W. BUDDENBERG, 
executive secretary of the 
National Housewares Manu- 
facturers Association, sponsor 
of the National Housewares 
Exhibits which are held semi- 
annually in Chicago and At- 
lantic City, started his hard- 
ware career over 50 years ago, 
with the old Simmons Hard- 
ware Co., St. Louis. Until re- 
cently when he resigned to 
give full time to the House- 
wares association, Mr. Bud- 
denberg was sales representa- 
tive in Chicago, for 40 years, 
with the Lisk-Savory Corp., 
makers of a line of metalware. A. W. BUDDENBERG 
He started with the old Lisk 
Mfg. Co. in 1909 and continued with it through its con- 
solidation with the Savory Corp. in 1945. Earlier he 
had been assistant housewares buyer at The Fair Store, 
Chicago, and then sales representative for the Lalance 
& Grosjean Mfg. Co. and the Stransky line of enamelware. 
Mr. Buddenberg has been with the Housewares Manufac- 
turers since its inception 20 years ago, and has been 
executive secretary since 1943. He is a former president 
of the Housewares Club of Chicago. 
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guaranteed footage 
here gives you 
full value in 


PANTHER and 
DRAGON TAPES 


Tc footage meter illustrated 
tells the operator automatically the exact length of 
tape on the rolls. This is but one of many measures 
used in the production of PANTHER and DRAGON 
Friction and Rubber Tapes that assure you of full 
value every time. And these tapes rate high in all the 
qualities that make for lasting splices. 


Made by a company in the insulation business for 
nearly 70 years, PANTHER and DRAGON Tapes 
pass ASTM and federal specifications for electrical 
and physical properties with a wide margin of safety. 
They have proved their worth in successful splicing 
jobs of all kinds. These tapes are sold only through 
recognized independent wholesalers. The Okonite 
Company, Passaic, New Jersey. 
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ADVANCES 
Silver. 


DECLINES 


Silicon sheet and strip. Platinum. Industrial alcohol. Kraft corrugated boxes. 
Rag paper. One type plastic film. Some television receivers. 








Silver prices advanced—On 
Feb. 15, the leading New York sel- 
lers advanced the price of fine silver for 


the third successive business day, a fur- 
ther mark-up of ¥% cent, to 714% cents 
per fine ounce. A shortage of spot 
metal coupled with a continued good 
demand from domestic consumers, re- 





sulted in advances totaling 142 cents, 
from the Feb. 10 level, in the New York 


foreign silver market. 
* * * 


Steel lower, for electrical 
manufacturers—Announced on Feb. 
16, Allegheny Ludlum Steel Corp. has 
reduced base prices for all grades of 
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silicon sheet and strip $35 to $50 a ton. 
The new prices for the various grades 
range from about $120 a ton to about 
$230 a ton. No reason was given for the 
decrease in prices. It is used in the 
making of cores for electrical gener- 
ators, motors and transformers. It is 
used, also, in radios, vacuum cleaners, 
washing machines, electric refrigerators, 
and finds use in automobiles, street 
cars, railroad trains and ships. 
. 7” . 

Another platinum price-cut 
—On Feb. 23, a leading platinum re- 
finer cut his price a further $4 an 
ounce. The reduction brings total price 
cuts in February to $7 an ounce. The 
quotation was lowered $3 an ounce Feb. 
15. A $5 price cut was made Jan. 24. 
Thus, platinum prices have dropped $12 
an ounce so far this year. The new 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Assure satisfaction and dependability 
by selling RB&W Cap Screws and Square 
Head Cup Point Set Screws . . . the product 
of more than a century of continuous 
research and progressive development 

in fastener manufacturing . . . backed by 
the skill of four generations of 
RB&W men and women. 


Plants at: Port Chester, N. Y., Coraopolis 
Po., Rock Fails, lil, los Angeles, Calif 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland 


THE CCMPLETE QUALITY LINE ee ee 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 









IRON HORSE 


An Old Name 
with a NEW LINE 


Popular Priced High Quality 
Hot-Dipped Galvanized Ware 
Every Can Bears The Iron Horse Label 
and this label 


DiPPED IN MotteNn ZINC 


WILL NOT LEAK 


WILL NOT RUST 


THAT SELLS AND SELLS 





K-6 6 gallon size 
K-8 8 gallon size 
K-11 11. gallon size 


Style K Garbage 
Pails 


Write for 
descriptive bulletin 


; 
———_—eE 
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Palette > \ 
_ 
a” 








Style K Gar- 
bage or Ash 
Cans 

K-20 20 gallon 
size 

Write for 


descriptive 
bulletin 


tear ase 











PROMPT DELIVERY 


Also manufacturers of a complete line of 
long-lasting high quality galvanized ware at 
popular prices. Write for complete catalog. 


ROCHESTER CAN COMPANY 
82 Greenleaf Street 
Rochester 9, New York 





264 











price is $81 an ounce for large quanti- 
ties and $84 an ounce for small lots. 
Demand from the jewelry trade re- 
mains at a low point, and inquiry from 
the chemical and electrical industries, 
is running below normal, platinum re- 


finers state. 


* * «& 

Industrial alcohol — During 
the week ended Feb. 26, large buyers of 
industrial alcohol purchased several 


hundred thousand gallons, at less than 
20 cents a gallon. Some transactions 
were as low as 17 cents a gallon, al- 
though the quoted price was still 23 
cents a gallon. This huge price drop 
from last summer’s peak of 8714 cents 
a gallon, reflects stiff competition be- 
tween distillers of industrial alcohol, 
and those petroleum and chemical firms 
which produce synthetic alcohol. Look- 
ing on happily from the sidelines are 
the many users of alcohol, who see their 
Alcohol is 
one of the most widely used chemical 
Some pharmacists use 
mouth wash. Others 
Alcohol goes into anti- 


production costs declining. 


raw materials. 
it for 
ether from it. 


produce 


freeze for autos, acetic acid for rayon 
making, into lacquers and_ varnishes, 
photographic film, dyes, perfumes, hair 
tonics and dozens of other items. Dis- 
tillers have known for years that the 
end of the wartime and post-war boom 
in alcohol would begin a showdown 
Before 


‘ 


with the “synthetic” producers. 
the war these oil and chemical com- 
panies produced only about 17 million 
gallons of alcohol a year. of a total out- 
put near 100 million. By the end of 
last year, however, capacity for syn- 
thetic production had been expanded to 
about 110 million gallons annually. So 
the petroleum gas users are in a posi- 
tion to turn out about 70 per cent as 
much alcohol as the estimated 160 mil- 
lion gallons produced by all kinds of 
makers last year. 


” ~ 7” 


Television sets—Allen B. Du- 
Mont Laboratories, Inc., New York City, 
manufacturers of television receivers, 
has announced reductions of $20.00 to 
$150, effective March 17 in the retail 
prices of its television sets. Dealer prices 
had previously been reduced. 


. * * 


Paper and paper-board — A 
leading rag-paper manufacturer has 
marked down prices as much as 4 per 
cent. A maker of kraft liner paper- 
board, who had been getting $10 a ton 
above the generally prevailing market 
level for two grades, has come down to 
a competitive level. Discounts are be- 
coming more generous on the finer 
quality papers. Prices for kraft corru- 
gated boxes continue to drift lower as 
producers who make their own paper- 


board compete with those who do not 
for this market. One large producer jg 
reported to be quoting a price on cor. 
rugated boxes of $10 a thousand feet 
without the usual “plus” 
(which cover the tape used in binding 
the boxes and the quantity price dif. 
Lowest quotations 


were down as much as 40 per cent from 


charges 


ferential). recent 
two years ago. 
” * + 

Plastic film reduced—Bakelite 
Corp., a unit of Union Carbide & Car. 
bon Corp., has reduced the price of its 
.004 gage “Vinylite” plastic film to 64 
cents per pound, from 68 cents. 
lite film is widely used in making rain. 


Viny. 


coats, window and shower bath curtains, 
table cloths, packaging materials and 
novelties. The price reduction was 
made possible, Bakelite said, by in 
creased production of film, and by new 
and lower cost production methods 
Bakelite has been producing this film 
72 inches wide for some months, com 
pared to a previous maximum width of 
54 inches. The wider Vinylite makes it 
possible for many manufacturers whe 
use the film to increase output at lower 
cost. 
* * 7 


Aluminum-copper-zinc—Pro 
ducers of primary aluminum see a big 
year ahead. An official of Aluminum 
Co. of America says demand is “still 
way ahead of supply.” Reynolds Metals 
Co., too, says: “We expect the shortage 
of aluminum will continue well into 
1949. Demand undoubtedly will be less 
than in 1948, but we'll sell at least as 
much aluminym.” Permanente Metals 
Co. reports: “The buyers’ market has re 
turned in some lines, but the potential 
outlook for aluminum is so great that 
we are confident of expanding markets 
over a long period.” Looking back over 
the record of the past decade, such con- 
fidence is understandable. In pre-war 
1939 production of primary aluminum 
totaled 327 million pounds. Last year 
the three producers—Alcoa (50 per 
cent of the total), Reynolds Metals (30 
per cent) and Permanente (20 per 
cent) —turned out 1,250 million pounds 
Post-war demand has been spurred by 
much wider use of the metal in con- 
struction (chiefly), transportation, elec- 
tricity transmission and in a host of 
fabricated articles. The industry esti- 
mates some 4,000 different items are 
made of aluminum now—twice pre-wal 
As to the other leading metals, copper 
demand is said to be fairly active, and 
the price firm at 23% cents a pound de 
livered Connecticut Valley. Brass mill 
buying is off but the wire mills are 
showing no signs of a drop in their 
copper requirements. The huge Utah 
mines of Kennecott resumed production 
recently, after being shut down by 4 
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strike since Oct. 24. An improved re- 
fned supply from this property is not 
expected until May. In the zinc mar- 
ket, galvanizers are active in seeking 
prime western grade. The price holds 
frm at 17% cents a pound East St. 
Louis, base. 


° Ld * 


Lead supplies more plentiful 
-Lead supplies, scarce only a few 
months ago, are now more plentiful. 
Consumers of the metal have become 
price-and inventory-conscious. The im- 
proved supply results from production 
unhampered by the West Coast dock 
strikes that held large tonnages off the 
market during the last half of 1948, 
and from large imports. At the time 
there has been a falling off in demand 
fom some important lead-consuming 
industries, and scrap supplies are 
flooding the market. Premium prices 
for lead have evaporated. There has 
been a drop in demand from a major 
consumer of lead—the storage battery 
industry. Makers of batteries normally 
take about a third of all the lead con- 
sumed. For the past several weeks the 
battery makers. have been sharply slash- 
ing their production. About 80 per 
ent of all the auto batteries are sold to 
replace worn out units in cars on the 
road; only about 20 per cent go into 
new cars. While battery demand for 
new cars has been holding high, a mild 
winter is credited with sharply cutting 
flown the sales of replacements. The 
nation uses about a million tons of lead 
yearly. Lead is a key cost item in 
paint, plumbing, bearings, solder, type 
metal and cables, as well as in batteries. 
In 1939 lead sold for less than 5 cents a 
pound. It now costs 21% cents—a 300 
per cent—plus jump. 

* ~ . 
Paint, varnish, etc.—Reports 


from 680 establishments, representing 
about 90 per cent of the value of the 


_industry’s output, had sales in Nov., 


148, totaling $71,622,618, according to 
the Bureau of the Census, U. S. De- 
partment of Commerce. This includes 
sales of water-thinned paints and sales 
f nitrocellulose lacquers. 


* - . 


Fertilizer sales—After a sub- 
slantial gain through early 1948, sales 
of fertilizer in January fell off 10 per 
cent from the like 1948 month, and 7 
per cent below Jan., 1947, according to 
the National Fertilizer Association. 
These figures, based on tax tag sales 
cover 14 states. Sales in 10 southern 
states in January were 12 per cent be- 
lw a year ago and 14 per cent below 
‘wo years ago. Four midwestern states 
teported January sales one per cent 
thead of a year ago, and 43 per cent 
tbove two years ago. During the past 
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SUNFED 
for economy —where first cost is 
important, sell SUNFED. Best 
dollar for dollar value at its price. 





DOPLEX 
for quality—25G heavier film than 
other glass substitutes of its types. 
High weather resistance, low 
moisture absorption, high ultra- 
violet transmission. 








NOW ...DOBECKMUN WIRE MESH 
for durability —strong, LO-mesh con- 
struction. Greater transmission of light 
(69%) and ultraviolet (64.5%) Galvan- 
ized wire for weather and rust-resistance 
—the finest glass substitute you can sell. 





JUST WHAT I NEED... 
YOUR 3-WAY CHOICE | 


Yes, Dobeckmun 3-way cuorce of glass substitutes matches 
the needs of every customer—st NFED for economy, vOPLEX for 
quality and wire MEsH for long-time durability. You profit 
3 ways from this 3-way choice, too: 

1. More sales because you can give every customer what 

he wants in glass substitutes. 

2. Faster selling from a handy 3-roll dispenser and dis- 

play that allows each customer to see and compare 

quality and price. 

3. Lower inventory, faster turnover, because with just one 

line you can reduce your investment in glass substitutes 

and still make every possible sale. 
Ask vour wholesaler about the Dobeckmun 3-way cuorce. Get 
samples, prices and details about the low cost, high-profit deal 
on Dobeckmun fast-moving glass substitutes, that are just what 
every retailer and every customer need. 
The Dobeckmun Company, Cleveland 1, Ohio; Berkeley 2, Calif. 

















IWIES 


Casement Window 


HARDWARE 


CASEMENT 
WINDOW 
OPERATOR 


This time-proven Ives operator is 
designed for heavy duty, smooth, 
trouble-free operation. Can be used 
for right or left hand windows. Heav- 
ier arm... sturdy flanges ... arm and 
gear forged in one piece, operates in 
brass bushing . . . forged hob-shaped 
gear teeth... deep drawn and hard- 
ened housing... self lubricating 
worm, full length bearing surfaces... 
sash track slide assembled with 
phospher bronze, non-rusting spring 
to take up wear and eliminate rattle. 





Angle Drive Operator for Special 
Applications. 


For average size casements with wide 
stools... smooth acting ... non-rattling. 





AdjusTITE Catches. 
Draws top of casement window tight 
... NO Mortising required ... adjustable 
tension .. . template furnished. 


See your Jobber 


NEW HAVEN, CONN. 
WA 


4 


SINCE 1876 
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seven months sales in the 14 states to- 
taled 4,425,000 tons, compared with 4,- 
592,000 tons in the like period of 1947- 
48. 


_ 


* * * 


Electrical goods — November, 
1948, sales of electrical goods whole- 
salers were 14 per cent ahead of Nov., 
1947, with approximately the same in- 
crease as was indicated for sales during 
11 months of 1948 compared with the 
corresponding period of 1947, reports 
the Bureau of the Census, U. S. Depart- 
ment of Commerce. Sales for the month 
showed an increase of three per cent 
over Oct., 1948. 

. 7 

Vacuum cleaners — Factory 
sales of standard-size household vacuum 
cleaners in January totaled 228,811 
units, compared with 274,180 in Decem- 
ber, a drop of 16.5 per cent. Sales also 
compared with 304,273 in Jan., 1948, a 


decrease of 24.7 per cent, according to 


industry-wide figures of the Vacuum 
Cleaner Manufacturers’ Association. 
* * x 

News of sports supplies—A. 
G. Spalding Bros., Inc., reports its sales 
for the first quarter ended Jan. 31 were 
“unfavorable, and fully 7 per cent be- 
low sales of the first quarter of last 
year.” However, in the belief that there 
still is a heavy demand to be met at 
lower prices, Spalding will bring out 
lower-price merchandise in almost 
every category this year. A $5 golf iron 
will be marketed shortly, $1.50 below 
the lowest-priced iron Spalding offered 
last year. Lower-prices on other golf 
clubs, and on footballs, bats and balls 
will be offered. Spalding in March or 
April will begin manufacturing and 
selling its own skis for the first time. 

* - . 

Water heaters — The White 

Products Corp., Middleville, Mich., has 


announced full price protection for its 





A Fair Catch 





Harold Warp, of Warp Brothers, Chicago, manufacturers of window mate- 

rials, seems mighty pleased with himself after making this fine haul, while 

fishing out of Fort Lauderdale, Fia., recently. The morning's catch included 

one sailfish, measuring 6 ft., 9 in., another two inches shorter; a 35-Ib. barra- 
cuda; a dolphin weighing 25 Ibs. and 11 smaller dolphin. 
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Vacuum . . . . 
ti dealers against all price cuts on electric 
ion. 


water heaters, should any occur between 
; Adjustable 
: now and July 30th. If any price reduc- : 
ies—A. tions should be made, rebates will be i to fit 
its sales “en cnicgeigh Wrought-steel all size 
: made on merchandise in stock, accord- hy 
31 were ‘P throughout. 
aie ing to A. D. Vining, general sales man- 3/2 eae 
ger ; “ ager, in a bulletin to all White distrib- > nail 
ria utors, dated Feb. 1. Mr. Vining also _ 
at there : 
announced sales increases of 150 per 
met at P ‘ 
; cent as against last year, when the in- 
- en dustry, as a whole, passed the 1,100,000 
s . . 

9 total sales in electric water heaters. 
olf iron . : ; 
) bel List guaranteed prices on the single 

. os element heaters are as follows. 20 gal.— No damage to 
- ye cylinder type, $86.95; 30 gal., $96.95; window trams 
] a 40 gal., $103.95; 50 gal., $112.95; 65 
: “ . gal., $127.95; 80 gal., $147.95. Double 
en we element heaters average 15 to 18 dol- 
ng and 
“ee lars more. 30 gal. table top type are 
on guaranteed at $109.95 with stainless 
. White steel tops. 
ch., has cia 

for its Prepared roofing — Says the 


U. S. Commerce Department, December 
shipments of asphalt roofing totaled 
a, 3,231,000 squares, down about 1,500,000 
squares from November. A drop at this 
period would be normal. There was 
however a decrease of 2,450,000 squares, 
or 43 per cent, compared with Dec., 
1947 shipments. 


* * * 


Huge growth in asphalt tile 
—Asphalt tile production has more than 
doubled in two years the Asphalt Tile 
Institute reported. Nearly 400 million 


sq. ft. was produced by Institute mem- for “over-the-c ounter’ sales 


bers in 1948. This compared with 315, 








852,000 in 1947 and 188,509,000 in 1946. Installed or removed in a jiffy with spe- 9 ft 
The Institute, a trade and research or- , B a sa : | 
ganization, represents 80 per cent of the cial key. This means safety in time of fire, | | <7 
country’s asphalt tile production. convenience for cleaning windows. And “ar or I 
* ¢ # it means that customers can buy in your paral 

Coolerator prices—The Cool- store and install them themselves, because iW 
erator Co., Duluth, Minn., has an- no tools or special equipment are needed. do Fig 
nounced through its sales manager, W. i{ } \ 
C. Conley, Jr., that his company “re- They fit any window, being adjustable P 
flects its confidence in the current for width through all stock sizes, and nt 
price structure by setting up a price made in graduated heights to fit all sash nil eet 
protection plan, effective Jan. 15 to : ‘ : Ze 
Sept. 30, 1949. Under this plan, the depths. To install, merely place in win- Tete lal se 
company will in the event of price re- dow, underneath top sash, extend until } cf j 
duction refund to distributors an sides are snug, and tighten two locking } 1 2. 
amount equal to the difference between screws with the special key. 4a f 
the reduced price and the original pur- 2 By dns Fa 
chase price, subject to conditions of the Bring your customers new safety and ——_ 
plan. This protection plan will extend convenience; it'll mean new profits for Also 
to the dealers so that inventories e oye 
through the dealer level will be pro- _— Adjustable Railings 
tected.” o . Fit any rise and tread, 

* 8 * Write for details through an economical 


‘ : ie combination of stock parts. 

Heating and plumbing—Ship- 
ments of domestic non-electric cooking 
stoves in December amounted to 176,000 


units valued at $14 million, | 
, mate- i S0n00 wee in ie iecianiy tail H A W K N S R @) N C @) a > C ‘ 
|. while and 286,000 units shipped in Dec., 1947. 


ded 
yrs As a pleasant contrast, manufacturers’ 
, shipments of plumbing fixtures during 





315 North 4th St. Birmingham 4, Ala. 
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! Catch More Profits | 
with these 


ENGINEERED PRODUCTS 
CABINET 
CATCHES / 

1— SNUG-TITE | 

















Actual size 1” 
long at base, 
%," high 


STREAMLINED SPRING CATCH 





A functional catch that adds 
smartness to today’s modern, 
streamlined cabinet. Gives feather 
touch closing. . . positive latching 

requires 50 times closing 
pressure for opening one 
piece housing means rugged con- 
struction... has two way adjust- 
ment and is exceptionally easy 
to install popularly priced 
with a good profit. 


2—E-Z-ROLL | 

















RUBBER ROLLER CATCH 





A quiet, general purpose catch 
equipped with a rubber roller for 
soft closing . . . has no back lash 
. .. fine for flush or offset doors, 
jamb or shelf installation. Elon- 
gated screw holes provide quick, 
easy mounting and adjustment. 
Low priced—fast moving—high 
profit. 


Every Householder a Prospect for 
Several of these Better Engineered Catches 


» ORDER FROM YOUR JOBBER 
) or write to: 








PRODUCTS CO. 


FLINT 4, MICHIGAN 
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the fourth quarter of 1948 were valued 
at $72,700,000, against $62,600,000 ship- 
ped in the third quarter and $57,300,000 
shipped in the fourth quarter of 1947. 


* * * 


In the camera field Ap- 
parently the companies which supply 
“shutter fans” with cameras, film and 
accessories are counting on a flood of 
new equipment, coupled with aggressive 
selling, to stimulate volume. Manufac- 
turers, retailers and distributors around 
the country agree that sales of photo- 
graphic goods are running under last 
year’s pace—per- 
haps 15 per cent on an average. Their 
concern is reflected in production cut- 
backs and worker layoffs in the fac- 
tories, and in promotion such as free 
portrait offers in some shops. But photo 
people are confident that 1949 will be a 
good business year. “Don’t look for any 


“record-peacetime” 


sizable price-cutting on present equip- 
ment,” says one large camera manufac- 
turer. “Our answer to the drop in sales 
will be new stuff, minus the frills on the 
old, but at lower prices.” 


* om * 


Television and radio—Sales 
of Emerson Radio & Phonograph Corp. 
for the three months ended Jan. 31 
were better than a year ago, says Presi- 
dent Abrams. He added that television 
sales currently account for about half 
the company’s dollar volume. Radio 
set sales are off, but the drop has been 
more than made up by the rise in tele- 
vision sales. Emerson is turning out 
daily between 400 and 500 television 
receivers, Mr. Abrams said, and could 
be producing more but for the shortage 
of picture tubes. 


* * ” 


New furniture orders down 
—Orders booked for new furniture in 
January were down from the previous 
year. This was the first January de- 
cline since 1945, according to Seidman 
& Seidman, furniture industry ac- 
countants. The dollar volume of new 
orders for January was 64 per cent 
above December, but was little more 
than half that of January a year ago. 
Shipments also reversed a four-year 
trend, declining 21 per cent from Jan., 
1948, and 9 per cent from December. 
Cancellations, too, were above normal. 
Unfilled orders at the end of January 
were up 14 per cent from December but 
fell 56 per cent below those at the end 
of Jan., 1948. 


* a a 


January sales—Dollar volume 
of independent retailers’ sales in Jan- 
uary were 6 per cent below those of 
Jan., 1948. Comparing with December, 
the usual post-Christmas drop took 
place, with sales down 33 per cent. 
Greatest drop in the year-to-year com- 











eVteaeeeate 


@ Includes Washer, Lockwasher and 
Wing Nut, 4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


S 2b 
Shavou Bout. andl, Sched Lo. 





BOSTON 10, MASS. 





Sell SIMPLEX : 


and cash in on every } 
customer JACK need: 


«= RATCHET JACKS TYR g@ 


Single or Double Acting 
1% to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift ful] capacity on cap or toe. 
Rugged construction for heavy 
duty. 


eotsnmune, 





fo HYDRAULIC JACKS EM 


8 Models — 3 to 100 Tons Cap 
Safety Tested to 50% Overload. 


The finest hydraulic jack you 
can sell! Neoprene packing 
seals—plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


a SCREW JACKS se 


88% Easier Lifting * 4-Way or 
Ratchet Head + Malleable Housings 
31 Models—10 to 24 Tons Cap. 


A single chrome-moly ball, nested 

under corrugated cap actually re- 

duces friction 88 - ball won't 

flatten; cap can’t slip. All purpose 

jacks for rugged action. 
SEND TODAY FOR SIMPLEX CATALOG 49— 
Let the complete Simplex line show you the woy 
to more profits on every type of jack customer 


eos 


ssa = ae «a? 


Simplex 


MEVER - SCREW . HYDRAULIC 


Jacks 


TEMPLETON, KENLY & COMPANY 
1056 5S. Central Ave. Chicago 44, IIlinors 
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parison was in lumber and building 
materials dealers, down 14 per cent. 
General stores were down 9 per cent, 
and motor vehicle dealers and hardware 
stores were each down 7 per cent. The 
general post-Christmas drop, always 
severe, was slightly sharper this year, 
the Commerce Department said. The 
decline in furniture sales was notably 
beyond average. 


* * * 


“Dollar” comparisons mis- 
leading—In appraising hardware and 
other store sales, there is a noticeable 
difference in price trends this year, by 
comparison with 1948. A year ago, 
prices were still advancing and an in- 
crease in dollar totals of 5 per cent by 
comparison with 1947 might actually 
mean a loss of 5 per cent in the physical 
volume of goods moved. This year, 
there are as many price declines as 
advances, particularly in the soft goods 
lines carried by department stores. The 
Fairchild Publications Index for Janu- 
ary declined to a mark only 0.9 per 
The Fairchild 

“further de- 
clines in retail levels are to be ex- 
pected.” So, this year, a store which 
breaks even with 1948 in dollar totals is 
actually moving as much goods on the 
average as a year earlier, a point worth 
remembering in appraising current 
business conditions. 


cent above a year ago. 
news service added that 


* * * 


Heavy construction awards 
—Although construction contract awards 
in the holiday week, ended Feb. 24, 
dropped below the like 1948 period, the 
Engineering News-Record reported that 
awards for the first eight weeks of 1949 
totaled $1,128,910,000, 38 per cent 
above the like 1948 period. Engineer- 
ing News-Record’s nationwide survey 
includes all public works awards 
amounting to at least $50,000, all indus- 
trial awards of $68,000 or more and all 
commercial awards of more than $250,- 
000. For the eight-week period, private 
construction awards were 56 per cent 
above the like period last year. State 
and municipal awards increased 44 per 
cent, while federal awards dropped 12 
per cent. 

* « * 


Freight loadings — Railroad 
freight carloadings during the week 
ended Feb. 19 (697,335 cars) were 13.4 
per cent below the like week last year. 
The Association of American Railroads 
said that storm conditions in the west, 
necessitating freight embargoes on a 
number of western railroads, partially 
accounted for the decrease. It had been 
expected that loadings would rise in the 
Feb. 19 week, because the Office of De- 
fense Transportation had temporarily 
suspended its maximum loading order, 
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PLASTIC 
UTILITY BOX 
with 
CONNECTED 
SPOOLS 





10 to 20% thinner than regular Nylon—fisherman can 
carry much more line on his reel 
o 


THINNER 
LESS ELASTIC 
STRONGER 


GUARANTEED 


The Thinnest, Least Elastic and 
Strongest Nylon Line in America 


Order from your Jobber, or 
write for further information 


The BEVIN-WILCOX Line Company 


East Hampton, Connecticut 


Most of the usual stretch in Nylon removed. Faster 
acting line sets hook faster—helps catch more fish 
+ 
In spite of extreme thinness, low-elasticity, FIBERSET 
is the strongest Nylon line of its diameter made 








NEW! IMPROVED! 


TEDDY 
KIT 


GRINDS * SANDS ° POLISHES 


SELLING JOB EASIER 
IDEAL RELATED SALES ITEM 





FITS ANY ELECTRIC DRILL 


The new TEDDY KIT has over a thou- 
sand uses around the home or shop. 


Every owner of an electric drill is a 
potential customer for a TEDDY KIT. 
Display and suggest the TEDDY KIT 
when drills are sold and watch your 
sales increase. 


THESE FEATURES HELP YOU 
SELL TEDDY KITS 


HEAVY FLEXIBLE RUBBER DISC 

Bends to any curved surface 

6 ASSORTED GARNET SANDING DISCS 
Heavy backed to assure longer life—better 
workmanship 


NO CEMENTING—FITS IN PLACE IN A 
JIFFY 


SHEARLING LAMBS WOOL BONNET 
Longer |"' nap and handy draw string 


ALL STEEL MANDREL ARBOR 
Precision tooled for durability 


SPECIAL 60 DAY OFFER 


Compare TEDDY KIT Yourself! 


Send $1.25 for a $2.85 complete 5” 
TEDDY KIT plus literature and prices. 
(Only one to a dealer at this special 
introductory price.) 

Once you’ve seen and compared 
TEDDY KIT we know you will sell 
it with enthusiasm and profit. 


FRED V. FOWLER CO. 
137 Federal Street, Boston, Mass. 
Gentlemen: 

Attached please find our check for $1.25. 
Please send one complete 5'' TEDDY KIT 
plus literature and price list. 

NINE 530 505 pni0i.Gscaseis@arehamnawanies 
DT Calcumccsiualbunsiaestwadcsae ees tenbe tae 
i iivndc+slesqeun ss neducaeawrmnsenenaasetenes 


137 Federal St. 


FRED V. FOWLER CO. 


SUPERIOR FEATURES MAKE YOUR 


Boston 10, Mass. 
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which permitted normal freight car 
maximums to be exceeded, not only dur- 
ing wartime shipping years, but in sub- 
sequent years when freight cars were in 
short supply. Miscellaneous freight 
loadings rose a shade, in this latest 
week, over the week preceding, and this 
was the only noticeable effect of the 
lighter loading permitted since Feb. 14. 
For the first six weeks of 1949, total 
carloadings were 4,225,204 compared 
with 4,617,408 in the like period last 
year and 4,883,270 in 1947. “Box-car” 
(miscellaneous) loadings were down 
10.6 per cent below last year’s compari- 


son. 
* * * 


Construction in January — 
Construction expenditures and_ the 
number of workers employed in the 
building industry, in January, were the 
largest in any January since 1939, says 
the U. S. Bureau of Labor Statistics. 
January outlays for construction totaled 
$1,261,000, 9 per cent above the total 
for Jan., 1948, but a seasonal drop of 
9 per cent from December. Employ- 
ment on building work dropped from 
the December level, but was a shade 
higher than in Jan., 1948. The volume 
of building will drop “substantially“ 
this year due to “higher financial terms 
and general deflation,” according to 
J. C. Downes, Jr., president of Real Es- 
tate Research Corp., Chicago. He said 
housing prices are now 12 per cent to 
18 per cent under the post-war peak, 
and there are indications of a further 5 
per cent decline. Mr. Downes pre- 
dicted a building cost decrease of 10 per 
cent on large projects in the next six 
months, but said he did not expect “any 
appreciable change” in the price of 
homes. 


Store sales—Department store 
dollar sales in the week ended Feb. 19 
were 8 per cent below dollar volume for 
the cerresponding week of 1948, the 
Federal Reserve Board reported. As a 
result of this sharp break, sales for the 
first seven weeks of 1949 were one per 
cent below the total for the same 1948 
period. In the first six weeks, sales were 
one per cent above 1948, despite severe 
winter in the west and mid-west. As to 
retail stores of all types, the Commerce 
Department says that their over-all dol- 
lar sales during January were down 2 
per cent from the like 1948 month. An 
even more marked decline was noted 
from the December level. The Depart- 
ment’s index for these sales stood at 329 
in January compared with 344 in De- 
cember and 325 in Jan., 1948. The in- 
dex is based on the 1935-39 period as 
100. “All retail stores” reported Jan- 
uary sales at $9,500 million, against 
$13,166 million in December and $9,684 











{/ =. 
< KENNADRILLS MOVE— 
Increase Sales—Bring More Profits, 


Sell the fast all-purpose masonry 
drill to: repairmen, electricians, con- 
tractors, maintenance crew men, 
olumbers, masons. 

Men who have stone and other 
nonmetallic material to drill prefer 
the Kennadrill. It drills up to 100 
times longer than any ordinary 
drill they ever used, and at the 
same time drills holes up to 5 
times faster. NNo wonder Kenna- 
drills are on the move, offering a 
good repeat sale business. They are 
economical to use. Labor cost is 
less, and the job goes faster. Holes 
are smooth, true, and can be drilled 
close together — if necessary. Tur- 
bine action ejects the cuttings, 
prevents sticking and binding. Bit 
sizes %4” to 12”, for use in rotary 
drills, drill presses, hand braces. 
Cash in—sell Kennadrills . . . write 
for Bulletin KH—today. 





Dealers Wanted! 


KENNAMETAL Gre LATROBE, PA 





To heip you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps. 














FOOT & CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps- 


Ask for bulletin 301. 
ar Gotler 


Onder from yo 
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million in Jan., 1948. From December 
to January,, the Department said that 
sales of building material and hard- 
ware stores fell 7 per cent. 


* * * 


Upturn in commodity prices 
—Wholesale commodity prices advanced 
an average of one per cent in the week 
ended Feb. 15, the Bureau of Labor 
Statistics reported. Higher prices for 
grains and livestock were the chief rea- 
sons for the rise. In the Feb. 22 week, 
prices held unchanged, and the index 
stood at 158.5 per cent of the 1936 aver- 
age, 0.5 per cent lower than four weeks 
ago and 0.9 per cent lower than the like 
1948 week. The Bureau gave this pic- 
ture of wholesale prices: 


Per cent 
Index on change 
Feb. 22, from 


1949 year ago 

All commodities ...... 158.5 —0.9 
Farm products ....... 168.9 —1.6 
ORR re 159.0 —6.5 
Textile products ..... 143.0 —4.3 
Fuel and lighting 

_ —E 138.0 +65.5 
Metals and metal 

eee 178.1 +14.5 
Building materials ... 201.3 +4.4 
All other (includes 

hides and leather 

products, chemicals, 

housefurnishings and 

miscellaneous) ...... 131.0 —3.0 

. 2 * 


Motor vehicle production 
gaining—U. S. factory sales of motor 
vehicles reached a total of 5,285,425 
units in 1948, according to the Automo- 
bile Manufacturers Association. This 
compares with 4,797,922, in 1947, and 


is the second best figure on record, ex-- 


ceeded only by 1929 when sales were 
5,358,420 vehicles. Truck producers 
made’ 1948 their best year by selling 
1,363,856 units, the A.M.A. said. Pas- 
senger cars hit a level of 3,909,270, 
compared with 3,558,178 the previous 
year. Motor buses fell off sharply from 
1947. More up-to-date news is that 
automobile and truck output in the 
U. S. and Canada, in the Feb. 12 week, 
Tose to 113,382 units, from 108,911 a 
week earlier, according to Ward’s Auto- 
motive Reports. Production for 1949 to 
date was estimated at 766,574 vehicles, 
against 718,800 in the like 1948 period. 


. * *” 


The employment situation— 
Ewan Clague, the government’s top em- 
Ployment expert, said unemployment 
may go as high as four million in early 
spring, but a seasonal upturn during 
April “may cut it in half.” He said 
that if the total should go as high as 
five million and “stayed there a while, 
it would become a serious national 
Problem.” Mr. Clague estimated un- 
employment is now around three mil- 
lion. The Census Bureau, reporting for 
all of last year, says that total employ- 
ment, averaging 59,500,000 in 1948, was 
about 1,500,000 higher than the previous 










Where 
there’s rust 
there’s a way 


RUST-I-CIDE 















CLEANING PORCELAIN EWAMEL 


~ 
“NuPac, 


2A... to more profit for you...a way to service your customers even better. 
Because RUST-I-CIDE restores shabby, run-down property and equipment. 
RUST-I-CIDE takes off rust... RUST-I-CIDE stops rust. 

RUST-I-CIDE makes a poor painting surface good ...a good surface perfect. 


RUST-I-CIDE removes rust and stain from chromium bumpers... it cleans alu- 
minum and brass... it takes away stains and rings from sinks and bathtubs. 


RUST-I-CIDE has a myriad uses in household, garage, farm or machine shop. 


Makes a paint job hold on tractors, spouting, fences, automobile bodies and 
chassis—equipment of all kinds. 


RUST-I-CIDE helps to sell more paint and enamel, brushes. A RUST-I-CIDE 
customer is a satisfied customer and a repeater, twelve months of the year, re- 
gardless of season. 


A size for every user, from 4 ounce bottles to 50 gallon barrels. Order today 
from your distributor—or from us, and start profiting ‘“The Rust-I-Cide Way”. 


This attractive full color display 
is packed in each case of 4 oz. 
bottles. Only 7% inches high and 
6 inches wide. The old saying is 
true, “Merchandise well dis- 
played is half-sold”’. Also free— 
envelope stuffers, advertising 
mats, test panels, 





Manufactured only by 


RUSTICIDE PRODUCTS COMPANY 


3129 Perkins Avenue «+ Cleveland 14, Ohio 
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ALUMINUM EXTENSION 
LADDERS! 


Here’s the ladder that 
sells on sight and “lift!” 
You'll be amazed how 
many of your customers 
will lift the Duraladd 
Extension Ladder you 
have on display. And a 
“lifted” Duraladd is 
practically a sale. 

Here’s why Duraladd 
is easy selling and 
will make money for 
you. 


LIGHTER! 


STRONGER! 





GUARANTEED! 


Unconditionally guar- 
anteed against defec- 
tive workmanship and 
materials. 





Complete line of exten- 
sion, straight, staging, 
orchard, window-wash- 
ing and car-washing 
ladders from 6’ to 75’. 


POPULAR PRICED! 


Duraladd aluminum 
ladders are priced to 
give you a handsome 
mark-up. You cannot 
afford to be without 
such a fast, easy-sell- 
ing, profitable line. 
Your customers have 
already asked you for 
this type of ladder. 
Take steps, today, to 
carry a stock of Dura- 
ladd ladders. Write for 
literature, prices and 
name of the nearest 
Duraladd distributor. 


























o MAIL COUPON TODAY! 


pee ee dO 


DURALADD PRODUCTS CORP., DUNELLEN, N. J. 
Please send me literature and prices on 
(C0 Extension Ladders (1) ee Washing 


. to] 
C) Straight Ladders C] Car Washing Ladders 
(] Staging C] Orchard Ladders 


(J Please send me name of nearest Duraladd 
Distributor. 


My Name 
Store Name 


Street 


ee | Ce 
DURALADD PRODUCTS CORP. 


DUNFLLEN N J 























] 
| 
| 





record high in 1947. Unemployment 
averaged 2 million during 1948, the 
lowest in any peace-time year since 
1929. 
” of * 
Selling needed here, too — 
Electric power producers are pushing 


| selling efforts for the first time since 


pre-war days. Their quest for new cus- 
tomers has been intensified by reduced 
industrial demand and record installa- 
tions of new generating facilities in 
1948. The industry “reserve capacity” 

-the margin over maximum demand— 
averaged 6 per cent at the end of last 
year and should reach 10 per cent by 
Dec. 31, the Edison Electric Institute 
says. The “reserve” figure dipped to 5 
per cent in 1947, but a margin of 12 
per cent to 15 per cent is predicted by 
late 1950, or early 1951. 





Du Pont Color 
Conditioning Program 
E |. DUPONT DE NEMOURS & CO., 


e Wilmington, Del., has prepared | 
a portfolio of color schemes for stores, | 


hotels, apartments and _ restaurants, 
based on tested preferences of many 
people. Specifications form a new 
part of the “Color Conditioning” 
program which was introduced for 
industrial plants, and now has ex 
tended to include hotels, apartments, 
restaurants, stores, hospitals, schools and 
offices. 

Du Pont says, “Color Conditioning” 
does not intend to replace the art of 
interior decoration but is regarded as a 
supplement since it involves the practical 
and functional use of proved principles.” 
As light colors and bright illumination 
draw visual interest and attention to the 
room in general. Specification sheets of 
the program are designed to fit a variety 
of tastes. Deeper and softer colors, under 
lower illumination, draw visual] interest 
away from walls and ceilings to details 
within the room., 

The decision as to what particular 
colors to use in painting a store is affec- 
ted by the climate of its location, accord- 
ing to the studies made. Tests also have 
shown that functional use of color can 
aid in selling merchandise and creating 
good will. Also important in choosing 
the decorative scheme for stores is the 
class of its customers, its locale and its 
competitive sales position. With the 
enlarged “Color Conditioning” plans, 
DuPont also offers a series of four-page 
bulletins in color on brightness engineer- 
ing; color preferences, emotional reac- 
tion to color, warmth and coolness, appe- 
tite appeal in color, featuring color 
through complementation; color and cli- 
mate; color and visibility, size, dimension 
and weight in color; attention through 
brightness and color and illumination. 
When the information was condensed, 
DuPont took into consideration only 
those things which could be supported by 
factual evidence and _ authoritative 
backing. 








NATIONALLY ADVERTISED 
since 1936! 


TODAY the Porto-Vise is better than 
ever—almost a million satisfied users 
Ideal for Carpenters, Home Work- 
shops, Radio Men, Cabinet Shops, Me- 
chanics, Aircraft Plants, Furniture 
Factories, Service Stations, Garages, 
Schools, etc. Holds any wood, plastic 
or soft metal. Holds it TIGHT! 

Steel forged unbreakable clamp. Light, 
strong, cast aluminum jaws. Rein- 
forced steel guide for both Jaws. Basic 
feature—main screw telescopes into 
drilled handle made of steel bar stock 
Weight: 312 Ibs. Capacity: 2'/2 inches 

Write for Literature and Prices 


PARENT BROS. 


Dept. A-2 — 3341 Union Pacific Ave. 
Los Angeles 23, California 








It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional "built-in 


stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. é 


NATIONAL 


MANUFACTURING COMPANY 


Sterling * Illinois 
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How the "Half-Wit" 
Dollar Got That Way 


Prof. Theodore Zwiggmore, 
Quagmire College, 
Quagmire, Kansas 


Dear Baldy: 


Imagine my surprise at seeing 


your name in the Feather River 


Bugle the other day explaining about 
this 59¢ dollar. You always was good 
at explaining things, Baldy. Like the 
time | made the jail house after you 
pushed over Toroni’s peanut stand 
Halloween of °35. And Toroni gave 
you a peck of peanuts for helping 
him set it right again. 

I think there’s something phony 
this time too in your long-winded ex- 
planation about the 59¢ dollar. You 
say a lot but it don’t mean nothing. 

Economics always was too much 
for me. About all I could do was 
simple problems like: If you have 
an apple and give me half of it I 
get the wormy part. 

Just the same I think I know a 
thing or two about a buck. And 
what I’ve found out you don’t even 
mention in sounding off in the 
papers. Matter of fact, Baldy, 
you've overlooked the most impor- 
tant thing, like the time you smack- 
ed old Prince, but forgot to hitch 
him to the wagon first. 

I’m talking about taxes, Baldy. Did 
you forget them, or don’t you think 


you pay any? You wouldn't be the’ 


first college prof who thought it 
was two other fellows paid the 
freight. And for a fact I know you 
was always slow reaching for the tab. 
Anyway, Baldy, here’s what hap- 
pened to my $4,000 left me after 
paying my help, and all business 
taxes. 





My years net income $4,000.00 
Federal income tax 409.44 
3,590.56 
State Sales Tax 37.50 
3,553.06 


City Sales Tax (even 
Poker Junction council- 








men catch on fast) 7.50 
3,545.56 

Gasoline Tax, federal and 
state 132.50 
3,413.06 
Lube tax 1.60 
3,411.46 

Luxury Tax (other than 
separately shown) 100.00 
3,311.46 
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who is planning to build or remodel 































is a potential customer 


for 


KV BUILDERS’ HARDWARE 


a K-V builders’ hardware will make any 
kitchen cupboard, bookcase, wardrobe or linen 
closet more useful and convenient. Shelf space 
can be arranged to fit any purpose; drawers 
never stick or sag; sliding doors operate easily. 
All K-V items are widely recognized 
for superiority in construction and design. 












@ With so much 
building and 
remodeling in 
your community, 
you'll find it 
profitable to 
feature K-V 
builders’ 


KNAPE & VOGT MFG. CO. 


GRAND RAPIDS 4, MICHIGAN, 





easy steps 


with Supensea, 
Gas Appliance 
Connectors 


a 2 
Connect Superseal | 
fitting to range | 


Connect tubing 
to fitting 


| |S 





3 


Make connection | 
to wall outlet | 


Push range 
inte position 


te QUICK, EASY, COMPACT ... 
neat, flush-to-wall installations 
i every time—that’s the Superseal 
H Connector way. These complete 
assemblies of .049” wall alumi- 
num or brass tubing and heavy 
hex malleable iron fittings are 
available in any combination of 
elbows, straight fittings or shut- 
off valves, as required. 
The long, tapered 10° flare of 
a Superseal fitting assures a per- 
manent, gas-tight seal. Superseal 
Connectors are approved by 
Underwriters’ Laboratories, 





With all these superior fea- 
tures, Superseal costs no more 
than ordinary connectors. 


epewtend, 


DIVISION 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
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Federal tax on railway 
ticket 


Real Estate tax on home 


Personal Property tax 


Tax on cabin site at Lake 
Sandy (too poor to 
build) 


Luggage tax 


Telephone tax (home) 


Playing card tax 


Federal cigarette tax 


State cigarette tax 


nal, Baldy) 


Personal liquor purchase 


license (out of state 
trip) 


Fed. tax on matches 


Tax on light bulbs (for a 
* little more light on 59¢ 
dollar) 


Tax on new typewriter 


Tax on new refrigerator 


Tax on telegrams 











Tax on theatre tickets 


Cabaret tax (New Year’s 
eve) 


Auto license and tax 


Auto parts tax 


37.50 


3,273.96 
129.61 


3,144.35 
11.94 


3,132.41 


3.19 


3,129.22 
5.50 


3,123.78 
17.18 
3,106.54 
91 





3,105.63 
76.65 





3,028.98 
32.85 





2,996.13 


Liquor tax (strictly medici- 


117.00 


2,879.13 


2.00 


2,877.13 
o2 


2,876.61 





2,875.83 | 
9.10 | 


2,866.73 








22.50 | 


2,844.23 
2.62 | 


2,841.61 
10.40 


2,831.21 


3.15 | 


2,828.06 | 


22.80 





2,805.26 | 


2.14 


2,803.12 








REGENT TROWELS 


Brick and Pointing 







STURDY 


¥ DEPENDABLE 


Sell Them With Confidence 


REGENT Trowels are tempered and 
tapered ground just right—the fine 
steel blades are nicely polished. 


Made with electro welded steel stem 
—extra strong where strength is needed. 
Hard wood handle set at tested angle 
for correct balance and hang. Brass 
ferrule on handle. Fully approved by 
Master Craftsmen. 


Philadelphia 9 and 10" and 5 and 
6" Pointing patterns available for 


IMMEDIATE DELIVERY. 


Their popular price 
guarantee help the sale. 


and quality 


Our literature gives details. Our trade 
discounts will please you. 


REGENT INDUSTRIES INC. 
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COMMERCI 
443 60TH STREET BE 
WEST NEW YORK, NEW JERSEY 1333 N. H 











MORE avartory 


DOORS SWING ON 
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MILWAUKEE 
“UNIVERSAL” PIVOT HINGES 


Popluar among builders everywhere, MIL- 





WAUKEE Pivot Hinges are ‘‘demand merchan- 
dise’’ wherever trouble-free, long-life operation 
is important. They're absolutely sagless, can 
be used in single or double acting doors, are 


easily adjustable to hold door open at any 
degree desired. The ONLY 100% ‘Universal 

Hinge on the market, the MitwauKer—either 
Gravity or Spring type—fits all conditions of 
installation without any change or adjustment 
on the job. This means minimum inventory 
and faster turnover. 

Improve your Hardware sales—and customer 
satisfaction—with MILWAUKEE Pivot Hinges, 
and other Quality Builders Hardware. Order 





from your Jobber today. 


MILWAUKEE STAMPING CO. 


842-B So. 72nd St.+ Milwaukee 14, Wis 
Our 55th Year of Quality Prodaction 
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MAKE YOUR LAWN 
LOOK SWELL 
wows BELL EDGER” 





Consumer publications are carrying to mil- 
lions of readers the story about the new Bell 


Lawn Edger. Your customers will rate Bell 
"tops" because of its many exclusive fea- 
tures. It eliminates delay or costly expense 
in sharpening—Replaceable single-edge razor 
blades insure an edger that is always sharp— 
Turning of a screw loosens vertical plate so 
new blades may be inserted quickly and 
easily when old blades become dull—lt re- 
moves weeds and long grass that escape 
mower along edges of walks and driveways— 
Slices a neat drainage gutter one-half inch 
deep between sidewalk and grass. 

Professiona! or home gum. who pride them- 
selves on having a well kept lawn insist on having 
a new Bell. To show it means a sale. Made of 
heavy gauge steel for life time durability. Six to 
a unit package. Retails for $2.95 each. 

Order from your jobber, or write for name of 

nearest distributor and FREE literature. 


COMMERCIAL MANUFACTURING CO. 
BELL EDGER DIVISION 
1333 N. Halsted St., Chicago, Illinois 
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CAULKING EQUIPMENT 
(§ 









GUNS . world’s most 
complete line—including ro- 
tary handle models. Sizes 1 pt. 
to 2%, qts. 





NOZZLES ... interchangeable, for every 
size and shape of caulk strip. Sizes from 
1/16” up. 


— 


CARTRIDGES .. . plain, extruded or 
spouted caps. Specify VITAL cartridges 
from your caulk supplier. 








Keep VITAL caulk accessories in front of 
your customers and reap the benefits of 
this lucrative business. Order from your 
jobber! 


JOBBERS Order now— 








Vital Products WHh3- Ca. 


7500 Quincy Avenue Cleveland 4, O 
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Auto tax, new car 139.20 
2,663.92 
Tax on shotgun, shells 7.63 
2,656.29 
Dog license 3.00 
2,653.29 
Hunting license 5.00 
2,648.29 
Deer tag (no deer) 5.00 
2,643.29 
Hunting permit stamp (no 
ducks) 1.00 
2,642.29 
Bond sale stamps (sale of 
bonds to pay income tax) 44 
2,641.85 
Miscellaneous hidden taxes 
passed on to consumer, 
so-called painless taxes, 
Baldy 278.85 
2,363.00 
Marriage license 3.00 
2,360.00 


If my arithmetic isn’t off $2360 is 
exactly 59 per cent of $4,000. And 
that, Baldy, is how we got the 59¢ 
dollar. 

Yours, 
Joe Fallgy 
Fallgy’s Auto Supply 
Poker Junction, U.S.A. 
—Automotive Retailer 


Data Available on 
Uniform Screw Thread 


HE American Standards Asso- 

ciation, 70 E. 45th St., New 
York City, has given its final ap- 
proval to a new American stand- 
ard which put into effect the Uni- 
fied Screw Thread system agreed 
upon by Great Britain, Canada, 
and the United States by the 
Declaration of Accord signed in 
Washington last November. The 
British Standards Institution and 
the Canadian Standards Associa- 
tion are working on similar stand- 
ards to put the unification plan 
into effect in their countries. 

This American Standard, Uni- 
fied and American Screw Threads 
for Bolts, Nuts, and Other Thread- 
ed Parts, Bl. 1-1949, presents in 
tables, diagrams, and formulas the 
dimensions of the Unified Threads, 
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CASE OF 
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NEW— 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are drematically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 


Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 


DEALER AIDS —Free mats, electrotypes, radlo 
scripts, circulors and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 

CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA, Chicage 7, Il. 
= 422 4 4 4 4 4 4 eh ah th Eh Sh 


Send details of Free Accessory Case plan. 


Name 


Address 
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LARGE 
SIZE 


(1142, x 6 x 434” 











The boxes are made with flat key locks 
or with combination locks, operated on 


a 


3 digit combination. Individually boxed, 


and packed 12 of a style in a shipping 
carton. F.O.B. Chicago List Prices. 


No. 923, Key lock 


Styles Without Interior Tray 
List price $2.55 


No. 923CL, Combination lock 3.85 


Styles With 6 Compartment 
Interior Tray 


No. 1923, Key lock $3.95 
No. 1923CL, Combination lock 5.25 


Prices Slightly Wao fe areas other than Chicago 


B. point 


tee ee ee ee ee ee 


Export Representatives ; 
FRAZAR & CO., . —s" ST. 1 
NEW YORK N. 1 

' 


: Cable Address “FRAZAR™ ine cane 


Watch for additional numbers to be announced. 


Rove CAN COMPANY 


2415 West 19th Street 














CHICACO 


as well as those threads which for 
the time being remain standard in 
the United States alone. 

So many requests for informa- 


tion on the Unified Threads have 


been received from industry that | 


the American Standards Associa- 
tion has prepared a detailed analy- 
sis of the new American standard, 
including a comparison with the 
1935 edition which it supersedes. 
Copies of this analysis are avail- 
able upon request. 


‘Mother's Day Poster’ 


Lithographed in six colors, this 
poster is the national symbol for 
May 8th, Mother's Day. This year's 
slogan, according to Irving K. Ed- 
wards, executive director, National 
Committee on the Observance of 
Mother's Day, 393 Seventh Ave., 
New York City, 1, is "Everybody's 
in love with Mom!" Dealers are 
urged to plan now to make the 
most of Mother's Day, but care 
should be taken that promotions be 
kept within the bounds of good 
taste. The committee also asks that 
dealers display only the official 
posters. Display items are de- 
scribed in a _ colorful broadside 
which may be obtained from the 
above address. 





Changing Needs 


p ROFITS and employment both 
depend in large part, says the 
Committee for Economic Develop- 
ment, on the ability of the busi- 
ness manager to adapt his opera- 
tions to changing market require- 
ments. 





A business manager should have | 


ready at all times intelligent, cour- 
ageous plans for carrying on and 
expanding his business—plans de- 


| veloped to the point where they 











AN ALUMICAST SUGGESTION 


Quality 


means no interruption 
in function or service. 
For products that pro- 
vide Quality, your cus- 
tomers turn to you. Sug- 
gest Alumicast Letter 
Boxes and Garden 
Trowels, for they too 
provide permanence in 
service. 





ALUMICAST CORP. 


1515 N. KILPATRICK AVE., CHICAGO 51 





\ Ask your Jobber for all the facts - 





FINGER GRIP 
ADJUSTABLE CLIPS 





Ideal for “parking” tools, brooms, 
implements or anything with a 
handle. 








“HOLD EVERYTHING” 


CAN BE ADJUSTED IN A JIFFY 
FOR ANY SIZE HANDLE 


THE FAVORITE WITH 
HOME WORKSHOP “FANS” 
SMALL—MEDIUM—LARGE 


See Your Jobber or Write 











PLATT CO. 
Fairfield, Conn. 


ARTHUR Il. 
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Wire Does It! 


Time and again, Brooks wire 


forms have solved the most dif- 
ficult problems in product de- 
sign. Brooks engineers, drawing 
on a century of experience, may 
well have the answer to your 


problem. Just phone or write. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROGKS # HOGKS' 





NEW - FAST SELLING 


Home Har Chipper 


Cuts and 
Trims Hoir (. 






Shaves Arms 
ond Legs 










Removes Hair 


RETAILS FOR ONLY 
Under Arms = 


$9.95 
THE VERSATILE } 
Cadet. 


ELECTRIC HAIR CLIPPER 


You can build sales volume with the inex- 
pensive ‘‘Cadet'’ because it offers many 
money-saving opportunities for the whole 
family. The practical, plastic-housed Cadet” 
has a special design blade for clean, close 
cutting and trimming. Ideal for removing 
superfluous hair quickly and safely. Oper- 
ates on 110 v., 60 cycle A.C. Fully approved 
by Underwriters’ Laboratories. Proudly dis- 
play this smartly-styled, ‘jewel’ of a clip- 
per to your customers. Priced af only $9.95! 
Write Today for Dealer Proposition. 


ELECTRO TOOL CORPORATION 
DEPT.C739C © RACINE, WISCONSIN 
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can be applied quickly. In fulfill- 
ing these responsibilities . . . the 
business manager makes his best 
contribution to the achievement 
and maintenance of high levels of 
employment. _ 


Parking Meter Use 
Spreads to 
Larger Cities 


ORE than 1,100 cities of over 

5,000 population now have 
parking meters in operation, the 
International City Managers’ As- 
sociation reports. 

Information gathered for the 
1949 Municipal Year Book shows 
that 188 cities of more than 5.000 
population installed meters in 
1948. Nearly 700 cities of this 
size have done so since war’s end. 
Dallas, Oklahoma City, El Paso, 
and St. Petersburg, Fla., installed 
the first parking meters in 1935. 

Eighty-four per cent of the cities 
in the 100,000 to 250,000 popula- 
tion group use parking meters the 
tabulation shows with 46 of the 55 
cities in this group with meters in 
operation. The next lower popula- 
tion group, 50,000 to 100.000, re- 
ports 77.4 per cent of their group 
with meters in use. 

Detroit’s and Boston’s adoptions 
of parking meters in 1948 brought 
to seven the number of cities of 
over half a million that have en- 
tered a field formerly used most 
extensively by smaller cities. San 
Francisco, Buffalo. Cleveland, 
Pittsburgh and Washington had 
installed meters earlier. 


Minneapolis Leads 


In a one-month period, 583 re- 
porting cities of over 10,000 popu- 
lation collected a total of $2.370,- 
187 from parking meters for an 
average of $6.48 per month per 
meter. Minneapolis ranked first in 
the total amount collected in the 
30-day period with $34.316 from 
its 2.200 meters. Oakland with 
4,351 meters collected $32.630 for 
the same period. 

As a rule larger cities require 
parking than the 
smaller ones, although the cities 
from 250,000 to 500,000 report 
the highest average number of 
meters in use of any group, 2,146. 
Cities above 500,000 population 


more meters 


average 2.136 meters in operation. 




















Don’t say ‘PLIERS’, 
say CHANNELLOCK! 





The Channellock my 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justrents — No Wear on Joint Bolt. 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion... including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 


Channellock. 


—__= 


eee 


ICHAMPION DEARMENT TOOL CO. 


MEADVILLE + PA. 


Only 
Champion DeArment makes 


Sey msg 
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SULIGHTS BATTERIFS 
$s ipewt reer wat ,@ 


Gd 


Want Greater Turnover, 
Higher Returns, 
and More Profit? 


Then here’s how to use valuable 
counter space. Set aside one square 
foot for this bright, quick-sale 
Burgess display assortment and 
watch sales and profit soar. 

Here’s a whole profit department 
in one compact, sturdy unit. In less 
than a square foot of space (actually 
9” x 13”) it displays and sells 48 
Burgess flashlight batteries and a 
complete assortment of Burgess 
flashlights in 5 best-selling models. 
This new money-making display is 
FREE with the minimum stock of 
batteries and select flashlight cases. 

Don’t wait to step up profits. 
Your Burgess distributor has the 
No. 134 assortment in stock now. 
Order it by number today! 


BURGESS 


BATTERY COMPANY Freeport, Illinois 
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Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. Euna G. Ramsey is association 
secretary-treasurer with headquarters at 
509 North 19th St., Birmingham 3. 


American Hardware Manufac- 
turers Assn., 96th semi-annual con- 
vention to be held jointly with the 58th 
annual convention of the Southern 
Wholesale Hardware Assn., April 4-7, 
at the Palm Beach Biltmore, Palm 
Beach, Fla. Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers’ 
association. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers’ 
association. 

American Toy Fair, March 7-18, 
with temporary displays at Hotels New 
Yorker and McAlpin, New York City, 
in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 


Bicycle Institute of America, an- 
nual convention, March 28-April 1, at 
the Boca Raton Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 11-13, at the Arizona Biltmore 
Hotel, Phoenix, Ariz. Victor H. Nelson, 
Foxworth-McCalla Lumber Co., Phoe- 
nix, Ariz., is chairman of the meeting. 

Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hotel, Charleston, S. C. Sally 
Couch Masten, acting secretary, 11814 
E. Fourth St., Charlotte 2, N. C. 

Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 


CONVENTIONS 


—\ EVENTS = | 


‘Corrected Eech Issue According to Latest Dota 


COMING 





AND 





pooed 


18-20, inclusive, 1949, at Shawnee Coun- 


try Club, Shawnee-on-Delaware, Pa. 


H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City, is 
secretary of the association. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn., joint 
convention, May 22-24, at the Seminole 
Hotel, Jacksonville, Fla. W. W. Howell, 
executive manager, Waycross, Ga. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
O. Mansfield, 226 S. State St., Rm. 16, 
Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., as follows: 
March 14-15, at Billings, Mont.; March 
21-23, at Portland, Ore.; March 28-29, 
at Spokane, Wash. 


Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
O. Mansfield, 226 S. State St., Rm. 
10, Jackson, Miss. 

National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director of 
the show. 

National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago 54, IIl., is executive secretary. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, at Fargo. Headquarters, Gard- 
ner Hotel; exhibit, Auditorium. Miss 
Clarine Sherwood, 24 Clifford Bldg., 
Grand Forks, is secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, at Sioux Falls, S. D. Headquar- 
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\ # THE SALES 
SENSATION FOR 1949 


sng 


GACELLOIS'\ 


Make your 1949 power mower season a big one — in 
Sales and Extra Profits with the new sales sensation — 
the amazing, streamlined Excello 18” Power Lawn 
Mower that retails for less than $100.00. For power “i. 
and sturdiness it’s a Little Giant, and its specifi- a “ 
cations read like a ‘‘who’s who.”’ 

Superior in quality, in performance, in price 
—it’s the nation’s 1949 selling sensation. 
Step up your sales — feature this new 


THE POWER MOWER THAT WRITES 
NEW DEFINITIONS OF PROFIT 


=. $9950 


Factory 


EXCELLO 20” » 
















Af 
J a 





streamlined Excello 18” Power Lawn POWER 
Mower —it’s a natural for Sales, for LAWN 
Service and for Satisfaction. Ask your 

MOWER 


jobber or write us for prices and speci- 
fications. 


Also New Excello 
24” Power Mower 


America’s most 
popular power 
mower for larger 
lawn acreage. Excello means quality, 
performance, staying power, 
satisfaction — and 


EXCELLO—- CARETAKERS OF THE NATION'S LAWNS extra profits. 


EINEKE & COMPANY 


SINCE 1902 SPRINGFIELD - ILLINOIS 
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@ CUTS COSTS IN '/2 
@ NO SKILLED LABOR NEEDED 
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@ ALL PARTS ARE INTERCHANGEABLE 











FURNISHED COM- 


PLETE WITH 1'"" There are many other 
ao 1.D. BRAIDED features which make JACKMANCO barrows 
a HOSE WITH MALE highly regarded for ruggedness and utility. 
“"" Sasser NIPPLE You'll find a JACKMANCO barrow specially 





ccescech 


0 designed for the use you have in mind. 
0 Write for the name of your nearest dealer. 


wits 
nose Superior Products Since 1876 





or 
Gad 





tees Equipped with ap- DEALER PRICE 
wrTte proximately 12 to F.O.B. Phil 
20 feet of hose xii ed 


HANCOCK MANUFACTURING Inc. 





JACKSON MANUFACTURING CO. 


HARRISBURG @ PENNSYLVANIA 
131-137 S$. Second St. * Philadelphia 6, Pa. 
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If your inventory's high 

And your money's tied up tight 

Sharon Refills are your answer 

They let you keep stock light. 

You buy only what you're out of 

Your investment is always low; 

Your shelves stay neat—stock's 
complete 

And you save a lot of dough. 

So if you sell Sharon Assortments 

(Like dealers who are — 

Be sure you keep them refilled 

And watch your profits risel 


For complete information, see 
your jobber or write direct 


S je 
Shavot Bott aud Screw Lo- 


BOSTON 10, MASS. 








The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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ters, Cataract Hotel; exhibit, Coliseum. 
F. J. Hodoval, Ft. Pierre, secretary. 


Southern Wholesale Hardware 
Assn., 58th annual convention to be 
held jointly with the 96th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., at the Palm 
Beach Biltmore, Palm Beach, Fla., April 
4-7. T. W. McAllister, Orlando, Fla., 
is secretary of the wholesalers associa- 
tion and Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary of the manufacturers’ associa- 
tion. 


Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con- 
ference booth program at Cleveland 
Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, Henry R. Rinehart, 505 Arch 
St., Philadelphia 6; Southern Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta 3, Ga. 


Western Metal Congress and Ex- 
position, Shrine Convention Hall, Los 
Angeles, Cal., April 11-15. 





Credit and Instability 


— policies, and 
practices in the field of credit 
need careful study and appraisal, 
as factors in business fluctuation, 
states the Committee for Economic 
Development. 

Whether money is “easy” or 
“tight”—whether credit is obtain- 
able generally at a low or at a high 
rate of interest, or not at all—is 
determineed in our economy, says 
CED, (1) by policy decisions in 
the Treasury, in the Federal Re- 
serve System, and in other federal 
agencies; (2) by the actions of 
federal and state supervisory au- 
thorities; and (3) by the com- 
posite of myriad decisions made 
by indiivdual bankers and others 
who grant credit in the light of 
their appraisal of the business out- 
look. 

These decisions sometimes have 
an all-pervasive and crucial influ- 
ence on the business activity of 
our country. In general their net 
effect has been, CED declares, to 
make credit more easily available 
in prosperity and less easily avail- 
able in depression and to widen 
periodic swings in market demand. 


















FOLDING CHAIRS 


Many styles. Upholstered & oe. 
Tablet fouainire — Foldiag Tebles 
PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK I, N.Y. 
TH 














Gri Clips 
Registered U. S. Pat. Offices 
Small and large a - 
sizes for holding tim RP =N 
tools, garden im- 4s > 
plements, % 
kitchen utensils, ry 
etc. Nickel plated. 
Packed on cards 





large and 1 doz. 
small.) Retails at 
10¢ each. Circu- i 
lars on request. “ge 3y 


GOOD TOOLS, INC. 
bad hoy Orenge, Moss., U.S.A. e 





















ALL-METAL 


Nickel Steel, 8 design 
dises. 4 decorator tips, | 
nozzle. Makes 16 different 

Decorates 


cookies. es. 
eakes 14 pieces in deserip- 
tive box with recipes. See 
your jobber, or write @ 
wire fer details. 


ZACHMAN & CO. 5004 WILSON AVE. CHICAGO 30 


Over a Million Sold in 1948 


COOKIE PRESS and 
CAKE DECORATOR SET 








"COMPLETE" 


VENETIAN BLIND 
REPAIR KITS 


All Colors & Sizes 
Cellophane Wrapped With 
Instructions. Literature 
and Prices Upon Request. 


PAUL MILLER CO. 














550 20th St., Brooklyn 18, New Yor 
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pracess 


‘SUNSH 


Fren 


cHAMOI 


MADE IN U.5.A. 


ASK YOUR JOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 
HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


—— 








“SNAPON" BRUSHHOLDER 
Protect Paint Brushes, 
Keep handles clean & 
Bristles straight. 





Dealers: 

I gross (4 ctns.) $ 8.00 
Retail for $14.40 
I carton (36) $ 2.25 


HOLD ANY BRUSH, TO ANY CAN 


E. & J. ENTERPRISES, INC., VERONA, ¥. J. 











JOBBERS: "ATTENTION JOBBERS. 





HARDWARE AGE, MARCH 10, 1949 





puTs 


THE SPRIt 
WITH “RA 


On Wheels 
ove 
Doesn't Tip 
Balanced 
No Mist — N 
Fast Soaxkin 


Rust Proof / 
Body 


Nylon Wate 
Precision M 


Gives a Lif 
Service 


WATERS 
FOO 





HARDWA 























































ee ee eA NA AAEM he he 


(Ya 


LAWN SPRINKLER 


TRADE MARK REG. U.S. PAT. OFFICE 


PUTS THE INDIAN SIGN ON DRY WEATHER 


THE SPRINKLER 
WITH “RAIN ACTION” 


On Wheels — Fasy To 
Move 


Doesn't Tip —- Well ¥ 
Balanced 3 
No Mist — No Spray 


Fast Soaking Action 


Rust Proof Aluminum 
Body 


Nylon Water Seal 
Precision Machined Parts 


Gives a Lifetime of 
Service 


WATERS FROM 5- TO 40 
FOOT DIAMETER 


Write for Prices and Name of Nearest Jobber 








MLW. HARTMANN MANUFACTURING CO., INC. 
120 NORTH ADAMS, HUTCHINSON, KANSAS 







| Millions of Readers Reached 
by WHITNEY SEED Ads in 


Magazines and Newspapers 















ity Seed 
Finest — natio 


n-tested! 





spbt mixture 
. ler has the 1187 taave 
MHITNEY Dea ™ “How to 
Your W H H also our gg hin today! 


for your nee 


£ EE. 
a Better Lawn - It's FR 






Helps you 
Sell Lawn Seed in a Big Way 


WHITNEY oaational advertising—in BETTER HOMES & GARDENS, 
AMERICAN HOME, HOUSE & GARDEN and HOUSE BEAUTIFUL, 
and in garden section of Sunday Newspapers—is making your customers 
want WHITNEY Super-Refined, Germination-Tested Seeds. 

TIE-IN your store, using the effective merchandising helps we supply 
FREE, and do a bumper seed business in 1949. Write for prices and 
full information. 


WHITNEY SEED CO., INC., Buffalo 5, N. Y. 











SPRING 

HINGES 

ARE THE 
BEST 


gt! 


STANDARD 
TYPE 
No. 29 
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The marker that writes easier, 
more legibly on the smoothest surfaces 
—china, glass, plastics and metal. 
Marks are durable—remain clear 
in handling yet can be easily removed 
with a damp cloth. Made in Thin 
Black #792-T, and Thick Black #795-T. 
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MOTO -SANDER 


—-AND POLISHER— 


Saves Time—Saves "Elbow Grease!" 


Here’s the lightest, most practical and lowest 
priced electric sander on the market—the only 
one of its kind! ‘‘Moto-Sander’’ is so easy to 
handle, all you do is guide it—a child can use 
it. Does a beautiful job of sanding . .. de- 
livers 7,200 strokes a minute . . . gets into . . 

corners and places other sanders can’t reach. EASY FOR 
Straight-line action (non-rotary) eliminates any AWKWARD PLACES 
possibility of wood burns or scratches. Moto- 
Sander has only two moving parts . . . never 
needs oiling . . . weighs only 2% lbs. Rubber- 
cushioned sanding pad measures 2%” x 5%”. 
Uses No. 2/0 Garnet paper or finer. Cam-type 
clamp paper holder permits changing sandpaper 
in seconds. Operates on 110-120 volt, 60 cycle 
A.C. Comes complete with 8 ft. (Underwriters’ 
Approved) rubber cord, plus 6 sheets assorted 
grade Garnet paper, plus felt pad and sheepskin 
for wax polishing. 











GREAT FOR 
AUTO POLISHING 


POLISHES WAXED SURFACES! 


The new Dremel Moto-Sander may also be used for speedy, effortless 
polishing of waxed furniture, automobiles and other surfaces . . . giving 
that highly desired luster. Your customers will want Moto-Sander on 
sight. Wherever displayed or demonstrated, housewives buy Moto Sander- 
Polisher because it takes the hard work out of so many jobs—makes 
housekeeping easier. Write today for details. 





FOR STILL MORE PROFIT! 
MOTO-TOOL 


THE “POCKET-SIZE MACHINE SHOP” 


Moto-Tool is packed with more 
convenience con long life features 
: than any other hand grinder . . . 
more popular than ever ~ aS 
MOTO-TOOL ing, engraving, carving, drilling, i 
KIT No. 2 routing, polishing, and dozens of MOTO-TOOL 
other operations. High-speed steel No. 2 
$23.50 cutters and other Accessories bring $16 50 
Steady repeat business. s 


a 
PORTABLE i~ 
DRILL PRESS 


Electric ONLY $9.95 (LESS 0, 


MOTO-SAW Dremel’s new portable 


na precision drill press re- 
This sturdy elec- tails at an amazingly low 
tric scroll saw ONLY price. Moto-Tool owners 
works like magic. are snapping it up — for 
Blade travels $5.85 only $9.95/ Great for han- 
7,200 strokes per dling fine work—creating 
minute! Write (COMPLETE costume jewelry, model 
today for infor- WITH making, etc. Utilizes 
mation on Moto- 3 saw Model 2 Moto-Tool which 
Saw. Sells for BLADES can be quickly removed 
only $5.85/ ) for off-hand use. 


























DREMEL MANUFACTURING CO. 


DEPARTMENT 159-A e RACINE, WISCONSIN, U.S. A, 
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Every Home-OwnerNeedsAn 
IMPERIAL LAWN-EDGE TRIMMER! 


@ Tempered steel blade has 


You'll find plenty of pros- 
extra sharp cutting edge. 


pects for this nationally 
famous Lawn-Edge Trim- 
mer which makes quick, 
easy work of trimming 
over-hanging grass along 
sidewalks. Stock up now 
and be ready to meet the 
big Spring demand for 
this sure - fire seller. costs no more—yet serves 
Order from your jobber you and your customers 
today! better! 


IMPERIAL BIT AND SNAP CO. ° RACINE, WIS. 


@ Sturdy handle features 
convenient D-Grip. 


@ Specify Imperial on all 
your garden tool and 
harness hardware orders. 
Imperial’s quality line 

















@ Made of Finest Alloy Steel 

@ Heavy Gauge 

@ Correctly Tempered to With- 
stand Heavy Factory Use 

@ Each Blade Attractively 

Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
mm <a 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Sows, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


LAFAYETTE SAW & KNIFE, INC. 


LE LISs See Fee Fe & 





115 BANKER STREET 


HARDWARE AGE, MARCH 10, 1949 
































& 


‘ 

Cc 
PIPETITE-St. 
positive se 
air, gas, | 
propane, b 
hydraulic « 
assures tic 
stands pres 
Contains mn 


A 





Plumber_KR 
holes, crack 
required. C 
leak. Just 1 
pipe. An ex 


Lake 





HARDWAF 





~, 


sAn 
ER! 


de has 
edge. 


tures 


on all 
1 and 
orders. 
y line 
serves 
tomers 


yy Steel 


o With- 
Use 
ctively 


2055 CUT 
INATION 


»s Made 
Stock, 
. Phone 


se Saws 
. 

ETITIVE 
S$ and 

te a 


PROFIT! 


cturers of 
ws, Band 
Planer & 
g Blanks, 
Jado Sets 


0, 1949 


















\ iy PIPE JOINT 
COMPOUND 


PIPETITE-Stik . . . a@ quick, FLUX-Stik . . . eliminates 
positive seal for — oil, acid, acids and paste. A safe, 


air, gas, gasoline, butane, 
propane, brine, water, steam, 
hydraulic oils. Easy to use; 


fast, clean method of surface 
preparation. No filing, sand- 
et HS papering or wire brushing. 
assures tight joints; with- Non-running, non-injurious. 
stands pressures to 2100 Ibs. Ideal for all metals except 
Contains no lead. aluminum. 

PIPE MENDING CEMENT 


Plumber KRAK-Stik . . . Stops leaks instantly in split soil pipes, sand 
holes, cracks; gaskets, metal vats, and containers. No surface heating 
required. Quick-acting and easy to apply, a positive seal for any 
leak. Just rub over the leak —even while liquid is running through 
pipe. An excellent caulking compound. 


Popular Fast Selling STIKS 
Well Advertised—Good Profits 


Write for Literature and Samples 


4 162-D North Clint St. 
Lake Chemical Co. + earn ee 














Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 


Guaranteed, 

Tested. Made from 

fine, seasoned woods. 
& 


Packed in individual cartons. 


Workmanship that has made Peerless 
a leader for over 30 years. 
® 


Sold only through recognized jobbers. 


Write for new Peerless literature. 
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LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 








THAT LETS YOU— 


1. SET JAW SPREAD AND LOCK TIGHT — AIL 
WITH ONE HAND... 


2. USE, RELEASE, AND RE-ADJUST— ALL WITH 
SAME HAND... 


3. ADJUST TWICE AS FAST— WITH RIGHT AND 
LEFT HAND THREADS ON ADJUSTMENT SCREW... 


GRIPSO |Is— 
*HAND VISE «PLIERS «CLAMP 


*NUT WRENCH «PIPE WRENCH 


ALL IN ONE EASY TO WORK TOOL! 


GRIPSO Has— 


1. FINGER-TIP RELEASE—releases powerfyl jaws instantly, 
without handles leaping apart...saves time, saves knuckles. 


2. DOUBLE-ACTING ADJUSTMENT SCREW—sets jows 
extra fast becouse of double-thread “turnbuckle” action. 


3. NEW TYPE JAWS—curved lower, flat upper... give 
positive grip in all directions, double resistance against slip- 
ping and side twist. 


GRIPSO OFFERS YOU A RARE OPPORTUNITY TO CAPI- 
TALIZE ON A BRAND NEW TOOL THAT CRAFTSMEN, 
FARMERS, AND “HOME-WORKSHOPMEN” REALLY 
WANT BECAUSE IT MAKES WORK EASIER AND DOES 
SO MANY JOBS. GET IN ON GRIPSO’S VOLUME SALES! 
WRITE TODAY FOR FULL INFORMATION AND SELL- 
ING PLANS! 


4 
THE ONLY VISE PLIERS 


FIRM NAME = on 
ADDRESS. 








CITY & STATE 
A PRODUCT OF H.R. BASFORD CO. 





¢ DEPT. B-8, 
235 15th STREET*SAN FRANCISCO, CALIFORNIA 
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li Hf bf - Cometh 


when cords or plugs 
fail in the pinch! For sure contact 
and durability, it’s best 
to feature 


ae 


APPROVED BY UNDERWRITERS LABORATORIES 


Selected by leading manufacturers . . . 
why not by YOU 


A full line of Flexible Cords 
for the Repair and Service industry, 


obtainable through Jobbers and Distributors 


CORNISH WIRE COMPANY, uc 
15 Park Row New York 7, N.Y. 























RING UP SOME NIC 
EXTRA 
PROFITS 


By Meeting the 
Demand for 

















9 


"ROUND 


cash register every season of the 


DRENCH-REPELLENT 





dealer helps. 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORP. ricHmonp, vA. 


e Black % 4953 
LOOK FOR THE /Beaf’ on THE pacKkAGE | 





Featuring: 


Attractive assortment of pictures lithographed on 

metal blanks permanently clenched into the face 

of the flue stoppers. Folding wire fasteners at- 

tached to slots raised from the metal of the blank. 
Blank Shipping Weight 

Fasteners Per Doz. Per Gross 


Diameter 
#3 Ivery 8-17/64"' 6°* or 7' 3 Ibs. 7 oz. 43 Ibs. 
#8 lwory 9%" nae 5 Ibs. 62 Ibs. 


Packing—! dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference 


J. L. CLARK MANUFACTURING CO.,“tcncis’ 










THE YEAR|) 


Black Leaf 40 beats a tune on the} 


year. MILLIONS use it as a. . .| 


SPRAY -DUST-DIP-|\ 


Over 3000 publications carry the| ® 
Black Leaf 40 story, and steady| @ 
turnover is assisted by attractive! Be 





HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 


THROUGH JOBBERS 
GRIPTROL ! 
The amazing 
new Homk 
feature — fir 
gertip contre 
through the 
handle grips 


TRULY A 
QUALITY 
PRODUCT 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. ° Des Moines, lowa 
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DELUXE MIRACLE 


Long Handle Grass Shear 
The Finest Shear on Wheels 


Rubber grip handle. Unbreakabie 
coil spring. Easy working catch to hold 
shear in closed position. Cadmium 
plated steel pull rod, adjustable. 


Heavy gauge steel tubing. Height 
from ground to top of handle, 31 inches. 
Extremely large bearing surfaces—make 
for long life. Blades drop-forged, pre- 
cision hollow ground, hardened and 
tempered individually. Cutting head 
one complete assembly, removable and 
replaceable by removing two nuts. 





a Packed one shear to car- 
diam. tion. Size carbon 441/4"" long. 
all metal 9’ wide, 4” deep. Shipping 
wheels. ‘ yQ weight per pair, 51/2 lbs. 


Order through your regular Hardware Jobber. 


KEISER MFG. CO. 


For 50 Years Leading Makers of Quality Grass 
Sheep, Horse and Hedge Shears 


READING, PENNA. 

















KEES (25233: 
HANGERS 


FOR FULL-LENGTH WINDOW SCREENS 
No. 20-J (Japan) No. 20-C (Cadmium) 


TWO EXCLUSIVE FEATURES make these 
hangers the most convenient to use. The upper 
parts or hooks are made in rights and lefts with 
flanges which guide the eyes into place. 

The lower parts or eyes are curved and have 
large openings which engage the hooks easily. 
It’s a simple matter to put up screens or storm 
Sash with Kees hangers—either from inside or 
outside the house—without a ladder or tools. 
They will not rattle or blow off. Yet may be 
Swung out at the bottom for window washing 
or ventilation when storm sash is used, 


FOR FULL OR HALF-LENGTH WINDOW 


SCREENS AND STORM SASH 
Nos. 214 and 218-G 





For brick, veneer and stucco buildings where 
there is no space at the top of the casing no part 
of ~~ hanger extends above the screen or storm 
sash. 

Hooks are mortised into the sides of the cas- 

‘sings. (In the upper corners for full length casings 
jjjand about half way down for half-length screens.) 


* A STURDY, 


PRACTICAL HANGER 
No. 215 


The “eyes” are attached to the upper cor- 
ners of the screen or sash. One screw hole is 
oblong so that position of this part can be 
adjusted exactly before the second screw is set. 
14-gauge steel, heavy and durable. Packed with flat 
head wood screws for the hooks and round head 
screws for the eyes. 


>| Y > ‘ % ‘ , s 
) @ 
KF. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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Lawn Sprinkler 


NOW 


Nationally 
Advertised 


BIG SPRAIN 


SPRING and SUMMER ° | 
CAMPAIGN to appear in 


| BETTER HOMES & GARDENS e SUNSET 
e@ PATHFINDER e AMERICAN HOME e 
HOUSE BEAUTIFUL e HOLLAND'S e 
HOUSE & GARDEN e 
THE FLOWER GROWER 









+... Over ten million messages every month 
to help you sell SPRAIN—the flower spray 





00 lawn sprinkler every garden fan has Attractive, 

d i bout! 

| en dreaming about Compact 
Contact your SPRAIN Jobber! Counter 


Here’s the hottest garden equipment deal 
for ’'49! SPRAIN has been or will be fea- 
tured editorially in Chicago Tribune, House 
& Garden, Better Homes & Gardens, New 
York Times and other leading publica- 
tions. Gets enthusiastic comments wher- 
ever demonstrated. Cash in on the interest 
SPRAIN will stir in your community. If 
your SPRAIN jobber hasn’t called on you, 
write for his name! 


Display ! 

. makes the 
most of every 
inch of your 
counter space! 
Holds six 
SPRAIN 
sprays. Order 
Spring and 
| Summer needs 





from your job- 
ber now. 








And what performance! 


SPRAIN adjusts to a fine mist for correct spraying of flower 
gardens. No heavy streams to break down stems or knock off 
petals. Another twist of the cap and your customers can give 
thirstiest lawns a heavy, thorough soaking. SPRAIN has no 
moving parts .. . chrome plated . . . only 7) inches long . . . 
fits any standard garden hose . . . a quick seller at $2.95. 









SOM yy: 
LL VA 6560 WEST DIVERSEY AVENUE 


CHICAGO 35, ILLINOIS 


RAIN, FOG OR MIST... 
AT A MERE TWIST OF THE WRIST! 
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BREESE 


The Original 





C8. 


cancdcarins FAN 





FAN EVER BUILT 





ANOTHER PIECE OF FURNITURE 
FOR THE HOME 


For the past three years, the PALM BREEZE fan has been the most talked of fan 
on the market, and has sold like hot cakes all over America. 

Get ready now toecash in on the demand already created for these sensational fans 
The new 1949 De luxe model incorporates the finest in manufacturer's engineering, 
design and utility, and will build sales for you from the very first. 

PALM BREEZE’S new advertising material and dealer-helps will help you mer 
chandise these fans. Three models to choose from, $39.95 and up, list price 


Write today for more information about PALM BREEZE 


LEE HOLLAND CO. 


1012 NORTH MAIN ST. 
FORT WORTH 6, TEX. 





[QUALITY PRODUCTS / 





SOFT 


Go JP > GHI 
& DOOR STOPS 


CHAIN 
OOR 


FASTENERS 


ANNOUNCING 


THE DIECO 48 
PUSH BUTTON TUBULAR : 


LOCK 


with screwless knobs 


For a first time a lock with these sensa- 
tional advantages at such a low pricel 
Panic proof . practical . . . easy In- 
stallation . . . the DIECO 48 has all the 
features that wil make It a best seller! 
also available the DIECO 49 and DIECO 
50 sets for passage and closet. 


WRITE FOR OUR 
COMPLETE 
HARDWARE 
CATALOGUE 


CUPBOAR| 
CATCHES 


om 


COSTUMER 
HOOKS 











the “Japp and Die Business 
wtth this display on your counter 


Fela obbel-am cote Co olttaie)el coli: Mer-taceseMe-vele Mb olbt 
the c4ce self-seller cabinet on your counter. 
Stock is all arranged, and this constant 
silent salesman of items that are always 
in demand immediately goes to work for 
you. This c4ce assortment is worked out 
on a turnover schedule of each size based 
on actual sales in hardware stores. From 
your jobber or 


HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 
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Ideal for Work on 
Plasterboard and Wallboard 








The Hyde giant No. 2E-5” Scraper is the 


perfect tool for use in covering plaster- 







board and wallboard joints, and for sealing cracks in 


plaster. The scientifically tempered SuperHYDEX Steel 


blade is made from high carbon alloys, 
and is carefully ground to just the right degree 


of flexibility for fine, precise work. The plastic handle, 


with single seam at sides, is designed with a full-tang 
construction for extra strength and durability. Ask 
your jobber for the Hyde No. 2E-5” Scraper—today! 


HYDE MANUFACTURING COMPANY 


S.A. 


SQOUTHBRIDGE, MAS S., 
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YOU’LL BE 


WITH THE 


SPEED KING tine 













No. 600 
500-MILE SPEED KING 


No. 530 
HUSTLER SPECIAL 


SPEED KING dealers are in 
the driver’s seat when it comes 
to ringing up skate sales. Led 
by the famous ‘500-Mile”’ 
model with the one-year guar- 
antee, the whole Hustler line 
has won a reputation as the 
“sensation of the sidewalks.” 
Tempered steel wheels, record- 
breaking roller action and all- 
around rugged construction 
make these skates true trade- 
builders. Put this pent-up “over 
the counter” demand to work 
in your store or department. 
Write for full details on the 
profitable SPEED KING line. 


HUSTLER CORPORATION 
STERLING, ILLINOIS 







No. 480 - 
SPEED KING 


No. 550 
SPEED KING (WITH CAPS) 

















11,000,000 
PROSPECTS 
FOR ROGERS 
mete) UiR Wc) -t) 
GLUE! 


Our consistent national advertising in Popular Mechanics, 
Popular Science, Mechanix Illustrated and Science and 
Mechanics reaches 11,357,086 readers, preselling your 
customers on Rogers famous Fish Glue — “The Cabinet- 
maker’s Glue.” Made only from select fish skins, Rogers 
top quality assures customer satisfaction, repeat business, 
increased sales. 

2 MORE SALES ADVANTAGES 

1. Protection! Rogers is sold only to the hardware 
trade, not to chain stores, group buyers or mail 
order houses. 

2. Pre-testing! “Best by Adhesive Test.” Rogers 
“Gorilla Grip” holds 3885 Ibs. per square 
inch. 

ROGERS ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 
“LET GLUEKY DO i 


Jha Glue With the Grip 


















GLOUCESTER, MASS. 
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PORTABLE ELECTRIC HAND LAMP 


Model No. 211 i”) Display it 
= = Je 


~, for Quick Sale! 


Bright Light around home and yard 
—on the highway—on farms—for 


























outdoor sports—utility—and emer- 
gency uses. 


THESE FEATURES SELL BIG BEAM 


Top quality at a popular price. Lightweight — 
weatherproof. Handy finger-tip control switch. Sim- 
ple, quick adjustment gives choice of powerful search- 
light beam or a broad spread beam. 


A full line of dry-cell or storage-battery models available 


U-C LITE MANUFACTURING CO. 


1036 West Hubbard Street e Chicago 22, Illinois 











123435 


SOLID meee, 


Counter Displays of 
House Numbers 


There is always a steady demand for clear, legible, 
low-cost House Numbers, both for replacement and 
for new buildings. Cash in on this business by dis- 
playing the Premax Counter Assortment of stamped 
and embossed metal numbers—long a favorite and 
recommended by countless municipalities in their 
renumbering projects. 


Send for House Number Bulletin and prices. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 
4941 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Avenue « Cleveland 4, Ohio 
WORLD’S LARGEST MAKERS OF VISES 











MOST ALL SIZES ON HAND F.O.B. CHICAGO 


Atlas Nail Co., Ine. 


20 N. Wacker DrivesPhone ANdover 3-3068?Chicago 6, DL 











ASK 
YOUR 

JOBBER 
TODAY! 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 














HERE'S A POPULAR HOME-IMPROVEMENT ITEM! 


Mational METAL 
WEATHERSTRIP 2 ~%, 


me ‘3 





With this compact unit any handyman can do a pro- 


For DOORS fessional job. Contains high-grade bronze weatherstrip, 


to order in quantity. 








Write or wire for prices 


NI 
National Metal Products Company 
ee 





1025 CHATEAU STREET PITTSBURGH 12, PENNA. 


THE HIT OF THE SHOW! 


THE MOST BEAUTIFUL LINE OF 
HOUSEHOLD BRUSHES ever! 


y) ‘leg 
QUALITY Y ibhed 


Write for details 
KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 
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E-Z-ON, nails, instructions for one door or window. Two 
and WINDOWS standard doors—four standard windows. Odd sizes made 3 









ILLINOIS 
WORK 


GLOVES 


FOR FACTORY 
FOR FIELD 
FOR FARM 






















= 











PUSHLESS PICTURE HANGERS « PUSH- PINS 


The VERY BEST that money can buy. Sell them to your cus 
tomers with COMPLETE CONFIDENCE. Nationally advertised. 
> 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA. 
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for all 
Popular 
Cartridges 


The IDEAL TRU-LINE JR. is a sturdy and com- 
pact press for producing reliable ammunition quickly 
and easily—a typical example of well designed, well 
made, reasonably priced Lyman line of equipment 
for shooters including: 
LYMAN METALLIC SIGHTS 
IDEAL RELOADING TOOLS 
LYMAN TELESCOPIC SIGHTS 
; CUTTS COMPENSATORS 

Priced for Jobber and Dealer acceptance and 
backed by national advertising. 


LYMAN GUN SIGHT CORP. 
ie Middlefield, Conn. 























KEEPS LIVE BAIT 77z¢ 
HOURS LONGER 


Exclusive NU-AIRFLO principle 
feeds minnows fresh, life-giving air 
bubbles with every move of the 


bucket in car, boat or afoot. Slous Vous Svoke 


Opportunity! Act now! 
Dis ALLY BY LEADING = Cash in on these pop- 
TRiBuTED NATION O86», ular, fast moving 
minnow buckets! 
Send for litera- 
ture, prices and 
samples today! 
, 


og ae 
ge eee 
sie ia: 





DEPT. HA-3,QUINCY, ILLINOIS 
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More Strips per Jar 


e Each strip expertly designed and carefully manu- 
factured for best results. Cut and punched to fit all 
lures correctly. Thin like your customers want it. 
Five popular styles: Bass Favorite, Bass, Muskie, 
Frog, Fly. 


NATIONALLY ADVERTISED IN LEADING 
SPORTS MAGAZINES 


“Bill’s 13” sells fast 
—builds repeat busi- 
ness and extra prof- 
its. Ask your jobber 
for “Bill’s 13” today! 
JOBBERS’ INQUIRIES INVITED 


Prompt Deliveries! 





DEAN BROS. 


Valdosta, Georgia 










Tough, hard-to-please customers buy tough, strong DeWitt 
Hooks— especially when you show them the popular, 
clearly labeled No. 1850 assortment. At a glance, your 
customers can see and pick just what they need from the 
1800 spear point ringed DeWitt Hooks in blued Carlisle, 
bright Cincinnati Bass and japanned Kirby patterns. By 
the makers of Pyra-Shell Bait, Fly and Leader Boxes. 


Se itt ow. 


BURN, iain 
ait CLARK ST . 
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DOUBLE 
LOCKING 
DEVICE 





e The Strongest—Safest Locks Made! 


e Needed in Every Home and Apartment on 
Almost Every Door and Every Window! 


e Such Demand Sells Them So Fast! 
Ask Your Jobber or Write 


All Year Round Sure Profit liems! 


SAFETY LOCKS « WINDOWS & DOORS | 











SUN METAL PRODUCTS 





é 


power & — 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
hardle with 
absolute 
confidence. 


Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision 
built. Many desirable features’: — Alumi- 
num alloy castings. Tubular steel handles. 
Attractive baked enamel finish. 5-blade 
ball bearing reel with take-up for wear. 
20” cut, adjustable for height Positive 
clutch. Highly reliable power unit. Rug- 
ged tires. Weight 87 Ibs. 


3319 W. CARROLL AVENUE 
CHICAGO 24, ILL. 























Model 550 Deluxe 


Unquestionably the 
finest hand mower 
we have ever built. 
Light, modern, 
smooth running. 
Popularly priced. In- 
vestigate this excel- 
lent selling item 


Information on request. Write today! 


ASE TOO 


MANUFACTURING CO. 
Springfield, Ohio 




















© WOVEN 
CHEMICALLY TRACE maak RE SPUN ar ASS 
b 


KINDLERS 


FOR OIL BURNING WICKLESS STOVES, 
RANGES AND HEATERS 


Scent ° 


$ PA 
£4105 company att 





atcas Ase 








America's finest wick! Most efficient, most economical. 
The original wicking made of spun glass, it provides in- 
stant heat. Outlasts other wicks many times over. 
Stocked by practically every leading jobber in America. 








GNIS 


ASBESTOS COMPANY 


POWER & HAND LAWN MOWERS es 
imaxtas OF GLASwi 





NORTH WALES, PA. 


IK, Fo .:EMASTER, TOP NOTCH AND VICTORY WICKS 
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Coucord TRELLISES, AR 


———., 


BORS, FENCES 


Fast-selling, quality spring-time 
merchandise at reasonable prices 
Write today for literature 


CONCORD WOODWORKING COMPANY, INC. 


WEST CONCORD, MASS. 
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SCREEN DOOR BRACE NO. 60 


Another popular CHAMPION item to add to your TWO SIZES — 21 inch and 42 inch lengths. | 
screen door hardware list for a successful season. Packed 1 doz. in a box, 1 gross in a case. 
Order now for Spring delivery. TWO FINISHES—Bright Zinc BZ, Dull Japan DJ. 


Nearly all hardware jobbers handle some products in the big CHAMPION line. 


The : | 
NO DRAG CHAMPION HARDWARE C0. NO SAG 


GENEVA, OHIO 








j——"——_- 

















| EAGLE /mPROVED SCAN-CANS na TOP 


IN COLORFUL CARTONS FOR EASY SALES 
QUALITY 
GUARANTEED 


| DEAROSA 


PLASTERERS 
BRICKLAYERS 


Catch the eyes of your customers with the bright colors of these 
EAGLE household oilers. Made of a transparent plastic material 
unaffected by lubricating oils, kerosene or gasoline, EAGLE 1m- | 
proved Scan-Cans are packed a dozen to a display carton, equally —=Z 
assorted jewel-like colors—Ruby, Emerald, Sapphire, Crystal. 1%2- aD: 
ounce capacity . . . 434-inch spouts. “MADE FOR MECHANICS i 
SAFETY . . . CONVENIENCE BY MECHANICS" ZAG 

| 
























@ Special High Grade Trowel Steel, Tempered 
—Flexible 


@ Plasterers Tools—Extremely Light—Aluminum 
Mounting—Riveted Construction—Super Finish 


SEE YOUR JOBBER FOR SAMPLES AND PRICES 
OR WRITE FOR LATEST CATALOG 


PROMPT SHIPMENTS ON MOST ITEMS 
Manufactured by 


DEAROSA MFG. CO., Brooklyn 32, N. Y. 


SELL EAGLE (gen, 
FLEXO-SPOUT , = 
FILLER CANS 


Stock these EAGLE Fillers— 
they’ll sell because they embody 
the features your customers want 
, maximum safety, efficiency and 
ease of operation. The supply 
valve and air vent are automati- 
cally controlled by the use of the 
spout. Cans constructed of high- 
grade terne coated steel. Capacity 
2%-5 gallons. 

















Order from your jobber NATIONAL & EXPORT REPRESENTATIVES 
EAGLE MANUFACTURING CO. SURPLESS DUNN & CO. 
Dept. HA 349, Wellsburg, West Virginia 74-76 Murray St., New York 7, N. Y. 
Serving the trade since 1894 \ 34 No. Clinton St., Chicago 6, Ill. PD, 
ny @ | 











word for “curtain stretcher’’ 





Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handle. Special design makes it 
easy to set up or take down—its many features mean satisfaction, sales 
and profits. Write for descriptive literature and discounts. 


(itustrated) 97.99 = “zz $6.99 S22" $5.99 






Prices shown are retail. Inquire about additional low-priced promotional 
WORLDSBEST curtain stretchers. 
ees AES WORLDSBEST INDUSTRIES, INC. 


1150 BROADWAY - NEW YORK 1, N. Y. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 











* MARSHALLTOWN, IOWA 











LIGHT DUTY 
*C” CLAMPS 


Your customers will appreciate 
and demand these clamps with 
Aluminum Alloy bodies and copper plated, steel, precision cut 
screws. Exceptionally strong, yet light in weight, they are handy 
to use on all kinds of clamping operations. Sizes range from 
1%” to 6” openings with 1%” to 234” depth. Attractively 
priced. Write for data sheets today. Department H.A. 


The WESTERN Tool & Mfg. Co., Springfield, Ohio 











OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate —copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 

















system business. 


5 Well System 


deserve investigating. Write — 


“ag 


The only water system with LIFE-LOK 
—most effective selling feature in water 


BURKS EDUCER converts Shallow 
into Deep Well 

System. Same pumping unit for 
both. These powerful money makers 







-** DECATUR PUMP CO., 52 ELK ST., DECATUR 70, ILL. 











GARDEX STEEL GOODS! 





























A HIGH CARBON STEEL HOE FOR EVERY JOB 
RAKES , 
eae” nN 
\ Magy Moss 
\ oe CULTIVATORS 
Liat \ ¥ Liet 
$1.40 \3 $1.40 TURF EDGERS 
No. 902 No. 912 SEEDERS 
NURSERYMEN’S COTTON WEEDERS 
HOE HOE P 
. BROOM RAKES 
0. 906 COMPETITIVE FIELD HOE $1.05 
Write for Catalog. GARDEX, Inc., Michigan City, Ind. Es, ETC, 


Since 


GARDEX S0ot-Plow' 
SARDEA scele) &. 


Americas Modern Garden 





With FRICTION-GRIP “No Wobble” HANDLE SOCKET 











AUTOMATIC GRIP 
SCREWDRIVERS 


MORE WORK 
IN LESS 


ORDER THRU 
JOBBER 


TIME! 


Hold-E-Zees do the job better, faster. They excel wherever screw- 
drivers are used. Gripper instantly released by spring action, slid-, 
-ing up out of way when not in use. All materials highest quality. 


UPSON BROS., INC., 65 Broad Street, Rochester 4, N. Y. 








ALUMINUM LEVEL 
with 
INTERCHANGEABLE 


APN ar) =) 


EMPIRE LEVELS 


BOX 97, DEPT. 70S MILWAUKEE 13, WISCONSIN 














FOLLOW THE “LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 





“Want Ad" 


HARDWARE AGE _ Classified Opportunities Dept. 


ADVERTISING— 
Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. ¥ 
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Wh 3 : MASONS 


@oe.. ALUMINUM ORIGINATED 1896 AND ALUMINUM 







































MAYES GUARANTEES ACCURACY. SERVICE 
ASK YOUR DEALER *AND DURABILITY: CA 
FOR 
maves Toots [MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Micn. 
(PERIENCE PORCELAIN - - — —= 8 
UTILITY | SELL THE 
ERS QUCEMLCE 
TABLES EST. 1857 
opper, sA95 SADDLE LEATHER LINE 
finish. ° 
action. : wie , ra atte ste 
; n various colors. 55 lade SEND leather sporting goods are profit 
rience. 12V2"' x 25"" high as illus- FOR CATALOG producers. Made in the West since 
on Sctreomsr ster | | tawmence 3887. Nationally edvertind in lad 
| e0 B A R R | D re) N available. Write for information. 
ls , PRODUCTS THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 
1429 Park St., Hartford, Conn. .— — e 






































Get this extra profit NOW! Sell. 
MILLER SAFETY HITCH-PINS || 


A proven best-seller for implement men; a proven | 
better hitch-pin for the farmer. Now, add the 

MILLER PIN to your hardware stock and watch 
it sell! Case-hardening, handy handle, safety | 





SEND FOR NEW 








ER THRU features, yet the popular 3" size sells for only 


JOBBER 85¢. (5¢ higher on west coast.) Fifteen sizes 1949 CATALOG 
and types. . 

dein Ask your jobber today. Or write... 6 

, slide, || | EPHART MFG. CO. 

vality. M | L L £ b Pp R 0 D U C T 4 C 0 e | 1026 West Adams St., Chicago 7, Ill. 





N.Y. B 713-723 CHERRY ST. DES MOINES, IOWA 
. (JOBBERS: Write for full information.) 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 

















ROPE - BINDER TWINE 
BALER TWINE 
TYING TWINF 








WORWICH 


INTRODUCES 
A Spinning Line 


NORWICH experience in produc- 


PLYMOUTH, MASS 





ing official small-size tournament 
lines has perfected SPIN-EASE 

..a smoothly braided, uniform 
strength, nylon spinning line with 
the smallest diameter in propor- 
tion to pound test. 100 yd. spools, 
4, 6, 8 Ib. tests, white, tan, green 
respectively. 


Ask Your Jobber Salesman 


NORWICH 


LINE COMPANY, INC. oi 
NORWICH, N. Y. THE ROPE YOU CAN TRUST 
The Line of Champions | BECAUSE IT IS ENGINEERED FOR YOUR JOB 



















GLASS 









oun CUTTERS KNIFE ’ 
dver- : > 
There are no substitutes for quality— ow ae 
stock and sell genuine RED DEVIL tools. = 
u. Y DA 





Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. GLAZIERS 


POINTS 





woopD 
SCRAPER 
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lassified Aduertising Rates | 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... «10 


Positions Wanted 
(Special Rate) set solid, maximum, 
PO ME jp ncdasesdoncccndqcesede $2.00 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















[ Help Wanted «dS 


Wanted 





HERE IS AN OUTSTANDING OPPOR- 
TUNITY FOR AN ASSISTANT SALES 
MANAGER to take complete charge of hand 
lawn mower sales, nationally distributed through 
jobbers, by a reputable manufacturer, Give ex- 
perience and salary expected. Address Box N-115, 
care of Haroware Ace, 100 East 42nd St., New 
York 17, N. Y. 








SALESMEN WANTED 


By a long established, well rated manufac- 
turer, of a complete line of leather DOG COL- 
LARS, HARNESSES, etc. Opportunity for ex- 
perienced men calling on retail hardware and 
variety stores. Protected territory; liberal com- 
mission. 


Address Box N-33, care of HARDWARE eee 
100 East 42nd Street, New York 17, N. 




















THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 75 factory lines to sal 


WANTED EXPERIENCED SALESMAN 
BY LARGE WESTERN MANUFACTURER 
to call on wholesale hardware trade in Central 
West. Excellent opportunity for right man. 
Write fully to Box N-112, care of HarDWarE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMAN WANTED. PROMINENT NA- 
TIONAL PAINT BRUSH MANUFACTURER 
HAS OPEN TERRITORIES for men now call- 
ing on paint and hardware dealers, lumber yards, 
department stores, industrials, etc. Sideline men 
or manufacturers’ agents considered. Good com- 
missions. Territory protected. Write details of 
experience to Box M-672, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y, 


SIDELINE SALESMEN WANTED TO 
CARRY LINE of Building Paper for hardware 
stores and lumber yards. All territories. Write 
Natanoch Paper Mills, Inc., Natanoch, New York, 





on 
Sink 


EXCELLI 
MEN TO 
high grade 
pocket kniv 
Prefer men 
barber and 
Ohio and ad 
care of Har 
York 17, N., 





MANUFA 
FOR THE 
States of } 
parts of the 
New Jersey, 
Virginia, Tt 
N-117, care 
St. New Y 





SIDE LINE SALESMAN WITH FOLLOW. 
ING among retail hardware stores, plumbing sup- 
ply stores, and chains, to sell a line of medium 
priced, nationally known chrome bathroom fix- 
tures. Territory open in all New England States. 
10% Commission. Address Box N-120, care of 
HARDWARE Ace, 100 East 42nd St., New York 
7, = S 








METROPOLITAN WHOLESALE DIS- 
TRIBUTOR EXPANDING TERRITORY — 
Seeking One or Two Experienced Hardware 

Salesmen with Retail Dealer Following in New 
Jersey, Connecticut, New York States. Must be 
a live wire. Nationally advertised brands tools, 
hardware, housewares, garden implements in 
stock. Liberal drawing and commission. Com- 
plete details in first letter. Address Box N-85, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, H.. ¥. 





covering retail stores outside of the larger 
cities. Here are one hundred complete factory 
lines, and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box M-272, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 











SPECIALTY SALESMEN 


If you are covering Hardware Trade—Metropolitan 
Area—if you believe in your ability to handle a fast 
moving, nationally advertised line of portable electric 
tools suitable for E & USTRY—we are 
prepared to pay you large commissions monthly. 
Please write full information including phone number. 


Address Box N-10!, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


EXPERIENCED ELECTRICAL SUPPLY SALESMEN 
WITH ESTABLISHED FOLLOWING AMONG 
HARDWARE AND ELECTRICAL RETAIL DEAL- 
ERS TO SELL NATIONALLY KNOWN LINES 
OF ELECTRICAL SUPPLIES AND WIRING 
DEVICES. COMMISSION. TERRITORIES OPEN: 
NEW ENGLAND STATES, PENNA., MD., VA., 
AND WEST VA., NO. & SO. CAROLINA. 
WRITE STATING EXPERIENCE AND TERRI- 
TORIES YOU NOW COVER. 


OSTRANDER ELECTRICAL 
SUPPLY CORPORATION 
18 WARREN ST. NEW YORK 7, N. Y. 
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WELL ESTABLISHED CORDAGE MILL 
REPRESENTATIVE REQUIRES SERVICES 
OF SALESMEN calling on Mill Suesly Hard- 
ware Trade and Consumers, to sell Rope, Sash 
Cord, Mops, Twine, etc. Full time or side line 
Wanted for Eastern, Southern. New England 
States and Northern New York, Highest com 
mission paid. Assistance given with leads. Fur- 
nish references and state full experience. Address 
Box N-67, care of Harnpwarg Ace, 100 East 42nd 
St., New York 17, N. Y. 





SALESMEN WANTED TO REPRESENT 
Large Wonnecticut Wholesale Hardware and 
Houseware Jobber to sell to established accounts 
in Rhode Island, Albany and Hartford terri- 
tories. These are established territories. Resi- 
dent men preferred, experienced only. Draw, 
commissions, bonuses, high earnings, top lines. 
Address Box N-92, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





WANTED — CONTRACT BUILDERS’ 
HARDWARE SALESMEN by nationally known 
manufacturer, State experience and salary ex- 
pected. Address Box N-93, care of HarpWarRE 
Ace, 100 East 42nd St., New York 17, N. Y. 





HARDWARE SALESMEN. WE ARE MAN- 
UFACTURERS OF HIGH GRADE NATION- 
ALLY ADVERTISED GARDEN ‘TOOLS 
previously sold thru brokers and jobbers. We 
are changing our mode of operations and are now 
appointing individuals accustomed to selling to 
the retail Hardware, Seed, and Department Store 

rade. The men we seek are those anxious to 
have an exclusive franchise on a Lifetime basis. 
No financial investment required to obtain dis- 
tributorship. An automobile is necessary. This is 
a depression proof business. Please give brief 
resume. Address Box N-96, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


MANUFACTURER REQUIRES SIDE LINE 
SALESMEN in Iowa, Nebraska, Kansas, Mis- 
souri, Kentucky, Tennessee and West Virginia 
to sell our Medicine Cabinets, Mirrors, etc., to 
Hardware, Plumbing and Lumber Trades. 15% 
Comm. Repeat order protection and ‘prompt 
a . Write fully with references. Standard 

rt Industries, 327 S. LaSalle St., Chicago, III. 





MANY TERRITORIES OPEN TO SIDE- 
LINE SALESMEN with rapidly expanding 
manufacturer. One season old ‘“Tru-Square,” 
the low priced square pattern lawn sprinkler, 
already carried by nation’s leading accounts. 
Othe: unique items scheduled for spring release. 
Exceptionally large commissions, protected terri- 
tories. Glenway Products, Box 1024, Studio 
| City, Calif, 








| SIDELINE SALESMEN, SMALL - TOWN 
COVERAGE. Houseware, Homefurnishing, Ap- 
pliance Stores. 71%4% commission. Catalog in- 
cludes automatic toasters, irons, bathroom cabi- 
nets, gas and electric hot plates and stoves, roller- 
skates, chrome stools, play-pens, space- -heaters, 
ironing boards, folding rulers, broilers, plastic 
seats, swings, many others. Address Box N-91, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. 








SIDELINE SALESMEN 


or distributors wanted for several terri- 
tories to sell new patented process exterior 
house paint and primer. Sells for half the 
price of nationally advertised lead and oil 
paints. It is in large demand. Made from 
titanium, synthetic resin and linseed oil. 
Due to the high cost of drying oils and 
white lead, dependable lower priced paints 
are not available to dealers. Here are large 
volume leaders for all live wire dealers. 
Sold satisfaction guaranteed, 


The Merit Paint & Varnish Co. 
3748 E. 91st Street 
Cleveland 5, Ohio 
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—= | Unt ve Seckion 
| ees 
s, 
er 
. Sales iwes Wanted |||Sales iwes Wanted | |/ Accounts Wanted =f 
er . 
y3 
EXCELLENT SIDE-LINE FOR SALES- HARDWARE EXECUTIVE WITH = 25 
to MEN TO REPRESENT IMPORTER of NATIONALLY KNOWN YEARS EXPERIENCE moving to Florida 
high grade shears, scissors, barber razors and RULE MANUFACTURER permanently, wishes to represent manufacturers 
pocket knives. Protected territory, Commission, (uiitbiinn Attn Gin % gor with established lines and accounts. Address 
Preier men with contacts in department stores, || fomsldertas Additions! Sues Representative. Wee || Hox N-106. cave of Haaowane Act, 100 East 
barber and beauty supply or hardware trade in exact territory covered: trade called on. Advise in 42nd St., New York 17, N. Y. 
Ohio and adjacent territory. Address Box N-116, full: Lines presently carried and length of time you : 
y care of Harpware Ace, 100 East 42nd St., New have had them. Please enclose photo. All replies in 
“s York 17, N. Y. strict confidence. WANTED ESTABLISHED WELL KNOWN 
Address Box N-103, care HARDWARE AGE LINES BY SOUTHERN MFGRS’ AGENT to 
100 East 42nd Street, New York 17, N. Y. sell to Hardware and Paint Wholesalers in Dis- 
trict of Columbia, Va., North and South Carolina, 
Ga., Fla., Ala., Miss., Tenn., W. Va., Ky. and 
MANUFACTURERS AGENTS WANTED Cinn., Ohio. Best reference, 18 years’ experience. 
ted | FOR “THE FOLLOWING TERRITORIES— Present annual sales $1,000,000. Address Cor- 
, NI pe > ‘lius deWitt, 4501 Archer Ave., Richmond, Va. 
States of New Mexico and Florida only; any ie , ’ 
parts of the States of New York, Pennsylvania, SALES REPRESENTATIVE | 
ED , TO New Jersey, Delaware, Maryland, Virginia, West WANTED } 
hardware Virginia, The Carolinas, Kentucky. Addre#s Box 
s. Write N-117, care of Harpware Ace, 100 East 42nd By sole importer of PRIMUS type FasseEns 
few York, St. New York 17, N. Y. STOVE. Also BLOWLAMPS. Good opportunity for SOUTHEASTERN STATES 
suitable person. Advise territory covered. ul ‘ ~ Established 1926 
anufacturer’s gents. tablis' le 
ep se a. ey Y Staff of 5 men. Cover trade 4 times yearly. 
90 West Broadway ssiccllia adbedtacctl Commission basis, Inquiries invited. 
meget SALES REPRESENTATIVE. HARDWARE, 
bing sup- SPORTING GOODS, AND GENERAL STORE McCUTCHEN-SIMPSON, INC. 
; medium ITEMS to be sold to your dealers and jobbers in 9822 N. E. 2nd Avenue Miami 38, Florida 
room fix- the territory now covered by you or carry as 
id States. exclusive items. Sales commissions and appeal iccounts Wanted 
_ care of of items will iy, liberal annual income. rite 
ew York fully all details to: Sales Manager, 1430 West 
ah &., Cleveland, Cute, MANUFACTURERS REPRESENTATIVE 
WITH A FOLLOWING of wholesale hardware NATIONAL DISTRIBUTORS 
and mill supply accounts in California and Established—Reliable Aggressive 
Arizona wants major line a lines with _ ANCO CORPORATION Pittsburgh 22, Pa. 
> table firm. Write J. C. Sales Co., 914 Main 
E LINE SALES REPRESENTATIVES WANTED: | St, Huntington Beach, Calif. Sen Veh 6 en 6 Deak 
ai aa is- Nationally known manufacturer of builders hard- ‘i Cleveland @ Louisville 
ern ware has several territories open for representa- . : . 
we tion. Experienced representatives having good Covering all classes of jobbers. We will carry 
ag ee following and understanding builders hardware| ADD TO THE LINES YOU ARE ALREADY | | the accounts or you can bill direct. 
giedeck sales for shelf and contract work desired. State CARRYING, these values made possible by our Write for further information and references. 
cago ill lines now carried and territory covered. Address | entire factory closeouts; Steel Asphalt Shingle 
? ini Box N-20, care of Hanpware Ace, 100 East 42nd | Roof Brackets at $5.00 pet doz.; 2 Qt. Pressure 
St., New York 17, N, Y. Liquid Sprayers at $6.00 per doz.; Post Lan- 
ead terns, copper or black, mounted on white bake- 
ite -" at $14.00 each. Address L. Coen MEX Ico 
S + 13 ani +» Quincy, Mass. : - 
)_SIDE- PRviden 37ioy, Cramite St» Quincey, Mass. | 1 New yorK FIRM WITH OFFICE IN MEXICO 
— OLD, ESTABLISHED MANUFACTURER CITY AND LARGE FOLLOWING ALL OVER 
pore ad WITH NON-JOBBER LINES going direct to MEXICO, REPRESENTING HARDWARE MAN. 
pa retail hardware, pawn shops and automotive UFACTURERS, INTERESTED IN FURTHER EX- 
. tele sean stores wants Manufacturers Representative now | | CLUSIVE AGENCIES. 
ad tok calling on this trade. Lines extensively adver- DAVIS, MICHAELS, & MARTINSON Address Box N-100, care HARDWARE AGE 
, Studio a fh ogy mg plage Dag 4 ~~ gsr Manufacturer’s Representatives 100 East 42nd Street, New York 17, N. Y. 
traveling stating whether they handle your lines cai Pha cy w — Pisces 20 
exclusively, (2) territory covered, (3) lines now anufacturers agents traveling men rough —s a a a ee a 
— carried indicating which are direct and (4) terested ia taking on SS a, ete, 
number of times each State is covered and by oods, , and janitor’s supplies. 
TOWN how many men. Address Box N-121, care of Calling on department stores, jobbers, chains, and 
A HarpwarE Acer, 100 East 42nd St., New York well-rated accounts. You can bill or we will carry the | 
ling, Ap- 17, N. Y. account. 
talog in- | 
om cabi- | 
es, roller- | 
e-heaters, | 
4 — WE NEED TWO OR THREE ADDITIONAL 
wer MANUFACTURERS’ AGENT WANTED OHIO TOOL HOUSE HARDWARE LINES FOR OUR SALES OR- 
” Several territori f ent t licit hardware. 
marine and farm implement wholesalers. ‘The item is WHOLESALE TOOL DISTRIBUTORS COVERING GANIZATION OF OVER 200 SALESMEN 
the FRANKLIN "500" WINCH. National advertis- THE ENTIRE STATE OF OHIO WITH 7 MEN AND REPRESENTATIVES IN ALL TERRI- 
ng assistance. W ‘onsi ants wh 
——- oe line and who to NOW Gdttan to aa oe. ee eee yoo gh TORIES OUTSIDE OF CONTINENTAL 
7 oa Give full particulars and references MAY BILL DIRECT. UNITED STATES. 
R. C. EMRICH & CO. STEM DISTRIBUTING COMPANY WE HANDLE ALL DETAILS IN OUR 
EN 215 Columbia St. Seattle 4, Wash. 6406 EUCLID AVE., CLEVELAND 3, OHIO OFFICES AND PAY THE MANUFACTURER 
UNDER HIS REGULAR DOMESTIC TERMS. 
a FOR OVER TWENTY YEARS WE HAVE 
If the BEEN HANDLING THE EXPORT BUSINESS 
nd oil OF SEVERAL OUTSTANDING MANUFAC- 
SPECIALIZED, EXPERIENCED 
a MFR'S. AGENTS WANTED EXPORT MERCHANTS OFFER TURERS, AND WE CAN OFFER FIRST 
js and To call on Builders’ Hardware, Contract Deal- EXPORT DISTRIBUTION CLASS REFERENCES. 
— Pw Lumber Yards to sell Established Line ca gg = By F —_ ~ a ey - = 
> Jarge of Casement, Storm Sash and Other Hardware. ° ifficu -work, ° 
ealers. _ England, New York, Pennsylvania and Sivedien , od Sh Amal A TORRES EXPORT INC 
acta KURT ORBAN CO., INC. 
Gk Gin Site ee Gn ane —— 4.3, 1791 HOWARD STREET, CHICAGO 26, ILLINOIS 
| Co. 100 East 42nd St., New York 17, N. Y. 6 Wen Guan New York, N.Y. | | 
—-— (Classified Opportunities continued on page 296) 
« ‘ 
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Clanssihted Opportunitien. Section... 











Accounts Wanted | 


[Positions Wanted | 





[ Business Opportunities | 





EXPERIENCED HARDWARE SALESMAN 
WITH FOLLOWING among the large retailers 
and jobbers would like to hear from several 
manufacturers (non-conflicting) desiring sales 
representation and management in the Western 
Penna. and Eastern Ohio Area. Address Box 
N-99, care of Harpwarr Acr, 190 East 42nd St., 
New York 17, N. Y 





POSITION WANTED AS SALES FIELD 
REPRESENTATIVE WITH MANUFAC. 
TURERS AGENT on Builders Hardware Lines. 
State of Michigan Territory preferred, but will 
consider Eastern Penna., Delaware, Maryland and 
District of Columbia. Good producer, can furnish 
references. Address Box N-98, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMAN FOR MANUFACTURERS 


AGENT covering Hardware, Houseware and 
Builders Hardware Jobbers in Greater New 
York and parts of New Jersey, seeks manufac- 
turer to represent on commission basis. Semi- 
monthly and monthly coverage. Address Box 
N-111, care of Harpware Ace, 100 East 42nd 


St., New York 17, N, Y. 





MANUFACTURERS AND SALES MAN- 
AGERS. Exceptional personal contacts with 
large wholesalers and many retailers, coupled 


with superior salesmanship euable me to introduce 
or promote quality products through either type 
of outlet. You have nothing to lose by talking it 
over in complete confidence. Address Box N-77, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 














| Positions Wanted | 


MANUFACTURERS AGENT DESIRES | 
LINE FOR NEW JERSEY contacting lumber 
yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
N-25, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y 





RETIRED SALESMAN FOR A RATIONAL 
ABRASIVE MANUFACTURER WANTS §S 
UATION selling to Hardware, Mill and inc 
Supply Jobbers and Dealers in Arizona and 
Southern California. Large acquaintance and 
-— standing in trade. Perfect health. Have car 

Will furnish references. What have you to offer? 
Address H. Kulle, 339 W. Portland St.. 
Phoenix, Arizona. 


ATTENTION MANUFACTURERS OR 
AGENTS. SALESMAN with 18 years diversified 
experience on West Coast, specializing Sporting 
Goods, Tools and Hardware, desirous in making 
change. So. Calif., California, or Western States. 
Well acquainted with jobbers and over 600 retail 





accounts. 45 years old, own car and home. Refer 
ences. Good missionary work 
care of Harpware Acr, 100 East 
York 17, ¥. 


42nd St., New 


296 


Address Box N-97, | 


HARDWARE DEALER. YOUNG MAN, 
27, College Graduate desires position with hard- 
ware firm in the Metropolitan New York Area 
where I can thoroughly learn the hardware busi- 
ness and become an asset to your firm. Am 
presently employed as salesman. Address Box 
N-119. care of Harpware Ace, 100 East 42nd 
St New York 17, N. Y 


MR. 


) 


POSITION 
SALESMAN, 


WANTED. HARDWARE 

10 YEARS builders hardware, 
tools, mill supply, paints to the industrial trade, 
New York City. Desire manufacturers represen- 
tation on builders hardware, take off blue print 
and estimating. Have car, will travel New York, 
New Jersey and Connecticut, Address Box N-114, 
care of Harnware Ace, 100 East 42nd St., New 
York 17, N 


HARDWARE EXECUTIVE WITH 25 


YEARS EXPERIENCE moving to Florida 
permanently, desires association with reputable 
dealer or jobber. Experienced in mill supplies, 
general, builders and marine hardware. Available 
immediately. Location immaterial. Address Box 
N-107, care of Harpware Acez, 100 East 42nd 
St., New York 17, N. Y¥ 





MANAGER SALES AND PURCHASES— 
Large Southern Wholesale Hardware and Mill 
Supply House desires making change. Age 34, 
Married. Fifteen years Hardware and Mill Sup 
ply experience. Best personal and _ business 
references. Address Box N-105, care of Harp- 
wart Acre, 100 East 42nd St., New York 17, 
N.Y 


SALES MANAGER — FIFTEEN YEARS 
HARDWARE EXPERIENCE WITH TOP 
FIRMS. Thoroughly familiar with most major 
lines, also all aspects of hardware business, 
Will consider manufacturer or wholesaler but 
primary interest is that firm be progressive and 
substantial. Address Box N-95, care of Harp- 
ware Acr, 100 East 42nd St. New York 17, 
oe 


ENTERPRISING BUSINESS WOMAN 


WITH FINE BACKGROUND SALES PRO- 
MOTION EXPERIENCE wishes to manage 
Chicago Office of Eastern Firm. Thoroughly ex 
perienced in all office procedure and can contact 
Trade. Well-known in Housewares Field. Can 
produce. Salary and Commission only. Address 
E. R. Gillette, 6447 Kimbark Ave., Chicago 37. 


Til. Plaza 2-0184. 








[Business Opportunities | 





WANTED, HARDWARE AND HOUSE- 














FOR SALE: HARDWARE HEATING - 
PLUMRING STORE AND SHOP i Smill 
Northern New York Summer Resort and Farm. 
ing Center. Same location for 60 years, average 
yearly sales $17,000. Splendid opportunity. Pres- 
sent owners desire to retire and move. For de- 
tails write Box N-71, care of Harpwarez Acz, 100 
East 42ud St., New York 17, . 





FOR SALE—HARDWARE, PAINT, AP- 
PLIANCES AND HOUSEWARES STORE 
located in prosperous community 80 miles from 
New York City, leading franchises, modern 
fixtures, clean stock. A well established business 


doing a _ substantial gross. Reasonably priced 
for quick sale. Address Box N-113, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N 





FOR SALE: OWNER WISHES TO RE. 
TIRE. HARDWARE STORE—Factory District 
of Central Pennsylvania City. Stock about $15,- 
000.00, hardware, house furnishings, paints, elec- 
trical ‘supplies, sporting gools, garden seed and 
fertilizer, ete. Hardware Store at location over 
sixty years. Nearest competitor one mile. Address 
Box N-102, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





FOR SALE—HARDWARE, PAINT, AP- 
PLIANCE AND EQUIPMENT STORE. Best 


South Georgia Town, 16,000° population. 15 
mile radius approximately 70,000 population. 
Inventory $21,000; Fixtures and Equipment 


$3,200: Building 220’ x 60’, with 6 room apart- 
ment upstairs, on 200’ front lot $25,000. Will 
sell Stock, Fixtures, Equipment and Lease Build- 
ing or Sell Complete for $44,000. Address Box 
N-198, care of Harpware Acer, 100 Fast 42nd 
St.. New York 17, N. Y¥ 





HARDWARE STORE 
FOR SALE 
IN NEWARK AREA. COMPLETELY STOCKED. 
VOLUME ABOUT $50,000.00 
FAIRLY PRICED. 


Address Box N-118, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











Hose Special—Hose Special—Hose Special 
200, FEET %” PNEUMATIC | suitable for 
AIR, WATER, or GA Manufactur Swan 


le priced at LESS 
THAN HALF REGULAR WHOLESALE PRICE— 
8¢ a foot, f.o.b. Portland, Oregon. 


SCHNITZER STEEL PRODUCTS CO. 
3300 N. W. Yeon Avenue, Portland 10, Oregon 
Telephone: BRoadway 3565 











ESTABLISHED 














WARE RETAIL STORE, well established, 
doing about $100,000 annually. If you are ready 
to retire, this is your opportunity. I am 2 
principal. Kindly send full particulars. Ad- 
dress Rox N-109, care of Harpware AcF, 100 WANTED 
East 42nd St., New York 17, N. Y. ° * 
must be progressive merchandisers 
. = for Cast Iron 
PRINTING ELECTRIC STEAM RADIATORS 
—a. * i, ale Bond 5M. $21.95 Automatic Thermostatic Control 
TS ; i dels 
6% Gavctepee~200h Sond portable and stationary mode 
IM $5.25 2M $9.75 5M $21.95 Write for details. 
Statements—8'/, x 5!/,—Ruled or unruled 
IM $4.25 2M_ $7.25 5M $13.95 KORAL ELECTRIC MFG. CO. 
Delivered Prices. Terms Net 10 days. 43-22 Van D St. L saeed Ste (. 0. ¥. 
MAYFIELD PRINTING CO. MAYFIELD, KY. | | ee Sen, TON ere ee 
HARDWARE AGE. MARCH 10, 1949 
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STEVENS LEVELS 
sell themselves! 
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INT, AP- 
5 STORE 
miles from 
Ss, modern 
ed business 
bly priced Over 25,000 retail hardware stores serviced 
3, care of through established well-rated wholesale dis- 
New York tributors give your product consistent nation- 
wide sales. No credit risk .. one contact 
——— with Tru-Test means a complete over-all 
TO RE ee 
ry District you. Write today for details. 
about $15,- DIVISION OF OAKES & COMPANY 
jatats, clee. TRU-TEST 650s. ctark st., CHICAGO 5, ILL. 
| seed and 
cation over 
e. Address 
100 East 
INT, AP. WITHOUT THE 9 
bee est 
wn." | EVERY GARDENER NEEDS ONE 
Equipment for sifting soil in Hot Beds, Seed Flats, Special- 
‘oom apart- ized Gardening, Window Boxes, Flower Pots, 
_ oun Excell for spreading dry type fertilizer. 
“anaes Hendreds of uses around home or farm. 
Fast 42nd e 
Thousands Now in Use 
—— MORE BEING SOLD EVERY DAY 
——— PROFIT 
RE RETAILS for 1.35 BIG MARGIN 
WRITE FOR INFORMATION 
ON THIS SURE SELLER! 
_— THE HANDY SIFTER 
N Fi. Cc Mesh— All 
— THE DIAMOND <> MFG. ANY Stee: weided “Construction 
00 ALTAMON HENECTADY Y. —Green Enamel Finish 
Special 
sitable for 
by 
at LESS 
PRICE— 
co. 
Oregon 
ROYAL ELECTRIC CO, inc. 
PAWTUCKET > ahoes ISLAND 
WIRE * PLUG na CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
: * CHRISTMAS LIGHTING SETS ° 
isers 
TORS 
sa © CABINET HARDWARE 
sls @ BUILDERS HARDWARE 
@ CABINET LOCKS 
co. i iS * SCREWS AND BOLTS 
N. Y. 
Ul eel’ © SASH HARDWARE ‘ 
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DISTINCTIVE 


NATIONAL LOCK COMPANY -e 





PAINE “Sudden Depth” DRILLS 
CUT HOLES FASTER WITH LESS EFFORT 


Paine “Sudden Depth” drills, Carboloy tipped, 
cut through wood, concrete or any non-metallic 
material faster, easier than ordinary drills. Be 
cause they are ‘‘diamond-hard,” they last longer 
. require less sharpening. Priced lower than 
ever. Use in any slow speed Electric Drill. 
“Sudden Depth” drills are available in two 
styles ... Fluted Shank for deep holes, and 
Round Shank for shallow anchor holes. Exten 
sions can be easily welded to either model for 
any length drill. Send for descriptive literature. 


2 1 Ave. 
| THE PAINE COMPANY Ghienos 12. Mlincts 




















BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Soemnetie coomeeing 





boxes 


M. GRUMBACHER 


464 WEST 34th STREET 


Send for Descriptive Folder. 





Order from your Jobber 





NEW YORK 





| NEW YORK 














DONLEY'S 
POPULAR PRICED LINE 


HOUSE PAINTS 


@ $1.45 gal.* 
@ 2.65 gal.* 
ENAMELS ... 2.25 gal.* 


WRITE FOR COLOR CARDS AND PRICE 


DONLEY PAINT CO LISTS ON OUR COMPLETE LINE. 


COPEL Aw. OKIE 

Prices quoted zone | within 300 miles 
of Cleveland; slightly higher for dis- 
tant points. 


CLEVELAND 5, OHIO 





Satesmen note: Some choice 
tervitories open — write. 


DONLEY PAINT CO. e 

















HARDWARE 
SOURCE 


ILLINOIS 


ALL FROM 


ROCKFORD, 











..No other scale is made 
like a 

















winpow ruse Wa USER) ek et 
and SQUEEGEE 


There’s a Minute sep fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, 30 ap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas 
All made of Du-Pont Cellulose Sponge. Write or phone 
vour jobber todav 


MINUTE MOP CO. 


i3 E.z23rd.St. 





CHICAGO 16 ILL. 








The COUNTER SALESMAN 
SELLS FOR YOU 


Put the 
TRICO "Silent 
Salesman" on your 
counters and watch 
your fuse sales 
mount. Every home 
should stock re- 
placement fuses. 
You get this busi- 
ness when you dis- 
lay the 7 
OX. 


colorful 





NO METAL 
NO SHOCKS 
NO GLASS 
NO CUTS 


Order Today 
from your 
JOBBER 








TRICO FUSE MFG. CO. Miwa 








Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE & 
FLOORS-—CREATE QUIET 


50c SET - 15c¢ SET - 


Domes of Silence’’ 
Glide. 


a 
each genuine 


On 
i = Domes of Silence 
K Rubber Cushion Glides 
_—— For Tile, 
a Noiseless. 


_ a _chairs and all 
Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 


Marble, Cement and Bathroom Floors. 
Sizes for metal beds, wood beds, large 
furniture. 
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Kellogg Brush 
Kennametal, 

Kester Solder 
Keuffel & Esse 
Keystone Stee 
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Los Angeles 1 
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Schulte 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 
Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 


A great selling point to user! Eliminates bother of returning Levels to 
factory for repair. 










@ Interested in handling complete line? Write for details. 


SCHULTES LEVEL. tne, 


7403 GABLE e DETROIT 12, MICHIGAN 


*PATENTED AND PATENTS PENDING 
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®EASYTO MATCHED BATHROOM ACCESSORIES 


SELL 


3 complete lines of beautiful chrome finish, 


® HIGHLY matched bathroom accessories ... tastefully pack- 


PROFITABLE aged for counter display and easy stock handling. 


. 
we MOST COPIED Zz ON THE MARKET! 
9 


Chrome - 7. 


—— 2187 EAST 2nd STREET 
CLEVELAND 15. OHIO 
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AMERICA’S FASTEST SELLING Vs a 
TOOL CASE . > 


Here is the tool box that is the fa- 
vorite of mechanics 
everywhere. 4 tray, 
cantilever action, 
finished in 2 tone 
brown wrinkle finish. 
18’ x 10" x 13", also 
in 20'°'— 24" sizes. 
Plenty of room. Contin- 
uous hinge. Comes in 4 
or 6 trays. 


SIMONSEN INDUSTRIES INC. CAT. NO. 
1410 S. Michigan Ave., Chicago, Ill. 
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Zonite Prod. Corp. 


HARDWARE AGE, MARCH 


Make EXTRA SALES 


ov EXTRA SAFETY” 


BLE’ WATERPROOF MATCH BOX 

GUARANTEED COMPASSES 
Every time you make a sale of outing equipment, 
you will build extra good will and make extra 
profit by suggesting this small extra investment 
in “‘Safety.”’ 

Marble’s Waterproof Match Boxes at 75 cts. 
—keeps several days’ supply of matches absolutely 
dry—even under water. 

Marble’s Compasses at $1.50 to $275 are 
guaranteed accurate. Come in pin-on, pocket, 
and wrist models. 

You never make a mistake but always a profit 
when you sell Marble’s products. 


MARBLE ARMS & MFG. CO. cindstons, Michigan 
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SHOE LASTS AnD STANDS 





JERSEY 


THE POPULAR 


The lasts are the latest 
style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 


strong and practical. 
14" and 20" Stands. 


“STAR HEEL PLATES” 


ALWAYS IN DEMAND AND PROFITABLE 
FOR YOU TO HANDLE. MADE IN SIZES 
000 TO 6. ORDER YOUR SUPPLY TODAY. 





No. 4 


STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 
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| It's a Promise! 






See our display ef | 
Booth 310, Natienal 
Hardware Show. 





OPENS ANY SIZE 
SCREW-TOP JAR 


A ready seller for a 
tough opening job in the 
kitchen. An item that cus- 
tomers pick up, test and 
buy on their own. Free 


colorful counter display. 


THINK OF 


BETTER KITCHEN TOOLS 


EDLUNC OMPANY BURLINGTON. VT 








MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES! 


DAY in rentals alone. 


Besides, each rental customer 
invariably buys paint, varnish, 
filler, brushes, sandpaper, tools 
and supplies to keep your cash 
register ringing up MORE 
PROFITABLE SALES. 


Install This New Lincoln 


SPEED-O-LITE 7” 


Hi-Speed Rental Sander 


| Take advantage of Lincoln’s 


| 


Easy Payment Plan which en- 
ables you to retire your invest- 
ment out of increased profits. 


You can share in 
extra heavy profits now being made on 
home building and modernization jobs 
by owning and renting out this new 
Lincoln Speed-O-Lite 7” Sander. 
tomers eagerly PAY UP TO $5 PER 








Cus- 


Write for Proof of the Big Money 
Making Power of Speed-O-Lite 7” 
Time-Payments to Suit Your Needs. 





= = 
= 
= || 
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= N “ 1252 WEST VAN BUREN ST., CHICAGO 7. ILLINOIS — 


FLOOR MACHINERY COMPANY, Inc 
Werld’s Manufacturer of the Mest Complete Line of Fleer Maintenance Equipment 









HARDWARE AGE, MARCH 10, 1949 





